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Pl Bolt 
Plow Bo “ CHAIN \(we maxe 
Now Here eer || is"s= 


Halter Chains~Dog Chains~Cow Chatns~Cot! Rods, Rivets, Ma- 
If you want the best, send eae Sie Caeer-dow Coten-Cut ets, & ve » 


your orders to i > Nats, Hinge Pins 


Columbus Bolt Works, ONEIDA 





Columbus, O. COMMUNITY 


Oneida, N. Y. THE ATLAS BOLT 


the he has to sell, 
saat 27 42 Cleveland, 0. 


Won't reap the golden, gleaming dollars, 
Like one whe climbs a tree and hellers. ” 


BLACK DIAMOND FILES AND RASPS 


PERFECT—ALWAYS 


Cf. 
TWELVE MEDALS AT INTERNATIONAL 
AWARDED.“ EXPOSITIONS 


G. & H. BARNETT Co. 
Bleck Diamond File Works PHILADELPHIA 











ee a ee Main St., 











“BROWN” 


Fitted with Stake Ring, a Swivel every ten 
feet, and a Swivel Snap. 


A FREE SAMPLE WILL 
TELL THE STORY. 


The BRIDGEPORT CHAIN CO. 


BRIDGEPORT, CONN. 
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A Few Facts 


Loose or Pit Hearth, Duplex or Basket Grates. Tile or Cast Linings. 
7” 8" and 9” Tops. 16” 18” and 20” Ovens. Made with Water- 
front, Reservoir, Steel High Closet, two styles of High Shelves. 


We are now making a perfectly plain range—we call it the 


CLASSIC CINDERELLA 


Made with thermometer. Same general description as above. 


| Pittsburg h Stove & Range Co., Pittsburgh, Pa. 


Si Agency, W. D: SAGER, 38 to 40 nge St... eR, Til. 


We make Several lines of 
Plain Ranges. 





It is their artistic appearance 





that first attracts the buyer. 
But it is the perfection found by a 
detailed examination of the goods that 
“*Seals the Bargain.” 

Our stoves are all cast from a Special 
Mixture of High Grades of Pig Iron 


and are finished with extreme care. 
There is nowhere else in the whole 
world that the mixing of metals is as 
thoroughly understood as in Pittsburgh. 
That is why Pittsburgh’s Steel Rails 
wear well—her bridges are strong—Her 
Armor Plate invtlneable and her Stoves 


the MOST DURABLE. 

We are located at the ‘‘Fountain 
Head” of Raw Materials for our use— 
We save the freights. 

This advantage enables us to give 
greater value for a dollar than is possible 


























under any other circumstances. 
Put us to the Test. 




















OAKS, 


Special, 





The 


FURNACES, CAST RANGES, 


THE SCHILL 
Steel Range 


noyel features found in no 


other line. Cast iron reservoir covered 


with sheet steel, improving the appear- 


ance and saving labor in 
blacking. The oven is 
complete in itself, having 


an end riveted in’ same. 


Many other special features. 


WRITE FOR CATALOGS. 


Schill Bros. Co. 
Crestline. Ohio 
STEEL COOKS, ETC. 
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THE PLACE TO BUY 


5cand 1Oc Goods 


Is at LYON BROTHERS, Chicago 


We bear the reputation of being the [pioneer house for startling leaders in 
these goods. Year after year for more than a third of a century we have been sell- 
ing the biggest and snappiest values in 5c and 10c merchandise that the world- 
wide market produced, and for 1905 we are showing a line that outclasses even our 
own former selections. We have canvassed the market thoroughly and offer the 
cream of the world’s product. For the convenience of merchants interested in 
these goods we have classed them in 








Three Complete Assortments 
As follows: 














5e and i0c Goods’ eC? fe, Se and (5¢ 
Stock for Steck for 











5e, 100, 160, 200 and 260 Goods 00 
Complete Stock for 


On receipt of your application we will send you a complete list of either or all 
of the above stocks. They include positively the biggest sellers and the greatest 
values obtainable in the world. In many items the value is so extraordinary that 
merchants sell them for more than the above prices, thus increasing their retail 
profits. We positively guarantee that every article in either list is one of merit, 
and of unusual selling qualities. 

We urge thetrade to write us for full information concerning these stocks, which 
will have our prompt and careful attention. It is a well-known fact that we always 
save the trade. money, and we can save you money on these goods if given an 
opportunity.° 














Wall Paper Sample Books for 1905 ”keaa,y 


Our new line of Wall Paper is now ready for the trade, and merchants are re- 
quested to write us for sample books and price list of our complete line. We 
have a superb variety of patterns and a wide range of prices that will interest you. 














Largest Wholesalers of General Merchandise in America. Positively no Goods Sold to Consumers 






























@ LYON BROTHERS !2.4":' CHICAGO 
hes 
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Looking for Quality 





@_ There is much of your reputation as a Stove Dealer 
that comes from the guality of the Base Burner which 
you sell. It is the Highest Grade Stove in general 
use, and often to the buyer, is the most important and 
costly piece of furniture in his house. It should be a 
perfect stove, dependable and satisfactory in every way; 
if not, your reputation suffers. 


@. We pledge you our reputation that Moore’s Base 
Burners are right and dependable, and, in addition, they 
have that correct appearance which is so absolutely 
essential in attracting the eye of the buyer and clinching 


a sale. 


@. Are you looking for a better line of Base Burners 
for your 1905 trade? If so, let us know it early. We 


are placing agencies now. 


JOLIET STOVE WORKS, 
JOLIET, ILLINOIS. 





~ - 
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(IT SHOWS IN THE FINISH.) 


1905 Base Burner 


THE EASY LINE TO SELL 


JOLIET STOVE WORKS, Joliet, Illinois. 
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Premier Globe Range 


MADE IN KOKOMO 











The double guaranteed range—guaranteed by its 
thorough construction—guaranteed by the makers 


For example, the oven bottom 














is an extra heavy steel plate, to 
which a cast iron flue strip and 
two 2%x34x20 T braces are 
hand riveted. In view of this 
constructional guarantee, our 
guarantee against buckling is 
really superfluous—it’s on the 
order of betting on a sure thing 


as it were. 







Just a word about ap- 
pearance. A_ special 
process nickel finish 
is placed on all trim- 
mings. The nickeled 
parts are feed door, ash pit 
BS door, ash guards, oven 
‘to. door, oven door panel, oven 
har, \ door handle, clean out 
"> door, address plate, reser- 
? voir ornament top band, 
closet top cover, closet 
brackets, closet parts, closet 
handle, tea shelves, etc. 


Our line includes Steel Ranges, Steel Cooks, 
Heating Stoves, Hotel Ranges and Outfits. 


The Globe Stove @ Range Co. 


Kokomo, Indiana 
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RIVAL CLERMONT 


A New, Improved, Attractive, 
Quick Selling Range. 





FOR HARD, SOFT COAL OR WOOD 


It's unquestionably the best selling range on 
the market. Thousands of dealers say so 


Oven:—Large roomy oven. Quick baker with small 
amount of fuel. Well protected by cast plates. 

Body:—Is made of heavy steel. Lined with heavy as- 
bestos so that the heat is retained. 

Fire Box:—Extra heavy sectional linings, easily re- 
moved. Heavy fire back in three (3) pieces. Fire box 
extension in rear, for long wood, is supplied with every 
range, and swing end door. 

Duplex Grate:—For soft coal, hard coal. Removing 
the end linings and reversing the grate forms a perfect 
wood fire box without removing the grate. 

Ventilated Linings :—With air chambers forcing fresh 

air through perforations into the fire giving perfect 
combustion and greater dura- 
bility to the linings. 

Oven Top and Bottom — Made 
of extra heavy steel plate, in the 
best manner possible, so as to 
prevent warping or buckling. 


Nickel Parts:— Steel band on 
edge on top with cast corners. 
Oven door frame and handle. 
Ash pan door. Panel and handle 

on rolling front of High Closet. 

Edges on side brackets and high closet and high 

shelf. Teapot stands on high closet and high shelf. 


















Broiler Door with draft register; a great conven- 
ience for feeding coal or broiling. 


Roomy High Closet with rolling front. Very 
convenient high shelf. High shelf and high closet 


i fi ee se. i are provided with two convenient teapot shelves. 


Furnished with large cast iron porcelain lined reservoirs. 
Oven Thermometer furnished with any of these ranges. 


GET OUR LITERATURE 


GEM CITY STOVE CoO. 


DAYTON, OHIO. 


STOVES TAMALAS STEEL COOKS CAST COOKS CAST RANGES 
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“QUICK MEAL” BLUE FLAME 


WICKLESS OIL STOVES 1 


/ 
. Are simple, durable and easy to understand, this makes | 
| them easy to operate and easy to sell. Their drip cups | 
are stamped out of one piece of heavy brass, their 
burner drums out of one piece of heavy steel, this makes 
these parts smooth and strong and leaves no creases for } 
dirt to collect in. H) 
The lever valves used on the “Quick Meal” Blue Flame 
Oil Stoves enable the user to tell at a glance whether the |! 
burners are open or closed and just how far. 
This is a distinct feature found only on the “Quick 
Meal” and this alone makes them the easy line to sell. 


-RINGEN STOVE CO. 


ST. LOUIS 
San Francisco, Cal. Portland, Ore. 
45 and 47 Bluxome St. 4th and Davis Sts. 


So 5) ~ 2 





AS) 


ee et 
Awarded Grand Prize and Gold Medal 


—"—— 
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Settle it NOW 
To-morrow may be too late 
Get the exclusive agency for 


JEWEL GASOLENE STOVES 


ror 19Q5 


For 24 years Jewels have 

led in quality 

They are better than ever this year 
Write for CATALOGUE No. 6l 


GEORGE M. CLARK & CO. 


DIVISION AMERICAN STOVE COMPANY 
CHICAGO 





Jewels are Just Right 


























WE MAKE 


\ 
OIL HEATERS y 
GAS HEATERS 

AIR TIGHT STOVES & ‘ 
LAMP STOVES > 

CYLINDER STOVES 


EVERY ONE A LEADER \ 





and a little better than anything else on the market. ) 
Write for-descriptive circulars and prices. yi 


' NATIONAL ENAMELING AND ‘Sy 
STAMPING COMPANY. i) 


NEW YORK BALTIMORE CHICAGO 1 
ST.LOUIS MILWAUKEE NEW ORLEANS. \\ 





— Ae ip a 
= ae PA Z—~- 
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Dangler Gasoline and 
Blue Flame Oil Stoves 


Received the Grand Prize, Very Highest Award, 
and Gold Medal at World’s Fair, St. Louis. 





All that experience could suggest and skill accomplish has 
been put into our Stoves. The result is they look right, work 
right, and stay right. 


DANGLER Stoves are constructed according to the safety 
requirements of the National Board of Fire Underwriters, 
and are on their list of permitted stoves. 


Write for catalogs, prices, and particulars. 


DANGLER STOVE Co. Div. 


AMERICAN STOVE CoO. 


Cleveland, - ~ Ohio. 


WESTERN BRANCH, 308 No. FIRST STREET, ST. LOUIS, MO. 


JOBBING AGENCIES : 


JACOB RETTERER, 167 Lake St., Chicago, Ills. L. J. WEBER, Dayton, Ohio. — 
JANNEY, SEMPLE, HILL & CO., Minneapolis, Minn. HOME STOVE CoO.., Indienapolis, Ind, 
F. A. KLAINE CO., Cincinnati, Ohio. HAMMER-BRAY CO., San Francisco, Cal. 


ENTERPRISE MFG. & COMMISSION CO,, Kansas City, Mo. 











“NEW PROCESS” Gasoline All “NEW PROCESS” Vapor Stoves 
States site: eehetrusten pasesd- have improved Heat Collectors which 
ing to the safety requirements 
2 dae Nathens’ Réied: 4 Wied greatly facilitate evaporation. Noargu- 
Underwriters, and ase dn their ment necessary to convince you this is 
list of “ Permitted Stoves.” the most important improvement made 


on the evaporating stove. This feature, 
and its many other practical points, 
make the “NEW PROCESS” an easy 
seller and explain the success of our 
agents. 


Be successful! Handle the “NEW 
PROCESS”—the original evaporating 
stove. 


Handsome new catalogue “A” now 
ready for distribution. We will be glad 
to send copy showing the most com- 
plete Summer Cook Stove line manu- 
factured, Secure the agency now and 
— arrange for samples. 











cabinet Renee. te || STANDARD LIGHTING CO. Div. 


eet Gasoline Stove | | AMERICAN STOVE CO. : CLEVELAND, OHIO 
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[IN INE DRESS 


PEORIA LEXINGTON 
STEEL RANGES 


ARE THE ACME OF PERFECTION IN 
FAMILY STEEL RANGES 











Still maintain the lead of 
all competitors, having 
more practical points of 
genuine merit than any 
steel ranges on the markets. 


Made of best heavy anti-rust 
planished steel, 


In all styles. 


With 15, 17, 19 and 21-inch 
ovens. 


IT WILLPAY YOU TOINVESTIGATE 


‘Culter & Proctor 
Stove Co., Peoria, Ill. 





MILLER GEM 
STEEL - PLATE 


RANGES 


are far superior to other so-called 
first-class Ranges as to Roasting, 
Baking and Durability. You want 
to buy a good Number One, Me- 
dium Priced Range that will Roast 
and Bake with the best of them? 
If you do, then do not be per- 
suaded to buy anything but the 


MILLER GEM 


Which we introduce as a High-Grade, 
Medium-Priced Cooking Apparatus. 





Write for Cat. and Dist. 


THE WM. MILLER 
RANGE @ FURNACE CO. 


CINCINNATI, OHIO 
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VAN’S 


Patent Improved Wrought Steel Portable 


RANGE 


For Hotels, Restaurants. Public 
Institutions, Boarding Houses, 
and Private Families. All kinds 
of Hotel Implements for culinary 
purposes. Manufactured and for 
sale by 


The John Van 
RangeCompany 


419 Elm and 410, 412, 414 and 416 
Home Streets 


CINCINNATI, = = = = = OHIO 


> ae 


ed 









FRONT VIEW Nos, 30 and 40. 





THE MAJESTIC 


Combination all Cast. Iron 


Warm Air Furnace 


adapted for burning either hard or soft 
coal, or wood 24 inches in length, hori- 
zontally. The products of combustion 
travel 22 feet inside the casing before 
passing to the chimney. 


Our heaters are very heavy and durable, 
weighing from 1,500 to 3,000 lbs. 


Our double square steel casing is a 
beauty, and allows but a very little heat 
to escape in the basement. [If it is an 
honest, durable, economical heating 
apparatus you are looking for, write for 
our catalogue and prices. 


The Chappell Furnace Co. 


Morenci, Michigan 








eeeeeeiadiinll 


F. N. MONROE, Ishpeming, Mich., writes: 
“| cannot do without your valuable paper. 


It is a welcome visitor every week.” 
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ws Te 
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ACME 


STYLE “Cc” 








Thermometers OVE | 
THE BEST IN THE MARKET 


MANUFACTURED 
BY THE 


‘Tyas 


Company 
TAUNTON _ : : MASS. 


C. H. MATTHEWS, Detroit, Mich. 
(Western Agent.) 





2%-INCH DIAL 















7 


— ZO Sae 


& don’t run many races and the steel range 


with inadequate flues don’t win out. 


FLVES are the LUNGS of a STEEL 
RANGE and the special DOVBLE . 


CHAMPION STEEL RANGE 






FLVE 


Champion and Marquart 


construction of 


Steel Ranges makes it a great 


fuel economizer. 


J. M. LITCHFIELD, Eastern & Export Agent 


C0., Cleveland, 0. 227 Water St., New York City 








Persistent 











Advertising 









E who watches carefully the 
pages of general advertising 
Tite, mediums is struck by two 
SEY things: the persistency with 
is Gaeepalbtietian “ithe ace pepe 
nized as successful maintain their ad- 
vertising week alter week, month after 
month, and year alter year; they never 
seem to abate their effort, apparently the 
volume of their business increases 
steadily. The other thing noticeable is 
the large number of advertisers who 
thrust their announcements above the 
surface for a little while and then sink 
into oblivion. They either had not 
merit as a basis for their claims or they 
did not possess the skill to steer their 
enterprise successiully, or else they 
lacked the nerve to put forth proper 
effort. Advertising Experience. 











IMPERIAL GOLD COIN ENAMELED 
STEEL RANGE 


BODY—Black enameled steel plates securely 
riveted and braced. FIRE POT—Linings heavy and 
durable. GRATE—Duplex, adapted for burning all 
kinds of fuel. OVEN—18'' x 20'' x 13''. RESERVOIR 
—Cast Iron Enameled in a cast iron rust-proof casing. 









We also make other kinds of steel and 
ens Cast ranges, cook stoves and base burners. 


Write for prices and catalog. 


319.00 


When Cash Accompanies Order 
For 8-20 or 9-20 add 
$2.00 to above price. 


THE CHICAGO STOVE -WORKS 


BLUE ISLAND AVENUE AND 22ND STREET 
CHICACO 
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VINCENNES, INDIANA 


RETORT OAK 


Nos. 166, 188, 222 


Magazine Stove 
for Soft Coal 




























The dealer who can con- 
trol a 


GOOD SPECIALTY 


has the advantage of his 
competitors, 


THE RETORT OAK 


is the 


Greatest Specialty 


in heating stoves in the 
market. 


Its reputation is firm- 
ly established and no 
mistake can be made 
by making it your 


LEADER 





Write us for Cata- 
logue and prices for | 
1905. and wait for our 
travelers who start 
out January 9, 1905. 


We will have them see you. 


MARION STOVE CO. 


MARION. INDIANA 




















When you sell a 


furnace, youclaim 
it to be the best 


made. 


Be sure you're 


right and there 


will be no com- 


plaints. 
only one 
sell the 


There’s 
way — 


furnace 


that really is the 


best, and 


that can 


be proved so— 


That’s T 


Investi 


hatcher. 


gate, it's 


worth while. 








Thatcher 
Furnace 





240 Water St., 


Company 


Works: Newark, N. J. 






New York 
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Economical in coal. 












Sends heat to any part of building. 


Wonderful results produced during 
the last cold winter. 


Fire is in direct contact with heating 
surface. 


ally found. 
) Does large and satisfactory heating. 
Many in use. NO EXPERIMENT. 


SEND FOR CIRCULARS. 


Showing Internal Construction. 


ALSO CELEBRATED 








STEAM AND 
WATER 









Prices 
Right. 
Easily 
Set. 


They 
Please 
Every- 


body. Has 75% Direct Fire Surface 
Steam, 275 te 1,800 ft. Capacity 
Water, 450 to 2,800 ft. Capacity 

i3 SIZES. 



















No Boilers ever made doing such won- 


Gen, aid eee Gaia Water, 3,800 to 7,200'ft. Capacity erful heating. Several thousand in use, 
6 SIZES. giving splendid satisfaction. 


BOILERS OF GREATEST KNOWN POWER 
Send for Prices and Circulars. 


RICHARDSON & BOYNTON CO., Mfrs. 


234 Water Street, NEW YORK. 
51 Portland Street, BOSTON 


Has 924 Direct Fire Surface, for Heavy Duty Work 


84 Lake Street. CHICAGO 


























—— 


\ 


— 
_— 
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THE LENNOX 








TORRID ZONE FURNACES 


The furnace for the dealer because of its sim- 
plicity, its scientific principles of heating and its 


demonstrated success. 


* Solid steel body riveted 
like a boiler, dust proof and 
gas tight as any steam boiler 
ever was. 


* Indirect radiator utilizes 
heat from the smoke and 
almost doubles the radiating 
surface of the furnace. 


SS a 


* Not a packed joint of any 
kind to crack and leak gas 
—No cracked fire pot ex- 
posed. 


* Combination fire pot, iron 
at bottom and brick at top, is 
enclosed in steel shell. Being 
in sections, can be removed 
through furnace door. 


* No air overheated and 
oxygen burned out by con- 
tact with a red hot fire pot. 


* Steel radiation is quick and 
a house is heated in the 
shortest possible time after 
fire is kindled in the furnace. 


Pioneer of all steel furnaces. 


* Dust or ashes cannot col- 
lect on perpendicular walls to 
retard radiationas is 

by. all horizontal travel of 
smoke in the average furnace. 


* Diving flue in the indirect 
radiator makes smoke travel 
twice its length and utilizes 
all its heat. 






Farwell, 


Ozmun, Kirk 
& Co. 


St. Paul, - Minn 


Northwest Distributers. 
















= SSS 


Sectional View. 


* Has greatest radiating 
surface of any furnace and 
gets all the heat from any 
kind of fuel. 


* Made in 12 sizes for hard 
coal, soft coal, coke or wood. 
Has heated well with rye 





* Boiler-like construction of 
heavy steel makes it the 
most durable furnace ever 
made. 


* Special sizes brick set 
for heating churches, schools, 
halls and large buildings. 


Merrick, 
Anderson & Co. 


Winnipeg, Manitoba, 
Canadian Agents. 


* Grates rock like a loco- 
motive grate and ‘are the 
best as locomotive style- is 
the best. 


* Room heaters especially 
designed for heating stores 
and assembly halls. 


“5 “=xx- The Solid Steel Body. 





* Double feed doors admit 
any kind of fuel and jare a 
great convenience. 


* Combination furnaces heat 
some rooms with hot air and 
remote rooms with hot water 
radiators. 


straw. 









Lennox furnaces were the first steel furnaces made. Are no longer an experiment. 
Are sold from Pittsburg to Denver and from Canada to Texas. This year’s output 
doubled last and last doubled the year before. They are so simple and so perfect that 
they never give a dealer any trouble. They always please the customer. Write for 
40-page catalog and book of 200 letters from dealers and patrons. 


THE LENNOX FURNACE COMPANY 


MARSHALLTOWN. IOWA . 
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OBINSON 


Tubular Furnace 


Hard Coal 
or Wood 


Contains many speciai fea- 








tures not to be found in other 
heaters. These features are 
original with us and are 
fully protected by United 


States letters patent. 





Robinson Furnace Co. 
107 Lake Street s-38 CHICAGO 





Crescent Furnace 


Hard, Soft Coal 
or Wood 


This furnace is supplied with 
our Celebrated Eclipse Grate, two 
piece Fire Pot, large Ashpit, Double 
Feed Doors and Crescent Flue 
Radiator. The furnace is lighter in 
some parts than the Tubular, but 
will no doubt prove to be a good 
seller where a furnace lower in price 
is desired. The large doors and 
combustion chamber make it desir- 
able for either coal or wood. 
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TRIUMPH 


FURNACES 


TRIUMPH 


TEYSLSANEE a HOT WATER HEATERS 


TRIUMPH 


STEAM HEATERS 


Possess manifest points of 
Superiority that enable 
them to override all compe- 
tition. “Money paid‘ out for 
these goods is ‘‘For Value 
ee ee URNA CE So Received’ several timesover. 


A Catalog will 
prove a good 
investment. 


CRAIG-REYNOLDS FOUNDRY CO., 
DAYTON, OHIO 


JOHN KONTNY, Western Agent, 
65-67 N. Desplaines St., CHICAGO 


TRIUMPH SPECIAL FURNACE. Ba ed ‘Sizes. 
Portable or 


Hard Coal or Coke. 
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Radiant Home 
Force Draft Furnace 


With Original Patented Force Draft 
| Ring and Slotted Fire Pot 


Burns all forms of Soft Coal, 
Slack, Coke, etc., with per- 
fect combustion, and gives 
more heat with less fuel and 
requires less attention than any 
other furnace. 





Forms the only perfect retort made 





The air passes through the cells 
at every point around and through 
the fire and thus mixes the proper 
amount of oxygen with the gases 
and smoke. All burn fiercely with 
intense heat. 


Is practically Indestructible 


ONLY CORRECT METHOD for BURNING ALL FORMS of SOFT COAL 


Original Slotted Fire Pot. 
Patented Force Draft Ring. 
One-Piece All Cast Radiator. 
Extra Large Double Feed Doors. 


Made in Four Sizes— 
822, 324, 826, 328. 


Also a Medium Priced Furnace with 
Steel Radiator. 





A Great Leader 


GERMER STOVE COMPANY 


nintidiaties og arictly High Grade Stoves, Ranges and Furnaces 





gst-net Wookie renee Change Main Office and Foundries: E-RIE, PA. 
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The Akron Air Blast 






































| Reliable 
Attractive 
S sss Substantial 
oe ; & Up-to-Date 
Trade-Bringing 
¥...¢ _ Trade-Holding 





——— — 
—————— _— 


———— 





Yee 
Se 


We are the Originators of “Air Blast” Furnaces. 
It Has Many Imitators 
Tens of Thousands in Successful Operation 


If the furnace you sell does not heat properly, nor eco- 
nomically, write for the agency of the Akron Air Blast 











Factory Capacity 
5,000 Furnaces 
Per Year 








May & F iebeger, Akron, Ohio 


MANUFACTURERS Established 1580 































BOYNTON 


» FURNACES, STEAM and HOT WATER HEATERS 


Have stood for an honest value for 56 years. They have always worn well—they have required very 




















few repairs—they have given out plenty of heat with a small expenditure for fuel—they have given a 








steady rather than a 





spasmodic heat—and 
that’s why dealers 
have found them a 
desirable line to 
handle. Many a dealer 
has found that the 
handling of Boynton 
heaters has been a 
big help in building 
him up a reputation 
for the best work. 


Shall be pleased to 
send you a catalogue 
and price list. 


Ghe BOYNTON FURNACE CO. 


147-149 Lake St.. CHICAGO 207-209 Water St.. NEW YORK 


IT LIES LOW 


BUT 


IT WEARS THE CROWN 


tthttt 



































When you consider economy of 
fuel, simplicity of construction, easy 
management, cleanliness, good selling 
powers, good paying powers, it is safe 
to say that the 


Crown Low Down Furnace 


should be crowned king of all. Every- 


body seems to think so. Our sales are 
| THE CROWN 


LOW DOWN exceeding all anticipations. Do you 
| WARM AIR want to know why? Our new furnace 
FURNACE 


book is ready. 


MARCH-BROWNBACK STOVE CO., °°TTS70"*- 
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SOW GOOD SEED 












SECTIONAL VIEW 
Showing inside and outside casings, and positive cap 
attachment ove: the flues through which warm “There's Only ONE Warm Air Generator.” 


air is forced to distant rooms. 


When the farmer wants a bountiful harvest he is particular 
to sow good seed. 

And he carefully watches and works over the crop until 
harvest time. 










Same in the heating business. 

The Dealer who wants to reap the greatest rewards, must 
sell a thoroughly dependable apparatus. 

The KELSEY Warm Air Generator is the highest type of 
Home Heating Apparatus, for it combines all the advantages of 
Steam, Hot Water and Hot Air, with none of the disadvantages. 











The Kelsey Generator supplies an abundant volume of pure, 
fresh air, warmed to the proper temperature—but not burnt or 
scorched. 








Dealers who sell the ‘‘Kelsey’’ are planting better than they 
know—because every sale is adding to the dealer’s prestige. 






May we send you our literature—and our Exclusive 1905 
Agency Proposition ? 












Free for the asking—if you live in unoccupied territory. 




















KELSEY HEATING COMPANY, SYRACUSE, N. Y. 


; New York City: Western Sales Agents: 
156 FIFTH AVENUE COOK & VAN EVERA CO., 38 E. Lake St., CHICAGO, ILL. 


JAMES SMART MFG. CO., Ltd., Brockville, Ont., Sole Makers for Canada. 










The Wise 
Furnace Co. 





Akron, Ohio 


GET A CATALOG. 
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A Little Learning is a Dangerous Thing 


Perhaps your knowledge of furnaces 
has led you to believe the heater you are 
selling is the only one. This belief is 
dangerous, as your competitor may take 
the agency of a better furnace, and thus 
secure the greater portion of the furnace 
work. 

This danger is easily avoided by 
securing the agency of the ‘* Mueller.” 
The most complete and up-to-date line 
of heaters manufactured. 

Write to-day for catalogue and prices, 

Our agency proposition will interest 


L. J. MUELLER FURNACE CoO. 


ESTABLISHED 1857 
191 REED STREET MILWAUKEE, WIS. 

















BORN’S 1905 RANGES 


In variety of sizes, patterns and finishes, wlll fully meet the demands of the 
trade. The well known features of quality and convenience have all been 
retained and new ones added. New nickel ornamentation; new fire box and 

pouch feed; new reservoir construction; new style warming closet; and other 
| improvements that can’t be described here. Send for full information. 


THE BORN STEEL RANGE COMPANY 


CLEVELAND, OHIO 





, 











GILT EDGE FURNACES 


are manufactured by R. J. SCHWAB @ 
SONS CO., the furnace men, of Mil- 







exclusively to the hardware trade. 
If you are having any trouble with 


handling, or you want the agency 
for the most complete line of first class furnaces 
manufactured, write them. 
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There’sno profit in selling a furnace you can’t depend upon. 
The sooner you find that out, the better it will beffor your 
business. 


FRONT RANK Stee/ FURNACES — 


can be depended upon in every detail. FRONT RANK Furnaces are 
made from heavy cold rolled steel, carefully formed, and closely riveted 
like a pressure boiler. 
The Fire Pot is formed from Fire Bricks, and won’t warp or crack. 
The combustion travels in vertical lines, and every heat unit is used 
to generate heat, not to keep the chimney warm. 
















Write for our Catalogue and Special Discounts. 
HAYNES-LANGENBERG MFG. CO. 
2301-09 Lucas Ave., ST. LOUIS, MO. : 


EMPEROR FURNACES 


FOR WOOD 


SIMPLE SAFE DURABLE 
ECONOMICAL IN FVEL 


The Best and Cheapest Line of Wood Furnaces. Fur- 
nished for either Brick or Galvanized Iron Casing 


BERGSTROM STOVE CO. 


Send for Catalogue NEENAH, WIS. 


*JAHANT 
PURE 
» WARMED AIR, 


Cast and Steel Radiators 
SEND FOR CATALOG 


ROHRBACHER @® ALLEN, iden 0. 


We would announce that we have purchased the entire line of 


STOVE, RANGE AND HEATER PATTERNS AN Tinners Pallet 


OF THE 



































LIEBRANDT & McDOWELL STOVE COMPANY HM Si. 00 
OF PHILADELPHIA, PA. 
Movement of this immense line is now going on, and at an early date Sent Postpaid on Receipt of Price. 





we will be prepared to furnish repairs through the usual lines of trade. 


DANIEL STERN, 


T. B. HARKINS FOUNDRY CO., Bristol, Pa. | 220% oss 
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MILWAUKEE 
F URNACES 





Six sizes; portable form; 
for all climates and all 
fuels; Steel or all Cast 
Radiators. 


You need our catalog. 





MILWAUKEE STOVE @ HEATER CO. 


100 W. WATER ST., MILWAUKEE, WIS. 


Floral City 

Hot Water 

Boilers, 
Steam 
Boilers 





are leaders. We have a 
full line of round and 
sectional water and steam 
boilers. 





Write us for catalogue. 





MONROE FOUNDRY & FURNACE CO. 


MONROE, MICH. 








Ce Pr 






SILVER’S, 
BROOKLYN 
600 DIFFERENT SPECIALTIES “4.00 
Household Inventions and Bath Fixtures. BROOKLYN, N. Y. 
es @ @+eo 23 & 2 & 8 OO (98: @ @e -— © @ BS @&E 


j 
; 
4 





GOOD MONEY 


FOR 


GOOD JOBS 


Is the best basis for establishing 
trade. We help getit. Ask ushow 


Canton 
Perfect Blast Heaters 


THE BONNOT COMPANY, Canton,0. 








Overton’s Adjustable Stovepipe 





a 





DB TO SHORTEST LENGTH. 
EXTENDED 


Ao. 
PA 


A telescoping sto “~~ which can be locked at 
any — a length. Savescuttingthe pipe. Any- 
one can adjust it without tools or tro uble. Used 
with xen ary stovepipe Your cus sheunes® need 
it, es pec ey ene se liv ving at a distance. Sold by 
jobbers. ite to 


The Dunten Mig. Co., Dunlap, Ia. 


Ullery & Jones, 


Gibson City, Illincis, 
Write: 


You will please 
take out our want ad. 
Our man has secured 
a good position, and, 
from the amount of 





letters we _ received 
from all over the 
United States, he 
could have got all 


kinds of jobs. Many 
thanks forthe ad. We 
think your paper all 
right. 
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The Newest Hero 


JUST OUT 



















leak gas. 





This dome furnace is built especially for soft coal and 
wood, and the dome or radiator having no joints, it cannot 


Being very low it is well adapted to low basements. 

For combination work there is no furnace made that 
has the surface or strength which is given by this deeply 
corrugated dome and fire pot. 

The auxiliary radiator at rear of dome is a heavy cored 
casting, made in one piece. It has a large surface that 
comes in close contact with the products of combustion. 
This insures economy of fuel. 


Examine the different parts and see if you think it pos- 
sible to build a better furnace. 


WRITE FOR CATALOGUE 


CHAS. SMITH COMPANY, 101 Lake St. Chicago 


OMAHA STOVE REPAIR CO., Omaha, Neb., Western Agents 
Manufacturers of HERO—the “Cold Climate” Furnace 





The FARQUHAR FURNACE GOVERNOR 


adapted to all Hot Air Furnaces, is operated by the expansion of the fire box itself. It is auto- 
matic, strong and positive. 

We guarantee that as the furnace body becomes heated the govern-r will gradually lower the 
draft door and 
open the check 
valve until the 
furnace reach- 
es the desired 
tem perature, 
holding them 
steady in that 
position until, 
from accumu- 
lation of ashes 
or exhaustion 
of fuel, the fur- 
nace begins to 
cool, at which 
time it will 
gradually open 
the draft door 
and close the 
check valve. 


For further information FARQUHAR IEAT-RECULATOR G. 


afdvess MANUFACTURER, 
WILMINGTON, OHIO. 


Hart & Crouse Co. 
UTICA, N. Y. 
































Royal Heaters 


235 Water St., 79 Lake St., 
New York, Chicago. 





Steam, Hot Water, 
Hot Air Furnaces, 
Radiators. 























1000 Years 


ago leisure moments were 
passed in the 
company of 
‘‘wise fools” 
and Merry- 
Andrews. 
Now people 
read. Bysome 
people, leisure 
moments are 
moments of 
-amusement. 
Other people 
findrecreation 
in a small 
amount of 
study. The 
latter are the 
kind that have 

> = two horses for 
a one-horse buggy. 


100 Tinners’ 
Patterns 


will help to buy the extra 
horse. Sent postpaid on re- 
ceipt of $1.00. Our descrip- 
tive circular tells why it’s up 
to you. 


DANIEL STERN 


69 Dearborn Street 
CHICAGO 
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Honesty 
Reliability 


Enterprise 











The John Grossius Furnace Co. ( 
409-411 East 8th St., - Cincinnati, Ohio 








Large Radiators, Fasy to Clean Out. 


Repairs! 


American Steel Furnaces 


Repairs! 
Repairs! Repairs! 


Always repairs is the wail of the cast iron 


furnace tser. The popular furnace dealer 
is the one who installs 


which are made of heavy steel, riveted tight 
like aboiler. You know heavy steel ranges 
cost much more than cast iron ones, but will 
last much longer with little or no re- 
pairs. They are clean, absolutely free 
from leakage of gas or smoke. 

The firepots do not crack like cast iron 
ones and are much cheaper in the end. 


The American FurnaceCo. %& 
1911-13 Pine Street - 


Wette fer petoce ond secure the agenoy before 





ST. LOVIS, MO. “% 


he other fellow gets i Burn Hard or Soft Coal or Coke. © Large Doors. 








Plumbing, 
Drainage, 
Water Supply 
and Hot Water 
. Fitting. 
By John Smeaton, Cc. B. 


CONTENTS: 


Chapter 1. Introduction. 2. Drain- 
age. 8. Danger from city welle. 4. 
External plumbing. 6. Internal 
plumbing and fitting. 6. Sanitary 
plumbing. 7. Water services and 
tapping of mains under pressure. 
& Water supply. 9. Ornamental 
leadwork. 10. Heating. 11. Hot 
water work, Index. 

236 pages, 217 illustrations, 8vo., 
cloth. 


Price, $3,00. 





DANIEL. STERN, 
69 Dearborn St., 
Chicago. 








WARM AIR FURNACE. 


AN) Cast Iron. 
Moncrief Duplex Grate. 
Large Radiating Surface. 





Double Fire Pot. 
Specialti Large Grate pestace. 
Top Return Flu 
Simplicity, Durability, Economy. 
Cleanliness in Use. 


HENRY & SCHEIBLE CO. 


6-8-10 Long St., Cleveland, O. 
Bales Agent—J. C. KIMMEL, 3314 East 15th St., Kansas City, Mo 








THE GEM SIDE WALL REGISTER. 










alt | PSs Echo be Se 
| PACITY 
FOUND DIDE 45¢ 
BB CAPACITY.OF 10 INCH j 
ROUND PIPE 67¢ 4) 


eS“ lr 


For sale in Canada by GUELPH FOUNDRY CO., Guelph, Ontario 


C. H. FOSTER, 3403 Bell Avenue, ST.LOUIS, MO. 
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Best and Strongest 
Elbow Made 


Cut is one-half actual size. 

Measures only 15 inches on 
back. 

Has slips 2 inches long. 

Occupies no more space than 
the Common Pieced Elbows. 

Weighs |5 pounds to the dozen. 

Costs less for freight than any 
other Corrugated Elbow with 
same length of slip. 

Made in Uniform Color Iron, 
Refined Iron, Wellsville Polished 
Steel and Wood’s Planished Iron. 





U 


” EXCELSIOR 





Sample dozen 6 inch Uniform Color, 
$1.00 f. o. b. Chicago. Six dozen ditto 
(for sample only) $5.00. Send for sample 
lot for comparison with other makes. 


Terms Cash With Order. 


Uniform Color Iron is designated by 
many manufacturers as ‘‘Blued a oS 
[at ‘‘Smooth Blue Steel,’’ and is a highly fin- 
Ua MADE Ecer stor ished, beautiful material. On receipt of 
THEE wack CO, 26 cents in stamps to cover postage we will 
mail you a sample half elbow showing con- 
struction and will rebate this amount if you 
give us an order. 


We also make the BEST NESTED STOVE PIPE in the mar- 
ket and absolutely the BEST FURNACE PIPE and FITTINGS 


CATALOG ON APPLICATION 


FURNACE MANUFACTURERS 


WHY DO YOV WSE CAST IRON CASING RINGS WHEN YOU CAN BUY STEEL ONES? 


We make the best that is made. They cost less and are much stronger, lighter, neater 
and better all around than cast iron rings. . Write us for samples and prices. 


THE WALWORTH RUN FOUNDRY COMPANY, Cleveland, 0. 


FLATIRON FURNACE 


Shaped like one—endures like one too— 





395) STEELE CHICAGO. 





















keeps warmth like one. No other furnace 
like it—none so good. An agency is a 
passport to the furnace trade of your 
locality. . Why not write us for cata- 


logue and terms? 








Miskimen Furnace Co. 
LOGANSPORT, - INDIANA 
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Showing Register Closed. 


Showing Register Open. 


TERLOO 





SIDE WALL 


REGISTER 


SOLVES THE 








The incoming warm air passing under the water reservoir radiates 
moisture throughout each apartment. 


IS ELEGANT IN FINISH AND MODERATE IN COST. 


WRITE FOR CATALOG AND PRICE LIST. 


WATERLOO 


m REGISTER 
= CO. 

Siete! Waterloo, 

Se i lowa. 


Showing Water Reservoir Detached. 





Showing Rear View of Register. 
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If the heat-giving part 
of a stove or furnace 

is the vital part, then 
the range is a failure 
or success as it bakes 
well or ill, 

The Round Oak Chief 
Steel Range oven 
flues are carefully 
insulated—top, bottom, 
all around—with a 
thick layer of 
asbestos, thicker in 
fact than ever used 
before in range 
making. 

We ascribe a great 
percentage of the - 
astonishing success 
of the Chief to its 
incomparable oven. 
“ Agents wanted” 
where the territory is 
not yet “* took.” 


Estate of 


P. D. 
BECKWITH ¢ 
Dowagiac 

Mich. | 


MAKERS OF GOOD 
GOODS ONLY 
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‘Mt. Vernon, Fritz, the home of Washington.’’ 
‘1 have—how you say it >—dose great feelings when Ich denke he was 


the ‘Father of his Country’ dasselbe as unser Frederich der Grosse.” 





nent 


| Rh Se Ei SS) a 








— 


+ 














Se ee Se GS 


ae Se Se MY YE ee eG | 


| er oe 




















ESTABLISHED 1880, 





Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


Teams oF SUBSCRIPTION IN THE UNITED STATES, THEIR POSSESSIONS, AND 
Cawapa, (Invariably in advance): One Year, PostaGe Parp, . 
im Foreicn Countries Excerpt Canapa, One Year, PostaGe Parp, 84-00. 


Address all Letters, communications and remittances to 
DANIEL STERN, PUBLISHER AND PROPRIETOR, 
69 DEARBORN STREET, CHICAGO, ILL. 

Entered at the Chicago Post Office as Second Class Matter. 


Tuis Parer 1s A MemBeR oF THE CHICAGO TrapE Press 
ASSOCIATION. 











CHICAGO, FEBRUARY I1, 1905. 





Tuis month the various state hardware 


a - associations are meeting, and as their 
Catalogues. members market much of the output of 


the National Association of Stove Manu- 
facturers, who meet three months later, the latter would 
no doubt take action in favor of uniformity in sizes 
of catalogues and other advertising matter if the for- 
mer bodies still to meet should go on record in favor of 
standard sizes in stove literature for the sake of con- 
venience in keeping for reference. 

Stove makers, in common with other manufactur- 
ers, spend thousands annually for circulars, catalogues, 
etc., but do not distribute this literaturfe in such form 
that it can be properly filed for reference. In order 
to keep a Ifne of stoves or a concern making or selling 
them before the retail trade, it is necessary to have 
advertising matter in such form that it can be con- 
veniently and accurately filed, and it must be borne in 
mind that advertising matter is filed by the dealer, 
not only on account of advertising a certain make of 
stoves, but for the information it contains regarding 
that make. It would, therefore, seem that the most 
effective advertising outside of trade journal adver- 
tising is literature which contains the most information 
and in such form that it can be utilized for the pur- 
pose intended.. 

The question of uniform advertising is therefore a 
very important matter. If, for illustration, the stove 
manufacturer who spends large sunms of money an- 
nually in the way of catalogues, circulars, etc., for the 
purpose of familiarizing the trade with his goods, 
could feel that his advertising matter which gives 
full information covering his goods, was carefully 
filed away and will be referred to whenever a pros- 
pective customer is in the market for that particular 
class of goods, he would feel that he is getting value 
received, and would place his customer in a position 
where he would at all times have complete information 
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Such a system of advertising, 
therefore, would be very valuable to both parties con- 


covering the product. 


cerned. 

It has been 
considered and discussed by various associations in 
years gone by. For an illustration, in 1894 the Mas- 
ter Car Builders’ Association went so far as to adopt 
standard sizes for pamphlets, catalogues, specifica- 


The question is not new by any means. 


tions, etc., which were as follows: 

For postal card circulars, 342”x5%4” 

For pamphlets and catalogues, 344”x6”, 6”x9” and 
g”x12”, 

For specifications and letter paper, 944”x1034”. 

In connection with these standards it was decided 
that a standard practice would be to have the paper 
standard dimensions and the word “standard” printed 
on the upper left hand corner of title paper or cover, 
whenever practicable. 

American Industries calls attention to a report of 
the Committee on Advertising of the Northwestern 
Electrical Association on this subject, from which we 


make the following excerpt: 

“We do not know of any electrical society or association 
that has adopted or has made an attempt to standardize adver- 
tising matter and feel that this association is in a position to 
adopt standards which we feel will meet with the hearty ap- 
proval and co-operation of manufacturers and jobbers in the 
electrical business. We, therefore, recommend that this asso- 
ciation adopt standards and suggest the following: 

“For postal card circulars, quotations, etc., 3x 5 inches. 

“Catalogues, 4 x 6 inches. 

“Catalogues, 6 x 9 inches. 

“Letter paper, specifications, bulletin, circulars, etc., 8% 
x II inches. 

“All descriptive circulars are to be printed on paper 
similar in size and thickness to letter paper, and issued in 
bulletin form; numbered, dated and punched so that they can 
be bound in a binder. At least two holes to be punched on 
the left-hand side, 3 inches from the top and bottom, making 
the holes 5 inches between centers. 

“For an index to these bulletins we suggest the card index 
system with which can also be combined prices on material 
described in the bulletins; on these cards or paper (if cards 
are used they should be very thin), the index or title subject 
to be printed on the top of the broad side with date on the 
rignt hand; bulletin number in which description of material 
can be found on the left; on the next line to be the manu- 
facturer or jobber’s name and address; then following with 
prices similar to a form presented herewith; these cards to 
be 3x5 inches. This size could also be used by punching 
holes on one side to bind in a cover, to be carried in a pocket. 

“We would also recommend that business cards be of 
this same size, gotten up in a similar way for filing purposes; 
for the reason that very often a representative of a company 
will present his card, and if the customer contemplates pur- 
chasing any particular article, prices can be put on the card 
and conveniently filed. This matter has been suggested to 
several manufacturing and jobbing companies in Chicago and 
has already been introduced with very good results. 

“Your committee has taken this question of uniform ad- 
vertising up with quite a number of manufacturers and job- 
bers and are assured by them that they will welcome any sug- 
gestion or standard adopted by this association for the reason 
that it will give them some assurance that the money they 
are spending for advertisiug matter is increased in value and 
is appreciated by their customers, and is in such form that 
it can be utilized at their convenience, 

“We think it is not necessary to enter into the question 
of the form in which advertising matter is circulated at the 
present time. Is is almost impossible to devise a system with- 
out considerable labor that can be utilized at all. The result 
is that we venture to say that a large amount of advertising 
matter finds its way to the waste basket; whereas, if there 
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were_a system of uniformity it would be a comparatively easy 
matter to keep it in some form where it is easily accessible. 
If the system suggested is adopted, each manufacturer and 
jobber would have at all times a complete up-to-date cata- 
logue of product or goods in the hands of the customers with- 
out going to the great expense of issuing catalogues.” 

Speaking from our own little experience we heartily 
endorse a movement toward uniformity on the part 
of stove manufacturers, roofing and metal ceiling con- 
cerns, hardware manufacturers, furnace, steam and 
hot water manufacturers, etc., and we may add manu- 
facturers of type and other printing material. We 
have on file in our office several thousand catalogues, 
some of which are miniature affairs that are extremely 
apt to get lost in the shuffle just when needed, while 
others are large books which run the gamut of rect- 
angular measurement, while a few are freakishly got- 
ten up in rhomboidal and even triangular, hexagonal 
or Oval shapes. 

Retail hardware dealers who file catalogues suffer 
from this hodge-podge shaping of trade booklets even 
as we do, the only concerns whose catalogues show 
uniformity being the hardware jobbers, and even they 
show a wide variance as regards size of circulars, etc. 

To show this variance in the sizes of stove literature 
which must prove a hardship to the retailer in filing, 
we take a handful of store catalogues and price lists 
at random from the “B” and “C” shelves of our 
stove filing cabinet. All these catalogues are well 
gotten up and taken up one by one no fault can be 
found with them, but at the same time it must be 
admitted that a standardization to two or three sizes 
would facilitate filing. 

Belleville Stove Works, 6x9. 

Bartlett Furnace & Range Corporation, 5% x9 
Bridge & Beach Mfg. Co., 6x9. 

Bergstrom Stove Co., 7% x 10. 

Champion Steel Range Co., 3% x6. 
Chicago Stove Works, 1054 x7%%. 

Cole Mfg. Co., 65% x 10. 

Co-Operative Foundry Co., 54x7%. 

Geo. M. Clark & Co., 6x9. 

Cribben & Sexton Co., 53% x 8%. 

Culter & Proctor Stove Co., 6x9. 

Charter Oak Stove & Range Co., 6x9. 
Comstock Castle Stove Co., 54% x7%. 
Cleveland Co-Operative Stove Co., 5144 x7%. 

A careful examination of our entire library of stove 
literature would undoubtedly display far more glar- 
ing discrepancies in size than shown herewith, but 
the above list was taken haphazard with no attempt 
to secure extreme cases or oddities in shapes. 

We will say that furnace catalogues run the diapa- 
son of sizes and show a vastly wider irregularity than 
stove literature, while makers of metal ceilings evi- 
dently believe that variety is the spice of life, both as 
regards designs for their‘ceilings and sizes and styles 
of their catalogues. 

The Procrustean bed of mythology was a frightful 
tyranny, but happily an adjustment of the height of 
a catalogue is greatly easier than that of a human 
being. 

The standardization would prove a financial help to 
some of the stove fraternity as large printing houses 
could make lower bids for half a dozen 9x12 cata- 
logues than they could for a similar number in various 
sizes. 








AND HARDWARE RECORD 


The retailer could not only file more catalogues tor 
reference, but he could do it cheaper, as the firms 
making filing cabinets would make a special size good 
for any retail stove dealer, with compartments for 
QxI2 and 6x9 catalogues and 3x6 price lists, let us 
say by way of illustration. Progress along lines like 
the one indicated herewith is one of the many minor 
benefits possible to organized industries that should 
not be ignored for want of the very trifling amount 
of agitation necessary to put it in practice. 








RANDOM SKETCHES. 





BY SIDNEY ARNOLD. 

On a piece of property in a fairly high grade, resi- 
dence district on the South Side that has been in liti- 
gation for a number of years, there has stood for a 
number of years the ramshackle cottage which origi- 
nally served as a switchman’s shanty and to which 
an_ abandoned ticket booth of World’s Fair days and 
a passe caboose have since been added. For the past 
couple of years this specimen of squatters’ sovereignty 
in the heart of a great city has been occupied by a 
colored man whom we will style John Reed. 

While this colored man earns a living by doing a 
variety of odd jobs at 20 cents per hour, such as 
shoveling snow, beating rugs, chopping kindling wood, 
calcimiming, painting, odd carpentering, staining 
floors, cleaning chimneys, etc., he is generally recog- 
nized as a man of superior character and his patrons 
invariably address him as Mr. Reed, while his com- 
petitors in the neighborhood for work of this char- 
acter are referred to as “Charlie,” “Johnson,” etc. 

The other day I had occasion to call around at Mr. 
Reed’s combination house in order to secure his serv- 
ices and was surprised on being politely ushered into 
his combination parlor, kitchen and dining room, to 
find therein a handsome cast range, superbly nickeled, 
which J hastily appraised as worth about $35.00, a 
large size refrigerator which was «worth; I judged, 
about $25, and a sideboard worth some $15. 

I referred casually to the fact that this was pretty 
high grade stove and refrigerator for a man to have 
in his bachelor apartments, and received the cheery 
answer that when this furniture’ was paid for, there 
was going to be a honey there and nothing he could 
afford to buy was too good for her. 

This little tale is not intended as a romance, but it 
is one having a practical application for the hardware 
trade which is coming now. By a little questioning 
I found out that the range in question had been bought 
from an installment house for $36.75 at the rate of 
$4 down and $3 a month; later he had arranged for 
the refrigerator the price of $27.75, $3 down and $2 
a month, and later for the sideboard, $14.75, $2 down 
and a dollar a month. Being of a frugal disposition 
and these three monthly payments of $3, $2 and $1 
respectively coming on the 1st of the month, the roth 
of the month and the 2oth of the month, this man, 
whose maximum income could not be over $50 a 
month and whose actual income, considering the fact 
that there were many days, especially in July and Au- 
gust and along in the winter months, when his earn- 
ings were extremely meager, if nothing at all, would 
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hardly average a dollar a day the year round, actually 
bought and paid for three expensive pieces (consid 
ered from his standpoint) of housefurnishing goods 


at a total expense of $79.25. Now this man, as | 
know from actual experience, could have gone into a 
number of Chicago hardware stores which I have vis- 
ited and have bought exactly as good a range for that 
as that he had for $33, a clear saving of $3.75, or he 
could have bought a much better refrigerator, to my 
way of thinking, for $25, or a saving of $2.75; but 
men in his position will never buy these goods from 
local hardware dealers for the simple reason that they 
never see the sum of $33 or $25 in their possession 
irom the cradle to the grave. It may be all very well 
to offer a better refrigerator for $25 than John M. 
Smyth or Spiegel or a number of similar concerns offer 
for $27.75, but if the man looking for a refrigerator 
has not $25 in his possession, never had it, and prob- 
ably never will have it, how can the retail hardware 
dealer make a sale? 

$33 for a cast range looks larger to a, number 
of people that want it and is really a greater sum 
to them than $1,000,000 is to John D. Rockefeller, 
but once they can scrape together $4 and make the 
first payment to an installment house on a $36.75 
range, they can manage to squeeze out the requisite 
$3 monthly until the goods are paid for in the vast 
majority of cases. 

I believe that the sales of stoves made by houses 
like Fish or Smyth are due almost solely to the fact 
that they sell on easy payments and that hardware 
dealers, particularly those located in poorer sections, 
who should follow suit in this line, would find that 
they had struck a profitable line of trade. 


oo. &. 6 


\ Hicutstown (N. J.) rug company has recently 
executed an order for 1,000 rugs for export to Turkey. 
The order was given by a Turk who submitted a sketch 
of the pattern he desired to have used in their manu- 
facture. The company made a design from the- sketch, 
and the rugs were manufactured in accordance with it. 
I hate to appear unduly pessimistic, but the sad thought 
naturally comes that these rugs may again revisit these 
shores as “genuine Turkish rugs’—sold at genuine 
Turkish rug prices at that. 

* * * 


I RECENTLY came across the following cogent argu- 
ment against trading stamps employed by a grocer in 
one of the Chicago suburbs.° It embodies a line of 
cogent reasoning which should appeal to all people who 
give the subject any appreciable amount of thought. 


WHY 
We Oppose Trading Stamps 


We have tried them. They are a nuisance. As a trade 
winner they were a fizzle. As a discord breeder between us 
and our customers they were a success. 

The trading stamp companies are commercial parasites. 
They are based on the idea that a sucker is born every min- 
ute, and by the sweat of the brow of the sucker the stamp con- 
cerns grow fat. 

They are against trade ethics. The retail grocer expects, 
and has a right to expect, the trade and support of the retail 
jeweler, hardware dealer and dry goods merchant. But how 
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can he expect the trade and support of these and other retail- 
ers if he consents to become the agent of the stamp com- 
panies to cut the throats of his brother retailers by diverting 
wrders to the stamp companies, that should have gone to the 


legitimate retailer? 

Not oniy do stamp companies ask him to do this, but 
also to pay in advance the amount of these diverted orders, 
and more too 

Isn't this a beautiful scheme? By it the stamp concerns 
can deal in all sorts of merchandise and have no expense of 
hiring clerks and salesmen. The accommodating grocers or 
other retailers sell their goods for them, pay for actual orders 
and possible orders in advance, and then collect however they 
can, but not a cent do they get from the stamp concerns for 


work in their behalf. Where then? 


PREMIUMS 


Each stamp costs the dealer who passes it out a certain 
sum. For instance, the S. & H. green stamps each cost him 
from ™% cent down, according to the number he can afford to 
buy at one time. 

Now, take as average 3-10 of a cent as the cost per 
stamp, and consider the number required to get a premium, 


You will find that the 


Stamp Company Gets a Good Retail Price 


for the premium, especially since, as has been pointed out 
before. their expenses, such as rent and help hire, are way 
below those of competing retailers. 

Nor is this all. Experience has shown that of all the 
stamps given out only about 30 or 40 per cent are ever re- 
deemed. 


The Retailer Has Paid for Every Stamp Given Out 


Then, as the stamp companies get retail prices on the 
premiums given for the 30 or 40 per cent of the stamps re- 
deemed, it follows that the 60 or 70 per cent paid for, but un- 
redeemed, are 


Clear Velvet to the Company 


We are opposed to trading stamps because the final shot 
of the stamp man is a threat. Argument having failed, he 
says, “We'll make you put them in.” Make us, will they? 
Well, watch ’em. 


EXPENSE TO RETAILER 


Take, for instance, ‘a store taking in an average of $65.00 
cash daily. One stamp with every 10 cents’ worth makes 650 
Take 1-5 of a cent—a low figure—as the cost of each 
stamp. That means $1.30 per day, about $395 PER YEAR. 
Do you think we can afford it? Have you seen us buying 
any automobiles or taking any trips to Europe? 

I have made the stamps out as CLEAR EXPENSE. 
What else are they? Our friends, Stoip and Schliske, give 
stamps. Why should we suppose any one would quit them 
and come to us simply for stamps? Would you? Would 
you quit the department store and come to us if we gave 
stamps? No! 

When a dealer signs the contract of the trading stamp 
company he has just added to his expenses. Now, we say to 
you that we are here to make money. So are other retailers, 
Our customers must pay the expenses of the business or we 
fail. Trading stamps are an expense; some one must PAY 
it. That some one is YOU, Mr. Consumer. Consciously or 
unconsciously the dealer will get it out of you. 

Some people don’t care to bother with the stamps, but 
if they trade at a stamp-giving store the chances are they are 
helping pay for the stamps some one else uses. Are YOU 
Get your money’s worth. 


stamps. 


one of these? 
x * * 
Jutius Borpo.tto, New York City, is about to bring 


out a monthly magazine treating of different phases of 
the peat question. 
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News Siftings 











MEETINGS. 





Kentucky Retail Hardware and Stove Dealers’ Associa- 
tion, Louisville, Feb. 14-15. Headquarters Galt House. 

Illinois Retail Hardware Dealers’ Association—Peoria, 

Feb. 14, 15, 16. Headquarters, Turner Hall. 

Colorado Retail Hardware Dealers’ Association—Denver, 

Feb. 14-15. Headquarters, Hotel Adams. 

Eastern New York & Vermont Hardware & Iron Asso- 
ciation—Albany, Feb. 15. 

Indiana Retail Hardware Dealers’ 
apolis, Feb. 21, 22, 23. 

Pennsylvania _ Retail 
Harrisburg, Feb. 21-22. 

Minnesota Retail Hardware Association—Duluth, Feb. 22, 
23, 24. Headquarters, Hotel Spalding. 

Missouri Stove & Hardware Dealers’ Association—St. 
Joseph, Feb. 21-22. Headquarters, Commercial Club. 

Ohio Hardware Association—Dayton, Feb. 28, March 1. 
Headquarters, Algonquin Hotel. 

California State Retail Hardware Dealers’ Association— 
San Francisco, March Ist. 

New York State Retail Hardware Dealers’ Association— 
Buffalo, March 7-8-9. Headquarters, Hotel Iroquois. 

National Retail Hardware Dealers’ Association—Minne 
apolis, March 14, 15, 16. 

New England Retail Hardware Dealers’ Association— 
‘Boston, March 15. Headquarters, Hotel Vendome. 

Pennsylvania Wholesale Hafiware & Supply Association 
—New York City, March 15. 

Stove Founders’ National Defense Association, Chicago, 
May 9. 

National Association of Stove Manufacturers, Chicago, 
May 10, II. 

Arkansas Retail Hardware Dealers’ 
Rock, in June. 

Southern Hardware Jobbers’ Association—Virginia Hot 
Springs, Va., June 6-9. Headquarters, New Homestead 
Hotel. 

- American Hardware Manufacturers’ Association—Vir- 
ginia Hot Springs, June 6-9. Headquarters, New Homestead 
Hotel. 

Pacific Coast Hardware & Metal Association—Monterey, 
Cal., June 14. Headquarters, Hotel Del Monte. 

Rhode Island Hardware Dealers’ Association—June 22. 

Retail Hardware Implement & Vehicle Dealers’ Associa- 
‘tion of Oklahoma—Oklahoma City, July ro. 

Michigan Retail Hardware Dealers’ Association—Saginaw, 
August 9 and 10. 

National Hardware Association—Washington, D. C., No- 
wember 15, 16, 17. 

American Hardware Manufacturers’ Association—Wash- 
ington, D. C., Nov. 15, 16, 17. 

Washington Hardware Association—Seattle, Nov. 17. 


Association—Indian- 


Hardware Dealers’ Asosciation— 


Association—Little 


Jacob V. R. Hunter, a Reading, Pa., stove and tin- 
‘ware dealer, has been adjudged a voluntary bankrupt, 
with assets of $25,200 and liabilities of $15,570.92. 

Enoch M. Goff is president, Chas. H. Minken is 
treasurer and Ralph E. Durkee is clerk of the Union 
Stove Lining Co., Taunton,- Mass., capitalized at $10,- 
000. 

C. W. Cunningham, manager of the Progressive 
Stove & Range Wks., Waterloo, Ia., states that work 
on the new foundry of this company will shortly com- 
mence. 

The Virginia Stove & Mfg. Co., Basic City, Va., 
recently elected officers as follows: President, R. E. 
Edmonds, Pittsburgh; vice-president, Wm. A. Pratt, 
Staunton, Va.: general manager, A. L. Russell, Basic 
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City; secretary and treasurer, Geo. McCraig, Waytiés- 
boro, Va. 

Bert Stephenson has opened a new stove and tin 
shop at Whitesboro, N. Y. 
furnace work. 


He will make a specialty of 


Henry A. Aldridge has been elected secretary of the 
Barney-Cavanaugh Hardware Co., Mobile, Ala., to 
fill the vacancy caused by the recent death of Henry 
L. Hodges. 

Frederick’ M. Wells, Jos. F. Cotter and Wm. F. 
Eidell are the incorporators of the Noxall Polish Co., 
Camden, N. 
and deal in polishes. 

Philip B. Sexton, A. T. Steele, G. S. Welch, C. D. 
Pillsbury and G. A. Mattern are the incorporators of 
the Los Angeles Stove Co., Los Angeles, Cal., capi- 
talized at $1,000,000. 

Filmore Gibson, Wm. White, W. E. White, C. A. 
White and D. S. Adams are the incorporators of the 
Gibson White Co., Chattanooga, Tenn., capitalized at 
$10,000 for the manufacture of stoves, tinware, etc. 


J., capitalized at $50,000 to manufacture 


©. D. Batchelor is president and J. Reed Curry is 
secretary and treasurer of the Novelty Mfg. Co., New- 
port News, Va., capitalized at $25,000 for the manu- 
facture and sale of an attachment for gas stoves and 
ranges. 

The Magee Furnace Co., Boston, Mass., announce 
the recent death of their treasurer, Frederick O. Rob- 
inson, which took place on Feb. rst last. The funeral 
was held from his residence at Lexington, Mass., at 
3 p..m., Feb. 3d. 

The American Stove Co. have established a branch 
office and wareroom at 215-217 Church St., Phila- 
delphia, where they will carry complete stocks of the 
oil, gas and gasoline stoves made by their National 
and Dangler divisions. 

The stockholders of the Economical Stoye Co., Jack- 

sonville, Ill., held their annual meeting recently and 
elected the following officers for the ensuing year: 
C. F. Tonn, president; Jas. O. Priests, vice-president, 
and John A. Unglaub, secretary. 
' The Favorite Stove & Range Co., Piqua, O., are 
making important additions to their plant; they are 
erecting a new brick building two stories in height, 
55x125 feet in dimensions, which they will use for their 
polishing and japan department. 

Wm. Reid, president of the Summit Foundry Co., 
Geneva, N. Y., accompanied by J. F. Quay, secretary 
and general manager, has been in La Crosse, Wis., the 
last few days to look over the opportunities offered for 
establishing a branch of that concern in that city. 


The S. Obermayer “Co., Cincinnati, Chicago and 
Pittsburg, cal! attention to the fact that Esso gluetrin 
core binder is a substitute for rosin, flour, core oils and 
other core mixtures. They urge the trade to order a 
trial barrel, stating that if it is not satisfactory, ship- 
ment will not cost a cent. 


W. D. Sager, 38 to 40 Michigan St., Chicago, II1., 
the hustling western representative Cinderella 
stoves, made by the Pittsburgh Stove & Range Co., 
Pittsburgh, Pa., is already “stocking up” for the fall 
He is determined to have “enough Cinder- 


of 


campaign. 




















































ellas” next fall, and says “any old time’ they catch 
him short of goods again will-be a good deal further 
off than the millennium. 


The stockholders of the Cleveland Co-operative 
Stove Co., Cleveland, O., held their annual meeting 
recently and elected directors, who in turn elected W. 
T. McKeown, president ; J. H. O’Brien, secretary and 
general manager; W. W. Decker, treasurer; W. W. 
Ludlow, superintendent. The directors of this com- 
pany are W. T. McKeown, John Gill, N. G. Waterson, 
C. H. Colt, John T. Gill, Steven Buhrer and F. H. 
Brunel. 

The Chicago Stove Wks., Blue Island and 22d St., 
Chicago, are making the low price of $19.00 on the 
Imperial Gold Coin Enameled steel range. The body 
of this range is made of black enameled steel plates 
securely riveted and braced. The fire pot linings are 
heavy and durable. The grate is duplex ,adapted for 
burning all kinds of fuel. The oven is 18x20x13 
inches in dimensions, and the reservoir is cast-iron 
enameled, in a cast iron rust-proof casing. 

The Ringen Stove Co., Div. of the American Stove 
Co., St. Louis, call attention to some of the points of 
their Quick Meal evaporating gasoline stoves. These 
stoves have brass bottoms in all their tanks, German 
silver points on all their valves, and burner drums 
made of carbonated lead plate, which prevents all these 
parts from rusting, makes it easy to keep the stove 
clean, and insures an even, steady drip of gasoline, 
besides rendering assistance to the sub-flame burner. 


R. R. Elliott and H. B. Gingrich are sending out 
an invitation to Illinois dealers to make their rooms 
at the Fey Hotel, Peoria, their headquarters during 
the meeting of the Illinois Retail Hardware Dealers’ 
Association on Feb. 14th, 15th and 16th next. Doe- 
Wah-Jack and Fritz Luckessessessenenbergerer or 
some such simple Teutonic name as that, will be on 
hand in the interests of the Estate of P. D. Beckwith, 
Dowagiac, Mich., to look after the Illinois trade in the 
old-time Round Oak way. 

Geo. M. Clark & Co. Div. American Stove Co., 72 
Lake St., Chicago, are advising their trade that they 
have appointed B. S. Pedersen as their sales agent 
for the Pacific Coast to succeed the late Axel Gutsch. 
Mr. Pedersen will make his headquarters at 410 Mis- 
sion St., San Francisco, and will carry a line of Jewel 
goods in warehouses at both San Francisco and Los 
Angeles. He is well known to the Coast trade and 
will undoubtedly prove a conspicuous success in his 
new position. 

The C. G. Folsom Mfg. Co., South Bend, Ind., send 
us a circular calling attention to the Folsom steel 
range. The bodies of these ranges are made of the 
best quality of ether polished or enameled rofled steel. 
The ovens are of a heavy grade of steel and are 
braced by heavy bars riveted on the under side. The 
fire box is lined with improved corrugated new gray 
iron castings, with fire box extension for burning ex- 
tra long wood. It has duplex grate suitable for either 
coal or wood without special adjustment. The reser- 
voirs are flush with the top of the stove, are lined with 
copper of the best quality and are provided with a 
handle to facilitate their removal for cleaning. One 
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of these circulars will be forwarded the trade on 
application. When writing for same, kindly add: 


“Saw it in THe AMERICAN ARTISAN.” 
~ eee 


MOORE’S BASE BURNER. 





The Joliet.Stove Works, Joliet, Ill., send ws a’ little 
booklet describing Moore’s base burner, for which 
they claim the largest number of square inches of 
radiating surface possible. The cold air flue is of 
unusually large capacity, making the stove an extra 
powerful heater for upstairs. It is provided with 
Moore's patent ash chute, for delivering ashes into a 
receptacle in the cellar, thus doing away with the dust 
and annoyance caused by carrying out ashes. 

A large air-flue, located between the descending and 
ascending flues, draws the cold air from the floor and 
as it passes up the flue it becomes highly heated and 
is delivered at the top of the stove, where it can be 
conducted to the upper rooms by pipe or allowed to 
escape at point of delivery. 

The coal hopper is extra large, and the magazine 
is easily removable. All joints, whether on the inside 
or exterior, are made absolutely tight. The non-clinker 
grate is a combination of shaking bars, ring and du- 
plex and is easily get-at-able. The fire pot is heavy 
and easily removed. The ash pit is exceptionally 
large and allows a big pan. Base, base doors and 
slides are surface-ground, drilled in jigs and made 
to fit within 1-1000 of an inch. 


~~ 


VAPOR STOVES. 


ne 


The Milwaukee Stove & Heater Co., Milwaukee, 
Wis., send us a catalogue calling attention to the line 
of vapor stoves which they handle. The steel cabinet 
ranges they offer the trade have an attractive design 
warming closets, improved top and grates, large lower 
shelf, lift-out grates and tank back of the shelf en- 
tirely out of sight. The vaporizer is the lower part 
or base of the burner into ‘which the gasolene flows 
directly from the supply pipes. It is made of the 
best quality of brass. The air inlet walls are made of 
the finest grade of annealed gray iron and are placed 
upon the vaporizer. Their improved steel cabinet 
range No. 33 with enclosed warming closet under the 
step burner is a very practical and modern device; 
the warming closet, frames, corner posts, shelf brac- 
kets, etc., are highly nickeled. Tle panels, base and 
other parts are nicely decorated. The size of the top is 
21x 27 inches. The ‘height is 31 inches and step top 
is 15x24 inches. Their No. 60 gasolene heater has 
proven a great success. The position of the double 
warming tank holder insures absolute safety. The 
valve has-a simple lock. It is beautiful in design, 
neatly decorated and has nickel base, nickel top, nickel 
hearth and brags plated fenders*handsomely: japanned. 
The full height is 38 inches. The top drum height is 
17 inches—top drum diameter is 8 inches—lower drum 
height is 10 inches and lower drum diameter is 9 
inches. Their blue polished steel oven with japanned 
steel top and either end or side door are made of the 
best material. One of’ these catalogues will be for- 
warded the trade on application. When writing for 
same, kindly add, “Saw it in THe AMERICAN 
ARTISAN.” 
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The Hardwaré Record. 








American Hardware Mntc. Assn. 

Pres., J. C. Binge, St. Louis, Mo. 

Vice- Pres,, W. Asbury. Phila- 
delphia, Pa. ; Geo, W. Corbin, New 
Britain, Conn. : Henry B. Lupton, 
Pittsburgh, Pa. 

Sec.-Treas.. F. D. Mitchell, 309 
Broadway, New York. 
delphia. 
x. Com.. W. M. Taussig, New 

York; Sam'‘l Disston. Philadel- 
hia; Wm. H. Hays, Pittsburgh; 
ohn E. Harbster. Reaaing: Geo. 
P. Hart, New Britain; W. M. Pratt, 
Greenfield, Mass.; E. G. Buckwell, 
Cleveland: E. B. Pike, Pike, N. H. 


Arkansas Retail Hdw.Dealers’ Assn 
Pres., Hamp Williams, Hot 

Springs. 

Ist. V. P., T. B. Stewart, New- 


port. 
24 V. P., R. P. Graham, Fordyce. 


Sec.-Treas.,C. E. Taylor, Little 
Rock. 
Ex. Com., J. E. Maxey, Ozark; 


J. A. Plummer, Marianna; R. P. 
Allen, Van Buren; J. L. Davis, 
Magnolia, one year each; Frank B. 
Gregg, Little Rock; C. "T. Rosen- 
thal, Batesville; J. M. Pittman, 
Prescott, two years each. 

Cipenge Betas Hdw. Dealers’ Assn. 
Pres., H. E. Gnadt. 

Ww. I B. Costello. 


2a V.-P., 7.5. ‘Lindley. Jeffersonv'l 
Sec.-Treas., M. rey, Argos. 
Members Ex. Com., W. P. Lewis, 
New Albany; Chas. E. Hall, Indian- 
lis; J. L. Fulton, Portland. 
R dw. Dealers’ Assn 
Pres., Charles H. Williams, 
Streator. 


W. T. Gormley, Chicago. 
pa L. Nish, 
Treas., Geo. A. Englehardt, Chi- 


a —;" Yo H. Williams, 
Streator; W wu 4 Chicago, 
L. Nish, inigin; Gao. A. Engelhardt, 

: Frank angen? Rock- 

ford; Chas. Johnson, Peoria; L. D. 

Ray, Belvidere; F. F. Porter, Ct 

eago; Wm. Bittel, Peoria; H. G 

Cormick, Centralia. 

Indian Te: Retail Hdw. Assn. 
Pres., A. L. 
ist V.-P., Geo. W. Mowbray, Tulsa 
2nd P., W. J. Pettee, Okla- 


a Cit oF: 
on” G. Johnston, Oklahoma 


ty. 
lowa Retail Hdw. Dealers’ Assn. 

Pres., H. S. Vincent. Ft. Dodge 

V.-P., C. E. Haas, LeMars. 

Sec., A. R. Sale, Mason City. 

Ex. Com., T. A. Nichols, Burling- 
ton; D. Stanfer, Iowa City; E. C. 
Moore, Waverly; S. R. Miles, Mason 
City; U. S. Johnston, Tama; R. J. 
Buckinsky, Brooklyn; C. Clifford, 
Des Moines; F. B. Bollinger, Afton; 
W. G. Lonfitt, Harlan.- 

Kansas Hardware Dealers’ Assn. 
Pres., Oscar Roehr, Topeka. 
V.-P., E. J. King, Logan. 
Sec.-Treas., J. A. Cole, To 
Ex. Com., F. W. Bartlett, 

City; T. H. Kiniry, Beloit; 
Walters, Robinson; J.H. Maunilton, 
Arkansas City; T. J. O'Neill, Osage 


Retail Hardware and 
s’ Association. 
Pres., J. C. Frederick, Owen- 


ro. 
ist V.-P., J. C. Mahon, Lawrencé- 


urg. 

Sec., John R. Sower, Frankfort. 

Treas., J. Steitler, Owensboro. 

Michigan Hardware Association. 

Pres., J. B. Sperry, Port Huron. 

V.-P., Geo. B. M. Towner, Mus- 
n 


as., Henry ©. Weber, Detroit. 
Sec., Austin J. Scott, Marine 


City. 
ee oom., § S. Winchester, . Jack- 
Patterson, Detroit; E 
B dtandart, Holland; E. S. Roe, 


k 


te John and; Saginaw; 
W. P. Culver, Portland; K. S. Jud- 
son, Grand Rapids; J. H. Whitne 


M rrill; E. J. Morgan, Cafillac; 
Frank Ireland, Belding. 
Minnesota Retail Hardware Assn. 
Pres., A. T. Stebbins, Rochester. 
V.-P., George Evenson, St. Peter. 


Sec. ,M.S. Matthews, Minneapolis. 
Treas., G. F. Duerre, Plain View. 
Ex-Com., W. H. Tomlinson, Le 
Sueur; J. H. Smith, Minneapolis; 
H. R. Schroeder, St. Paul; J. A. 
Roehl, Owatonna; W. T. Cowing, 
Alexandria; C. H. Casey, Jordan; 
Louis Gewalt, Breckenridge; Chas. 
F. Ladner, St. Cloud; J.F. McGuire, 
St. Paul; A. T. Stebbins, Roches- 
ter; Geo. M. Evenson St. Peter. 


Missouri Retail Stove and Hard- 
ware Dealers’ Association. 
Pres., Tayler Frier, Lou'siana. 
aes E. Wachter, St. I ouis. 
Sec., F. N. Neudorff, St. Joseph. 

Ex. Com., J. W. Poland, Carroll- 
wai F, N. Kannsteiner, St. Louis; 

by A Shoop, Richmond. 
ware Association. 

Pres. S. A. Bigelow, Boston. 

Vice-Pres., John C. Koch, Mil- 
waukee. 

2nd Vice-Pres., Brace Hayden, 
San Francisco. 

Sec -Treas., T. James Fernley, 
Philadelphia. 

Ex. Com.,R.M. Dudley. Nashville; 
W. S. Wright, Omaha; W. D. Tay- 
aa Cleveland ; F. Barker, Elmira, 
N. J. D. Moore, Birmingham, 
nist P. E. Strauss, Boston. 
Nebraska Retail Hdw. Dealers’ Asn. 

Pres.. Max Uhlig, Holdrege. 

ist V.-P., Albert Degner, Norfolk 

2d V.-P., Frank Haecker, Friend. 

3d V.-P.,M. A. Hargleroad, Hol- 
stein. 

Sec., Frank K. Barr. Lincoln. 

Treas., H. J. Hall Lincoln, 
National I Hdw. 

Pres. W. P. Bogardus, Mt. Ver. 
non, O. 

V.-P.,W.H Tomlinson, LeSueur, 


Minn. 
2d V.-P., F. C. Moys, Boulder, Col. 
. Corey, Argos, In 

Treas., “A. T. Stebbins, Roches- 
ter, Minn. 

Ex. Com., T. Frank Ireland, Beld- 
ing, Mich.; James N. Kline, Wil- 
liamsport, "Pa; Frank F. Porter, 
Chicago; S. E. Jones, Richmond, 
ae on i. Abbe, New Britain, Conn. 

re Hdw. Dealers’ Asn, 
, H. F. Emery, Farg 

ist V. 'P., Shagtin Jaseboex "Minot. 

end V.-P., H. H. Walther, Cassel- 


ton. 
$rd V.-P., O. I. Butler. 
Sec., C. N. Barnes, Grand Forks. 
Treas., H. T. Helgesen Milton. 
Members Ex. Com., W. R. McIn- 
tosh, E. E. Elliott and W. H. 


ssociation, 
Pres., John F.. Baker, Dayton. 
V.- P.. Cc. 8. ubasee, Barberton. 
PP Sec., Frank A. Bare, Mans- 


=. Sec., W. C. Jones, Columbus. 
Treas., L. F. 5-7 ‘Waverly. 


Ex. Com.,John C. Ful illiams- 
burg; John Kramer Danbons Cc. W. 
Jewell, Utica; W.S Perry, Zanes- 
ville; Frank W. Ingalls, Byran. 

Penns Retail Hdw. Assn. 

Pres., Joseph M. Selheimer, 
Lewiston. 

V-P., Geo. V. Thompson, Mt. 
Jewett. 


Sec.-Treas., J. E. Digby, McKees 


Rocks. 

Ex. "Oot. Joseph M. Selheimer, 
Lewiston; Geo. . Hackett, Sun- 
bury; J. E. Digby, McKees Rocks; 
James N. Kline, Williamsport: 
George L. Moore, Brownsville. 

St. Louis i sive we Assn. 

Pres., R. H. M 

Ist V.-P., EL. ‘Wachter. 

2d V.-P., 'é. “M. Rinie. 

Sec., Louis Boehl. 

Treas., F. A. Kannsteiner, 


Southern Hardware Jobbers’Assn. 
Pres., W. M. Crumley, Atlanta, 


Ga. 
ist V.-P.. John Donnan, Rich- 

mond, Va. 

2d V.-P., E. A. Peden, Houston, 
Texas. 

Ex. Com,, Bruce Keener, Knox- 
ville, Tenn. ; Chas. Ireland, Greens- 
boro, N. C.; O. B. Barker, Lynch- 
burg, Va. 

Texas Retail Hdw. and Imp. Assn. 
Pres., S. L. Erwin, Honey Grove. 
Secy, & Treas., J. W. MoManus. 

Waxahachie. 
ist V.-P.,.R. L. Penick, Stamford. 


Dir.: T. T. Clark, Ennis: H.S. 
Allen, Calvert: W. A. Spangler, 
Bonham: D. B. McCall. Waxaha- 


chie:W.. M. Gunnel, Charles Hut- 
chins, Sam Marcos. 
Wisconsin Hdw. Dealers’ Assn. 
Pres., Ralph Burtis, Oshkosh. 
V.-P.. E. Tietgen, Manitowoc. 
Sec.-Treas., C. A., Peck, Berlin. 
Ex. Com., W. H. Busse, Milwau 
kee; E. R. Ramm, New London; 
Jas. Murphy, Racine; H. J. Krue- 
ger, Neenah. 
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THE AMERICAN ARTISAN AND HARDWARB 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages 94 to 99 inclasive. 











Wm. Foutch is a new Imogene, Ia., hardware deal- 
er. 
Will Davie is a new Nashatoh, Wis., hardware deal- 


er. 


Jos. Neu will open a hardware store at North Lake, 
Wis. 

W. B. Low is a new hardware dealer at Mankato, 
Minn. . 

Eric Jerner is a new Monterey, Minn., hardware 


dealer. 

E, C. Onstad is a new Nielsville, Minn., hardware 
dealer. 

J. B. Ramsey is a new Brooklyn, Wis., hardware 
dealer. 

T. E. Meholin is a new Smithfield, O., hardware 
dealer. 

S. B. 
dealer. 


Merriam is a new Elyria, O., hardware 


John Nelson is a new Ivanhoe, Minn., hardware 
dealer. 

Geo. J. Gobble is a new Glassport, Pa., hardware 
dealer. 

The Brace Hardware Co. are a new Cameron, Mo., 
concern. 

John E. Gish has opened a hardware store at Re- 
dondo, Cal. 

C. F. Borden will open a hardware business in Sho- 
shone, Ida. 

Jay Lakewood has purchased a hardware store at 
Perry, Mich. 

Schell & Hall have opened a new stock of hardware 
in Iola, Kas. 

Martin Naumes is a new Pinconning, Mich., hard- 
ware dealer. 

Herman Peterson is a new Cumberland, N. D., hard- 
ware dealer. 

Stiles Bros., a Corona, S. D., hardware firm, have 
discontinued. 

Geo. B. Gosch has opened a new hardware store in 
Kingman, Kas. 

H. A. Ewing has opened a new hardware store in 
Humboldt, Kas. 

The Miles Hardware Co., 
have reorganized. 

The Riggs-Hanna Co. succeed th Castler Hardware 
Co., at Albia, Ia. 

Lawlis & Corr are a new firm of St. Peter, Minn., 
hardware dealers. 


Grand Rapids, Mich., 


C. W. Frederick is opening a new hardware store in 
Oregon City, Ore. 

H. Huffman has purchased the Moore Hardware 
Co., in Keswick, Ia. 

W. C. Page, W. F. Lewis and D. B. 
the incorporators of the Howe Scale Co. of New 


Brown are 
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York, capitalized at $50,000 for the manufacture of 
scales and machinery. 


The Carpenter Bros. Hardware Co. are a new 
Athens, O., concern. 

Morgan Weaver will incorporate his hardware busi- 
ness in Abilene, Tex. 

John Hyde has sold his hardware stock in Villisca, 
Ia., to Fred Jarman. 

The Live Hardware Co. has been incorporated in 
South Pasadena, Cal. 

Dawson & Bayfield are a new firm of Munich, N. 
D., hardware daelers. 

W. R. Cox has sold his hardware business in Alden, 
Ia., to A. E. Barrett. 

Jos. H. Gamble & Son are a new firm of Elizabeth, 
Pa., hardware dealers. 

J. O. Mize succeeds the Mize-McGee Hardware Co. 
at Williamsburg, Kas. 

Delray Hardware Co., Delray, Mich., filed notice of 
dissolution on Jan. 11. 

A. J. Justice & Co. have opened a new hardware 
store in Mulhall, Okla. 

F. L. Earnest has engaged in the hardware busi- 
ness in Humboldt, Kas. 

Ethelbert Loudermilk-has engaged in the hardware 
business in LaBelle, Mo. 

Q. Campbell is putting in a new stock of hardware 
in Conway Springs, Kas. 

E. C. Fie has purchased the hardware stock of H. 
W. Reints, in George, Ia. 

Hoffer & Kennedy have opened a new stock of 
hardware in Haven, Kas. 

S. S. Laudess, a Milton, Ill., hardware dealer, is 
the victim of a recent fire. 

Q. Campbell will engage in the hardware business 
in Conway Springs, Kas. 

Gackle & Co., Fessenden, N. D., hardware dealers 
are victims of a recent fire. 

Louis H. Owen has retired from the Cushing Hard- 
ware Co. in Cushing. Okla. 

E. M. Smith has sold his hardware business in Hud- 
son, Ia., to Eilers & Nason. 

The Arizona Hardware & Vehicle Co. has been in- 
corporated in Temple, Ariz. 

M. Mather has purchased the hardware stock of F. 
C. Mather in Aurora, Neb. 

G. P. McGraw succeeds Wade & Push in the hard- 
ware business at Pierson, Ia. 

L. E. Cook has purchased the hardware store of C. 
W. Dickinson of Page, N. D. 

Sproul & Shiever succeed J. W. Fisher in the hard- 
ware business at Bruin, Pa. 

The H. W. Stadtlander Hardware Co. has engaged 
in business in Burlington, Ia. 

A. Meyer @ Co. liave sold their hardware store at 
Pekin, Ill., to Smith Hancock. 

F. H. Patitz has sold his hardware business in Ed- 
gar, Neb., to N. P. Eastman. 

J. C. Pierce, D. C. Battey and A. F. Warner are 
the incorporators of the J. A. Pierce Wringer Co., 
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Rochester, N. Y., capitalized at $5,000 for the manu- 
facture of wringers. 

S. E. Faling has sustained a fire loss in his hard- 
ware store in Maywood, Neb. 

Geo. E. Wittich has sold his hardware business in 
Larned, Kas., to G. A. Morris. 

Helgeson Bros., succeeds the Holmes & Howe Hard- 
ware Co. at Mt. Vernon, S. D. 

S. L. Clute has sold his interest in 
Hardware Co. of Bucklin, Kas. 


the Bucklin 

S. H. Myton has sold his hardware business in Win- 
field, Kas., to Baden & Baden. 

C. E. St. Clair succeeds W. H. Kintner in the hard- 
ware business at Hanoverton, O. 

A. J. Leavitt has purchased the business of the Kier 
Hardware Co., in Colton, Wash. 

The hardware stock of C. M. Koenig in St. Paul, 
Kas., has been destroyed by fire. 

The Simmons Hardware Co. will build a wholesale 
hardware house in Wichita, Kas. 

W. H. Reimer has purchased the hardware business 
of A. E. Kincaid, in Walnut, Ia. 

W. C. Weaver has purchased the hardware stock of 
W. B. Francis, in Pittsburg, Kas. 

E. B, Stout has sold his hardware business in Car- 
rier, Okla., to C. J. Dottle & Co, 

R. S. Dutton & Co. succeed J. W. Harding in the 
hardware business at Jewett, O. 

A. J. Getler has purchased the hardware stock of 
s3onebrake & Son at Malvern, Ia. 

The hardware store of J. P. Hayter in Fort Worth, 
Tex., has been destroyed by fire. 

F. M. Gallant has-sold his hardware business in 
Valparaiso, Neb., to J. T. Moor. 

Diehl & Horner succeed Diehl & Davidson in the 
hardware business at Abilene, Kan. 

H. E. Pfuetze has purchased the tinning business 
of John Parsons, in Randolph, Kas. 

H. R. Williams succeeds Hillyard & Cornice in the 
hardware business at Mt. Union, Ia. 

J. S. Squires has sold his hardware business in 
Broken Bow, Neb., to J. G. VanCott. 

Melvin Bros. succeed Joy & Melvin in the hard- 
ware business at Bloomingdale, Mich. 

Craig & Fulton have sold their hardware business 
in Osceola, Mo., to Lewis & Barnett. 

Stought & Garrett have purchased the hardware 
business of Dunn Bros., in Delta, Ia. 

Arnold Mize has purchased the hardware business of 
Walter McChee, in Williamsburg, Kas. 

J. W. Thompson has succeeded Johnson & Capron 
in the hardware business in Rhodes, Ia. 

Sears & Winn have purchased the hardware busi- 
ness of John Valentine, in Fontanelle, Ia. 

Keller & Warren have sold their hardware business 
in Langford, S. D., to McLaughlin & Son. 

John H. Stoetze! has sold his hardware business in 
Beemer, Neb., to Stoetzel & Reifschneider. 


W. H. Kettig has resigned his position as first vice- 






















































38 


president of the Southern Supply & Machinery Deal- 
ers’ Association. 

Spanjer Bros., hardware dealers of Quincy, Wash., 
have incorporated as the Quincy Merc. Co. 

T. IE. Rockford has purchased the hardware busi- 
ness of McCoy & Harrison, in Leigh, Neh. 

Kaufman Bros., hardware dealers of Abilene, Tex., 
have incorporated, with a capital of $10,000. 


A. J. 
in Lambert, Okla., and will move it to Alva. 


Powell has purchased a stock of hardware 


A. L. Locke has been appointed receiver for Clark 
& Tucker, Bronson, Mich., hardware dealers. 


A. C. Blake has retired from the hardware firm of 
Monroe, Blake & Haskell, in Bellingham, Wash. 


C. Schatz has succeeded to the hardware and har- 
ness business of Schatz & Aman, in Marion, S. D. 


I. W. Curry has sold his hardware business in 
Bridgewater, Ia., to Bosserman Bros. of Murray. 


W. O. Youst has purchased the hardware business 
of Terhun, Gibson & Terhun, in Mound City, Mo. 


Wright Bros. have been succeeded in the hardware 
business in Greenwood, Mo., by J. T. Adams & Co. 

H. A. Howe has succeeded to the business of the 
Holmes-Howe Hardware Co., in Mt. Vernon, S. D. 

A. Neugebauer, Sr., has been succeeded in the hard- 
ware business in Hanover, Kas., by A. Neugebauer, Jr. 

James Wilding has purchased the hardware and 
grocery business of J. C. Tabor, in Green Forest, Ark. 

Erickson, Edberg & Erickson have succeeded to the 
hardware business of Olson & Edberg, in Stramburg, 
Neb. 

Thos. Short, an Ashdown, Ark., hardware dealer, 
died in that city at 10 p. m. Jan. 26th from swamp 
fever. 

N. Beig has purchased the interest of J. J. Mc- 
Gaughey in the Aberdeen Hardware Co. of Aberdeen, 
S. D. 

S. L. Clute has sold his interest in the Bucklin 
Hardware Co., in Bucklin, Kas., to his partner, W. R. 
Gordon. 


Stough & Garrett of What Cheer, Ia., are successors 
to Dunn Bros, as hardware and implement dealers at 
Delta, ja. 

O. H. Douglas has been succeeded in the hardware 
and furniture business in Weleetka, I. T., by the Doug- 
las Merc. Co. 

Ericson, Munson & Co. have succeeded to the hard- 
ware and implement business of Ericson & Munson, 
in Bristow, Neb. 

Schnell & Metzger have been succeeded -in the 
hardware and implement business in Vesper, Kas., by 
Jas. F. Schnell. 

T. C. Morgan, E. L. Morgan and R. L. Reed are 
the incorporators of the Morgan-Reed Hardware Co., 
Cooledge, Tex. 

The Eakin Mfg. Co. are a new Columbus, O., con- 
cern, capitalized at $5,000 for the manufacture of 
fruit jar sealers. 

Chas. W. Hubbard, for a number of years an axe 





THE AMERICAN ARTISAN AND HARDWARE RECORD 


in the 78th year of his age, and leaves a widow and 
three children. 

The Goshen Novelty & Brush Co:, Indianapolis, 
Ind., have recently increased their capital stock from 
$10,000 to $30,000. 

R. L. Lambeth and John H. Shaw are-among the-« 
incorporators of the Lambeth Safe Co., Thomasville, 
N. C., capitalized at $50,000. 

A. C. Pedigo, R. Z. Dyer and E: G. Cochran are the 
incorporators of the Texas XXth Century Washing 
Machine Co., Royse City, Tex. 

The Trust Co. of Ga., Atlanta, Ga., have purchased 
the plant of the Keyser Mfg. Co., Chattanooga, Tenn., 
manufacturers of refrigerators. 

J. A. Burnquist, G. T. Bygel and O. A. Bygel are 
the incorporators of the Burnquist Hardware Co., 
Dayton, Ia., capitalized at $15,000. 

Wm. W. Conde, C. C. Conde and B. C. Wilmot are 
the incorporators of the W. W. Conde Hardware 
Co., Watertown, N. Y., capitalized at $10,000. 

P. Dedieu, L. Lebaylly and C. Turrian are.the in- 
corporators of the La Parfaite Broiler Co., New York, 
capitalized at $10,000 to manufacture broilers. 

Henry C. Weber & Co., Detroit, Mich., hardware 
dealers, are now located at Nos. 10 to 12 Gratiot Ave., 
Detroit, Mich., where they occupy seven stories. 

Walker Wood and A. L. McCormick are among 
the incorporators of the Senatobia Furniture & Hard- 
ware Cco., Senatobia, Miss., capitalized at $5,000. 

W. S. Chadwick, C. T. Chadwick and W. W. Chad- 
wick are the incorporators of the Chadwick Hardware 
Supply Co., Beaufort, N. C., capitalized at $25,000. 


Their staple puller known as the Utica Black Bull, 
Three Prong, is a most serviceable and desirable fence 
tepair tool, and is of especial interest to all fence 
builders. 

The Armstrong Hardware Co. of Oklahoma City, 
Okla., and the Oklahoma City Hardware Co. of the 
same place have each increased their capital stock to 
$500,000. 

John C. Schweers, E. B. Schweers, Aug. Anderson 
and E. B. Rinehard are the incorporators of the 
Schweers Hardware Co., Shawano, Wis., capitalized 
at $30,000. 

The Jos. Dixon Crucible Co., Jersey City, N. J., 
send us some of their attractive calendar blotters for 
February; these show attractive silhouette pictures 
of Washington and Lincoln. 

J. M. Marshall, assistant quartermaster general at 
Jeffersonville, Ind., is prepared to receive proposals 
for. auartermaster’s supplies until 10 a. m. Feb. 17th, 
on hardware and other goods. 


The Heesom & Duran Hardware Co., 2612 Carson 
St., Pittsburgh, Pa., are sending their customers an 
unusually handsome calendar showing a maiden 


surrounded by American beauty roses. 

The Lyons Specialty Co., Lyons, Ia., are manufac- 
turers and jobbers of the Everlasting chimney cap, 
which is made of cast iron and fits any chimney; it 
sets on top and is held in place by cement. They also 
offer the trade the Petersen Everlasting steel barn 
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door latch and holder, which is double acting and will 
hold the barn door open or shut. 


The Lincoln Hardware Co., Lincoln, Neb., presented 
a pearl handle pocket knife to each member of the 
Lincoln fire department on Jan. 28th as a token of 
the firm’s gratitude for the firemen’s able efforts in 
protecting their structure. 


The Globe Machine & Stamping Co., 970-972 Ham- 
ilton St., Cleveland, O., send us a stiff pasteboard Feb- 
ruary calendar suitable for hanging on the wall, which 
calls attention to the’fact that’ the¥ are constantly pro- 
ducing large and small parts for many manufacturers. 


The death is announced of Thos. P. Sheridan at 
Roseburg, Ore., which took place recently, Mr. Sheri- 
dan being in the 81st year of his age. He came from 
Scottsburg, Ia., from San Francisco in 1855 and 
started the first hardware business in southern Ore- 
gon, 


The Stowell Mfg. & Foundry Co., South Milwau- 
kee, Wis., point out that the Wilburn adjustable barn 
door hangers are the only vertical and lateral adjust- 
able hangers on the market. The doors can 
be hung close to the wall or moved away and can 
be raised or lowered, thus preventing binding. 


C. J. Dippel, hardware dealer, located at 5419 Went- 
worth Ave., Chicago, whose building was nearly des- 
troyed by fire on Feb. 3d last, has sent $50 to Chief 
- Donahue of the Eleventh Battalion for prompt re- 
sponse to the fire alarm and the salvation of the build- 
ing from destruction. 


The Cutler Hardware Co., Waterloo, Ia., offer the 
trade “Cutler’s Easy” tools and cutlery, including 
axes, hatchets, hangers, saws, sweepers, razors, shears, 
pocket cutlery, etc. They also sell a nice line of bank 
and house trimmings, shelf hardware, tools, Iowa 
forks, Alaska refrigerators, lawn mowers, gasolene, 
Jr. stoves, safes and bale ties. 

The Armstrong Hardware Co., Oklahoma City, 
Okla., have changed their style to the Oklahoma City 
Hardware Co. and have increased their capital stock 
from $100,000 to $500,000. The incorporators of this 
new company are S. E. Clarkson, R. A. Clarkson, A. 
W. Boyd, S. H. Brown, W. H. Vick, W. M. Parker 
and W. F. Wilson. 


The Utica Drop Forge & Tool Co., Utica, N. Y., 
are, it is claimed, the makers of the finest American 
tools and leaders in their specialties in.-the world. The 
history of this company’s efforts to produce in Amer- 
ica tools which are not only useful, but which, can be 
guaranteed by the maker and which are handsome in 
design, has been one covering a period of ten years’ 
hard work. 


The stockholders of the Quincy Stove Mfg. Co., 
Quincy, Ill, held their annual meeting on Jan. 27th 
last and elected the following officers for the ensuing 
year: Preside@t, August Heidbreder; vice-president, 
Nicholas King; secretary, Julius Klemme; assistant 
secretary, Charles Heidbreder ; treasurer, H. C. Sprick ; 
directors, Edward Sohm, George Keller, H. Germann, 
Joseph Oertle and John Brackensick. 


The Hill Dryer Co., Worcester, Mass., are meeting 
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with marked success in the sale of two of their special- 
ties, viz., Hill’s clothes dryer for lawn, fire escapes, 
window balconies and piazzas, and the Hustler ash 
sifter, which has proved itself a great coal saver. 
They will be pleased to correspond with the trade 
concerning these goods. When writing them, kindly 
add, “Saw it in THe AMERICAN ARTISAN.” 


The trade will regret to learn of the recent death of 
Wm. M. Powell, president and general manager of 
the Ferrokraft Co., Cleveland, O., which took place 
on Tuesday, Jan. 31 last, from apoplexy. .Mr. Powell 
was in the 53d year of his age, and twelve years ago 
organized the Ferrosteel Co. of Cleveland, later he be~ 
came manager of the Columbian Hardware Co., which 
he left in 1904 to organize the Ferrokraft Co. 


A. L. Kiefer, Anastatia Kiefer, Herman F. Hessler 
and Lyna E. Hessler are the incorporators of the 
Kiefer-Hessler Hardware Co., Milwaukee, capitalized 
at $25,000 for conducting a hardware business. A. L. 
Kiefer of this company is one of the best known of 
the Milwaukee hardware dealers, having been secre- 
tary of the Milwaukee Retail Hardware Dealers’ As- 
sociation and an efficient organizer for that body. 


The Hurwood Mfg. Co., Inc., Bridgeport, Conn., 
are manufacturers of the famous Hurwood tools, 
which include screw drivers for machinists, carpenters, 
plumbers, electricians, cabinet makers and housekeep- 
ers, belt awls, thong awls, scratch awls, folding awls, 
tinners’ awls, handle regulators, screw-driver bits, 
tack pullers, ice picks, meat hooks, ball bearing side 
cutting pliers, box hooks, hay hooks, cotton hooks, 
nail sets and machinists’ center punches. 


The White Mop Wringer Co., Fultonville, N. Y., 
recently moved their business from Jamaica, Vt., to 
Fultonville, N. Y., and while they have been incorpora- 
ted under the laws of the state of Vermont for several 
years, it became expedient for them to incorporate 
under New York law. heir main factory building 
is 120x50 feet, three stories in height. Their capitali- 
zation is $50,000. Their officers are: President, O. N. 
Wardwell ; secretary and treasurer, J. G. White. 


J. M. Warren & Co., wholesale iron and general 
hardware merchants, located at Troy, N. Y., celebrated 
the soth birthday of the firm under its present title 
on Feb. 1st. They succeeded Warren-Hart & Lesley 
on Feb. 1st, 1855. Chas. W. Tillinghast is president, 
C. W. Tillinghast is vice-president, Henry S. Darby is 
secretary and treasurer. Mr. Tillinghast, the president 
of this firm, is weli known in political circles; he was 
formerly adjutant general of the state of New York, 
and is now Assistant Secretary of the Navy. 


A. Major, 461 Pearl St., New York, offers the trade 
Major’s compartment cooler, which keeps the ice and 
water in separate compartments and the water at an 
even temperature. The inside is made of malleable 
iron and the water compartment is lined with white 
porcelain ; the metal parts are not exposed to the out- 
side air and the dead air space lying between the 
outer and inner receptacles makes it a non-conductor. 
The body is made of flemish oak with polished brass 
hoop, and it makes a handsome ornament for dining 
room or office. 
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Meeting Nebraska Retail Hardware 
Dealers’ Association 





TUESDAY MORNING SESSION. 

The Tuesday morning session of the fourth annual meet- 
ing of the Nebraska Retail Hardware Dealers’ Association was 
scheduled to meet’at 10 a. m., but it was 10:45 before there 
was a sprinkling of delegates in the convention hall on the 
third: floor of the Millard Hotel. An hour later the meeting 
was called to order by President J. C. Cornell of Ord, and 
the following committees were appointed : 

Nominating Committee—L. Pettingill, Omaha; E. S. Hay- 
hurst, Loup City; J. K. Lawson, Hastings; C. H. Rudge, 
Lincoln, and H. F. Moore, Alma. 

Financial Committee—Max Uhlig, Holdredge; V. Fried, 
Oakland; C. A. Newbury, Alliance. 

Press Committee—J. Hussie, Omaha; 
Seward; H. Harrington, Pawnee City. 

Committee on Resolutions—H. Hargleroad, Holstein; 
Frank Haecker, Friend; O. L. Miller, Ravenna; Thomas 
Nelson, Diller. 

President Cornell then stated that questions which the 
members. wished to have brought up in the question box 
should be presented in writing, and at 12:20 p. m. the con- 
vention adjourned till 1:30 p. m. 





Fred Goehner, 





TUESDAY AFTERNOON SESSION. 
The Tuesday afternoon session was scheduled to meet at 


1:30 p. m., but it was not until 2:30 p. m. that President J. 





President Max Uhlig, Holdredge. 


C. Cornell of Ord called the meeting to order. There were 
nearly 300 dealers present, packing the hail, and all wore the 
tasty red, white and blue badges of the association. The in- 
terest and enthusiasm shown eclipsed the record made by all 
previous conventions of the association. 

After an invocation by the kev. T. J. Mackay, E. J. Me- 
Vann delivered an address of welcome to the delegates on 
behalf of the Commercial Club. He stated that although it 


grieved him to say so, that Nathan Roberts, one of the prom- 
inent Omaha members of the association, was a swindler, as 
he had persuaded him to give an address of welcome on 
behalf of Omaha, stating that there would probably not be 
more than 25 or 30 dealers present in one of the parlors of 





First Vice-President Albert Degner, Norfolk. 


the Millard Hotel, and that on arriving he found several hun- 
dred dealers. He stated that he was empowered to deliver 
a welcome on behalf of the city of Omaha and of every ward 
and subdivision thereof; also on behalf of every citizen. 

He particularly extended this welcome on behalf of the 
Con.mercial Club, whose membership represented 800 busi- 
ness men of the city. He also extended a welcome on be- 
half of the hardware jobbers of the city and the brother re- 
tail hardware.dealers. While he had no education in oratory, 
his welcome in behalf of Omaha was hearty, cordial and 
strong. He was glad that the dealers having been present 
a year ago wanted to return this year and was glad that 
they did return and brought their competitors and neighbors. 
The citizens of Omaha would always be glad to see the re- 
tail hardware dealers of the state. 

Mr. McVann continued: “I have in mind the splendid 
effort made by Mr. Baldridge a few weeks ago in welcoming 
the fruit jobbers, but there was an error in his address of 
welcome. Mr. Baldridge, being a student of the Bible, said 
that fruit dealing was the earliest trade of which there was 
any record in that book, instancing the case of the apple in 
the Garden of Eden. Being in the fruit business, the fruit 
dealers thought that this was very good. I wish to correct 
Mr. Baldridge and to state that he should have studied deeper. 
If he had done this, the inference would have been made 
that the hardware business existed before that, as we have 
the story of the fall of the angels, who were driven out of 
Paradise and were sent to a certain place. Well, I will say 











that I attend to my own furnace and in this place there were 
probably grates, pitchforks and other articles only to be 
had in hardware stores, so it is very clear that Mr. Baldridge 
was wrong. At any rate, the hardware business certainly 
exists to-day and that it-is very much alive is shown by the 
gathering before us. It is a cardinal principle of the Com- 
mercial Club of Omaha to bring business interests together to 
discuss the business of the city. My education in connection 
with three or four similar organizations in other cities shows 
that the dominant idea in the United States is organization. 
Your association shows that you are working together for 
good. The composite knowledge of your association is great- 
er than the knowledge of any one man. I want you to feel 
that the depth of cordiality of the welcome extended to you 





Second Vice-President Fraak Huecker, Friead. 


by every one in Omaha is much greater than that indicated 
by my remarks, which are beneath the truth.” 

H. J. Hall, Lincoln, Neb., responded to this address of 
welcome in place of Walter Gaebler of Winside. He called 
attention to the fact that some years ago there had been a 
feeling that Omaha had tried to play the part of a hog and 
that there was not a member of the association to whom the 
question had not been put, “Does the feeling still exist against 
Omaha?” I wish to say in answer to this question—and I 
know that every man present will back me in the statement 
—that the Omaha people are all right. We have met here 
two consecutive years and that the dealers met with a cordial 
reception is shown by the fact that they decided to take ad- 
vantage of Omaha's invitation and return for a second year. 

I think this is a good place to say that Lincoln would 
be more than happy to receive the convention another year. 
While the Millard Hotel has been unable to offer accommo- 
dations to all of us, the Omaha members have looked after 
accommodations at other hotels for all the members of the 
association.” 

President Cornell than delivered his 


PRESIDENT’S ADDRESS. 





ASSOCIATION HAS BEEN CONSTANTLY GROWING. 
It affords me a great deal of pleasure to have the priv- 
ilege of meeting again with you upon this our fourth annual 


convention. 
As I look over this intelligent audience of representa- 
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tive hardware dealers of Nebraska, I see nearly all the 
familiar faces that met at Hastings about three years ago to 
start this association work on its upward and forward move- 
ment for the betterment of, not only those that were pres- 
ent at that time, but for every dealer in the state that has 
been willing to lend us his support to this great move- 
ment. Since that meeting we have been constantly growing, 
perhaps not as rapidly as we ought or as rapidly as some of 
us had anticipated; however, as we compare our membership 
at the present time with other states, our increase has been 
very flattering. 
JEALOUSY HAS EXISTED IN SOME SECTIONS. 

I will not attempt to discuss events of the past. Per- 
mit me to say to you that it is my opinion, and I think is the 
opinion of every man present, that, had it not been for the 
combined efforts of every member of this association and 
the support that we have received from manufacturers and 
jobbers alike, the hardware business of Nebraska would not 
be on as high‘a basis as it is at the present time. 

It is true that there is altogether too much jealousy 
existing among our business men in some sections to make 
a success of anything. Rubbing up against each other once 
a year at our convention gets us better acquainted. We find 
that the other fellow is not half as bad as we had thought 
him, and he thinks the same about us. Under these condi- 
tions and relations we make it possible for us to accomplish 
a great deal from a commercial standpoint. 


ALL DEALERS HAVE BEEN’ BENEFITED. 

In the past year we have addressed over 1,000 personal 
letters from our office to dealers, requesting them to join the 
association or to be present at this meeting. Many mer- 
chants who are a little reluctant in affiliating with us, have 
responded by asking this question, “What has been accom- 
plished by your association and what have you done in the 
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past year?” We answer the first question by asking, “llow 
many hardware dealers in the United States are there who 
have not been benefited by association work?” Not a sin- 
gle one. It makes no difference if he be a member of the 
association or not; he has received some benefit, perhaps not 
as much as a member, but I know and he knows and every 
member of this association is aware of the fact that the 
dealer outside has received all his benefits at the expense 
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What benefits have we as members re- 
We can refer you to plenty of them. 


of the association. 
ceived? 
GOOD WORK OF NATIONAL ASSOCIATION. 

How many years has it been since you received an in- 
voice from you jobber or manufacturer stamped across the 
face with this motto, “We do not sell catalogue houses”? 
How long has it been, and who-is responsible for the manu- 
facturers and jobbers of the United States coming out on the 
side of the retail dealer in their fight against the inroads 
of the catalogue house upon their trade? This you can 
charge up to the persevering and never tiring efforts of a 
few men at the head of our national association. Among 
these are the president of our National Association, Mr. 
Bogardus, and also one whom you are all acquainted with 
and-whom we are always glad to wekome-among us, Mr. 
M. L. Corey, our national secretary. These gentlemen, to- 
gether with the assistance of other members of the National 
Association, are responsible alone for this great change. If 
you wish to know how successful they have been, get a copy 
of the National Hardware Bulletin, turn to page 32 and read 
under the heading, “How They Stand.” There you will dis- 
cover that nearly every jobber and manufacturer is on record 
stating that under no consideration will they sell a catalogue 
house or a department store. This protection alone is worth 
enough to every hardware merchant in the state of Ne- 
braska to convince him that our association is what he wants 
and what he must have to complete the work that has been 
so vigorously fought for his benefit. 


JOBBER IS RETAILER’S BEST FRIEND. 


I wish to say a word in regard to the relation between 
the jobber and the retailer. Gentlemen, the jobber is the 
very best friend you have. How many retail dealers would 
there be doing business to-day in our state were it not for the 
friendly advice and timely assistance that he has received 
from this benefactor? We could not dispense with him 
any more than he could with us. His interests are our in- 
terests, and our success means as much ‘to him as it does to 
ourselves. 

WM. GLASS HELPED ASSOCIATION. 


To bear me out in this statement and to show you the 
position and interest that the jobbers of Nebraska have taken 
in our association work, I will read a part of a letter from 
one of the leading jobbers of the ‘state, to whom we are in- 
debted for a complete list of legitimate hardware dealers 
doing business throughout Nebraska, Mr. William Glass of 
the Lee-Glass-Andreesen Hardware Co. He writes as fol- 
lows: “We cannot help but feel sure that the efforts put 
forth by the officers and members of your association will 
be rewarded in making the coming meeting at Omaha a suc- 
cessful one. I have had our salesmen talking this meeting 
and association work to dealers throughout the state, urging 
them to be present. I desire to assure you that it gives 
me great pleasure to give you any assistance I possibly can 
in helping in the upbuilding of your association Your suc- 
cess is our success, and I look forward with pleasure to your 
coming meeting in our city.” 

RETAILER SHOULD NOT OVERLOOK TRAVELING MAN. 

This is but a sample of the letters we have received 
from jobbers throughout the state. There is one person next 
to the jobber that the retailer must not overlook, and that is 
his representative, the traveling’ salesman. Meet him at 
your door as you would a customer; give him a good warm 
grip of the hand and hearty welcome, for he, as a rule, is the 
bright ray of light that shines in once a month at our open 
door. Remember that he always has something for you. If 
it is not a proposition whereby you can make a nice thing, he 
always has a good stock of stories to liven you up, helping 
you to forget for a time your trials and tribulations. 


PRAISE FOR TRADE JOURNALS. 


We cannot say enough in praise for the good work that 
is constantly carried on by our trade journals. They are 
fighting every move that is not beneficial. They stand for 
the interest of the retailer. Prominent among these are THE 
AMERICAN ARTISAN, Chicago, the Iron Age, New York, the 
Stove and Hardware Reporter, St. Louis, and the Omaha 
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Trade Exhibit. These Journals are «full of good reading. 
Directly in connection with your line of business. Standing: 
up for home industry and the promotion of everything that 
is a benefit and a help to the retail merchant. 

THANKS FOR OFFICERS. 

In conclusion I wish to thank the officers and all the 
members of the association, especially Mr. Hall, our secre- 
tary, for the able assistance during the past year. I assure 
you of my assistance until we have completely done away 
with local jealousies and cut-throat competition among the 
retail hardware dealers of Nebraska, and until all are work- 
ing harmoniously together, to exterminate evils now existing. 
Gentlemen, I thank you. 

H. J. Hall, Lincoln, Neb., then delivered the following: 


SECRETARY’S REPORT. 





STRONGER IN MEMBERSHIP. 


Your secretary is compelled to cut this annual report 
short owing to the fire, which visited Lincoln on the night of 
Jan. 24th. All the books, papers and-desks in the office were 
destroyed, and from memory only can this report be made. 

In numbers we are stronger than last year; in interest 
shown among members, we are sure of the future growth of 
our State Association. 

The county organization work proved effective, but lack 
of funds and a special delegate to look after this work im- 
paired the final success of the plans we had outlines and. 
were following. 

Having suggested the advisability of arranging for a 
secretary who would devote all of hi$ time to the associatiom 
work, it is necessary for the future success of this work that 
the matter be decided at this time with the idea of securing 
the best results. 


FIRE INSURANCE MATTERS. 


The plan of effecting a mutual fire insurance company, 
for and by the association at our last annual meeting, was 
carried forward and the preliminary work accomplished. All 
of the members who signed the petition, however, failed to 
send in their applications, which caused your board of di- 
rectors to forward all policies offered to the affiliated state 
associations, under the agreement that all policies, with ac- 
crued per cent of premiums, be returned to our association. 
This to act as a reserve fund. It has been suggested that a 
number of the members of the association advance $200 each 
to the Fire Association, same to draw 6 per cent; all losses. 
exceeding premiums may be paid; the loan to be paid whem 
the reserve fund justifies such action. 

The success of other state associations make the feature 
an interesting business proposition, and it should receive 
careful consideration. 


THE PARCELS POST. 

The parcels post bill is a feature that must be recognized 
by the retail merchant throughout the country as a danger 
needing constant care, and prompt aggressive action, as it is 
liable to be thrust upon us when we are not prepared to 
prevent the measure from becoming a law. 

Our national officers have been watchful of our interests 
and the national secretary will give us his personal state- 
ment of results accomplished during the past year. 
ENCROACHMENTS OF COMMON ENEMY HAVE BEEN CURTAILED. 

The wholesale and manufacturing establishments are con- 
scious of the danger to their business through the breaking 
down of the retailers by reason of the octopus in the form 
of the catalogue houses, which are reaching out to strangle 
the retailers. 

The jobbers have not only given of their time, talents 
and means to assist us in the efforts we have made through 
our state association, but have used their influence with many 
of. the manufacturers, with the result of curtailing the en- 
croachments of our common enemy. 


CONSUMER IS SHORTSIGHTED. 


The consumer with his eye on the nickle and his mind on 
the present, does not realize the ultimate ruin of his home 
estate in the upbuilding of the retail establishments of the 
larger cities, and it is not to be wondered at when we find 




















































































































so many retail dealers who are skeptical as to the results 
to be gained through association work, all of these people 
must be enlightened, and this is a part of the work of every 
member. 

A GREVIOUS BLOW. 


It is fitting here to mention the death of our beloved 
brother and past president, Mr. C. A. Peterson. We have 
lost an enthusiastic worker and a warm friend for the asso- 
ciation. The memory of his interest in our association will 
be an incentive to others to give of their time to the up- 
building and ultimate success of this work. 


MEMBERS HAVE RESPONDED PROMPTLY AND HEARTILY. 


In conclusion, it gives me great pleasure and satisfaction 
to call attention to the prompt and hearty response of every 
member to the request of your ‘secretary-treasurer for as- 
sistance in his work. The remittances hhve been unuSually 
prompt, and I bespeak for my successor the same courteous 
treatment and warm friendship which has been so unanimous- 
ly accorded me. 


Mr. Hall then delivered the following report as treas- 
urer: 


TREASURER’S REPORT. 








Balance on hand Feb. roth, 1904..................000. $ 4.78 
Semeenee Sue te Weer SOE... .. i ciscccne@edcesaass 752.15 
EE Bain SVie ats alate oy a0 sod ean pain $756.93 
Ee ee ere oe. 745.67 
Balance on hand Feb. 7th, 1905..................- $ 11.26 


There is also one hundred dollars due us from the pro- 
gramme, with no bills unpaid. This is the best financial 
showing the association has made since organizing. 


J. D. Kenyon, Chicago, representative of the Sheldon 
School of Scientific Salesmanship, then made an interesting 
address to the convention, after which there was a brief in- 
termission. 

M. A. Hargleroad, Holstein, then delivered an interesting 
paper, from which we make the following extracts, on the 
subject of 


MEETING CATALOGUE HOUSE COMPETITION. 


THE GREATEST QUESTION BEFORE THE RETAIL TRADE. 


In addressing you upon this important question—meeting 
catalogue house competition—I do so, believing it to be the 
greatest question before us. This question not only interests 
the retail hardware dealers of Nebraska, but interests every 
dealer in our land. It is a question in which I hope every 
dealer here present will take a part. 

While there has been a great deal said already, I think 
the largest part is yet untold. As retail dealers we find our- 
selves hampered by two kinds of catalogue competition. 


JOBBER SHOULD CO-OPERATE, 


First, is the catalogue house known as retailers, who 
send their catalogues broadcast just for the asking? This 
class of competition can be met only by the aid of the job- 
ber, and, I am sorry to say, but few have come to our as- 
sistance yet. The retail dealer is willing, and I believe will 
be glad to do the business for a small compensation if the 
jobber would but meet the catalogue price on such lines as 
are fully identified. The only hope in the past, and for 
the future, as well, to avoid this competition, is the special 
brands of jobbers and factories who do not permit their 
brands to be handled by illegitimate competition. This field 
has not been fully covered yet and we miust handle some lines 
handled by this competition. There are a great many low 
grade goods handled by the catalogue house that are not 
furnished by the regular trade, and a great many dealers 
know but little of them. These goods had ought to be 
handled by the regular hardware jobber; it supplies the retail 
dealer with unquestionable proof of like quality. There are 
but few sold, the effect cannot be denied. 
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SHOULD MEET THE PRICE. 

I hope I will not be misunderstood when I say that the 
only way to meet this competition is to make the price. As 
before stated, we must. have the aid of our jobbers, and why 
this aid is withheld is something I cannot understand. I am 
afraid the jobber does not understand our present danger. 
Inroads have been made upon us by this action on their part. 
I have quite often asked jobbers to make a price so I could 
meet this competition. Ih most cases the sad news would 
come back, “We do not pay any attention to this class of 
competition.” 

CASES WHERE DEALERS LOSE MONEY. 


We might ask, where did the catalogue house come 
from? I am not finding fault with the jobber, it is his method 
of doing business. I believe he wants to be our friend if he 
only knew how. And if he will make us the price and fur- 
nish us the goods, I, for one, will be willing to give him the 
middle of the road. 

We often hear of cases where dealers secure orders by 
meeting catalogue competition and lose money by so doing. 
How many such deals will it take to finish a common every- 
day hardware man? If there is anything I dislike, it is to 
have a customer tell me he can buy goods cheaper than I 
can. I have done a great deal of advertising along this line 
of meeting catalogue competition in the way of catalogues and 
circulars. 

TAKES NO BACK SEAT. 

I have always given the trade to understand that I take 
no back seat for any competition. -1 have gone so far as 
to advertise that I make prices in my line on every market 
in the United States, in all cases will save the remittance, 
in some cases part of the freight, in others all the freight, 
money to accompany the order. Money to accompany the 
order should never be left out. By this advertising I have 
secured the business of some of the best catalogue customers ; 
but am sorry to say, that in almost every case I lost money, 
except where I could coax a jobber to credit. me back. A 
few jobbers will do this now; many will not. And if you 
make a fuss about it they will tell you, this is the retailer’s 
fight. 

MIGHT COMPROMISE. 

We might compromise with the catalogue house by giv- 
ing them our business. Some dealers do. But is not this 
a deplorable condition, playing traitor, going into the enemy’s 
camp? I hope no dealer will be guilty of this again. 

Catalogue houses are not to blame for being in business. 
We are to blame for permitting them to remain. If every 
dealer would do his part there would be a wonderful change. 
The method which the catalogue house has of doing business 
is easy. If they advertise a sewing machine for $8.25, ad- 
vertise one for $7.65. I do this. That means $5.90 at Chi- 
cago. Some might ask, where do you buy your machines? 
The factory is generally out where orders are most numerous. 
Be sure you have plenty of other good standard brands in 
stock. We should remember that catalogue houses sell very 
few of their low priced goods. This ought to be a good les- 
son for us. 

JOBBER HERE, RETAILER THERE. 

Second, we have the catalogue house jobber. I believe 
under the heading of my address I will be permitted to speak 
of this class of catalogue competition also. These people parade 
in our locality as jobbers, that is, if the deaier in that locality 
buys of them. In other localities where the dealer does not 
buy of them, they are retailers, that is, they sell goods to the 
consumer at jobbing prices. This, I consider the most low 
degrading competition with which we have to contend. This 
has been practiced in my territory for years. Where one 
house is satisfied, another is not, so there always seems to be 
one left to sell to the consumer. 


A SPORTING GOODS COMBINATION. 


A short time ago I took this matter up with one of 
these houses, located in Kansas City, which claims to be one 
of the largest jobbing houses of sporting goods in the world. 
I tried to get them to explain to me how they could be job- 
bers and retailers at the same time. I also told them I 
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thought it very unfair for them to sell goods to the consumer 
at jobbing prices. 
TAKE INDEPENDENT ATTITUDE. 

Here is the reply which I received: “We are in receipt 
of yours of the 17th, and in reply would state that we cannot 
find any trace on.our books where you have any claims upon 
us, either one way or the other. If we have ever been fa- 
vored with any orders, we fail to find any record of them 
on our books. It must be quite evident to you that you are 
assuming a great deal when you attempt to régulate our 
business when you are, in fact, an entire stranger, and have 
not at any time seen fit to give us a dollar’s worth of sup- 
port. Until you can establish some claim that you may have 
upon us, we ask that you release us from any responsibility 
concerning the matter. 


“We feel that we are justified ij saying to you that we 


have been in business on the Missouri river for half a cen- 
tury, handling sporting goods exclusively. We make prices that 
are equal and in some respects perhaps better than that of any 
other concern handling the same line of goods that we do, 
and just why we should not have at least a small portion 
of your support is something that is not clear to us, and 
under the circumstances we must ask that you permit us to 
continue our plan of conducting this business in the interests 
of those who have helped to establish and support it.” 


INFERENCES FROM LETTER. 


According to this letter we must believe that their busi- 
mess has been established by the consumer. If this be true, 
what claim have they upon the retailer and what claim have 
they that they are jobbers? How can any house become a 
jobber without the retailer? Do they not betray their trust 
when they retail? 

JANUS HOUSES. 

There seems to be a great many of these concerns play- 
ing this two-handed game and are making the retailer con- 
siderable trouble. These cases ought to receive due con- 
sideration of this convention. It ought to be understood 
among retail dealers that when any jobber sells to the con- 
sumer that he has no claim upon the retail dealer. Until 
we adopt this plan we will be imposed upon by this class 
of jobbers. 

NO JOBBER SHOULD RETAIL, 

I might ask, how are we to meet this class of competi- 
tion? As this is the question under discussion—meeting cata- 
logue competition—I would suggest that we use every hon- 
orable means for classification of buying, jobber first, retailer 
mext. No jobber must retail. If this cannot be done and 
quantity of buying must rule, there is nothing left for us to 
do but to buy through our organization, as we are unable 
to meet this class of competition any other way. Our field 
of operations has been interfered with from time to time 
with unbusinesslike principles that we had ought to be pre- 
pared for a defense without mercy. 

GRAND MEN IN ORGANIZATION. 

Our organization is represented by some of the grandest 
men that America can produce. I feel proud that I am a 
member of such an organization. Our national officers have 
stood in the counsel of our Jobbing and Manufacturing Asso- 
ciation and other considerations besides quantity buying regu- 
Jating the price. How can any jobber or manufacturer turn 
a cold side to such an organig¢ation, standing for such prin- 
ciples ? 

As I have merely opened the question, I hope that every 
dealer present will take a part in its discussion, as this is 
the greatest question before our association, and had ought 
to be dealt with by a determined stand. 

SHOULD SHUN CATALOGUE HOUSE BRANDS. 

I want to say to every dealer present, never buy of any 
jobber, or, manufacturer, any brand that is ‘sold to catalogue 
houses, department stores, or grocerymen, or to any one else, 
outside. of the regular hardware trade. So far as possible, 
draw the line to the limit. Life is too short for us to intro- 
duce any brand for the benefit of any one else. 

If every dealer will stand by our state and national of- 
ficers we will receive lasting benefit. Unity of action should 
be printed upon our banner. 
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Frank Haecker, Friends, then said: “I fear the paper 
of Mr. Hargleroad may create some false impressions among 
the members. We have the support of the hardware jobbers, 
and they are doing everything in their power to aid the re- 
tailer by keeping manufacturers from buying goods with cata- 
logue houses. The catalogue houses make leaders of certain 
goods. The jobbers’ prices are legitimate and they have reg- 
ular limits to go by. They do all they can to aid us. If 
they succeed in keeping goods from the catalogue houses, we 
cannot expect them to do more than this. We should support 
them.” 

M. A. Hargleroad, Holstein, said: “We must meet the 
price and must convince the customers in cases where no 
substitutions are possible. I take the firm stand that we 
must meet the price on lines fully identified. Are you going 
to meet the price on a special gun, let us say, or let the re- 
tailer send off for it? The special brand is the dealer’s sal- 
vation, and if it were not for this a number of dealers would 
go into banqruptcy. I owe my concession business to spe- 
cial brands, and I will not sell goods that are sold through 
illegitimate channels.” 

H. J. Hall, Lincoln, Neb., then carefully explained the 
routine used by the association in certain complaints and the 
success with which it had been done. 

M. L. Corey, Argos, Ind., then delivered a speech on the 
subject of catalogue house competition. He stated that the 
association should rather hold catalogue prices up to the 
dealers’ level rather than bring prices down. In a later 
speech he strongly condemned the practice of traveling men 
in enticing dealers from the hall and urged that all dealers 
should assemble promptly at the call of the gavel and make 
the meeting such a success that when started they will not 
want to quit. The meeting adjourned at 5:40 p. m. 

TUESDAY EVENING. 


The banquet at the Millard Tuesday evening was at- 
tended by 200 guests, who sat down at tables decorated with 
potted plants and surrounded by palms and ferns. Wm. 
Glass of the Lee-Glass-Andreesen Hardware Co., Omaha, 
Nebr., officiated as toastmaster, and the following toasts were 
responded to: « 

“Benefits Gained by Attending the Association’s Con- 
ventions,” C. H. Rudge, Lincoln. 

“Sharp Points in Trade,” Morris Hussie, Omaha. 

“The West as Seen by the East,” R. R. Williams, New 
York. 

“Reminiscences of a Hardware Salesman,” C. O. Lo- 
beck, Omaha. 

“It’s a Good Thing; Push It Along,” Max Uhlig, Hol- 
drege. 

“Words of Good Cheer,” Rev. T. J. Mackey, Omaha. 

A. F. Victor of the White Lily Washer Co., Davenport, 
Ia., proved a most solicitous entertainer at this banquet, 
his marvelous and perfectly executed sleight-of-hand tricks 
stamping him as an amateur prestidigiteur of the first rank. 
Among his mystic legerdemain were boomerang card tricks, 
the disappearing’ and multiplying dollar tricks, tambourine 
trick, production of all sorts of objects from the smallest of 
compasses, etc. 

WEDNESDAY MORNING SESSION. 

The Wednesday morning session was scheduled to com- 
mence at 9:30 a. m., but it was not until 10:10 a. m. that 
President J. C. Cornell of Ord called the meeting to order. 

Secretary H. J. Hall, Lincoln, read a letter from Wil- 
liam Bishop of Nebraska City, stating that he was unable 
to be present on account of sickness. 

An invitation was read from Mayor Henry R. Gearing, 
of Plattsmouth, inviting the association to hold their next 
meeting in that city. 

W. S. Wright, of the Wright & Wilhelmy Co., Omaha, 
then addressed the convention on the subject of “The Rela- 
tion of Jobbers and Traveling Men to the Retail Dealers’ 
Association.” His remarks largely condensed were as fol- 
lows: 

: “The relation of jobbérs and traveling men to retailers 
should be as close as those of three different partners in the 
same business. All should work with the same end in view and 
they will reach better results that way than if they worked 
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at cross purposes. The jobber, retailer and traveler are 
mutually independent and their relations can be likened to 
ball bearings which work together in the same groove. In 
mutual organization there is mutual strength. To be felt 
an organization must be close and effective. A small stick 
is easily broken, a bundle of twelve is hard to break, and 
three bundles of twelve take an ax to break. I would like 
to see this organization welded together so it would take 
an ax to break it. 

“In regard to the traveling men, would say, as it is 
of mutua] benefit and advantage to the retail dealer if he 
listens to what he has to say regarding the best method of 
distribution, meeting catalogue house competition, increasing 
business and making more money. Every traveling man 
is interested in retail hardware associations. The jobbers 
and retailers are all deeply interested in the question of cata- 
logue house competition, as is shown by the meetings of the 
recent Catalogue House Joint Committee. They were in 
session for a considerable time and met many manufacturers, 
nearly all of whom fell in line. All manufacturers appearing 
before them agreed that they would not sell to a new cata- 
logue house if one started up. Omaha is a pioneer in the 
elimination of catalogue business. Five or six tried to start 
here and only one made any kind of a start. If every other 
market was as firm as Omaha, the catalogue house business 
would not be what it is to-day. It is absolutely necessary 
for the retailer and jobber to hang together or hang sep- 
arately. It is a long, hard road that leads to success, but we 
are on the way. You gentlemen came here at more or less 
inconvenience to look after the interests of the trade, but 
there are some men who will work harder to make a com- 
petitor lose a dollar than to make one themselves. You 
should get the friendly co-operation of your competitors. 
The interests of jobbers and retailers are identical. The 
success of one is the success of the other. The failure of 
one is the failure of the other. If they work together, in 
less than two years’ time the hardware business will be 
more profitable and satisfactory than ever before.” 


F. D. Kees, Beatrice, Neb., first vice president of the 
association, then took the stand and said: “The wholesaler, 
the traveling man must be one. We know where the shoe 
pinches and hope to overcome it.” 

F. C. Mather of Aurora and D. Cavanaugh of Fairbury, 
who were scheduled for papers, not being in the room, the 
discussion of Mr. Wright’s remarks were taken up. 

Nathan Roberts, Omaha, said: “There are two points 
suggested by Mr. Wright’s paper which I would like to take 
up. It occurs to me that in fighting catalogue houses we 
are. overlooking a lesser, but far reaching evil—one that is 
detrimental to your best interests every day you open your 
stores. I refer to the department stores. They get all the 
goods they want. If-a lesser evil than the catalogue houses, 
it is still an evil and touches the interests of Nebraska 
dealers.. In department store advertising, the baits made 
on hardware are ridiculous. The jobber should also take up 
this question. Jobbing and retail interests are identical. We 
live by and with each other. The jobbers should say to the 
department store, ‘If we sell goods, you must retail them 
at a certain price.” We should make it the sense of this 
meeting that the Omaha jobbers—we cannot very well talk 
for other cities—should take this matter up. 

“The second point which I wish to bring up is that of 
retailing on the part of jobbers. I wrote a paper on this 
once, and it is a question that touches us all. If jobbers are 
hand in glove with retailers, they should stop retailing at 
all times.” 

F. D. Kees, Beatrice, said: “A good many dealers are 
something of department stores themselves. Some carry 
seeds and other goods.” 

Mr. Sanderson, of Rudge & Guenzel, Lincoln, said: “I 
do not think that any of us are strictly hardware dealers. 
Paints are handled by many of us and a good many carry 
seeds, although we do not. We carry four distinct stocks 
of goods, furniture, hardware, carpets and queensware. On 
hardware we are with you and handle a clean stock. We 
handle nothing which we do not make money on. We do 
not talk price, but quality, as we believe the recollection of 
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quality remains long after price is forgotten. We had rather 
sell a man a good ax for $1.50 than a cheap one for 69 cents. 
When a lady asks for a sauce pan, we offer her quadruple 
coated ware and tell her that we believe it is the finest arti- 
cle that she can buy, and that in our judgment it. will last 
two or three times as long as catalogue house goods at half 
the price. If you put quality above price, the catalogue house 
will not interfere with your business.” 

F. D. Kees, Beatrice, said: “The catalogue house ques- 
tion is our fight. The department stores cannot buy cheaper 
than you can. When a man comes to your’place of business 
you can reach him against department store competition.” 

F. J. Hoerger, Sutton, said: “One reason why the local 
trade goes out of town is that the local dealer does not have 
the goods which were inquired for, and another reason is 
that he does not take enough pains in explaining their quali- 
ties. I first bought some paint for painting my, own house, 
and then I handled it. I put in a stock of oil and then 
gasolene, to help the sale of gasolene stoves. My wife 
wanted a lamp, and as there were only five or six handled 
in a @¥fug store in town, I put in a stock of 175-to 300 lamps. 
I keep the catalogue house out of my town. Then I put in 
glass. Then, as my wife could not get queensware, I put 
in a stock of seven hundred dollars’ worth. I cater to what 
the people want and so get along.” 

Acting President Kees then stated that all committees 
should report at 2 p. m., and announced the appointment of 
the following insurance committee: J. F. Goehner, Seward; 
L. F. Holloway, Fremont, and H. J. Hall, Lincoln. 

J. W. Armstrong, South Auburn, then said: “} am at a 
loss where to draw the line as to who are legitimate dealers. 
Many dealers have hardware stocks mixed with general mer- 
chandise stock. We carry furniture, including iron beds and 
comforters for same, which brings us into dry goods. I 
can get better prices in goods from hardware jobbers than 
from grocery jobbers. We should stand together and touch 
elbows with each other. The closer we stay together, the 
more profit we make and the better off we are. 

“The catalogue house makes a price for a year or so, 
while the department store makes a price for only a week, 
and if the customer comes in after it is over, you go back 
to the regular price.” 

J. F. Goehner, Seward, said: “For a time a number of 
merchants in our town gave premiums, such as a free rock- 
ing chair worth $4 with a $10 suit of clothes, but we came 
together and have done away with this. There is a bill 
now pending in the state legislature similar to one in New 
York state, that if you give premiums, they must be re- 
deemable in cash.” 

“Secretary H. J. Hall, Lincoln, then read a telegram 
from Frank M. Bare, Mansfield, O., secretary of the Ohio 
Hardware Association, as follows: 

“Ohio sends greetings to Nebraska. We hope you have 
the best session in your history.” 

J. F. Goehner, Seward, said: “Manufacturers of stoves 
and steel ranges have raised prices. Five years ago I -paid 
$33.50 for a certain steel range. I now pay $44 for exactly 
the same range. The stove manufacturefs should meet the 
dealers half way.” 

M. L. Corey, Argos, Ind, then addressed the meeting, 
stating, among other things, that hardware dealers should 
put in leaders to draw attention; that they should cut out 
all premium business, and stated there was a movement 
among manufacturers to fix prices at which their goods 
should be retailed.” 

A member stated that he was'a member of the Modern 
Woodmen of America, and urged all members of that order 
in the association to write to their official organ, asking 
them to withdraw the advertisement of Chicago catalogue 
houses therefrom. 

F. D. Kees, Beatrice, Neb., then read the following 





paper on 

HOW TO GRADUATE FROM A RETAILER TO A 
MANUFACTURER. 

The subject assigned to me makes it necessary for me 


to draw very largely from my own experience. 





































































—— 
<4" 


ole R68 % Sete 


tt 
—_— 














PAID A BONUS TO LEARN TRADE. 

When I was 14 years old, as is customary in Germany, 
I was apprenticed to a locksmith. I worked for him three 
years without wages, besides paying him a bonus for the 
privilege of doing so. No one had heard of the 8-hour day 
then—we worked from 6 in the morning until 8 at night. 
Here I engaged very actively in the manufacture of nails— 
working the bellows while scrap-iron was worked up into 
nail-rods and there into wrought nails. All this work was 
of course done by hand, and the nails were worth somewhat 
more than they are to-day. 

The tools were primitive. I that we 
sharpened one set of tools on a block of stone laying in 
water. 


also remember 


“JOUR’S” PAY. 

I continued this work after I became a journeyman; but 
then I received wages amounting to the magnificent sum of 
15 cents per week. 

In 1869 I immigrated to this country and found work in 
Newark, New Jersey, as tool maker, and later as steel en- 
graver. 

I spent the summer of '73 visiting a brother where Filley, 





F. D. Kees. 


Neb., now is, returning to my work in the fall. Then came 
the historic Black Friday and I was out of work. After a 
few weeks of idleness I went to Reading, Pa., where I 
found employment in a small railing shop at $9.00 per week. 
This. was quite a change from the gold factory in which I 
had worker just before, at much higher wages. As a Christ- 
mas present I received my discharge. I soon picked up a 
little work from carpenters and others making steel stamps 
for making tools. 

While working one day in my room, my landlord came 
in quietly without knocking. I suppose the old gentleman 
thought that I was helping Uncle Sam to increase the circu- 
lating medium, which was very scarce at that time. 


MR. KEES GOES WEST. 


He informed me that the Reading Hardware Co. was 
advertising for a tool maker. We went to their works and 
I went to work, but a strike of the moulders soon tied up 
the whole plant. Laying around and doing nothing didn’t 
suit me, so I packed my trunk and struck out for myself, 
making stamps. This brought me from $5.00 to $10.00 per 
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day. What could be done in Reading could be done else- 
where, I reasoned, and the farther west I went the better 


the field. I had about $150.00 and felt that the world was 
mine. 
COMES TO NEBRASKA. 
I reached Nebraska City in August, 1874. The first 
venture as a manufacturer had proved a failure. I stayed 


with a brother for about two months making a set of stencil 
dies for myself and making stencil plates. In the latter part 
of October I went to Lincoln and secured work in a gun 
shop. After a very short time I quit and November 14, 1874, 
found me at Beatrice, intending to spend the winter with 
my brother on the homestead. But an opportunity came to 
establish myself in business. I had a chance to invest my 
capital, consisting of a pair of good arms and willing hands, 
$6.50 in cash and some credit, in a gun shop which I, with 
the help of a brother, bought for $20.00. You see I was 
getting fairly started and was about as well fixed as the 
rest of the old settlers. 
SELLING NEEDLE GUNS. 


Business was pretty dull; the drouth and grasshoppers 
had cleaned out the country. 

During the winter I started about a half-dozen old army 
guns into needle guns. When the spring immigration to the 
Black Hill gold fields came, business boomed. One day I 
sold my whole stock of needle guns to an outfit for $50.00 
or $60.00. This was more than I had seen for a long time, 
and it put me on my feet and set me up in business. For 
the next six years I was strictly in clover repairing fire 
arms, sewing machines, mowers, printing presses and wind 
mills, charging 50 cents an hour by the clock. An old friend 
used to say that this clock ran twenty-four hours while most 
clocks were going ten. In 1880 I started in the hardware 
business, but still carried on the gun shop. 

STARTS MANUFACTURING. 


That year I commenced the manufacture of flower stands 
and window brackets. Later bought an ifiterest in a calf- 
weaner patent which, however, was not a success. I hardly 
think I got my money out of it. In the fall of 1892 the 
Lilly corn husker was added to the line. You are all fa- 
miliar with the success of this husker. It was a hard pull 
to educate the great American farmer, but it was a steady, 
determined pull to make it win. And while I was not able 
to reap the full reward of the invention, I have no fault to 
find and am perfectly willing to go through the same experi- 
ence again. 

Four years ago the Gassett Suspension Hinges, and the 
next year the Storm Window screen fasteners, were per- 
fected and put on the market. This gave me both spring and 
fall business and keeps the little factory busy. The product 
finds its way to every part of the country. 

The gunsmith’s shop has grown into a well-known fac- 
tory in 1905, a slow process but, nevertheless, quite satis- 
factory to me. It has kept me busy to look after both my 
retail hardware and manufacturing business, and this has 
kept me from getting into mischief. I have had my ups, 
and also my downs, but my practical knowledge has pulled 
me out every time. 

HOW TO GRADUATE. 


From the account of my own experience you will see 
that I have always been a manufacturer, to a greater or less 
extent. But I am reminded that my subject is not “How I 
Graduated from a Retailer to a Manufacturer,” but “How 
to Graduate.” 

What I have already said would indicate that the retailer 
who wishes to make this change must prepare for it far in ad- 
vance. He must. use great care in selecting his parents and 
the place of his birth in order to be better fitted by heredity 
and surroundings to conduct the business in which he later 
expects to engage. If he then follows the natural inclina- 
tions he has chosen, and learns some mechanical trade, he 
is almost certain to become a manufacturer sooner or later. 


CAN STUDY PEOPLE'S WANTS. 


Speaking seriously, nothing is more natural than that 
certain hardware dealers should become manufacturers, Many 
of them were practical artisans, tinners, gunsmiths and black- 
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smiths before they began to sell nails and stoves. The hard- 
ware store is the best place on earth to learn what the people 
need or think they want. The average customer, moreover, 


feels free at all times to tell the dealer what is wrong with’ 


the goods offered for sale. If the dealer has, with proper 
foresight, equipped himself for his graduation, he will be 
called upon from time to time to make articles which cannot 
be purchased. 

WORKING UP A DEMAND. 

These suggestions will set him to thinking, the result 
is an invention which is given a trial by the dealers’ cus- 
tomers. If they pronounce it a success a patent is secured, 
some illustrations printed, and the new manufacturer packs 
his model and testimonial letters and takes a trip to visit 
the wholesalers. : 

Being a geod customer of the house he is now trying to 
interest, he is received and listened to with more considera- 
tion than the ordinary inventor. Nevertheless he is probably 
advised to work up a demand for his product. This means 
a campaign of advertising, letter-writing and unprofitable 
traveling. If the article has merit a demand will gradually 
grow up. The next time the wholesaler is visited he will 
place an order. The graduation is complete. 

A PLEASANT BUSINESS. 


This business is particularly pleasant for two reasons; 
first, because the territory in which the business is done 
is so large that it is not affected by local crop conditions; 
second, because most of the business is done with business 
men, most of these being hardware dealers, who are always 
ready and willing to help a brother hardware dealer intro- 
duce some new article if it is something for which they have 
been looking or if it supplies a want. 

Personally I am indebted to you all for the hearty sup- 
port and courteous treatment I have received as a manufac- 
turer. I thank you for this and for your kind attention an. 
hope that I shall meet you all again at our next meeting. 

The meeting adjourned at 12:15. 


WEDNESDAY AFTERNOON SESSION. 


The Wednesday afternoon session was called to order 
at 2:20 p.m. The first number on the program was an ad- 
dress by M. L. Corey, Argos, Ind., secretary of the National 
Retail Hardware Dealers’ Association, who explained in de- 
tail the work done in combating various trade evils. He 
pointed out that each dealer was the guardian of the trade 
in his own particular community. 

The question of the next meeting place of the associa- 
tion was taken up. Invitations were extended by Fremont, 
Plattsmouth and Lincoln, Secretary H. J. Hall declaring that 
the Lincoln dealers would make it the event of the visitors’ 
lives if they accepted the invitation. Lincoln was selected. 

C. H. Rudge of Lincoln then presented the following 
resolution, which was unanimously carried: 

Resolved, That we, the Retail Hardware Dealers’ Asso- 
ciation of Nebraska, in convention assembled, do hereby pro- 
test against the passage of House Bill No. 187, introduced 
by Mr. Clark of Douglass, entitled, “An act to give a pur- 
chaser the right to recover money paid on contract on con- 
ditional sale of personal property.” This bill will work a 
hardship on any dealer who sells goods on monthly pay- 
ments, and will necessitate the taking of chattel mortgages 
in place of conditional contracts or leases. ; 

C. H. Rudge explained that the little joker in this bill 
was that if a dealer allowed a single payment to lapse on 
certain foods he lost his rights to recover in the case. 

C. H. Rudge, Ernest Hoppe and F. E. Lahr, all of Lin- 
coln, were appointed as a committee on legislation, to act 
in conjunction with a committee of Omaha business men to 
present the dealers’ side of the question to the legislature. 

R. R. Williams of New York then addressed the meeting. 

H. J. Hall, Lincoln, said the states of Ohio, Pennsyl- 
Vania and Minnesota all have prosperous insurance com- 
panies, and have never paid back less than 20 per cent to 
their policy holders. Minnesota paid back 35 per cent this 
year, and I see no reason why Nebraska should not also 
have an insurance association. The Minnesota association 
deserves the warmest praise for their promptness in making 
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adjustments. When I had my first fire they wired me to 
get an adjustor to act for them. Within a few hours I 
wired them about the fire, and they were equally prompt 
this year. The adjustors of the other insurance companies 
waited a week. 

These meetings are of great value, and no monetary 
consideration would repay me for what they have given me. 
Your insurance company should have a secretary who is 
able to give it his undivided attention 

M. A. Hargleroad, Holstein, Nebr., said the Minnesota 
association has a large membership, and it is unquestionably 
the insurance feature which holds it together. 

M. L. Corey, Argos, Ind., said Indiana stands second 
among the hardware associations in the amount of insur- 
ance carried, Minnesota being the first. This showing is 
made, although we have no association in our state. The 
Indiana dealers carry insurance in the National, Minnesota, 
Wisconsin and lowa associations 

Wm. Glass, of the Lee-Glass-Andreesen Hardware Co., 
Omaha, said it will only take a few words on my part 
to explain the position of the Omaha hardware jobbers in 
regard to retailing goods. They have been accused of doing 





Wm. Glass, Omaha. 


this a number of fime, but often unjustly. The policy of 
all the hardware jobbers of Omaha, and, in fact, of all the 
members of the National Hardware Association, is to work 
for the benefit of the retail hardware dealers. We consider 
the retail dealers as our partners. One could not get along 
without the other. The jobbers have done more during the 
last year or two in the matter of catalogue house competition 
than they have ever done before. They do this to help 
themselves and also to help the retail trade. When our firm 
ships anything to any one we send it with a tag with our 
name attached. I believe you will find the jobbers of this 
city do not retail goods. If you find any instance where we 
do anything of this kind, bring it to my notice and I will 
explain it satisfactorily. 

Chairman M. A. Hargleroad, Holstein, chairman of the 
Committee on Resolutions, then made his report, a num- 
ber of the resolutions being of considerable length. The 
subject of the various resolutions was as follows: 

(1) Thanks to National Secretary M. L. Corey, Argos, 
Ind. 

(2) Thanks to the Millard Hotel- for use of the con- 
vention hall. 
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(3) Thanks to the Omaha jobbers who made addresses 
before the convention. 

(4) Thanks to R. R. Williams for speech. 

(5) Thanks to the Omaha jobbers and retailers and the 
Commercial Club for entertainment furnished. 

(6) Thanks to the Omaha press. 

(7) Thanks to the officers of the Nebraska Retail Hard- 
ware Dealers’ Association and the National Retail Hardware 
Dealers’ Association for services rendered the past year. 

(8) A recognition of the fact that the legitimate chan- 
nels of trade were from the factory to the jobber, the jobber 
to the retailer, the retailer to the consumer, and that this 
system was the most economical. 

(9) An extension of sympathy on behalf of the asso- 
ciation to the family of ex-President C. A. Petersen, Oak- 
land. 

(10) An endorsement of the work of the Joint Whole- 
sale and Retail Catalogue House Committee. 

(11) A resolution that the National Hardware Asso- 
ciation had done much to bring jobbers and retailers to- 
gether. 

(12) An endorsement of President Roosevelt’s action in 
regard to the railroads. 

(13) A detailed portrayal of the reason why the Par- 
cels-Post bill should be opposed. 

(14) A request to the Nebraska legislature that they 
should send a memorial to the Nebraska senators and con- 
gress, asking them to vote against the Parcels-Post bill. 

The report of this committee was accepted. 

The financial committee then made their report, which 
was accepted. 

After ‘considerable. discussion it was* decided that the 
association should have a secretary to canvass for new mem- 
bers and. for insurance. 

The Nominating Committee then made their report as 
follows : 


President—Max Uhlig, Holdrege. 

First vice-president—Albert Degner, Norfolk. 

Second vice-president—Frank Haecker, Friend. 

Third vice-president—M. A. Hargleroad, Holstein. 
Secretary—Frank K. Barr, Lincoln. 

Treasurer—H. J. Hall, Lincoln. 

Frederick Schramm, Omaha, and A. F. Meyer, Hast- 


ings, were appointed as a committee to escort the new 
president to the chair. 

President Max Uhlig said: “This is an unexpected 
honor, and I am unprepared with any set speech. I thank 
you very heartily and will serve you to the best of my 
ability during the year.” 

F. E. Muzzy, of the J. Stevens Arms & Tool Co., Chico- 
pee Falls, Mass., then addressed the convention, substan- 
tially as follows: “We deem it an honor to attend this 
annual meeting of yours, our firm having sent a represen- 
tative 1,500 miles in order that he might be with you. The 
reason that I am here is probably that 1 could best be sent 
away by our firm and not missed. 

“You are our distributors, and we prosper as you pros- 
per. The hardware dealers rank high in the commercial 
world, and are among the shrewdest of buyers. They were 
the first to organize and to-day they have the best series of 
state associations and the best national association of any 
trade. And the work of the two closely fits together. 

If grievances are presented by associations as strong 
as yours they naturally receive serious consideration.’ Ev- 
ery hardware man in the: United States should join the state 
associations. The hardware associations are stij]l young, but 
they have done more to check inroads of catalogue house 
competition than all other lines of trade put together. The 
catalogue house is here to stay, and they will have no dif- 
ficulty in securing hardware which is marketed by from three 
to four hundred jobbers.” 

Mr. Muzzy then went into detail, explaining the ex- 
perience of his house in fighting the catalogue houses on 
behalf of the retail trade. One disagreeable feature of this 
fight which he had had with ‘these houses was that he had 
found that some jobbers, even some members of the Na- 
tional Hardware Association, were eager to sell these houses. 
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One day the president of a catalogue house said to him, 
“You have spent more money in keeping your goods from 
us than anyone else we know of.” 

Owing to the stubborn fight made by this firm, retailers 
are now able to meet the price and make a profit. He said: 
“Our firearms are the most profitable dealers can handle, 
and we propose to protect you.” 

At the conclusion of Mr. Muzzy’s address a vote of 
thanks was voted to Mr. Muzzy and also to the J. Stevens 
Arms & Tool Co. for sending him out. Mr. Muzzy was also 
invited to attend the meeting of the convention in Lincoln 
in 1906. 

The convention adjourned at 5:40 p. m. 


— 


CONVENTIONALITIES. 





The Joliet Stove Works were represented in Room 
106 of the Millard Hotel by E. N. McDougall, who 
was giving away a richly embossed leather coin purse 
as a souvenir and was showing an attractive line of the 
goods of this firm, including Moore’s excellent steel 
range, Moore’s Medal steel range, Moore’s Medal steel 
cook, Moore’s Fire Keeper, Moore’s 250 Series base 
burner and Moore’s base burner with patented ash 
chute. 

The J. L. Morris Stove Repair Co., Chicago, were 
represented by V. A. Rossbach, who was giving away 
a neat celluloid button giving the name of the firm. 
This firm have a large number of customers among 
the Nebraska trade. 

The Estate of P. D. Beckwith, Dowagiac, Mich., 
had their headquarters in the reading room of the 
Millard Hotel directly off the lobby, and were show- 
ing as an exhibit a Round Oak Chief steel range and a 





Round Oak heater in their 1905 dress. The exhibit 
was in charge of John A. Howard and I. G. Stiff. 
They were giving away as a souvenir a very attract- 
ively decorated plate, and also Round Oak cigars with 
Doe-Wah-Jack wrappers. 

Charles E. Mearns, who is one of the most inde- 
fatigable hustlers in western territory, had an exhibit 
of Ocean Wave washers, made by the Voss Bros.’ 
Mfg. Co., Davenport, Ia., in the corridors of the Mil- 
lard. The Nebraska trade were greatly interested in 
this firm’s new high speed rotary 1905 Ocean Wave 
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washer with covered gear and also in their Eagle 
washer with horizontal lever. They were giving away 
as a souvenir an attractive Ocean Wave drawing book. 

Room 336 of the Millard Hotel was occupied by 
H. D. Huffaker and A. D. Stewart, representing the 
Cole Mfg. Co., Chicago, who were exhibiting one of 
the popular Coleized steel ranges; also Cole’s Hot 
Blast heater. They were giving away as,a souvenir 
an imitation leather puzzle pocket book. 

The Home Pride Range Co., Marion, Ind., occupied 
Room 342 of the Hotel Millard, closely adjacent to 
the convention hall, where their Home Pride Ranges, 
with their many features of special interest, attracted 








the remarks of the trade. They were giving away as 
a souvenir a shield-shaped watch fob, with a represen- 
tation of the Home Pride angular oven on a gold- 
plated pendant. They were represented by O. E. 
Haldeman and E. A. Ridgeway. 

E. A. Ridgeway, in Room 342 of the Millard Hotel, 
besides representing the Home Pride Range Co., was 
showing the dealers the Retort Oak, manufactured by 
the Marion Stove Co., Marion, Ind. This stove is 
very popular in western territory and Mr. Ridgeway 
was kept busy in explaining its special points to the 
trade. 

E. D. Lonergan, representative of the Germer Stove 
Co., Erie, Pa., manufacturers of the Radiant Home 
furnaces, steel ranges and double heaters, was among 
the popular convention attendants to be met with in 
the corridors of the Millard Hotel. Mr. Lonergan is 
a young man who has many friends amang the Ne- 
braska dealers, and was kept busy in welcoming them. 

William Petersen of the Lyons Specialty Co., Lyons, 
Ia., had an attractive exhibit of the Everlasting steei 
barn door hanger and a cast iron chimney cap in the 
corridor of the Millard. These specialties attracted a 
large amount of interest among the visitors to the con- 
vention. 

A. R. Wilson, who has a deserved popularity with 
the Nebraska trade, was present as the representative 
of the Thomas White Stove Co., Quincy, IIl., and was 
shaking hands with the many friends of that concern. 

Samuel White, A. F. Victor and Theodore Roesche 
were present as the representatives of the White Lily 
Washer Co., Davenport, Ia., and owing both to the 
high repute in which the members of this firm and 
their goods are held, their exhibit in the corridor was 
constantly surrounded by a group of interested dealers. 
A. F. Victor entertained the Nebraska dealers Tues- 
day night by one of his marvelous and strikingly at- 
tractive amateur sleight of hand performances. His 
tricks included the boomerang card trick, production of 





AND HARDWARE RECORD 49 


a large American flag from the interior of a small tam- 
bourine, the disappearing dollar, multiplying dollars 
and other exhilarating mysticisms. 

F. K. Berry and Joseph F. Ryan, representing the 
National Stove Co., division of the American Stove 
Co., and Dangler Division of the American Stove Co., 
had an attractive exhibit of some of the products of 
this company on the main floor of the hotel, and their 
little tag reading, “It’s on legs,” excited a rare amount 
of interest among the dealers. 

The Quincy Stove Mfg. Co., Quincy, Ill., had an 
exhibit of one of their attractive Illinoy heaters on 
the floor of the Millard Hotel, where they were repre- 
sented by W. M. Wood and J. L. Klemme. This firm 
were giving away a little map of Illinois, showing one 
of these heaters, which was attached to the programs 
given out by the convention. They were also distrib- 
uting a handsome morocco covered memorandiu| 
book, giving pages for memoranda, etc., interesting 
maps of the United States, miscellaneous data, etc. 

Charles Smith of the Charles Smith, Co., Chicago, 
was present at this convention to shake hands with his 
many friends in the Nebraska trade. Mr. Smith is not 
only a manufacturer of a furnace in his Hero which fits 
the needs of Nebraska dealers to a T, but he is alsoa 
splendid mixer, and his large number of friends in this 
territory kept him busy shaking hands with them. 

W. J. Heald and H. E. Doughty, who are two of 
the most popular furnace men in western territory, 
were on hand as the representatives of the Lennox 
Furnace Co., Marshalltown, Ia. They were showing 
a miniature furnace, which attracted marked attention 
among the convention vsiitors, and were giving 
away a mirror as a souvenir. 

The Peters Cartridge Co., Cincinnati, O., were rep- 
sented by J. Hardy, who had a neat exhibit on the first 
floor of the Millard Hotel. His line of samples in- 





cluded a full line of loaded shells and metallic cart- 
ridges and he was giving away stick pins and a button 
as a souvenir. 

E. C. Atkins & Co., Inc., Indianapolis, Ind., had 
a very handsome exhibit on the first floor of the Mil- 
lard Hotel in charge of Albert Munnich of their Min- 
neapolis branch, assisted by R. B. Nixon and Stephen 
M. Perrigo. They were showing a complete line of 
hand saws, back saws, butcher saws, bucksaws, hack 
saws, cross-cut saws, etc., and were giving away as a 
souvenir a back saw comb in a leather case. Two 
striking features of their éxhibit were the three targe 
sample boards showing complete lines of their saws 
which will be lent to retailers for window displays 
when not in convention use, and the handsome electric 
sign calling attention to Atkins’ Silver Steel Saws, 
which appeared directly in front of the entrance to 
their handsome exhibit room. 

The Dunlap Mfg. Co., Dunlap, Ia., were making an 
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exhibit on the first floor of the convention of their 
Dunlap adjustable stove pipe, Dunlap eave trough 
hanger, Dunlap stove pipe thimbles and Dunlap chim- 
ney top. They were represented by C. A. Overton, C. 
W. Hood and H. Kellogg. 

The Lee-Glass-Andreesen Hdw. Co., Omaha, Neb., 
were represented in the corridors of the Millard Hotel 
by Wm. M Glass, R. Uhlig and W. D. Eck. They were 
giving away as a souvenir a very handsome and at- 
tractive pocket book, and the nickel padlocks which 
bound the convention program were furnished by this 
old reliable house. It was also through them in con- 
junction with the Wright & Wilhelmy Co. that the 
privileges of the Commercial Club were extended to 
the visiting delegates. 

Frank J. Hannan and G. C. Mueller, representing 
the L. J. Mueller Furnace Co., Milwaukee, Wis., had 
a most attractive exhibit on the first floor of the Mil- 
lard Hotel. They were showing a line of their side 
wail and floor registers and their valves for hot water 
and steam work and also photographs showing the in- 
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terior view of their entire line of Mueller furnaces 
and combination heaters. A striking feature of this 
exhibit was found in the life-size papier mache imita- 
tion of one of the Mueller all-cast furnaces and electric 
bulb which lighted up the fire pot with a red glow, 
showing its immense heating capacity. They were giv- 
ing away a little coin purse as a souvenir. 

A number of visitors to the Omaha Convention 
made the trip to Des Moines on a special train over 
the Rock Island at 5:40 p. m., arriving at the latter 
city shortly after 10 p. m., Wednesday night. Among 
those who made this trip were the following: 

Chas. Smith, Chas. Smith Co.; Chicago. 

Samuel White, White Lily Washer Co., Davenport, Ia. 

A. F. Victor, White Lily Washer Co., Davenport, Ia. 

G. C. Mueller, L. J. Mueller Furnace Co., Milwaukee, 
Wis. 

O. Haldeman, Home Pride Range Co., Marion, Ind. 

S. P. Johnston, THe AmERICAN ARTISAN, Chicago. 

R. R. Williams, The Iron Age, New York. 

M. L. Corey, Argos, Ind. ; 

E..-Steytler, Pittsburgh Steel Co., Pittsburgh, Pa. 

J. F. Williams, Pittsburgh Steel Co., Pittsburgh, Pa. 

Chas. E. Mearns, Voss Bros. Mfg. Co., Davenport, Ia. 

E. W. Knapp, the Western Steel Gate Co., Two Rivers, 
Wis. 

Stephen M. Perrigo, E. C. Atkins & Co., Indianapolis, 
Ind. 

R. B. Nixon, E. C. Atkins & Co., Indianapolis, Ind. 

Frank J.. Hannan, E. G. Atkins & Co., Indianapolis, Ind. 


F. D. Kees, Beatrice, Neb., is not only one of the 
pioneer members of the association, but is also a very 
successful manufacturer of hardware specialties, and 
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his many friends in the ranks of the association have 
shown marked partiality to his line of goods. His ac- 
count of his entrance into. manufacturing was eagerlv 
listened to by his fellow-dealers. 

The Cribben & Sexton Co., Chicago, had a hand- 
some exhibit in Room 102 of the Millard in charge 
of O, J. Allison. They were showing two Universal 
steel ranges, two Universal cast ranges and-a Universal 
hard coal base burner and a Universal soft coal base 
burner. 


Carl Case, Omaha, Nebr., was the holder of the 
lucky number, 294, which drew the freé White Lily 
washing machine, offered the trade by the White Lily 
Washer Co., Davenport, Ia., at the Omaha Cen- 
vention. 

THE FRINGE. 


O. E. Haldeman, Home Pride Range Co., Marion, Ind. 

E. A. Ridgeway, Home Pride Range Co.. Mar..on, Ind. 
and Marion Stove Co., Marion, Ind. 

William Petersen, Lyons Specialty Co., Lyons, Ia. 

Charles Mearns, Voss Bros. Mfg. Co.,. Davenport, Ia. 

E. W. Knapp, Western Steel Gate Co., Two Rivers, Wis. 

A. B. Walker, Walker Mfg. Co., Council Bluffs, Ia. 

S. W. Creel, Walker Mfg. Co., Council Bluffs, Ia. 

O. Linebarger, Walker Mfg. Co., Council Bluffs, Ia. 

A. F. Victor, White Lily Washer Co., Davenport, Ia. 

Sam White, White Lily Washer Co., Davenport, Ia. 

Theo. Roesche, White Lily Washer Co., Davenport, Ia. 

F. K. Berry, National Stove Co., Division of American 
Stove Co., Cleveland, O., and Dangler Stove Co., Division 
American Stove Co., Cleveland, O. 

Joseph F. Ryan, National Stove Co., Division American 
Stove Co., and Dangler Stove Co., Division American Stove 
Co., Cleveland, O. 

W. M. Wood, Quincy Stove Mfg. Co., Quincy, III. 

J. L. Klemme, Quincy Stove Mfg. Co., Quincy, III. 

Charles Smith, Charles Smith Co., Chicago. 

Stephen M. Perrigo, E. C. Atkins & Co., Inc., 
apolis, Ind. 

R. B. Nixon, E. C. Atkins & Co., Inc., Indianapolis, Ind. 

Albert Munnich, E. C. Atkins & Co., Inc., Indianapolis, 
Ind. 

Frank J. Hannan, L. J. Mueller Furnace Co., Milwaukee, 
Wis. 

G. C. Mueller, L. J. Mueller ‘Furnace Co., Milwaukee, 
Wis. 

J. F. Williams, Pittsburgh Steel Co., Pittsbrugh, Pa. 

W. J. Heald, Lennox Furnace Co., Marshalltown, Ia. 

H. E. Doughty, Lennox Furnace Co., Marshalltown, Ia. 

E. Steytler, Pittsburgh Steel Co., Pittsburgh, Pa. 

H. Kellogg, Dunlap Mfg. Co., Dunlap, Ia. 

George W. Trout, Trout Hardware Co., Chicago. 

Daniel Stern, THe American Artisan, Chicago. 

Sidney P. Johnston, THe AmerIcAN ArtISAN, Cihcago. 

. R. Williams, The Iron Age, New York. 

A. Overton, The Dunlap Mfg. Co., Dunlap, Ia. 

. W. Hood, Dunlap Mfg. Co., Dunlap, Ia. 

. J. Chapman, Hunt-Helm-Ferris & Co., Harvard, Ill. 

. A. Bischof, Hibbard-Spencer-Bartlett Co., Chicago. 
E. Evans, Hibbard-Spencer-Bartlett Co., Chicago. 

1. Rolfe, Hibbard-Spencer-Bartlett. Co., Chicago. 

Hardy, Peters Cartridge Co., Cincinnati, O. 

C. Bosworth, Michigan Stove Co., Detroit, *Mich. 

-. F. Cook, Michigan Stove Co., Detroit, Mich. 

H. B. Huffaker, Cole Mfg. Co., Chicago. 

A. B. Stewart, Cole Mfg. Co., Chicago. 

E. McDougall, Joliet Stove Works, Joliet, Ill. 

John A. Howard, Estate P. D. Beckwith, Dowagiac, 
Mich. 

I. G. Stiff, Estate of P. D. Beckwith, Dowagiac, Mich. 

V. A. Rossbach, J. L. Morris Stove Repair Co., Chicago. 

George. H. Loy, Charter Oak Stove & Range Co., St. 
Louis. 
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Robert M. Thomas, Shenandoah, Ia. 
P. D. Lonergan, The Germer Stove Co., Erie, Pa. 

A. R. Wilson, Thomas White Stove Co., Quincy, III. 

Martin Gress, The Nebraska Seed Co., Omaha, Neb. 

W. D. Eck, Lee-Glass-Andreesen Hdw. Co., Omaha, Neb. 

R. Uhlig, Lee-Glass-Andreesen Hdw. Co., Omaha, Neb. 

Wm. M. Glass, Lee-Glass-Andreesen Hdw. Co., Omaha, 
Neb. 

J. D. Kenyon, Sheldon School of Scientific Salesmanship, 
Chicago. 

W. R. Henderson, Sheldon 
manship, Chicago. 

W. S. Wright, Wright & Wilhelmy Co., Omaha, Neb. 

W. H. Curtin, Wyeth Hdw. Co., St. Joseph, Mo. 

F. D. Kees, Beatrice, Neb. 

O. J. Allison, Cribben & Sexton Co., Chicago. 

N. W. Norris, Bartlett & Norris, Lincoln, Nebr. 

F. E. Muzzy, J. Stevens Arms & Tool Co., Chicopee 
Falls, Mass. 


School of Scientific Sales- 
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A FAVORABLE SHOWING. 





The members of the finance committee of the Mis- 
souri Retail Stove & Hardware Dealers’ Association 
met at the office of Secretary and Treasurer F. Neu- 
dorff, at St. Joseph, Mo., Jan. 2d, 1905, and carefully 
inspected the policy records, the cash and note rec- 
ords, and the bank books, and found them to be in per- 
fect balance. After going over the application blanks 
they strongly recommended that their members te 
more explicit in filling them out in the description of 
buildings and what policies are to cover. They also 
suggested and strongly urged that members be more 
prompt in remitting money for premiums. 

They complimented the secretary and treasurer on 
the completeness of his record, the economy practiced, 
and the loyal service rendered the company. 

The complete and interesting statement of this com- 
pany is as follows: 


I. RECEIPTS. 


Amount of cash premium Fire. Tornado. Total. 

RE © UE Nendo tice an GE an 4b a $1,519.06 None $1,519.96 
Amount received as interest on bonds and 

PR nik iin aks “o'044 sh bg esd otas ates None 
Amount received for rent....................- None 
Amount received from other sources........... $27.72 
Income other than for premiums.................... $ 27.72 
i A IG 6s. oc nce dee weninee scene be 4,255.00 
Amount of cash received on risks re-insured......... None 

ID BE es Cac vhdoenindinanes btn cus $5,802.68 
Sum (including assets and income).............. 5,802.68 
Il. DISBURSEMENTS. 
Gross amount paid for losses................ $160.00 
Less amount received for re-insurance........ None 
Net amount paid for losses. .............e.ee00- $ 160.00 
Notes returned, on cancellations, lapses, etc.. None 
Premiums on assessments returned........... None 
Amount paid for re-inmsurance................ None 
Commissions paid agents..................45. None 
as cn Ci naics ct sch qeawects None 
Salaries office employes...................45: None 
Rents, mone; taxes, none..................0.. $. 
All other disbursements, viz: 

NE ae oe Se eres deter 
Disbuisements except for losses..................4-- None 
OI Oo ot os o's Noe a veceee cook $ 160.00 
peerens Gar Wa. os. cle ain sac. cols 5,642.68 

Ill. ASSETS. any 
Balance of notes on policies in force........ $4,255.00 
Book value of real estate owned............ None 


Cash in office, none; in bank................ 
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Mortgage loans ............. Le ee ... None 


Book value of bonds and stocks ...... . None 
(Name banks where deposits are made. ) 
Tootle Lemon National Bank, St. Joseph 
All other assets bs moreeerce . None 
Total admitted assets as per balance.............$5,642.68 
IV. ASSETS NOT ADMITTED 
Unpaid assessments due on premium notes... None 
Notes held on cancelled policies. .... »+++. None 
Office furniture and fixtures................. None 
Other assets not admitted, viz: 
Cash for premiums not paid.......$ 98.00 
Ps nts bo net eb dskavend . 200.00 $ 298.00 
Total unadmitted assets .........ccacccccccccce eg 29800 
EE cba cen os cee tpn mabihsdbd «oka . 5,940.68 
V. LIABILITIES. 
Losses due and unpaid .......................$ None 
ee ee None 
I eae ns cede ba oanae 64m ama None 
Losses reported and unadjusted.............. None 
Gross amount unpaid losses.............. None 
SS BID in wins 4 bach acces ncdscce OD 
EE a Ee ee es $ None 
Amount due for salaries.....................$ None 
Amount due agents ............. None 
Amount due taxes, rents, fees, etc............. None 
All other liabilities OiRiccnnes dees ys caine... 
Pe) REC Lae ae ee $ None 
Total epee Be Be ib cn pics bceebede bccee $ None 
Grand: See i xda eee Gab aha 0-5 Se CEE Ne ov Ric 6 vs None 





MEETING MONTANA DEALERS. 





The Montana Hardware & Implement Dealers’ As- 
sociation convened in Helena on Jan. 28th last. The 
ineeting passed a resolution favoring the repeal of 
licenses for merchants and professional men; a bill 
creating a state railroad commission was,"also in- 
dorsed. Missoula was selected as the next meeting 
place of the association and the following officers were 
elected for the ensuing year: 

President—J. P. Menard of Missoula. 

First Vice-President—J. Owenhause of Bozeman. 

Second Vice-President—John Rauch of Lewistown. 

Third Vice-President—W. F. Kester of Great Falls. 

Secretary—G. F. Carpenter of Helena. 

Treasurer—C. H. Fortman of Helena. 





TEXAS RETAIL DEALERS. 


The Retail Dealers’ Hardware and Implement As- 
sociation of Texas, at their recent convention in Dal- 
las, elected the following officers for the ensuing year: 

President—S. L. Erwin, Honey Grove. 

Secretary and Treasurer—J. W. McManus, Waxa- 
hachie. 

First Vice-President—R. L. Penick, Stamford. 

Directors—T. T. Clark, Ennis; H. S. Allen, Cal- 
vert; W. A. Spangler, Bonham ; D. B. McCall, Waxa- 
hachie; W. M. Gunnell, Charles Hutchins, San Mar- 
cos. 

The convention was in session three days, and trans- 
acted a vast amount of business. 


2e-> 
->-e 





The conventions of the Western and Manitoba Re- 
tail Hardware and Stove Dealers’ Associations, which 
were to have been held in Wifnipeg, Manitoba, this 
week, have been postponed until Feb. 14th, when after- 
noon and evening sessions will be held in Scott Me- 
morial Hall. 
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WEDNESDAY MORNING SESSION. 

The meeting was called together for an informal ses- 
sion by S. R. Miles of Mason City, the president of the 
association, at 11:30 a. m., Feb. 8, 1905. 

The president announced that they did not expect to 
do any business, but wished to announce the committees, 
so as to be ready for the afternoon session, which would 
convene at 2 o'clock. 

Following is a list of the committees as given out by 
the president: 

Committee on Resolutions—W. B. Kingsberry, Osage; 
F. B. Bollinger, Afton; J. F. Carstens, Ackley. 

Committee on Press—L. Lindenberg, Dubuque; 
Doty, West Liberty; A. R. Sale, Mason City. 

Committee on Nominations—W. H. Millard, Cherokee; 
D. S. Stouffer, Iowa City, Jas. J. Sobolik, Cresco. 


, eS 





President Harry 8. Vinceat, Ft. Dodge. 


Committee on Question Box—T. A. Nichols, Burlington; 
C. R. Keating, Mt. Ayr; F. W. Woodruff, Correctionville. 

Committee on Auditing—M. W. Keating, Afton; Mr. 
Rogers, Britt; A. C. Vieth, Oakland. 

Committee on Entertainment—C. T. Gadd, Des Moines; 
H. S. Vincent, Ft. Dodge; J. A. Garver, Jr., Des Moines; 
H. S. Rayburn, Newton; Mr. Moore, Waverly. 

Sergeant at Arms—D. H. Huston, Jefferson. 

There being no further business to attend to at this 
session, it was moved by Mr. Doty of West Liberty that 
they adjourn until 2 o’clock p. m. 

The meeting then adjourned. 

WEDNESDAY AFTERNOON SESSION. 
scheduled for 


R. Miles of 


session was 


The 
2p. m., but it 


Wednesday afternoon 
was 2:20 béfore President S. 


Mason City called the convention to order and the Rev. A. 
M. Haggard, A. M., of Drake University, delivered an in- 
vocation. 


President S. R. Miles, Mason City, then delivered the 
following : 


PRESIDENT’S ADDRESS. 





It is with sincere pleasure that I meet and greet you at 
this, our seventh annual convention. The year we have just 
left behind was in many ways one of the most notable in the 
history of hardware association work. 


CATALOGUE HOUSES VERSUS RETAILERS. 


For years a campaign of education has been waged by 
the National and the various state associations with the hard- 
ware jobbers and manufacturers of the country to convince 
them of the injustice that their methods of marketing a 
comparatively small portion of their various lines, was work- 
ing to the retail hardware dealer, on whom they depend. to 
market the larger per cent. A number of jobbers and manu- 
facturers have for years recognized the justice of our claims, 
and, having foreseen what a continuation of the marketing 
of hardware through some channels that had come into exist- 
ence in recent years would lead to, were confining their busi- 
ness to what may be properly termed legitimate trade chan- 
nels; but it was left to 1904 to bring to our way of thinking 
a number of prominent jobbers, as well as manufacturers. 

I am glad to be able to say to you to-day that nearly, 
if not quite every hardware jobber in the United States has 
gone on record as against selling any concern that sells direct 
to consumers by the means of catalogues only; and, gentle- 
men, I believe these jobbers mean what they say, and if 
the retail hardware dealer will take the same stand one of 
the most serious problems that confronts us will be much 
nearer a solution than’ ever before. 

MEETING OF JOBBERS. 

Largely as a result of this general awakening on the 
part of prominent jobbers, on June 27, 1904, there gathered 
at St. Louis three committees, appointed by their respective 
associations, five members of the National Retail Hardware 
Dealers’ Association, five members of the National Hard- 
ware Association and one member of the Southern Hard- 
ware Jobbers’ Association. : 

The purpose of this gathering was to discuss the ad- 
visability of forming a permanent committee to take up one 
question—that of catalogue house competition as it affects 
the legitimate distribution of hardware. After a thorough 
discussion of the subject that called the committee together, 
a committee of the whole was organized under the name of 
the “Wholesale and Retail Joint Committee.” A platform 
was adopted and active work begun by correspondence and 
personal interviews, and with highly satisfactory results. 

Nov. 10th to 12th another session of the joint committee 
was held in New York City. At this time personal interviews 
were held with a large number of prominent manufacturers, 
and the question of how the output of the manufacturer 
should be marketed was thoroughly discussed. Good results 
have already followed this meeting and will continue indef- 
initely. 

As there will be a full discussion of the work of this 
committee during this session I will not take up your time 
further than to say that I feel that the Iowa Association was 
paid a high compliment in having your president named as a 
member of this, one of the most important committees ever 
appointed in the history of hardware association work. and I 
count myself fortunate indeed to have been president of 
the Iowa Retail Hardware Dealers’ Association at this time. 

THE NATIONAL ASSOCIATION IS GROWING IN INFLUENCE. 

As one of the delegates, I attended the meeting of the 
National Association at Indianapolis in March. There were 
delegates in attendance from every state affiliated with the 






























































THE AMERICAN ARTISAN 


National Association. The National might be‘called a clear- 
ing house for the various State Associations. All of the 
principal subjects discussed at the various state meetings are 
taken up and thoroughly sifted and boiled down in shape 
for action, and results obtained during the past year clearly 
indicate the activity of the National officers and directors, 
and the wisdom of the various state organizations in com- 
bining their efforts under one head. This National body, 
by its wisdom in the selection of its officers, has come to be 
recognized as one of the leading factors to-day in the work 
of correcting some of the many evils that have crept into 
legitimate distribution of hardware. . Those in charge of the 
executive work of the Association early realizing that only by 
sane, conservative methods could anything be accomplished, 
laid their foundations wisely and well. Having laid down a 
line of action they have hewn strictly and persistently to 
the line, letting the chips fall where they would. 

The - National . Association will continue to grow in 
strength and influence; and the large increase in the mem- 
bership of’all’state - associations .during the- past year, and 
the ever increasing interest on the part of the membership 
in association work certainly makes the future outlook 
bright. 

THE NATIONAL ASSOCIATION AND THE PARCELS POST. 

One of the important questions with which the National 
Association has had to deal is the “parcels post.” Early rec- 
ognizing the dire results that would follow to, not only retail 
hardware dealers, but the entire legitimate retail interests 
of the country, the enactment of a law by congress that would 
enable any one to send by mail to’ any part of the United 
States eleven pounds of merchandise for 25 cents. National 
President Bogardus and Secretary Corey have been untiring 
in their efforts to prevent the passage by congress of any 
such measure, and to them belongs a very large measure of 
credit, but gentlemen, I can assure you that the enemy, while 
disconcerted for a time, has not given up the fight. They are 
now working to get through congress various measures, seem- 
ingly innocent in themselves, but if passed by congress, will 
prove an entering wedge for further legislation, and I trust 
that every hardware dealer in Iowa, as he may be called 
on from time to time to assist as he can in the prevention 
of the passage of a “parcels post” law in any form, will 
respond promptly to the call. 


INSURANCE STATISTICS GRATIFYING. 


A year ago I took occasion to congratulate this associa- 
tion on the wisdom displayed in the organization of the in- 
surance department. The passing of another year only con- 
firms the wisdom of this action—the volume of business being 
to-day nearly two and one-half times that of last year. While 
this is a satisfactory showing, your officers and directors are 
not content to rest on their laurels, but have outlined a cam- 
paign for 1905 that should place at least $1,000,000 of business 
on the company’s books before the close of another year. A 
refund of 25 per cent has been declared on all policies ex- 
piring after Feb. 15th, 1905, and prior to March Ist, 1906, 
this being an increase of 25 per cent over refund of 1904. 
The amount that can be written in one policy was increased 
from $2,000 to $3,000—this will enable you to carry at least 
$1,000 additional insurance in your own company: There are, 
in round numbers, 1,700 hardware dealers in Iowa. Should 
each dealer take a policy for $2,000 we would have the hand- 
some sum of $3,400,000. The benefits to be derived by car- 
rying a part of your insurance in this company must not be 
based entirely on the size of your refund. In a number of 
instances a suggestion on the part of a member that he had 
about concluded to place a part of his insurance with the 
Hardware Company has been the means of securing for 
him a lower rate on the entire amount of his insurance 
Just in proportion as the business of the company grows, just 
in that proportion will its ability to serve its policy holders be 
increased. If you are not a policy holder already in the 
Iowa Hardware Dealers’ Mutual Insurance Company consult 
your own best interests and: make application to-day. 


GREAT INROADS ON THE HARDWARE TRADE. 


Only in recent years has organization been considered 
necessary or in any way beneficial, that it is now both, can 
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lead to but one conclusion, and that is that business con- 
ditions have changed. 

The business of the Retail Hardware Dealer has been 
subject to more inroads by merchants in other lines than 
any other branch of mercantile business. To-day you will 
find in the grocery store, tin and galvanized and enamaled 
ware; at the house furnishers, stoves, kitchen utensils and 
various hardware specialties; in the drug store, cutlery, fish- 
ing tackle and a general line of sporting goods; at the lumber 
yard, field fensing and often times nails and builders’ hard- 
ware; at the tea and coffee store, a full line of enameled ware 
to be given away as prizes; and at the racket store, or more 
recently called the five and ten cent store, a full line of 
the little items which at one time was a profitable part of our 
business. 

Are, we, as hardware merchants, not somewhat at fault, 
have we not been too slow in taking up, and pushing new 
lines of goods that properly belong in a hardware store? 
Have we paid sufficient attention to the little things in our 
stores—if merchants have grown rich selling 5c and 10c goods, 
mostly hardware and tinware items, surely a 5c and 10c de- 
partment in your store is at least worthy of consideration. 
As the business in one department after another has fallen 





8S. R. Miles, Mason City, Member Executive Committee. 


off the expense acount has gone merrily on, increasing to 
an almost alarming extent each year, despite our efforts to 
keep it down. . Surely business conditions have changed. Is 
there a remedy? 

It is an encouraging fact to note that many hardware 
dealers realizing the necessity of protecting their interests 
have added a first-class 5c and 10c department; have secured 
the agency for some first-class field fence; are selling stoves 
on the installment plan at a handsome: increase in their prof- 
its, and are finding paints and painters’ sundries, garden 
seeds, harness and various other lines can be carried with 
profit. More complete stocks are being carried, more at- 
tention being paid to the arrangement and display of their 
goods, show windows kept clean and the goods in them ar- 
ranged to attract attention 

Advertising methods are receiving more attention, with 
highly satisfactory results 

Given time, there is no question but the retail hardware 
business will be put on a more satisfactory profit-bearing 
basis. 

SECRETARY SHOULD HAVE NO OUTSIDE INTERESTS. 

Gentlemen, has it ever occurred to you to give the an- 
nual meetings of this association credit for bringing you to a 
realizing sense of the changed conditions that exist; and is it 








































































54 THE AMERICAN ARTISAN 


not true that these various meetings have been to many of us 
valuable schools of instruction. Those engaged in association 
work have long recognized the necessity of employing a secre- 
tary who could devote his entire time to association work; 
the organization of the insurance department made it possible 
for the first time the association to do this. Mr. Sale 
was at the close of the meeting last February elected secre- 
tary and treasurer of this association, having already been 
The wisdom 


,orT 


elected secretary of the Insurance Association. 
of combining the office of secretary of the two associations 
will be fully proven when you know there has been an i-n 
crease of more than 175 members since the last meeting and 
the convening of this one. The report of the secretary- 
treasurer the affairs of the association to be in 
highly satisfactory condition. 


will show 


REPORT OF MINOR MEETINGS. 

At the suggestion of Mr. Chaffee, a member of the Min- 
nesota Association, by virtue of being the proprietor of a 
retail hardware store, but who spends the most of his time 
in the interests of Farwell, Ozmun, Kirk & Co. of St. Paul, 
and Mr. Sobolik of Cresco, one of our best known members, 
a call was issued for a meeting of hardware dealers- at Cal- 
mar Jan. 31. There was present at that meeting 25 dealers. 
Short talks were made by Mr.‘R. A. Kirk of St. Paul, Mr. 
Chaffee, Mr. Becker of Calmar, Secretary Sale and your 
humble servant and others: This meeting resulted in the 
addition of a number of new members to the association and 
suggests the desirability of holding local meetings throughout 
the state. 

A hardware dealers’ picnic was held at Mason City and 
Clear Lake July 14th and 15th; that was participated in by 
about fifty dealers and their wives and children. It was 
decided to make this picnic an annual.affair anda standing 
invitation is extended to every hardware dealer in the state 
or out of it to join us 

In conclusion I wish to assure you of my appreciation 
of the many kindnesses shown me during the past year by 
dealers, both in the association and out, and to thank the 
officers and directors for their ldyalty to me and to the asso- 
ciation. It has assuredly been an honor of which any man 
might feel proud to have been the presiding officer of this, 
one of the strongest and best of all the state associations, 
and an association that I predict will in the future be looked 
to more and more to furnish a solution of some of the many 
evils that have crept into the hardware business, but which 
must succumb to the enthusiastic and persistent efforts as 
put forth by the various Retail Hardware Dealers’ Associa- 
tions. 

A. R. Sale, Mason City, them delivered the following 


SECRETARY-TREASURER’S REPORT. 





CLERICAL SECRETARY A NECESSITY. 

It is with a feeling of more confidence that this report is 
submitted than possessed the writer when asked last February 
to assist the association in the capacity of secretary-treasurer. 
And it is our singerg desire that. the association may feel 
that the experiment of a clerical rather than a trade. secre- 
tary has not been altogether a mistake. With an office equip- 
ment and a stenographer at your side, it is certainly a more 
convenient plan than for a busy dealer to drop his business 
and give up the time necessary to conduct and advance the 
affairs of our association. 

ALWAYS THE GLAD HAND. 

It is of course unnecessary and unimportant to relate here 
the many duties that come to the office. Suffice it to say that 
while at times the work has been exacting and burdensome, it 
has always been pleasant and gratifying. Not as much time 
has been given to calling on you at your places of business 
as perhaps should have been done, yet we have nearly al- 
ways found a genial welcome and a “glad hand” whenever the 
latch string has been pulled. 

About thirty towns have been visited and the association 
idea presented, and in these places many good dealers have 
become interested in your work. 

But with only one assistant in the office, the exacting de- 


tail work of the insurance department has required the 
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presence of the secretary at his desk for a very large share 
of the time. 

It may be of interest to know something of the details of 
the correspondence work of the retail association, which of 
course is kept entirely separate from the affairs of the insur- 
ance department. 

A MASS OF CORRESPONDENCE. 

The files show that we have written personal, dictated 
letters, 1,175, and written for the president personal dictated 
letters, 456, making a total of 1,631 individual letters. We 
have prepared and mailed 16,126 general circular letters, mak- 
ing a total of 17,757 communications to members and dealers. 
Probably some of you wonder why so much has been said, 
but every issue of mailing matter has been in response to some 
urgent demand. 

INCREASED INTEREST. 

The growth in our membership and the communications 
from members and dealers would certainly indicate a very 
marked interest and enthusiasm in the work we are attempt- 
ing to do. 

EIGHTY PER CENT INCREASE IN MEMBERSHIP. 

Since the closing of the last annual gathering, one hun- 
dred and ninety-one memberships have been received in the 
office, taking out renewals. This means an increase of 80 per 
cent in our membership, between meetings. This brings the 
Iowa Association up to its high water mark, and nearly 
abreast of all the state associations, excepting alone Minne- 
sota with their 600 members. The other states numbering 
as far as we were able to get the figures: 


IG och SN ss ht ol RT 425 
ish bisa Se $i 2152s. ics See 325 
New York “375 
RPMI 37.4. SASdire:s cNaSs se Seistian eet 400 
Pennsylvania . 200 
PEN. Cos SA 55'S) DE BES Wee ee Sdes 160 
BENS Fea Lae ha EBON a isd vee ieee 300 
Perna. his hc ced. Bie uE RM. bv adl 200 


It is, however, highly probable that the conventions now 
being held, will show large accessions, and the whole line 
of hardware associations show a united front that augurs well 
for the great conflict before them. 

President Miles, Secretary Corey, and others will give 
you the facts and details of the battle royal that is on, and the 
various phases of the struggle for supremacy that the retai! 
dealer is called upon to make. 

IN UNITY IS STRENGTH. 

If victories are won, it will be by the supreme force and 
momentum of our organizations coupled with the superior 
fighting force of the individual who knows that he is not 
alone, but has gocd backing. . 

L. H. Kurtz, Des Moines, moved that the report of the 
secretary-treasurer be received and referred to an auditing 
committee. 

B. A. Hand, Ottumwa, then read a paper on the sub- 
ject, 

WHY I AM A MEMBER OF THE IOWA RETAIL 
HARDWARE DEALERS’ ASSOCIATION. 





TENDENCY OF MODERN BUSINESS. 


The tendency of modern business is along the lines of 
consolidation and co-operation. A few years ago I began to 
observe the methods of the manufacturing and large com- 
mercial concerns of this country in their business relation 
with the retail dealers. As a result of my observation I soon 
noted that a very marked and significant change had come 
about, in that competition was gradually giving way to stead- 
fast and uniform prices on all commodities. It was very 
evidént that there was an: understanding among this class of 
dealers in regard to prices, although their traveling salésmen 
at fitst denied the fact tt their house had entered*into a 
combination or agreement to regulate or control prices. In 
the beginning it was thought that the trusts would not endure 
very long; that they were of ephemeral growth; that they 
would fall to pieces of their own weight, and that the days of 

























































former competition would return with redoubled force and 
effect. But not so; the results were satisfactory to the trusts, 
and they have been, and I believe will be, perpetuated, how- 
ever injurious and offensive they may be to the public. If 
unrestricted, centralization of wealth is inevitable. I believe 
the trusts as organized and managed to-day are vicious in 
their tendencies and detrimental to the best imterests of the 
general public. 
TWO MOTIVES FOR ORGANIZATION. 

I call your attention to the results of these gigantic or- 
ganizations to illustrate the power and effect cf organization 
for good or bad, depending on the sentiment prevailing in 
the body of the organization. There may be two motives for 
organization; one for self aggrandizement, as is apparent in 
many of the trust organizations, and the other for self-preser- 
vation. We belong to the latter class. We have pursued a 
cut-throat policy too much in our business relations with our 
brother dealer. Many of us have not followed the “live and 
let live policy,” but have exhibited our selfishness in our busi- 





B. A. Hand, Ottumwa. 


ness relations every week in the year, all the time treasuring 
the thought that our competitor is after our “scalp” and 
that we will sell this particular bill of goods and get revenge, 
although we shall make no money in the transaction. Brother 
dealers, did any of you ever make a sale in the spirit of 
competition? If you did and follow up this line of action, 
you will never be a millionaire. This is nonsense. Your 
brother dealer is just as good a fellow as you are; is in busi- 
ness for the same purpose; has a family to support; taxes and 
rent to pay. and wants to lay something by for a rainy day 
and old age. You don’t know him, although he be in the 
same bok. unless you have a local organization, at which 
you meet and talk over affairs with a view of being mutually 
benefited. When you invoiced you had to run to profit and 
loss two or three hundred dollars. 
GET NEARER TOGETHER. 

Open up and tell your brother competitor the names of 
the dead beats, and he in turn will do the same. Talk over 
the prices of staple and other articles, you will find some 
are too high on a certain article and you didn’t know it, and 
that another is too low in price on the same article. Get 
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nearer together, get t gether not to rob the customer, but to 
get legitimate prices and banish ill feeling. The progressive, 
up-to-date, successful merchant of to-day is the one who 
mingles with others; is the one who knows what the rest of 
the world is doing and takes part with them. These are some 
of the reasons why I am a member of the Iowa Retail Hard- 
ware Dealers’ Association. 
CART IS PLACED BEFORE THE HORS! 

In many localities I think the cart has been placed before 
the horse. The dealer belongs to the state association with 
no local organization at home. The progressive and profitable 
course to pursue is to organize locally, where it is convenient 
to meet once a month and spend an hour or two socially, 
combined with business, and then round up the year with a 
big annual state meeting. If thé state was organized locally, 
you could depend on a largely increased attendance at the 
annual meeting. These state associations are what we need, 
finding their complement in a strong and vigorous national 
body. Bound together in such a manner, the national asso- 
ciation can show the doubtful manufacturer or jobber that 
there is a strong body of intelligent retailers ready to act if 
necessary to protect their own interests 


INTEREST IS A COMMON ONE 


Our interest and that of the jobber and manufacturer is 
a common one, although some of the manufacturers do not 
seem to see it that way, and it is our duty and privilege to 
show them the light. I want to ask where the sales of some 
of the standard lines of hardware would be in a few years 
if left to the catalogue houses? Notice in any of their cata- 
logues the conspicuous place given inferior goods and the 
effort made to convince people that they are just as good as 
some well known brand. 

MANUFACTURERS ARE IN SYMPATHY 

A very large list of manufacturers are in sympathy with 
our efforts and disgusted with catalogue-house methods has 
been compiled by the National Association, and it is well for 
us to look it over. The number has been increasing each 
year, for they see the earnest effort we have been making 
and realize that it is for their good as well as ours 

IT MEANS MUCH. 

To a voung man like myself it means much to meet inp 
council with such men as gather here from year to year. Men 
eminently successful in hardware and other lines, men who 
are big enough and broad enough to give us the benefit of 
their knowledge and experience freely and willingly. Men 
who are fully capable of handling their own affairs, however 
complicated, and yet have time to be highly interested in the 
welfare of the community in which they live, giving their 
time and money when necessary for the public good; these 
are the men I meet when I attend the Iowa Retail Hardware 
Dealers’ Association, and these same men have furnished me 
with inspiration and many new and good ideas that have been 
of much value. I have never failed to go home from one of 
these meetings without being full of enthusiasm for the pos- 
sibilities of the hardware business, and have utilized things 
that I have heard here in our own business to great ad- 
vantage. I have gained in dollars and cents as well as 
knowledge from my yearly attendance. It has placed me in 
closer touch with hardware men and the hardware business, 
causing me to realize how little I knew and made me eager 
to learn more. 

CONVENTION TIPS. 

Perhaps it might be well for me to state here how I have 
obtained results from what I have heard or learned at these 
meetings. Last year some one told of the possibilities of 
the washing machine business; following the suggestions 
made, we sold more than four times the number of machines 
we had sold in any previous year. The same policy was 
followed in our wire fencing, and sales were much larger for 
the year. I got the idea from an article read here how many 
miles of fencing would have to be used before Iowa was 
properly fenced. Two years ago we followed the sugges- 
tions offered on sewing machines and have never had reasons 
to regret it. These results were obtained by larger ‘stocks and 
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a more varied assortment and not by any price cutting. In 
fact the price was advanced on many of these lines. Many 
such ideas too numerous to mention have been acted on, al- 
ways with good results. 


A STRONG ARGUMENT. 

The fire insurance feature of this organization commends 
itself to any thinking person and can be used by any member. 
This means that this association will pay any hardware dealer 
enough money for a three-days’ attendance here each year if 
he will become a member. I know of no stronger argument 
than this insurance plan. 

The opportunity to meet new people and renew acquaint- 
ances is too good to be lost, and is really one of the things 
to make life worth the living. 

At the conclusion of Mr. Hand’s paper there was a 
discussion of the question of organization. W. H. Keating, 
Ottumwa, spoke enthusiastically of the local organization 
in that city. He stated that they held a meeting once a 
month and that it had proved a money-making experiment 
that was eminently satisfactory. At these meetings prices 
are compared, and the members of the association do not 
ask excessive prices, but as far as possible make them 
uniform. It was found at these meetings that the prices 
asked by some were too much and by others too little. 

‘Lhese meetings wing the dealers close iogetner. 
They become better acquainted and find it an easy matter 
to adjust the local differences. 

Paul Devol, Council Bluffs, told of the local association 
in that town. The dealers meet on the first Wednesday of 
each month and they have found that the local association 
has been quite beneficial. 

The stove and hardware dealers were the first to come 
together, and now other line of local merchants have formed 
local associations. 

L. Lindenberg, Dubuque, said: “We had a good organ- 
ization among the twenty-odd hardware dealers at Dubuque 
some years ago, and when the association was first started 
good results were accomplished. But now I regret to say 
there is discord in our rank, the principal trouble being 
that one prominent dealer wants all the business. 

J. J. Sobolick, Cresco, asked for further information on 
the topic. 

President S. R. Miles, Mason City, said: “In our city 
we have no local organization, but the hardware dealers are 
on good terms with each other, and we have frequent con- 
ferences to our mutual benefit. I strongly advise dealers 
to get together on friendly terms with each other, where 
there are not enough dealers in a community to form a local 
organization.” 

The next subject taken up was, “Can the Services of 
the Traveling Salesman Be Dispensed With to the Mutual 
Advantage of the Buyer and the Seller?” 

A. J. Collins, Des Moines, addressed the convention as 
follows on this subject: 


local 


THE SURVIVAL OF THE FITTEST. 

The history of all of our mercantile business methods 
is evolutionary, and our present methods are a fair illustra- 
tion of the survival of the fittest. 

In times past our jobbers, in many cases, have been in- 
duced here and there to try this or that experiment or in- 
novation, but invariably they have eventually sifted out 
the wheat from the chaff—the prime consideration always 
being results accomplished. And, after all, results are al- 
ways the end in view—results not only for the seller, but for 
the buyer as well. 

I wish at the outset to be understood to be absolutely 
an advocate of the retention always of the traveling sales- 
man as against the catalogue method. 

THE BUSINESS OF THE WORLD. 

Not long ago I read an article by Chas. N. Clewdson. 
He said: “Salesmanship is the business of the world; it is 
about all there is to the world of business. Enter the door of a 
successful wholesale or manufacturing house and you stand 
on the threshold of an establishment represented by first- 
class salesmen. They are the “steam, and a big part of the 
engine that makes business move.” 


‘ per cent more on a few cheap articles. 
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A very fine tribute to the traveling salesman and one 
which I think tells the story in a nutshell. 


THE SALESMAN’S MISSION. 


The traveling salesman’s mission on the road is not 
entirely to reap in the sheckels for their employers, but to 
keep the buyers in touch with their houses, to introduce new 
goods, show their advantages, keep the dealers in line, etc. 


CIRCULARS ARE A FAILURE. 


Many manufacturers and jobbers have tried to reach 
the buyer by catalogues, circulars, etc., and have met with 
poor success, many with entire failure. Every mail brings 
you catalogues and circulars from some manufacturer or 
wholesaler, and I can safely say that 90 per cent of them are 
relegated to the waste basket or stove, many of them never 
having any more than a glance. Had these same companies. 
sent a salesman he would have shown up their superior 
points in his majestic way, and no doubt made many sales. 
Speaking from experience I do not receive one order in 
four from catalogues that I have been requested to send, 
and do not miss selling one in four where I go in person 
to answer the inquiry. 

As a rule, buyers do not buy goods that they know 
nothing of from catalogues unless they appeal to them as 
being cheap, and if they do buy, purchase but a sample, and 
samples never bring the results that a line assortment will. 

There are one of two jobbers in your lines who depend 
entirely on their monthly catalogues to reach the buyer (I 
say buyer as every one in their view who has the coin is 
the trade). 


SHOULD BUY FROM LEADING HOUSES. 


More or less of the hardware trade buy some goods of 
them. But let me ask you what class of merchandise do 
you get? Do you ever go to them when you want a good 
article? My advice'is to buy your cheap egg beaters, tinware 
and sundry articles from the houses that carry your lines 
in full, even if you have to pay in a few cases one or two 
I know you will 
be better satisfied in the end, and you help to build up 
the houses that are trying to protect you, and not the ones 
who issue catalogues to your grocer, butcher, department 
store, etc. 


DO AS MUCH DAMAGE AS CATALOGUE HOUSES. 


Any manufacturer or wholesaler in your line who will 
send his net prices and catalogues to all classes of trade is 
doing you as much damage as the catalogue houses that sell 
direct to the consumer. The grocer buys a stove, the dry- 
goods man wants a little builder’s hardware, and so on down 
the line, and you are helping these .cheap catalogue houses 
to build up a business that is ruining yours. I learn from 
good authority that there are 500,000 traveling salesmen in 
the United States, drawing on an average of $3,000 each for 
salary and expenses, making the enormous amount of $1,500,- 
000,000 a year. If our employers thought they could put 
this, yes 10 per cent of it, on the credit side of their ledgers 
and do away with the traveling salesman, our resignations 
would be called for posthaste. But the traveling salesman 
is like the rudder to a vessel—they need us to steer them 
into the different channels of trade. 

A SAVING TO DEALERS. 

This great expense does not come out of the dealers’ 
pockets; it is a saving to them. If there were no traveling 
salesmen the buyers would be compelled to go to the mar- 
kets at least once or twice a year or depend on catalogues. 
And you all know you spend much more money while 
in the market places than you do on the traveling salesman 
when they are in your town. 

The total expense of your trips would be at least 
double what it costs the wholesalers and manufacturers to 
send their representatives to you. 


WHERE BUYERS ARE BEST POSTED. 

I believe the majority of buyers are better posted on 
what they need, qrantity they want, and, last but not Teast, 
prices, when on their own stamping ground. There they 
have their stocks before them and prices to refer to. I have 
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heard many good merchants say that they become con- 
fused when buying away from home. 

A buyer does not realize how little he knows until 
he meets those who know more. 

They generally have those know-more men at head- 
quarters, or think they do. 


OLD-TIME STORES. 


I have had described to me some of the old-time west- 
ern hardware stores, back in the forties, before the era of 
the traveling salesmen, when the buyers went to the markets 
once a year (sometimes), or depended upon catalogues. One 
can picture in his mind what kind of stocks were carried, 
and then look at the average up-to-date hardware store of 
to-day, with its well assorted and shelved stock that is visited 
from two to twelve times a year by the traveling salesmen, 
who, each trip, offers you something new, brings you ad- 
vanced ideas, gives you a “hunch” on the coming advances, 
shows you best method of displaying your wares, comes in 
handy now and then in convincing your customers that the 
chimney has the draft, not the stove, helps you many times 
in figuring or selling special articles that you are not posted 
on, and then ask yourself do you want to go back to the old 
way of doing business? Don’t misunderstand me that I ad- 
vocate doing away with catalogues. Catalogues should be 
kept for reference and every dealer should have some sys- 
tem of filing them away, so when he has a call for some- 
thing he is out of, or not carried in stock, he could turn to 
his index and find it at once. 

SHOULD STAY BY HONEST TRAVELING MEN. 

When you find a square and honest traveling salesman, 
who carries the lines that please you, stay by him, even if 
he does not, in every case, strike the bottom price. For if 
he is on the square he will protect you, and at the end of 
the year you will find that you are the gainer. 

My universal experience has been, and I am firmly of 
the opinion, that the true and tried traveling salesman of 
judgment and experience, who has gained your confidence 
through his integrity and good judgment, is as indispensable 
an ally for you in the upbuilding and maintenance of your 
business as your family doctor or your lawyer. 

He has studied the wants and the requirements of your 
business, he knows the varieties and the qualities demanded 
by your trade, and his observations elsewhere enable him to 
advise and to counsel with you helpfully and intelligently. 

Therefore, I feel that my conclusion®is in line with the 
universal experience of both jobber and retailer, when I 
say that the traveling salesman is indispensable to both. 

C. F. Schmidt, Marshalltown, prefaced his remarks on 
this topic by a humorous account of a California trip he in- 
tended taking. He said that if there were no traveling 
men this subject would not be a topic for convention dis- 
cussion, and consequently the members of that fraternity 
were to blame. He told something of the insidious ways 
of hay carrier salesmen, and said that the first paper he 
had written against traveling salesmen had been written 
with a hard pencil, but after a few days’ experience he de- 
stroyed his paper and had taken a soft pencil to write the 
paper which he was about to present. He then addressed the 
convention as follows on the topic 


CAN THE SERVICES OF THE TRAVELING SALES- 
MAN BE DISPENSED WITH TO THE MUTUAL 
ADVANTAGE OF THE JOBBER AND 
RETAILER. 





A LARGE ARMY OF TRAVELERS. 


Iowa, being traversed by six main lines of railroad from 
the great trade centers in all directions, has a much larger 
army of traveling men than many states with inferior rail- 
road facilities. Some of these salesmen stop only in the 
largest cities, some make the cities and towns along the 
main lines and othets go to the lonely country towns at a 
distance from the railroad. These numerous trade teachers 
call on the retailer, show goods, sell goods. They have a 
lesson for every dealer, are ever ready to give the lesson 
free of charge. 
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SALES OF OLD-STYLE COOKS. 

While a few years ago large numbers of old-style cook 
stoves, with those cut-under ovens which now look so ter- 
rible, were still sold in Ohio and Pennsylvania and all over 
the South, the Iowa dealer would buy nothing but square 
ovens—strictly up-to-date goods. I could sell ladies’ hats of 
styles three or four years old in New Mexico, but in Iowa the 
home journals and the fireside papers tell all about the 
twentieth century washing machines, about Mrs. Rorer’s 
latest report on a new paring knife, of the celebrated bread 
mixer, etc., often, before we can get those articles in stock 
—and our up-to-date housekeepers with the journal kitchen 
education wonders why the Iowa hardware dealer does not 
keep these goods in stock. 

TRAVELERS HAVE BEEN EDUCATORS. a 

It has been largely due to the traveling men’s efforts that 
the lowa dealer has become educated. The traveling man 
it is who keeps us posted, reports new things, is ever ready 
to add to our stock and see that we are strictly in it. It 
is a pleasure for him to open his treasure of new ideas and 
let every merchant have full and plenty. 


SALESMAN EXPLAINS HIS LINE. 


I select a line of stoves, of refrigerators or of hay car- 
riers. The salesman representing any one of these lines 
has with him a model of his article by means of which he 
can easily explain its numerous advantages. If questions 
are asked he answers and in fifteen minutes the dealer learns 
more essential points of the article, gets more practical 
knowledge of the same than could be obtained by reading 
the catalogue over and over again. Then, also, the salesman 
not only gives the retailer information in regard to his own 
line, but also is able to tell about other makes of goods, to 
compare both and show why his line is better, more prac- 
tical, more salable, a better profit-maker. He strengthens 
the faith in his line, increases the enthusiasm, makes the line 
an easy one to sell. 

SALESMAN PICKS UP TIPS. 

The traveling man visits 30, 40 or perhaps 50 stores each 
month. He meets dealers of different ages, of various abil- 
ities and also of unlike character. In this way he has an 
opportunity to see and hear new ideas; here he notices a 
novel way to-show goods or trim the window, and there 
he learns of an ingenious manner of selling a stove, and the 
result is that his knowledge is mine for the asking, an open 
book with a new volume whenever he comes around. 

SALESMAN IS CONNECTING LINK. 

A large number of customers in the store prefer to trade 
with the owner of the business or at least like to be rec- 
ognized by him when in the store. We, in turn, would like 
to buy from some jobber or manufacturer whom we per- 
sonally know—would like to shake hands with him, be shown 
around in his plant by himself. As this is impossible, we 
accept his salesman in his place, and if the salesman is up 
to his job he will be the connecting link between his house 
and the retailer. The more attentive he is in forming a 
friendly feeling, in causing confidence and faith between 
his employer and the customer, the better he will succeed as 
an order receiver. Buying from the catalogue alone can 
never give tlie satisfaction as a personal intercourse between 
the jobber’s representative and the retailer. 


CATALOGUE IS INSUFFICIENT. 


If the issuing of a catalogue would be sufficient to sell 
goods the catalogue houses would get all the business there 
is. Their prices are good, their description of articles is 
fine. It is'a good thing for us- dealers that quite a goodly 
number of the public is from Missouri—they prefer to see. 
Some of us have perhaps bought from a house which sells 
through catalogues alone, but how often one or more. articles 
are found, even in a small bill, which would not have been 
ordered if they had been seen before or could have been 
explained in regard to quality or utility by an agent. To 
overcome this we must visit the jobber as was formerly done 
by the New Mexicans or else stay by the traveling man, 
and I am sure the latter will be the cheaper and more satis- 
factory for most of us. 


























































7 


,ee> - Seen 





a 


eR ete oe el Ee 


FS eee fees 


- 
an 2 


THEY SCATTER SUNSHINE. 

Ard last, but rot least, we are thankful to the majority 
of traveling men for a large amount of sunshine they carry 
with them in their smiles, their greeting, their handshakes, 
The successful traveling man 
is a man of tact, of culture, of sociability. How many of 
us would like to keep a store without him? I, for one, shall, 
for the present at least, cast my vote in iavor of the travel- 


their jokes, their heartiness. 


ing man. 

E. H. Norris, Cedar Rapids, was unfortunately num- 
bered with la grippe victims, and the paper which he had 
prepared on this subject was read by W. H. Keating of 
Ottumwa. 

At the conclusion of the reading of this paper, an in- 
termission was held from 4 to 4:10 p. m. 

After this intermission, the question box was taken up, 
and the 

(1) What are the benefits received from discounting 
bills? 

C. F. Schmidt, Marshalltown, attention to the 
profit accruing to dealers, who took advantage of cash dis- 
counts. 

T. A. Nichols, Burlington, pointed out that a dealer who 
better than if he 


following questions were discussed: 


called 


always discounts is able to buy much 
buys on long credits. 

F. M. Chandler stated that not take 
advantage of discounts they were too apt to grow careless, 
and allow bills to accumulate, which in time would produce 
needless embarrassment. 

J. F. Markham branched out a little from this topic 
and brought up the question if dealers should make a differ- 
ence in giving prices to a cash customer. 

W. J. Deering, Atlantic, said that a cash discount should 
be considered by dealers as their first profit. 

J. J. Sobolick, Cresco, stated that there was no ques- 
tion but what taking prompt advantage of cash discounts 
was good business policy. 

Mr. Fargo said that this was a matter of vital impor- 
tance, as where bills were dated ahead, the dealer could 
_ get I per cent per month for advance payments. 


where dealers did 


(2) How much do personal magnetism and courtesy 
to customers increase sales? 

C. F. Schmidt, Marshalltown, said» “I know there is a 
personal magnetism in some salesmen, as customers come 
into the store and ask for a particular salesman. I know 
that a number of German customers ask me if I have that 
little Dutchman yet. It pays to be accommodating.” 

W. B. Baumgartner, Dubuque, said: “I have had some 
clerks who have shown an interest in the business, while 
others have not. The advantage of some clerks over others 
is shown in their personality. : 

G. L. Doble said: “Two-thirds of the articles for sale 
in hardware stores are bought by ladies, and I feel that 
enough attention is not given to them. Some salesmen 
who show important articles to men are affable enough 
then, but they are curt to the ladies, and do not sufficiently 
demonstrate the advantages of new articles.” 

E. C. Moore, Waverly, said: “If a man is courteous he 
can increase his business.” 

H. W. Brown, Macksburg, said: “When a customer asks 
for information, the dealer should always be ready to tell 
him what service an article will accomplish. The custom- 
ers should always be told the truth, and should be treated 
honestly. By following these tactics, the dealer will work 
up a reputation, and can obtain larger prices.” 

M. W. Keating, Afton, said: “Every dealer should 
study himself and should not copy from ideals. He should 
develop his own personal magentism to fit the case.” 

(3) How can we eliminate the ruinous competition 
brought about by farmers’ telephone lines, bringing into com- 
petition dealers from neighboring towns? 

C. R. Keating, Mt. Ayr, said: “Two-thirds of the farm- 
ers in my county have telephones, and I find it a convenience 
and a benefit, as I am located in the largest town in the 
county. However, I believe it affects the smaller dealers 
unfavorably. In many cases the small dealer does not have 
a telephone of his own; consequently the farmers often call 
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they know have telephones, and 
I do not consider :t good policy to quote 
prices over the telephone, and do not do so.” 

H. W. ‘In my locality the 
rural lines have twelve subscribers on one telephone, so I 
would strongly advise against the quotation of prices over 
the telephone, as al! the eleven other st:bscribers will listen, 
and will ask for the same price that. was given the man 
asking for the quotation in large quantities.” 

J. F. Markham said: “I have had where 
others have caught prices not intended for them, while the 


up deaiers, whom carvy 


complete stocks. 
said: 


Brown, Macxsburg, 


experience 
receiver is down. I have secured considerable business from 
rural telephones.” 

M. W. Keating, Afton, “There are 150 or 160 
rural lines in our neighborhood, and I also find it has been 
However, 


said: 


inadvisable to quote prices over the telephone. 
we do quote on individual ‘phones, but we quote on indi- 
vidual ‘phones on local service.” 

C. R. Keating, Mt. Ayr, said: “We deem it inexpedient 
to have arguments over the telephone, but when we are 
called up we say to the party, ‘Come in and see us and we 
will settle.’” 

The convention then adjourned at 5 p. m. 

WEDNESDAY EVENING SESSION. 


Wednesday evening was devoted to a joint meeting of 
jobbers and retailers, for the discussion of questions of mu- 
tual interest. This meeting was called to order at 8:20 
p. m., by President S. R. Miles, and there was a goodly 
representation present, both of jobbing and retail interests. 
One of the subjects which was discussed was that of the 
infringement upon the hardware trade, on the part of gro- 
cers and others, and it was declared that some grocery job- 
bers made such low quotations to grocers that the latter in 
turn made exceptionally reduced prices to their customers 
on tinware, enameled ware and similar goods, which the 
hardware dealers could not meet. However, it was gen- 
erally conceded that the great bulk of this grocery store 
hardware annex stuff was inferior to that sold by the legiti- 
mate trade. 

Sevéral members of the lowa Hardware Jobbers’ Asso- 
ciation then addressed the meeting, and stated that while 
it was not one of their written rules to refuse to sell, ex- 
cept to members of the legitimate retail hardware trade, at 
the same time, it was an established custom, and that every 
day they were turning down orders for hardware received 
from grocers and proprietors of racket stores. 

It was apparently the sense of the meeting that the 
best interests of both jobbers and retailers would be con- 
served by their proceeding on reciprocal lines. The retail- 
ers refusing to buy goods from wholesale grocery houses, 
and the jobbers refusing to sell to other than hardware 
stores. 

The meeting adjourned at 10 p. m. 

SESSION. 


THURSDAY MORNING 


The Thursday morning session was called to order at 
10:20 a. m. and Paul Devol, Council Bluffs, and Eugene S. 
Holbrook, Charles City, were appointed sergeants at arms. 

President S. R. Miles, in his opening remarks, gave a little 
inside information on the question of catalogue house compe- 
tition. H. S. Vincent, Ft. Dodge, started the “revival” and 
stated that Iowa was entitled to credit for the awakening 
interest in the correction of the catalogue house evil. 

S. Norvell, St. Louis, addressed the gathering from 9:35 
until TI :10. 

M. L. Corey, Argos, Ind., secretary of the National Re- 
tail Hardware Dealers’ Association, then gave the convention 
an inspiring practical talk. He took the position that there 
must be a leveling up of prices and that prices, like water, 
will find a level. Either the prices on the retailers’ goods will 
be lowered to those made by catalogue houses, or they will 
be brought up to your prices. The retail hardware dealers 
sell 95 per cent of the goods sold in the country, and the 
catalogue houses sell 5 per cent. If we ask the manufactur- 
ers whether they desire prices brought down, they always say 
that they desire to see the prices of their products raised. 
Every merchant should double his advertising expenses. 










































































THE AMERICAN ARTISAN 


Traveling men as well as others are greatly concerned in this 
fight. This is a question of the survival of one system of dis- 
tribution, as against another. Your prosperity and that of 
the jobber are mutual. 

F. E. Muzzy of the J. Stevens Arms & Tool Co., Chicopee 
Falls, Mass., was then called on to present the manufacturers’ 
side cf catalogue house competition, Mr. Norvell having pre- 
serted the jobbers’ side and Mr. Corey the retailers’ side. 
Mr. Muzzy stated that his concern had fought with the cata- 
logue houses two years, before the general movement com- 
menced against these concerns. He outlined in detail the 
bitter and in many cases unprincipled tactics which the cata- 
logue people had adopted. Among other things he said: “We 
wil! be pleased to have all our goods eliminated from con- 
sumers’ catalogues. I doubt if any manufacturers have spent 
as much money as we have in fighting these houses. We are 
entirely in the retailers’ hands, and we succeed or fail as you 
elect. 

“I am going to tell you a story which occurred at the 
close of services in a certain church. While the money was 
being counted, one of the deacons was evidently disturbed. 
and a brother approached him and asked, ‘What is the 
matter?’ He said, ‘A stranger deposited a ten dollar bill in 
the hox.” A second deacon said that was good. ‘No,’ the first 
deacon rejoined, ‘it was bad.’ This applies to the parcels post 
so many hardware dealers have so bitterly opposed. If it 
became a law it would drive half of you out of business 

“The mutual insurance idea, which several hardware asso- 
ciations have taken up, is a profitable one, and should prove 
beneficial. 

“You will find dead stock in all lines, and auction sales 
will help you to reduce overstock without cutting prices. 
This is something which all merchants in a town should 
join in. 

“All dealers should advertise, but it should be borne in 
mind that it is those dealers who advertise lawn mowers in 
December that lose out to the catalogue houses. They are 
merchants in name only, and should belong to the association. 

“All merchants should study salesmanship. Nine out of 
ten retailers look more for an extra 2 or 5 per cent than they 
do to selling goods. I remember when I was a boy and 
earned money husking ccrn, and decided I would buy a pair 
of buckskin gloves with purple chinchilla backs. I went into 
the store and asked the price. The proprietor said they were 
$1.25, and I told-him I only wanted to pay a dollar. He laid 
his hand on my shoulder and said, ‘There is nothing I had 
rather do than sell you those gloves for a dollar, but I can’t do 
it.” He did it so nicely that I paid- him the $1.25 and went 
away feeling real pleased. 

“Another instance is that of two agricultural dealers in 
one town, one of whom received good prices, while the other 
was a cutter. Some one asked a farmer why he went to the 
higher priced man rather than the lower -priced man, and he 
said that he would rather be shaved with a sharp razor than a 
dull one.” 

S. R. Miles, Mason City, said the point made by Mr. 
Muzzy as to the help the retailer can and should give the 
manufacturer and jobber is a good one. It will come up later 
and is worth considering. Many claim the credit of bringing 
up the catalogue house question. I think the trade papers are 
entitled to more credit than we give them in this matter. 


R. R. Williams, New York, then addressed the meeting. 

President. S. R. Miles then called on Daniel Stern of THE 
AMERICAN ARTISAN, Chicago, who said: “I am reminded of 
an anecdote of Senator Edmunds, the venerable senator from 
Vermont, who went back to a town which he had visited 
thirty years before, and found that it had gone backwards. 
He spoke to the hotel proprietor about the matter, and asked, 
‘What population have you here now?’ ‘Fourteen hundred,’ 
was the reply. ‘And what was the population thirty years 
ago?’ ‘About 2,000.’ ‘Well, it would appear from that, would 
it not, that babies are not born here very often?’ ‘No,’ re- 
joined the hotel proprietor, ‘only once.’ 

“My good friend, Mr. Williams, from New York, has not 
been here very often. I have been an attendant at every ses- 
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sion of your conventions for the past seven years, and I am 


has come out here to mingle with you. He 


glad to see that he 
comes from New York, and it will do him good to mingle with 
the progressive western dealers. The remark of the presi- 
dent that the trade press helps you is one that should be 
borne in mind. I am glad to see that we are having a ‘re- 
vival’ here today with so many converts on the mourner’s 
bench. For my part I would say that never in the past any 
more than to-day do we do business with catalogue houses.” 


President S. R. Miles said, “Billy Sunday, the evangelist, 
said that it is not the sinner but the professed Christian that 
needed attention. With that idea we want our friends, the 
trade press; kept in mind. They are doing very good work 
and should keep at it.” 


At 12:20 the convention adjourned 


THURSDAY AFTERNOON SESSION. 


The Thursday afternoon session was called to order at 
2:55 p.m. President S. R. Miles announced that the Ottumwa 
delegates had tendered a mallet to the asociation for use as a 
gavel. 

The question of mutual insurance was then taken up, and 
President Miles said: “Two and a half years ago a commit- 
tee was appointed at Cedar Rapids to investigate the matter 
of mutual insurance. They thought that hardware men were 
paying insurance on other lines more hazardous than their 
own. After consideration it was recommended that a com- 
pany be organized and an insurance company commenced bus- 
iness on Aug. 20, 1903. We consulted all authorities and are 
still seeking light. When the insurance company does not 
save us money I for one will discontinue and get out. The 
average business man knows less about insurance than any 
one branch connected with his business.” 


State Auditor B. F. Carroll then addressed the convention 
as follows: “By mutual insurance you mean assessment 
mutual insurance. Mutual insurance, to be successful, must 
be mutual in fact as well as in name. Mutuals have been 
reasonably satisfactory. When they have failed to be satis- 
factory there is a cause. When a bank is in trouble it almost 
invariably means that a very few men look after it. When 
all stockholders serve on committees there is no trouble. If 
the cashier is the whole thing it is a bad thing. There is even 
greater danger in the case of insurance companies than in 
that of a bank in letting it fall in the hands of one or two 
men. This is so because the insurance company operates 
over a wider territory. It is an easy thing to determine 
whether or not a bank is solvent, but there is nothing in the 
statutes to determine whether insurance companies are sol- 
vent or insolvent. Mutwuality in insurance means that every 
member has equal rights with every other member. When this 
is not true, a mutual insurance should not be undertaken. 
The only reason why one of these companies should be or- 
ganized is to get good insurance and to get it cheaply. If 
by forming one of these companies you cannot secure cheaper 
insurance, there is no reason for forming it, as you could get 
good insurance without the responsibilities. 


“These companies are supposed to be organized fot 
mutual benefit and not personal gain. Ten years ago mutual 
insurance companies paid $219,000 in losses and this last year 
they paid $908,000. 


“There was a cause for the growth of mutual insurance 
companies. This is a day and age of organization and it is 
natural that you should turn to insurance. Then again, 
there is a prevailing opinion that people have not been 
fairly treated by the insurance companies. ‘The rate maker 
comes along and arbitrarily fixes the rate. A year later, 
after you have been at a considerable expense, you make your 
place more fireproof, you find that your rate is higher. You 
feel that this is unjust and there is no justice in it. The in- 
surance companies form iron clad agreements to maintain 
rates. Your policy expires, and you go to another agent, who 
writes you exactly the same rate. The legitimate expenses 
of the company and the amount of their losses are the two 
things to be considered in making a rate.” 
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C. F 
vention as follows on the subject of 


MUTUAL HARDWARE INSURANCE. 


Ladner, St. Cloud, Minn., then addressed the con- 


MEANING OF MUTUAL INSURANCE 


Mutual 
simpliest construction, protection guaranteed by each stock- 
holder to the others at cost. 

The word mutual, however, is very much abused at the 


insurance—be it life or fire—means, in its 


present time, and in a great many instances simply means 
that the insured mutually agrees to pay a certain company 
or corporation a large amount for protection which is paid 
out to high-salaried officers and for 
the so-called stockholder, while he is supposed to have an 


other expenses, and 
interest in the surplus never in fact receives any dividends 


therefrom. 


AIM TO PLACE INSURANCE AT CCST. 
This is not the case, however, with hardware dealers’ 
mutual fire Our aim is to place our 


insurance companies. 





Cc. F. Ladner, St. Cloud. 


insurance at actual cost, and this is done by doing business 
direct with the insured through the secretary of the com- 
pany, thereby saving the commission of agents. 

The secretary is usually the only paid officer of the 
company. The directors and other officers receiving only 
the actual exnenses incurred in the work they perform. 

Our premiums are collected. in advance at about the 
same rate as old line or stock companies charge, and the 
earnings of the company—less a safe surpius to enhance 
the stability of the company—are divided at the end of the 
year among our stockholders—the insured—either in cash 
or rebate in re-insurance at the option of the holder of the 
policy. 

NOT AN EXPERIMENT. 

Mutual fire insurance is not a new nor untried experi- 
ment. 

Mutual fire insurance companies have existed and flour- 
ished in the East and central states for a great many years 
and have saved their patrons thousands of dollars. This is 
especially true of those mutuals doing business among cot- 
ton and woolen mills and among the flour mill industries. 

But the question might be asked, Is mutual fire insur- 
ance safe and will the companies endure the test of time? 
The record of the United States Census Bureau show that 
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during the decade of 1890 to 1900 33 per cent of all stock 
companies doing business during that time had gone out 
of existence and only one-fourth of that per cent of mutuals 
retired. 

STABILITY OF MUTUALS, 

Mr. F. 5. Martin, chairman of the Statistics Committee 
of the National: Association of Co-operative Mutual Fire In- 
surance Companies, makes this statement: 

“In 1890 there were 250 stock fire insurance companies 
doing business. On Jan. 1, 1903,- only 153 of these re- 
mained. In all the states but five, in which we have not 
compiete reports, there were 1,225 mutuals doing business 
in 1890. On Jan. 1, 1903, all but 189 of them remained in 
existence. This shows the failure of over 50 per cent of 
the stock companies as compared with only 15 per cent of 
the mutuals.” 

If this is the showing which mutuals in general make, 
why should hardware dealers’ not be even more 
enduring because they only insure hardware stocks, which 
in themselves are safe risks, and because their clients are 
so separated that a fire scarcely touches more than one of 
them at a time, and we do no business in large cities. 


mutuals 


HARDWARE DEALERS ARE JUSTIFIED IN ORGANIZING. 


Are hardware dealers’ mutual fire insvrance companies 
justified in organizing and doing business? I say most 
emphatically, yes. It is a well-known fact that stock com- 
panies, as a rule, after paying large commissions to local 
and general agents, high rents and officers’ salaries, still piled 
up large amounts of money invested in good interest paying 
bonds and other securities. 

The dividends of American joint stock companies were 
higher in 1902 than in any year since 1860, and the general 
average for the last eight years previous to 1902 larger than 
the average for the past 42 years. 

Not content, however, with the large profits they made, 
the companies generally doing business through the West 
raised their vates on an average of 25 per cent, and would 
it not be for the success shown by the mutual companies 
and the in-road they are making on the business of the “old 
lines,” I have no doubt they would advance their rates 
still higher. 


INCREASED SAFETY OF RISKS AND LARGER PROFITS. 

You can very materially assist in making hardware deal- 
ers’ mutual fire insurance still more safe and profitable by 
paying closer attention to the surrounding and interior. of 
your store. How many of you take proper precaution with 
the disposition of your ashes irom your stoves or heating 
plants? 

How do you care for the sweepings and litter and rub- 
bish accumulating from the unpacking-of goods? More fires 
occur from the careless handling of these things than from 
any other source. 

ANOTHER SOURCE OF DANGER. 


Another source of great danger of fires is in the largely 


increased sale of gasolene since the advent of gasolene en- 
gines and automobiles. Many hardware dealers are de- 


riving a material increased revenue from handling gasolene, 
but at the same time are endangering their stock by keep- 
ing the same either in the same building with their general 
stock of goods or in some open shed where most anybody 
can get at it. Why not spend some of the earnings from 
handling this product by providing some safe place to keep 
it in? 

It is conceded that the hardware dealer in the village 
or city where he is located is considered above the average 
business man im. intelligence and business qualification. 

I do not make this statement to flatter you, but state 
it as a solid fact. You should therefore lead in keeping your 
store and surroundings clean and safe from combustible 
rubbish and thereby not only make your own risk safer, but 
by example prove the confidence reposed in you and invite 
your business neighbors to do likewise. Another source of 
improvement which could be profitably made by a great 
many merchants is in the system of keeping their books. 

NOT THE SOLE OBJECT, 


Most pleasing as the growth and profit of hardware 








We must not, 


dealers’ mutual fire insurance is to all of us. 
however, lose track of the fact that the insurance business 
was not the sole object of the formation of these companies. 
They were formed principally for the purpose of aiding the 
hardware associations to perform their noble _work—to bet- 


ter the conditions of the retailer. The money saved to you 
on your insurance should be considered a special fund by 
you to be used for the purpose of paying your dues to the 
association and for your expenses in attending the annual 
meetings and in assisting your officers in their arduous task. 
The real work of the hardware associations, as you have 
noticed from the reports of your local officers and of that 
of the national committee, has just begun, and they need 
your most hearty co-operation, not only in your membership, 
but by financial assistance, devote your savings from the 
insurance department to this purpose, and then you have 
carried out the principle for which hardware dealers’ mutual 
fire insurance companies were formed. 

A. F. Sale, Mason City, secretary of the Insurance Asso- 
ciation, then read his 


INSURANCE SECRETARY’S REPORT. 





ASSOCIATION FAIRLY LAUNCHED. 


Once year ago at our association President Miles was able 
to say to you that our insurance organization was fairly 
launched, after many delays, and that we had written or had 
upon our application register about $200,000 of business. The 
association responded nobly, and about $75,000 of new appli- 
cationsy were filed at that meeting. Nearly all of those 
pledges have been kept and some of that business is already 
being rewritten for a second year. 


A STEADY GROWTH. 


We have experienced a steady and good growth as the 
months roll by, the past month being the best one in our his- 
tory. January and for the first ten days of February we have 
written $93,500 of business. The application register shows 
from January 1 to February 3 $115,000 in applications, besides 
a very large correspondence from dealers who are looking up 
the association and our methods that will doubtless bring a 
large amount of business. 

These figures show the success of our methods of secur- 
ing business, without the expense of solicitors. An Iowa mu- 
tual secretary, in conversation with the president and the 
writer a few days since, stated that it cost their association 
about $6,000 per annum for agents’ fees. 


DEALERS REQUEST AGENTS. 


We could make a faster growth if solicitors were em- 
ployed, but the rebates would certainly grow less rapidly. We 
have constant requests from dealers to send our agent, so 
thoroughly has the solicitor system been fastened upon the 
dealers. Our application forms have been simplified so that 
any business man can readily fill them, whether an insurance 
man or not. 

The assured illustrates our principle of economy when he 
fills his own application blank. This cannot be too often or 
strongly impressed upon dealers. The average solicitor can- 
not fill the blanks any better than the average dealer, but the 
solicitor gets 20 to 35 per cent of your premium for doing it. 
We have spent very |ittle money in this way, just enough to 
study the results of this form of securing business. 


SMALLL EXPENSE FOR COMMISSIONS. 


We note that one of our sister hardware mutuals, with 
nearly two millions of business upon its books, spent less than 
$200 for commissions last year. The only thing that will in- 
duce our directors to spend more money in this direction will 
be that of increasing the amount of business so that the per- 
centage of operating expense can be lowered. 

The office force and expense is about a fixed charge and 
does not vary much whether we write $25,000 per month or 
$250,000, but of course the percentage of expense shrinks as 
the volume of business increases. By the end of another year 
we should be able to put the operating expenses on a 10 per 
cent basis, and then we can figure on 35 to 50 per cent return 
premiums. 
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THE GREATEST OBSTACLE TO GROWTH. 


Perhaps the greatest obstacle to our more rapid growth is 
that of the influence and business of the insurance customer 
and banker. But gradually the dealers are coming to view 
our organization as their own insurance company and they 
then can find ways and means to send us their share of the 
business, for they feel their responsibility in helping us to 
grow, to the point where we can not only make them a hand- 
some saving on their two or three thousand dollars of insur- 
ance, but c2n write the whole stock or building. 

SELECT RISKS. 

In our first circulars we emphasized the fact that we were 
writing select risks, and risks where the moral hazard was 
hardly an element and our record thus far goes to prove the 
statements correct, for our loss and damage claims are not 
worth mentioning. 

RECORD. 


The record of our business in facts and figures for 1904, as 
made to the auditor of state and the board of directors, is as 
follows: 

STATEMENT OF IOWA HARDWARE DEALERS’ MUTUAL INSURANCE 
ASSOCIATION AT CLOSE OF BUSINESS, DEC. 31, 1904. 
RECEIPTS FOR 1904. 


Cash on hand Jam A: Giiciinsccaincansdet $ 606.65 
Amount reoteel. \ 05 witkus, A teen ten 6,800.42 
Total -a:sieder bis bears bed dn dies staan $7,407.07 
DISBURSEMENTS. 
Salary and official expenses................$1,743.06 
Rent and office expense...............0000. 73.91 
Furniture and equipment.............. 176.25 
Legal, official and special fees and taxes.... 219.47 
POG A pbahtiens catguissdiks dscuswederse 170.00 
Prieiiiadaiten + seta cdasekatdiccemanes 115.60 
AGE idiecehs sake ance edness cccdatss 49.00 
Cade nahay ee cces 60s sccecconenaes 91.36 
Re ND a a, Oe 2.73 
Com date chdes Ss sbccecelemesies take 86.13 
Ici Sieh oi ob ac adtoadesss ocoaies 190.19 
Rein Qa, | od btides oiic-s dnc sic oumlagied 1,199.27 
$4,116.97 
Balance on hand December 31......... $3,290.10 
$7,407.07 
Bringing the report down to date: 
Cash on hand December 31...............- $3,290.10 
Collections in Janus... iccciadesecccccwces 789.80 
Collections to February 4.............0.+-- 143.40 
BO GOK. 600 sh idle Ja ae Ric aenet $4,223.30 
Disbursements since December 31.......... 612.48 
Balance cash on hand February 4........... $3,610.82 
OE ES a ere eens Sore $1,097.90 
RINGS... ecw spate scouceee’s 1,434.50 
pg ESE ES he $6,153.22 
Total insurance written since opening the office....... $624,284 
on ada die 6dhak 06504 64 aac 525,784 
NY Pr ne kee o sc acces secs ce decetee 210,500 
Applications on file for future business............... 67,000 


M. L. Corey, Argos, Ind., then addressed the meeting on 
the subject of “retailers’ profits.” 

F. H. Luthe of the Luthe Hdw. Co., Des Moines, Iowa, 
then spoke as follows on 


IDEALISM IN TRADE. 





TRADE ABUSES ARE NATURAL GROWTHS. 
While we are all somewhat, and maybe too largely, in- 
clined to deplore the prevalence of what we term “trade in- 
consistencies” and “trade abuses,” have we analyzed suf- 
ficiently the tendencies of the times, to convince and satisfy 
ourselves that they are anything but the logical consequence 
of evolution and progression in the economics of trade, con- 
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trasting strongly the present with the past, and imparting to 
us a sense of deep concern for the future. 

Have we not long ago emerged from “pioneering” in 
trade, and are we not, in deploring the departure of a few 
propitious elements that characterized trafficking in hardware 
in those days, and seeking to discover or create agencies for 
the removal of avowed antagonistic customs of to-day, at- 
tempting to reconcile provincial ways with metropolitan de- 
mands? 

Are 
serves,” 
fluences and elements, which distinguishes trading of to-day, 


these various encroachments our trade “re- 


as far out of harmony with the complexity of in- 


upon 


from that of a decade or two ago, as we in our meditative 
moments permit ourselves to believe? Perhaps not. While 
we all refer reverentially to the good old days of yore, we 
would not if power were given us, ever consider abandoning 
the broader environment of to-day, for the narrower oppor- 
tunity of the past. 
IDEAL CONDITIONS INVOLVE THREE ESSENTIALS. 

To my mind, Idealism in Trade, contemplates several es- 

sentials in order to make success attainable. 





F. H. Lathe, Des Moines. 


First. The choice of a substantial, legitimate and well 
defined branch or line of business. 

Second. Its establishment in a reliably productive, uni- 
formily prosperous section of country. 

Third. An increasing population of liberal consumptive 
capacity, endowed with an instinct and genius for producing 
and accumulating property and wealth. : 


HARDWARE AN IDEAL TRADE, 


It seems to me that the fabric out of which success had 
to be woven never was supplied with such manifold ingred- 
ients of superior raw material as we command. No branch 
of trade is regarded with more dignity and respect than the 
one with which we are allied. There are no 99 counties, con- 
tiguous to each other, anywhere in Uncle Sam’s grand domain 
that can, year after year, excel in productiveness this beauti- 
ful garden spot that kind fortune smiled at and placed us 
upon. And a sturdy people of industry and thrift lays a 
foundation of security upon which our negotiations and 
transactions are to rest. 

All the elements are present which are primarily contribu- 
tory to the attainment of Idealism in Trade. They will not, 
however, flow together through natural processés and form 
a chemical compound that can be bottled, labeled and held 
ready for use. Talent, enthusiasm, courage and perservance 








in generous proportions must be mixed therewith before sub- 


stantial returns or results are manifest. 


FIERCE COMPETITION FOR TRADE. 

Amid surroundings eminently favorable to great achieve- 
ment it should not be surprising to find a sharp contention for 
the possession of the returns of industry and commerce. 

Competition with ourselves, and counter-competition with 
branches of “outside” or unrelated businesses, finds as a re- 
sult, a keen development. Inroads are being made on what 
we regard as our legitimate trade province, and human-like, 
we attribute the absence of part of the success we should have 
merited, to these incursions made by trade foes, rather than 
to acknowledge is as the penalty paid for moments when we 
indulged in sleeping on our rights. 


HARDWARE MEN RAIDING OTHER LINES. 


Admitting that some “raids” are being made on our pro- 
fession, are we administering to our neighbor’s rights, the 
same conscientious consideration to which we are, with un- 
questioned authority, claiming title? What have not only 
been our own practices, but what are we now advocating with 
much ardor and zeal? An increase in and greater variety 
of*lines in our stores. And does that not directly imply tres- 
passing on the rights of other merchants? 

Have we any closer moral claim to trade on silver plated 
ware and clocks, paints, oils and glass, harness and whips, 
screen doors and building papers, field and garden seeds, 
and a multitude of other lines, originally unidentified with 
hardwaredom, than for example, the groceryman ha: ° tin- 
ware and other kitchen utensils? 

Is it a rational business proposition which contemplates 
“Entrance Forbidden” on one side of the fence, and an 
“Open Field” on the other, especially in an age when the 
blending of all classes of business seems to be a feature of 
trade? 

Momentarily these questions may appear as irrelevant, 
but a little further deliberation will prove that they are very 
pertinent to the subject in hand, inasmuch as the broad de- 
velopment of any industry or trade makes a circumspective 
analysis of antagonistic as well as favorable influences a 
matter of primary consideration. 


REDUCED PRICES DIVERT TRADE. 

Doubtiessly the strongest opposing forces to our ulti- 
mate success are as now viewed, these encroachments on our 
trade rights, which we are enduring under so much protes- 
tation and for which, if no immediate means of removal can 
be found, a strong preventive from further depredations must 
be sought and applied. 

To handle intelligently a trouble of this nature its source 
must first be located. We find that inducements to the con- 
sumer by way of prices have tended to: divert a considerable 
percentage of trade that was formerly classed with our regu- 
lar patronage. 

In some instances, like with tinware, granite ware, etc., 
the competiiion consequent upon new interests engaging in 
the business has reduced prices on entire lines of previously 
restricted consumption, so that in a few years the demand has 
increased four and five-fold. Articles of infrequent use and 
‘sale have been promoted to the ranks of the most staple 
sellers that our stores contain. Thus competition has not been 
without its compensation, if, in the change established, our 
heretofore larger percentage of profit upon smaller gross sales 
has been reversed to a reduced margin on multiplied sales, 
yet making our actual revenue on a year’s business in that de- 
partment much greater than heretofore. 

Trading in the abstract is no different now from what it 
was when man first: found himself in need of commodities 
which a neighbor possessed. With the multiplicity of sources 
of supply that we find in each community nowadays, the ques- 
tion of price is the one which holds the balance of power. 
In this country in particular the average American citizen 
is a Yankee trader and a bargain loving individual. 


SENTIMENT HAS NO INFLUENCE, 


In our home requirements we are all guided in bestowing 
patronage by the requisitions made upon the pocketbook, and 
not by sympathy, sentiment or philanthropy. So it is with 
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self-evident that if we expect to continue as the leading dis- 
tributors of hardware and allied lines, we must heed this 
strong force of attraction which controls to a greater extent 
than all other influences combined the destiny of trade in its 
various departments. It is not enough to regard nails, wire 
and washing machines as the only items upon which the trad- 
ing public expect attractive figures. All staple articles, and 
by that I mean, all goods and materials which have a reason- 
ably frequent sale, as well as many commodities of lesser im- 
portance, must, to command 1905 trade, convey 1905 price 
benefits. The figures at which they are offered must, to a rea- 
sonable degree, reflect present values. 

The same methods and practices which contribute to 
the success of other legitimate branches of trade may with 
discretion be applied to the hardware business. In most of 
such other enterprises we see frequent evidences of the use 
of price attractions and where judgment is exercised, with 
good results to the seller. 


NO GOLD BRICKS IN HARDWARE. 


The hardware business, more than any other branch 
of trade, is closed to the introduction of “get rich quick 
schemes” or “gold bricks,” for its very legitimate nature for- 
bids such interspersements. Quality and appearance, in ma- 
terial and workmanship, must be conspicuous with each ar- 
ticle offered, commensurate of course, with the price asked. 
Where the basis of value is found in the metals employed in 
its manufacture, no item can command a fancy price because 
it has a beautiful exterior, but a shoddy interior. Actual 
value of the item offered from a viewpoint of utility, comes 
into first consideration. Our success cannot be spontaneous 
or spasmodic, but will be of the kind developed by the slow, 
but sure, processes of wise business engineering. 


Originally, we held firmly in hand the entire hardware 
situation. ‘he practices which have alienated any portion of 
our trade, are in the eyes of the consuming public, just as 
legitimate, and as salutary as those we employ in the conduct 
of our own institutions. Such being the case, it is evident 
that it would have heen infinitely better for us to have antici- 
pated many of those movements and practices and to have 
made of them sensations within our own ranks. The ad 
vantage would have been that the trade would still be con 
fined to its natura] channels, and instead of divided sales and 
diverted trade, the entire business would have passed over 
our counters and would continue to flow toward us. 


SCIENTIFIC STUDY A NECESSITY. 


Successful trading in future, in iron and steel manufac- 
tures, contemplates a thorough and rigid adherence to ru:-s 
laid down by the economics of traffic elevated to a scientific 
level. It is a problem, a study, but it will find a competent! 
solution in which sagacity and intrepidity will perform its 
part like in the case of General Grant, when he was met by 
his much discouraged chief of -staff,,McPherson, at the close 
of the first day of the battle of Shiloh, a day of heavy Urrion 
losses, the latter said*to him. “Things look bad enough, 
General. We have lost about half of our artillery and a 
thitd of the infantry. “Qur ‘litle is broken in several places 
and we are pushed back nearly to the river.” General Grant 
made no reply ,and finally McPherson said, impatiently: 
“Well, General, what do you intend to do about it?” 

Quick as a flash came the answer: “Do! Why, I shall 
reform the lines and attack them at daybreak. Lord! Won't 
they be surprised?” The outcome—the Confederates in full 
retreat next morning before 9 o'clock. 

I should not be misunderstood as otherwise than ardently 
and actively favorable, in a broad sense, to reforms and re- 
strictions which offer a fair promise of protection to our in- 
terests against unbusinesslike customs and usages. 


A NEW SYSTEM IS BEING EVOLVED. 

I believe that the question of increased business and in- 
creased profits will find its natural and most acceptable so- 
lution to*trader ‘and tonsumér* alike iff an era Of inereased 
consumption brought about by a judicious campaign of grad- 
ual popularization of retail prices. 

A readjustment of our old plans of operation will be 
necessary and a system will be evolved which will bring the 
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various departments of our business into harmonious rela- 
tion for sales with small profits are never possible, except 
when quick proceeds are yielded, which may in turn find 
prompt reinvestment in the enterprise 


Our salvation, our immediate success and our enduring 
progress lies in our inclination to grasp the opportunity of 
to-day and to make it abound with auspicious results. To 
divine the tendencies and requirements of to-morrow and to 
be prepared to meet and accept conservative reforms so that 
we may advance our interests along with the march of prog- 
ress that characterizes commercial pursuits of the twentieth 
century. 

Most certainly we are not retrograding. 

Gentlemen, I am confident we will prove ourselves equa) 
to the emergency. 


L. Lindenberg, Dubuque, Iowa, then addressed the meet- 
ing as follows on 


HINTS FOR STOCK TAKING. 


You will all agree with me in saying that a yearly in- 
ventory is necessary for every well-conducted business. The 
benefits accruing therefrom are obvious. It brings to light 





L. Liadenberg, Dubuque. 


many items of slow stock that must be brought out, placed 
in a prominent position in the store, and worked off. It 
shows the business man just exactly where he is at; whether 
he is doing a profitable business, merely holding is own, or 
going behind. With the annual inventory an invoice book 
showing purchases since inventory was taken and a sales 
book showing merchandise sales, it would be a simple matter 
to determine the amount of stock on hand in case of fire, 
making the adjustment of a fire loss an easy thing to do. 
About a week or ten days before the actual inventory com- 
mences, it is a good plan to go over the stock, counting con- 
tents of open boxes and packages, putting a ticket in each 
package showing what it contains. Any sales made previous 
to inventory are of course deducted from the tickets. In writ- 
ing down stock these of inventory blanks will be found pref- 
erable to the use of a bound book. By using these loase 
sheets, numbered tonsecutively from one up, several. persons 
can work at them at the same time; one person pricing and 
others, if necessary, figuring. As a hardware stock is tot 
heavy to shift abovt a great deal. i: will be found that the 
the great bulk of consumers of the lan1, and it thus becomes 
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items composing same are generally in the same order on 
each inventory year after year. This fact gives the price 
clerk an opportunity of taking list prices on such goods as 
screws, bolts, auger bits, chisels, etc., from the last year’s 
without necessitating the looking through 
of catalogues and price book for same. The discounts of 
course must be changed to represent present values. Possibly 
the most tedious thing of all in hardware stock to take is wire 
cloth, it being necessary to measure all part rolls. A simple 
way of obviating all this trouble is to weigh these open 
rolls and figure ten pounds to each one hundred square feet 
of cloth; the same rule will apply to poultry netting. The 
different widths weigh as follows: 


inventory sheets, 


te Ss Pees te eee 12 lbs. 
eis cssackoint sweated 22 lbs 
ET Si rcdab vekowNecaeee 30 ibs 
4 ft. .38 Ibs 
BORE ee cand aaeteeeecieat 45 lbs 
SS a ee ee 53 lbs 


Rubber and metallic weather strip can also be weighed in- 
stead of being measured, the number of feet contained in the 
broken packages being determined by the weight as compared 
to a full package. 

Not the least benefit derived from stock taking is the 
cleaning up that the goods and shelves get. To obviate rais- 
ing dust when cleaning the shelves it is advisable to use 
dampened saw-dust on them. Sprinkle the saw-dust over the 
shelves and after a little while take it up with an ordinary 
counter brush and dust pan; this leaves the shelves rice and 
clean and has not raised any dust merely to let it settle in 
another place. 

In conclusion would like to express the wish that your 
annual inventory has shown that the year 1904 has been a 
prosperous one for you all. 

J. H. Petty, Elliott, then read a paper on 


SOME OF THE IMPORTANT PROBLEMS OF THE 
RETAIL TRADE OTHER THAN CATALOGUE 
HOUSE COMPETITION. 


1904 WAS A SUCCESSFUL YEAR. 


I find a number of the problems have been brought up and 
well discussed already in your presence. I shall only attempt 
to bring ovt a few of the prominent ones. Before doing so I 
want to say my business experience for twenty years has been 
in a small town ‘and I am not liable to touch on some of the 
questions that will interest a great many of my hearers, who 
have not enjoyed this privilege. I feel that I would voice the 
sentiment of this convention if I should say 1904 was a suc- 
cessful year. 

While it brought to us, as every year does, some discour- 
aging features, which we should look back upon and use as a 
benefit for the year we are just entering. 

Nineten hundred and five comes to us with bright pros- 
pects—national affairs were never in a more settled condition 
and peace and prosperity reign in our land. 


THE BUYER'S DUTIES. 

As buying is so very important, I shall mention this prob- 
lem first. The buyer should study well the conditions of his 
trade and keep posted on the markets at all times. He soon 
finds out that the tendenciés of the times demand larger stocks, 
better assortments and‘ less profits, and when he goes on the 
market to buy nails and wire and many of the staple articles, 
he cemes up square against this problem. The same price 
is made by all, and the only way around it is, “Pay your 
money and take your choice.” 


SHOULD ENCOURAGE SPECIAL BRANCHES. 


As we are dependent upon jobbers and manufacturers, we 
should see that our patronage goes to the legitimate hardware 
trade. Mistakes are often made by trying to sell several dif- 
ferent brands of goods. Select as few as possible, encourage 
special brands, educate your trade that the best goods are al- 
ways the cheapest. After goods are bought and placed in 
stock, then comes what might be called “The Twentieth Cen- 


tury Problem.” How can we sell goods to obtain best profits, 
with least expense, and bring future results? 
WAKE UP. 

First, wake up, if you are in the old rut. Get out, join the 
Retail Hardware Dealers’ Association, if you have not already 
done so, not only join, but be a part of it. Here you will meet 
the retailers, exchange ideas and use the question box to 
bring out any problem that you may want more light upon. 

MORE BROTHERLY LOVE NEEDED. 

Get better acquainted with your competitors, not only in 
your own town, but in adjoining ones. What a wénderful 
effect we would have on our trade if more brotherly love 
existed. Then we must improve our stores in every way pos- 
sible, make them more attractive, do more effectual advertis- 
ing, select more carefully the clerks we have in our employ. 
The clerk who has for his motto, “Do something,” and is 
always ready to treat customers with courtesy, who can sell 
goods that will stay sold without cutting prices, and cause the 
customers to have a desire to come again, is the one always in 
demand. Let us build more confidence in our business and 
adopt better systems. 

BUSINESS CONDITIONS CHANGE. 


We have learned that we must face conditions as they ex- 
ist. We have reason to think that our law givers have shown 
us 20 favors. I wish to say right here that I believe our hard- 
ware magazines and trade papers have done more to right the 
dificult precblems than we have done ourselves. We are all 
proud of the fact that we are living in one of the best agri- 
cultural states in the Union. Then the largest volume of our 
business is done with those interested in this great enterprise. 

MUTUAL INTERESTS, 

Nineteen hundred and four brought new conditions for 
most all retailers. The rural free delivery and the mutual 
telephone (which have come to stay). These conditions are 
looked upon by the retailer as a problem for him to combat 
against. 

We do not want our country to retrograde, and if the por- 
tion of our business comes from those who till the soil, our in- 
terests are mutual. The farmer cannot get along without the 
retailer any more than the manufacturer can without the job- 
ber. 

SHOULD SELECT BEST LINES. 

What we want to do, as retail merchants, is to select a line 
of goods best adapted to our trade, keep talking about them, 
every opportunity we have. When sales are made and goods 
prove not as represented, make it right as cheerfully as you 
sold them. The thought I want to impress upon your minds 
and recommend to you as a stimulus in your business is 
found in the following quotation : 

“Tf you strike a thorn or rose, 
If it hails or if it snows, 
Keep a-goin’ right on. 
’Tain’t no use to sit and whine 
Cause the fish ain’t on your line; 
Bait your hook and keep on tryin’— 
Keep a-goin’. 
Keep a-goin’ right on. 

These problems or similar ones have always been con- 
nected with the retail trade, and possibly always will be. 
What we want is hardware men ready to meet inem and 
overcome them. 

PUSH SIX DAYS A WEEK. 

And as we go from here to our places of business, let us 
put our shoulders to the wheel and push six days in the week. 
And when the wheel of Time rolls around to 1906, and to 
those of us who have been spared until the eighth annual con- 
vention, may it be said that 1905 was the best hardware vear 


ever known in the grand old state of Iowa. 
R. R. Williams, New York, then addressed the meeting, 


saying, among other things: “Hardware dealers are not 
worried by their troubles. These lay at their own door. The 
lack of business methods has given catalogue houses their 
opportunity. The dealer should not blame the jobber or manu- 
facturer for what is his own fault. The dealer should not 
boycott, as it is un-American. The joint committee of 
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wholesalers and retailers have done good work and dealers 
should give them their support. We are all learning what 
we should from others. The manufacturers and jobbers are 
going for business with persistency. They do not wait for 
business. Retailers should do likewise, merchants should have 
an organization in every local community.” 

The speaker advised close buying and superior sales- 
manship. He quoted from Carlisle and closed with a couple 
of stanzas irom Kipling, the point of which was in the last 
three lines, as follows: 

“But they couldn't copy my mind, 
And I left them swearing and sweating, 
A mile and a half behind.” 
The convention adjourned at 5:45 p. m. 
THURSDAY EVENING SESSION. 


_ Thursday evening was devoted to a vaudeville enter- 
tainment and smoker given by the association at the con- 


vention hall. It Was a most enjoyable affair, over 500 being 
present. The entertainment included orchestral music, vocal 
and instrumental quartette, a sleight-of-hand performance 
by A. F. Victor of the White Lily Washer Co., Davenport, 
Ia., and impersonations by Harry Smith. 

FRIDAY MORNING SESSION. 

The Friday morning session convened at 10:30 a. m., 
with Vice-President H. S. Vincent, Ft. Dodge, in the chair. 
The different committees made their reports,and the secre- 
tary was instructed to cast a ballof€ for.the following officers 
for the ensuing year: a th 

President—H. S. Vincent, Ft“ Dodge. 

Vice-president—C. E. Haas, LeMars. 

Members of executive,.committee—T: A. Nichols, Bur- 
lington; D. Stanfer, lowa:. City; E. C. Moore, Waverly; S. 
R. Miles, Mason City; U.S. Johnston, Tama; R. J. Buck- 
insky, Brooklyn; C. Clifford, Des Moines; F. B. Bollinger, 
Afton; W. G. Lonfitt, Harlan. 

Harry S. ‘Vincent, the new president, and C. E. Haas, 
the new vice-president, then made speeches thanking the con- 
vention for the honors conferred. 

Article 2, section 1, of the by-laws was amended. This 
amendment would make the resolution adopted a year ago 
construing this article read as follows: 

Resolved, That it is the sense of the convention that the 
interpretation of the term “retail hardware dealer,” as set 
forth in tne above constitution, to entitle him to purchase 
hardware, stoves and tinware, be construed to mean any 
person having an established place of business and carrying 
a line of hardware, stoves and tinware, and such goods as 
are usually kept in a first-class hardware store; and in cities 
of less than five thousand population, all persons carrying a 
general line of hardware in connection with any other kind 
of merchandise, provided that the hardware department is 
conducted on a reasonable profit-paying basis. 

On unanimous motion of S. R. Miles of Mason City, a 
vote of thanks was extended to F. E. Muzzy of the J. Stevens 
Arms & Tool Co., Chicopee Falls, Mass.; R. R. Williams, S. 
Norvell, C. F. Ladner, Daniel Stern of THe AmeErIcAN 
ArtTIsAN, Chicago, and M. L. Corey. 

The following resolutions were then adopted: 

Resolved, That we hereby extend our thanks to the 
trade press for their co-operation in all our association work. 
We appreciate the importance of their work and heartily 
commend their journals to the members of this, the Iowa 
Retail Hardware Dealers’ Association. 

Resolved, That this convention takes notice of and ap- 
proves the good work done for this association by ‘the hon- 
orary membership branch, also by the many friends not 
included in such membership, and that we desire the con- 
tinuance of their friendly interests and good words in our 
behalf. 

Resolved, That we heartily endorse the position taken 
by President Roosevelt on the railroad rate question and also 
that of trusts, in which this association is deeply interested. 

Resolved, That the thanks of the convention are due 
the entertainment committee, especially Misses Ganda and 
Garver, for the entertainment provided for Thursday even- 
ing, Feb. 9. We appreciate the courtesies of the Commer- 
cial Club and its secretary, Mr. Milo Ward, for their many 
acts of interest in this convention. 
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_ We unhesitatingly oppose paternalism in any and every 
form. 

We denounce the different post parcel bills now before 
congress as enemies to the interest of every retail dealer in 
every line of trade. They are instigated by a few for their 
benefit to the detriment of the many. 

We endorse the work of the wholesale and retail joint 
committee for the work already accomplished, for the honor 
conferred upon our association in the selection of our presi- 
dent as a member of such committee, and we recommend the 


continuance of this committee for. another year. 

Resolved, That the thanks of this association be extended 
to our president, S. R. Miles, for his untiring efforts in be- 
half of its interest. We recognize his ability, his energy in 
all that pertains to its welfare. The position of prominence 
of the Iowa Retail Hardware Dealers’ Association is due 
in no small degree to his efforts, and the success of the 
lowa Hardware Dealers’ Mutual Insurance Association is a 
testimony to his interest in its behalf, 

Retiring President S. R. Miles then made a speech of 
thanks to the convention, and with three cheers for Mr. Miles 
the convention adjourned at noon sharp. 

The executive committee at their meeting held Friday 
afternoon re-elected A. R. Sales as _ secretary-treasurer. 
Harry S. Vincent, Ft. Dodge, C. E. Haas, Le Mars, S. R. 
Miles, Mason City, and A. R. Sales, Mason City, were 
elected as delegates to the National Retail Hardware Deal- 
ers’ convention at Minneapolis. 

The next meeting place was not decided upon. 


IOWA CONVENTIONALITIES. 








J. B. Green was among the prominent convention at- 
tendants, at the lowa Retail Hardware Dealers’ Con- 
vention. Mr. Green is now proprietor of the Des 
Moiries Stove Repair Co., manufacturer and jobber of 
repairs for all stoves and furnaces, with headquarters 
at 112-116 S. 2d St., that city. He was giving away a 
neat court plaster case having the clever inscription, 
“You stick to me and sometime I'll stick to you.” 

One of the popular retailers in attendance at the 
convention, was J. B, McCarroll, who is also well 
known in the Iowa manufacturing field, being prom- 
inently identified with that progressive concern, the 
Logan Mfg. Co., of Ottumwa, Ia. 

The Brown-Hurley Hardware Co., Des Moines, Ia., 
are a jobbing house who are deservedly popular with 
the Iowa trade. They have 82,000 square feet of floor 
space, equipped with every convenience for handling 


‘business with every dispatch at 101-107 Court Ave., 


that city. They were favoring their friends in the 
trade with a handsome steel metallic tape measure, 
which was keenly appreciated. Their representatives, 
who were present in the corridors of the convention 
hotel and are all favorites with the Iowa trade, were 
W. S. Brown, T. E. Hurley, M. K. Hemingway, F. J. 
Camp, Chas. Glenn, W. S. Lacy, R. F. Manatt and 
Fred Kruse. 

F. E. Cutler, of the Cutler Hardware Co., Waterloo, 
la., president of the lowa Hardware Jobbers’ Associa- 
tion, is very popular with the trade throughout the 
state, who thoroughly appreciate his superior business 
Sagacity, untiring courtesy, and thorough appreciation 
of the difficulties in the path of the retaii dealer. 

The badge of the association was a very tasty metal 
affair, surmounted by an eagle, and marked with the 
words “‘Retail Hardware Dealers’ Association,” on one 
side, and “Retail Dealers’ Mutual Insurance Associa- 
tion” on the other. 

G. B. Streeter, representing the Reed Mfg. Co., 
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Newark, N. Y., had a nice display of that firm’s goods 
on the parlor floor of the convention hotel. He was 
giving away as a souvenir an attractive match box, 
on the cover of which was a stamped representation of 
the home office of that company. 

Frank W. Yentzer, of the J. E. Porter Co., Ottawa, 
Ill., was among the popular convention attendants, and 
he certainly added to his popularity by the very hand- 
some red morocco pocketbook and gilt-edged ruled 
memorandum book which he was giving away to his 
large number of friends in the trade. 

The Roberts Heating & Ventilating Ce., Minneap- 
olis, Minn., were represented by E. W. Smith, who oc- 
cupied room 18 of the convention hotel. His souve- 
nir consisted of a neat little score keeper on the re- 
verse side of which was a clever picture of a monkey. 

The Lennox Furnace Co., Marshalltown, Ia., occu- 
pied room 35 of the convention hotel, where they were 
showing the trade one of their 1905 Torrid Zone fur- 
naces, with air blast for hard or soft coal. One of the 
special features of this furnace which attracted consid- 
erable attention from the trade was the combination 
fire-pot. They were giving away mirrors as souvenirs, 
and were represented by W. J. Heald, F. J. Kisel and 
F. B. Miller. 


The Waterloo Register Co., Waterloo, Ia., had a 
very attractive display of their Waterloo side-wall reg- 
isters, in the dining room ordinary of the convention 
hotel. They were represented by J. H. Riley and 
J. O. Knox, both of which gentlemen are well ac- 
quainted with the Iowa trade. The special features 
of these registers which include a water reservoir, 
which can be easily taken out, and a foot rest, which 
opens and closes the register, were keenly appreciated 
by the members of the Iowa trade. 


The cabalistic sign, “This way to the cat,” which 
freely adorned the walls of the convention hotel, led 
dealers to parlor G. where they found R. A. Nourse, 
and R. B. Bigelow, the representatives of the Stowell 
Mfg. & Fdy. Co., South Milwaukee, Wis., who were 
distributing “Hey There” pen wipers as a souvenir, 
and also an attractive pin. They were showing such 
specialties as hay carriers, parlor and barn doot 
hangers, side wall and floor registers, vises, tackle 
blocks, sling pulleys, hay slings, etc. 


QO. Haldeman, H. H. Smith and W. W. Yokum, rep- 
resentatives of the Home Pride Range Co., Marion, 
Ind., occupied Parlor H of the convention hotel, where 
they were showing four of their Home Pride malleable 
ranges. They were giving away as a souvenir a shield- 
shaped watch fob, with a representation of the Home 
Pride angular oven, on the gold-plated pendant. 


The Sterling Stove Polish Co., Sterling, Ill., had an 
exhibit in room 27 at the convention hotel, in charge 
of Fred H. Schmoger and Jno. A. Gregg. They were 
giving away a very useful souvenir in the shape of 
full-sized cans of their high quality stove polish, and 
were also showing a new sterling iron enamel for use 
on stoves and ranges. 

The White Lily Washer Co,, Davenport, Ia., had an 
attractive exhibit in the corridor of the convention 
hotel of their popular White Lily washers, and they 
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were represented by a trio of their attractive repre- 
sentatives in Sam White, A. F. Victor and J. Foss. 
Mr. Victor gave cne of his clever sleight of hand per- 
formances at the entertainment Thursday night, which 
made a very decided hit. 

C. W. Hood, representative of the Dunlap Mfg. Co., 
Dunlap, la., had a neat and attractive exhibit on the 
parlor floor of the convention hotel of the Dunlay ad- 
justable stove pipe, Dunlap stove pipe thimble, Dunlap 
chimney top and Dunlap eave trough hanger. 

The Estate of P. D. Beckwith, Dowagiac, Mich., 
occupied Parlor B of the convention hotel, and were 
exhibiting a Round Oak Chief steel range, a Round 


Oak heater, both in their new 1905 dress. They were 





represented by G. T. Adams,-J. L. Parker and J. G. 
Tompsett, and were giving away as souvenirs a very 
attractive decorated plate, and also cigars in Doe-Wah- 
Jack wrappers. 


David Elliott was present as representative of the 
Peters Cartridge Co., Cincinnati, O., and he had a neat 
convention in the dining room ordinary of the conven- 
tion hotel, including a full line of loaded shells and 
metallic cartridges. He was giving away stick pins 
and a button as souvenirs. 

The Voss Bros. Mfg. Co., Davenport, Ia., were rep- 
resented by W. H. Voss, H. C. White and Chas. E. 
Mearns. They had an attractive exhibit and were in- 
teresting dealers in their new high-speed rotary 1905 
Ocean Wave washer with covered gear, which is a new 
and desirable washer, and also the Eagle washer. 
They were giving away an attractive Ocean Wave 
drawing book as a souvenir. 

Wm. Petersen, of the Lyons Specialty Co., Lyons, 
la., had many friends in the ranks of the Iowa Retail 
Hardware Dealers’ Association, and his two special- 
ties, viz., his chimney cap and his Everlasting barn 
door hanger, have already secured a wide vogue in the 
trade. 

Room 19 of the convention hotel was occupied by E. 
C. Atkins & Co., Indianapolis, Ind., who were repre- 
sented by Stephen M. Perrigo, R. B. Nixon, Guy 
Dunnington and P. L. Edwin. Their handsome elec- 
tric signs of Atkins silver steel saws made a decided 

































































hit. The most striking feature of their exhibit were 
three large sample boards showing complete line of 
their saws. The different lines they had on exhibition 
were hand saws, back saws, butcher saws, buck saws, 
hack saws and cross-cut saws. 

E. B. Waterman, the popular Iowa representative 
of the Germer Stove Co., Erie, Pa., is one of the best 
known of the traveling fraternity visiting the Hawk- 
eye state. Besides that the Radiant Home furnaces, 
steel ranges, and double heaters have a popularity all 











their own with the Iowa dealers, and the superb Ra- 
diant Home gold-plated stick-pin which he was giving 
away as a souvenir was decidedly in evidence on the 
lapels of the dealers. 

G. C. Mueller and Frank J. Hannan, representing 
the J. L. Mueller Furnace Co., Milwaukee, Wis., oc- 
cupied room 19 of the convention hotel, where they 
were showing a novelty which greatly attracted the in- 
terest of the dealers in the shape of an exact paper 
machine reproduction of the Mueller all-cast furnace. 
An electric bulb lighted up the fire pot, giving dealers 
a remarkably clear idea of its operation. They were 
also showing a line of their side-wall registers, and 
were giving away a coin purse as a souvenir. 

The Stowell Mfg. Co., Jersey City, N. J., were rep- 
resented by M. B. Hood, who interested a large num- 
ber of Iowa dealers in the attractive roofing special- 
ties manufactured by this concern, 

T. A. Nichols, of the Admiral Novelty Co., Burling- 
ton, Ia., is a thoroughly progressive hardware dealer, 
who has branched out into manufacturing, and has 
met with phenomenal success in that line, his special- 
ties being well known. He was kept busy with his 
many friends in the trade. 

The J. L. Morris Stove Repair Co., Chicago, were 
represented by P. A. Rossbach, who is a thoroughly 
progressive business man, who has rapidly pushed this 
stove repair house since he has taken hold of it. The 
large stock of repairs carried enables this firm to fill 
a large number of orders which are beyond the reach 
of other stove repair houses. 

Chas: Smith, of the Chas. Smith Co., Chicago, 
manufactuers of the Hero furnace, is thoroughly ac- 
quainted with every nook and corner of this western 
country, and has a large number of true blue friends in 
the ranks of the Iowa trade, who have known him and 
his goods for a large number of years, and the longer 
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they have known them, the better they have liked both 
the maker and his product. 


There was general regret that E. H. Norris, of the 
Norris & Loring Hardware Co., Cedar Rapids, Ia., 
who was down on the program, Wednesday afternoon, 
to lead the discussion of the question “Can the services 
of the traveling salesman be dispensed with to the 
mutual advantage of buyer and seller,” was unable to 
be present on account of a severe attack of influenza. 
Mr. Norris was formerly one of the members of the 
Executive Committee of the association, and carried 
the good will of dealers with him in his jobbing ven- 
ture. However, some punsters could not refrain from 
saying that while “by his staying at home he missed the 
speaking on the knights of the ‘grip,’ but was laying 
up material for future articles on ‘days and nights of 
the “grippe.”’ 


J. M. Walters, of the Favorite Stove and Range Co., 
Piqua, O., was one of the popular traveling salesmen 
to be met with in the corridors of the convention hotel. 


Harry O. Wilson was present on the floors of the 
convention hotel to greet the many Iowa friends of 
the Berger Mfg. Co., Canton, O., whose Classik metal 
ceilings are widely known in western territory. 


John Bebb was one of the popular convention at- 
tendants to be met with in the corridors of the conven- 
tion hotel. He is well known to the lowa trade as the 
representative of the Jewel goods made by Geo. M. 
Clark & Co., of Chicago. 

The members of the Iowa Retail Hardware Dealers’ 
Association were gratified by having as one of their 
speakers F. E. Muzzy of the J. Stevens Arms & Tool 
Co., Chicopee Falls, Mass., who came 1,500 miles ir 
order to explain to Iowa dealers the fight that this firm 
had made against catalogue houses and the desperate 
tactics that these concerns had been obliged to resort 
Mr. Muzzy 
is a gentleman of great suavity of manner, deep 


to secure the goods of the various firms. 
earnest convictions and a_ straightforwardness that 
gave him the spontaneous friendship of the Iowa trade. 


THE FRINGE, 


G. T. Adams, Est. of P. D. Beckwith, Dowagiac, Mich. 

R. B. Bigelow, Stowell Mfg. & Fdy. Co., South Mil- 
waukee, Wis. 

Robert A. Beak, American Steel & Wire Co., 

C. W. Brelsford, Cole Mfg. Co., Chicago. 

C. Brantzill, Malleable lron Range Co., Beaver Dam, Wis. 

H. W. Biddie, Malleable Steel Range Co., South Bend, 
Ind. 

F. R. Bullen, Luthe Hardware Co., Des Moines, Ia. 

M. Cochrane, Channen-Emery Stove Co., Quincy, IIL. 

\. J. Collins, Majestic Mfg. Co., St. Louis, Mo. 

M. R. Davis, Gee Whiz Mfg. Co., Des Moines, Ia. 

N. J. Delamater, Cribben & Sexton Co., Chicago. 

W. D. Ellsworth, Pittsburgh Steel Co., Pittsburgh, Pa 

M. M. Foott, Cole Mfg. Co., Chicago, III. 

J. W. Forbes, Rathbone, Sard & Co., Aurora, III. 

W. M. Fulton, Malleable Steel Range Co., South Bend, 


Chicago, Ill. 


Ind 
J. Foss, White Lily Washer Co., Davenport, Ia. 
J. B. Green, Des Moines Stove Repair Co., Des Moines, Ia. 
O. Haldeman, Home Pride Range Co., Marion, Ind. 
Frank J. Hannan, L. J. Mueller Furnace Co., Milwaukee. 
Wis: 
O. C. Harrison, Cole Mfg. Co., Chicago 
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W. J. Holton, Standard Oil Co., Stove and Wick Dept., 
Cleveland, O. 

M. B. Hood, Stowell Mfg. Co., Jersey City, N. J. 

Wm. Horn, Jr., Milwaukee Corrugating Co., Milwaukee, 
Wis. 

Chas. Hayes, Saunders Lock Co., Kansas City, Mo. 

H. B. Huffaker, Cole Mfg. Co., Chicago, Ill. 

S. P. Johnston, THe AMERICAN ARTISAN. Chicago, Il. 

R. S. Keith, Keith Furnace Co., Des Moines, Ia. 

Chas. N. Kelly, Bridge & Beach Mfg. Co., St. Louis. 

W. B. Kizer, Ideal Mfg. Co., Des Moines, Ia. 

E. W. Knapp, The Western Steel Gate Co., Two Rivers, 
Wis. . 

J. O. Knox, Waterloo Register Co., Waterloo, Ia. 

Louis G. Lasher, Shelby Spring Hinge Co., Shelby, O. 

O. F. Little, Bridge & Beach Mfg. Co., St. Louis, Mo. 

Silas McClure, Malieable Iron Range Co., Beaver Dam, 
Wis. 

H. Mendenhall, Stocking & Mendenhall, Audubon, Ia. 

E. P. Miller, Lennox Furnace Co., Marshalltown, Ia. 

Fred P. Miller, Miller’s Electro-Pneumatic Burglar Alarm 
Co., Estherville, Ia. 

C. B. Minnis, Rathbone, Sard & Co., Aurora, III. 

A. B. T. Moore, Rock Island Stove Co., Rock Island, Ills. 

G. C. Mueller, L. J. Mueller Furnace Co., Milwaukee, Wis. 

L. A. Munn, Monarch Malleable Iron Range Co., Beaver 
Dam, Wis. 

Chas. E. Mearns, Voss Bros. Mfg. Co., Davenport, Ia. 

P. A. Nichols, the Admiral Novelty Co., Burlington, Ia. 

B., B. Nixon, E. C. Atkins & Co., Indianapolis, Ind. 

R. A. Nourse, Stowell Mfg. & Fdy. Co., So. Milwaukee, 
Wis. 

Edward O’Dea, Eclipse Stove Co., Mansfield, O. 

J. L. Parker, Est. of P. D. Beckwith, Dowagiac, Mich. 

Stephen M. Perrigo, E. C. Atkins & Co., Indianapolis, Ind. 

Wm. Peterson, Lyons Specialty Co., Lyons, Ia. 

L. L. Redick, Landers, Frary & Clark, New Britain, Conn. 

J. H. Riley, Waterloo Register Co., Waterloo, Ia. 

W. W. Robinson, Ideal Mfg. Co., Des Moines, 1a. 

Jno. W. Roovart, Des Moines Incubator Co., Des Moines, 
Ta. 

Theo. Roesche, White Lily Washer Co., Davenport, Ia. 

V. A. Rossbach, J. L. Morris Stove Repair Co., Chicago, 
Ills. 

F. E. Rouse, the American Wringer Co., New York. 

C. L. Schellenger, Rathbone, Sard & Co., Aurora, Ills. 

R. R. Shuman, The Iron Age, New York. 

H. H. Smith, Home Pride Range Co., Marion, Ind. 

Chas. Smith, the Chas. Smith Co., Chicago. 

G. B. Streeter, Reed Mfg. Co., Newark, N. J. 

E. Steytler, Pittsburg Steel Co., Pittsburg, Pa. 

Daniel Stern, THe AMERICAN ARTISAN, Chicago. 

J. G. Tompsett, Est. of P. D. Beckwith, Dowagiac, Mich. 

J. L. Townsend, Iowa Washing Machine Co., Des Moines. 

Geo. W. Trout, Trout Hardware Co., Chicago. 

E. H. A. Van Sittert, Home Stove Co., Indianapolis, Ind. 

A. F. Victor, White Lily Washer Co., Davenport, Ia. 

W. H. Voss, Voss Bros. Mfg. Co., Davenport, Ia. 

J. M. Walters, Favorite Stove & Range Co., Piqua, Ia. 

H. C. White, Voss Bros. Mfg. Co., Davenport, Ia. 

Sam’l White, White Lily Washer Co., Davenport, Ia. 

E. B. Waterman, Germer Stove Co., Erie, Pa. 

J. C Williams, The Marshalltown Trowel Co., Marshall- 
town, Ia. 

R. R. Williams, The Iron Age, New York. 

Mr. Williams, Pittsburg Steel Co., Pittsburg, Pa. 

S. M. Williams, The Great Western Heater Co., Des 
Moines, Ia. ; 

Geo. E. Wiltsie, Keith Furnace Co., Des Moines, Ia. 

Harry O. Wilson, The Berger Mfg. Co., Canton, O. 

J. K. Wilson, Fuller & Warren Co., Milwaukee, Wis. 

L. K. Wynn, Black Silk Stove Polish Works, Sterling, 
Ills. 

Frank M. Yentzer, J. E. Porter Co., Ottawa, IIls. 

F. E. Cutler, Cutler Hardware Co., Waterloo, Ia. 

C, H. Milvested, Hibbard, Spencer & Bartlett Co., Chi- 


cago. 
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A. H. Kriechbaum, Hibbard, Spencer, Bartlett & Co., Chi- 
cago. 

F. E. Muzzy, J. Stevens Arms & Tool Co., Chicopee Falls, 
Mass. 

R. G. Crawford, Dillon-Griswold Wire Co., Sterling, Ills 

Jno. Bebb, Geo. M. Clark & Co., Chicago. 

W. S. Brown, Brown-Hurley Hardware Co., Des Moines, 
Ta. 

lr. E. Hurley, Brown-Hurley Hardware Co., Des Moines, 
Ta. 

M. K. 
Moines, !a. 

F. J. Camp, Brown-Hurley Hardware Co., Des Moines, Ia. 

Chas. Glenn, Brown-Hurley Hardware Co., Des Moines, 
la. 

W. S. Lacy, Brown-Hurley Hardware Co., Des Moines, Ia. 

R. F. Manatt, Brown-Hurley Hardware Co., Des Moines, Ia. 

Fred Kruse, Brown-Hurley Hardware Co., Des Moines, la. 

Arthur P. Cox., Dillon-Griswold Wire Co., Sterling, Ills. 

A. X. Smith, Wm. Resor & Co., Cincinnati, O. 

David Elliott, Peters Cartridge Co., Cincinnati, O. 

G. W. Hood, Overton Mfg. Co., Dunlap, Ia. 

Guy Dunnington, E.°C. Atkins & Co., Indianapolis, Ind. 

L. E. Thompson, The Milwaukee Corrugating Co., Mil- 
waukee, Wis. 

P. L. Edwin, E. C. Atkins & Co., Inc., Indianapolis. 

Fred H. Schmoeger, The Sterling Stove Polish Co., Ster- 
ling, Ills. 

Jno. A. Gregg, The Sterling Stove Polish Co., Sterling, 
Ills. 

Matt Bingham, The Michigan Stove Co., Detroit, Mich. 

E. F. Cock, The Michigan Stove Co., Detroit, Mich. 

T. H. Fuller, The American Steel & Wire Co., Chicago. 

L. R. Rider, The American Steel & Wire Co., Chicago. 

Geo. H. Chapman, Hunt, Helm & Ferris, Harvard, Ills. 

C. F. Randall, Jas. C. Woodley & Co., Chicago. ‘ 

H. C. Wing, The Belleville Stove Works, Belleville, Ills. 

W. J. Heald, The Lennox Furnace Co., Marshalltown, Ia. 

F. P. Kisel, The Lennox Furnace Co., Marshalltown, Ia 

L. Stern, The Ney Mfg. Co., Canton, O. 

F. M. Darner, The I. X. L. Handle Mfg. Co., Dexter, Mo. 

E. W. Smith, The Roberts Heating & Ventilating Co. 
Minneapolis. 

W. W. Yokum, Home Pride Range Co., Marion, Ind. 


MEETING KENTUCKY DEALERS. 


Hemingway, Brown-Hurley Hardware Co,, Des 








John R. Sower, Frankfort, Ky., secretary of the 
Kentucky Retail Hardware & Stove Dealers’ Associa- 
tion; and John C. Frederick, Owensboro, president of 
the association, have sent out some literature to mem- 
bers of the association, from which we make the fol- 


lowing extracts: 

“If you have never attended a Kentucky Hardware and 
Stove Dealers’ Association convention, this is the time to do 
it. There is a treat in store for you. Don’t fail to take 
advantage of this rare opportunity. A representative of 
Stevens Arms & Tool Co., of Chicopee Falls, Mass., will give 
us an instructive address. We are satisfied that you will 
find in each’ session something that will benefit you in your 
business. Now, in regard to question box, don’t stand back; 
come prepared; the more the better.” 

“Come to the Galt House in Louisville, Ky., on Feb. 
14th and 15th. You will see and hear things ‘that were not 
dreamed of in thy (business) philosophy, oh! Horatio.’ Be- 
sides meeting a lot of jolly good fellows, you will incidental- 
ly learn how you can save on your insurance more than 
enough to pay your expenses to our annual meetings and 
dues added, to say nothing of the new ideas you may be 
able to catch from an interchange of experiences. Come! 
your presence will help us. If you cannot attend, send your 
application to the secretary and get happy.” 


nne and W. A. Hogate are H. F. Wynne, S. E. Wy 
the incorporators of the Wynne Hardware Co., Cot- 
tage Grove, Wis., capitalized at $10,000. 
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Meeting North 


Dakota Retail 


Hardware Dealers’ Association 





WEDNESDAY AFTERNOON SESSION. 


The meeting of the North Dakota Retail Hardware 
Dealers’ Association was held at Fargo Feb. Ist, 2d and 3d, 
and was the largest and most successful in the history of 
the association. 

After prayer by Rev. Dr. Dickinson of Fargo, the asso- 
ciation was welcomed by Mayor A. L. Wall, to whose ad- 
dress H. B. Allen of Jamestown very felicitously responded, 
in the following 


ADDRESS. 





It is only fair to the Honorable Mayor that he should 
know who we are and what we are here for. We are the 
retail hardware dealers of North Dakota, and we have 
no apologies to’ offer regarding our personality. We be- 





President H. F. Kmery, Fargo. 


lieve you will find our convention will not suffer by com- 
parison with other conventions which so often meet in your 
convention city, whether they are business or professional 
men or politicians. We are at least very well satisfied with 
ourselves. 

This is largely due to what we have accomplished in the 
eight years of our existence as an association. One of our 
objects is the protection of our rights. We are what are 
called middlemen, and we have to watch both fore and aft. 
It is of vital importance that the retail dealer buys his 
goods right, and we have learned by experience that a 
wholesaler can hear far better and sooner when spoken to 
through the association than by one retailer, who stands 
alone, thus proving true the old adage that “In union there 
is strength.” 

Another object is education; for no one can rub shoul- 
ders with the hardwaremen of North Dakota without learn- 
ing something which he can turn to his advanatge. An- 
other fruitful source of information is the addresses of 
the representatives of the wholesale houses. While our in- 
terests are not identical in every particular, yet we havé a 


common foe, and we have joined our forces to resist his 
encroachments on our prosperity. We do not flatter our- 
selves that the catalogue houses of the large cities are a 
thing of the past, but their encroachment on the legitimate 
hardware business is handicapped by the united efforts of 
wholesaler and retailer. 

Another source of pleasure and profit to the members 
of the association is the privilege of meeting and greeting 
the knights of the grip. I fear we do not appreciate the 
labors of these faithful friends. We owe much of our pros- 
perity to them. Their visits to our places of business are a 
source of inspiration as well as information, and let us not 
forget to give them the glad right hand of welcome and as 
large an order as our business will justify. 

The following committees were then appointed: 

The committees appointed were as follows: 

Transportation Committee—F. Harrington, Fargo; G. S. 
Cole, Lisbon; John McCollum, Hope. 

Nominating Committee—H. T. Helgesen, Milton; R. L. 
Scott, Jamestown; E. E. Elliott, Sanborn. 

Legislative Committee—G. W. Wolbert, Bismarck; M. 
G. Evenson, Cooperstown; Wm. Schnur, Fingal. 

Finance Committee—E. E. Elliott, Sanborn; W. H. 
Pinkerton. ‘ 

Special Committee—E. E. Elliott, Sanborn; W. W. 
Jamieson, Wahpeton; H. S. Diesem, LaMoure. 

A. F. Sheldon of Chicago then addressed the meeting 
on the science of salesmanship. 

The rest of the session was devoted to the traveling men, 
the discussion being in charge of Frank M. Wolff. 

THURSDAY MORNING SESSION. 

The first number on the program Thursday morning was 

a paper by O. N. Roberts on 


HEATING AND VENTILATING. 





PROPRIETORSHIP. 
Artemus Ward, who was a great lover of snakes, used to 
say that a snake’s hole always reminded him of the fact that 
the hole belonged to the snake# To quite the same extent, 
although in not exactly the same way, I believe that the 
furnace business belongs to the hardware dealer. Moreover, 
the furnace business is unquestionably one of the hardware 
dealer’s most valuable assets, because it is one of the few 
things that can never be successfully carried on by depart- 
ment stores or supply houses. Fancy a fifteen-year-old girl 
with chewing gum in her mouth and a red ribbon around her 
neck making up an order for the material necessary to put 
in a heating plant for a fourteen-room house. 


A VALUABLE ASSET. 


The furnace business is a valuable asset also because it 
is a constantly increasing factor, not simply increasing in 
proportion to the population, but also with the increase in 
wealth and education, and this is because furnaces are more 
cleanly, more sanitary and more comfortable than heating 
stoves and will gradually take the place of these among the 
thriftier classes. 

WILL REMAIN A GREAT STAPLE. 


I do not make this statement to minimize the importance 
of the heating stove industry, which will undoubtedly remain 
a great staple with most hardware merchants for many years 
to come, but the people are being gradually educated from 
that which is good to that which is better, and every pro- 
gressive hardware merchant ought to realize the importance 
of pushing the sale of warm air furnaces if he expects to 
achieve the greatest measure ot success. 
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SKEPTICAL MERCHANTS. 

There are merchants who will not handle furnaces be- 
cause they think it is impossible for furnaces to give satis- 
factory results, and their consciences as well as their business 
sagacity tells them that it is not well or wise to sell gold 
bricks to customers, no matter how eager they may be to 
buy. 

Now it is easy to understand why a merchant should re- 
fuse to handle a line of goods in which he has no confidence, 
but why he should choose to remain in ignorance of the 
real value of warm air heating when there is so much at 
stake is a mystery. 

SOMETHING WAS DOING, 


I remember going into a hardware store not so very 
long ago and after the usual salutations I proceeded to steer 
the conversation in the direction of furnaces. Just what hap- 
pened during the next few minutes I could never exactly 
recall, as my recollection of the event is about as confused 
as that of the Irishman who said he knew St. Patrick’s Day 
began with a parade, but he never could remember how it 
came to an end. 

A WISE DEALER. 

Well, I finally found myself on the sidewalk, together 
with my grip and an earnest desire to seek more congenial 
surroundings. I found them a few minutes later in another 
hardware store not more than a block away. We sold four 
good-sized furnace jobs that day, which amounted to fully 
one thousand dollars in sales to my customer, and his fur- 
nace trade during the balance of the season was extremely 
satisfactory and profitable. 


A SPONTANEOUS EBULLITION. 


I have no doubt that the first merchant had had some un- 
pleasant experience with inferior furnaces improperly placed, 
and his vigorous language was simply the spontaneous ebulli- 
tion of a mind filled with: righteous indignation, but it pays 
to be polite and it is never wise to allow prejudice to close 
the doors to opportunity. 

A POPULAR FALLACY. 


Right here it might be well to discuss the popular fallacy 
that if the theory of hot water and steam heating is right 
then the principles of warm air heating must necessarily be 
wrong. This deduction is as absurd as it would be to assume 
that because automobiles are coming into use, the horse as 
a species will become extinct. The fact is that while some 
buildings can be heated about as well with one system as 
another, in the majority of instances the best system for a 
particular building is that which best meets its special re- 
quirements. For example, it would ordinarily be unwise to 
put warm air heat in a large office building just as it would 
be folly to put steam or hot water in a church that is only 
warmed one day a week. 


HARD TO FIX LIMITATIONS. 


It is not always easy, however, to fix the limitations of 
warm air heating. For example, a well known Minneapolis 
jobber came to us a couple of years ago with this problem: 
He had just secured the lease of a certain building, 50x150 
feet, three stories high. He wanted to heat this building 
satisfactorily and economically, but with the least possible 
initial cost, because if he failed to renew at the end of the 
three-year lease he was to receive no compensation for the 
heating plant. A steam plant would cost at least $1,500, and 
he was not willing to go to an expense of much more than 
one-third this amount. We finally suggested putting in a 
single furnace; one of exceptional heating capacity, and if 
that was inadequate we could supplement it later by the 
addition of a small steam plant to heat the offices on the 
first and second floors. As the entire building contained an 
aggregate of 360,000 cubic feet, it seemed hardly possible that 
one furnace, no matter how powerful, could heat the building, 
but to the astonishment of us all this large furnace has proven 
a complete success and the consumption of fuel is almost in- 
credibly small. 

A FURNACE JOB. 


I might mention another instance where two furnaces are 
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heating one of the largest auditoriums in the Twin Cities. 
This building contains about 400,000 cubic feet, and besides the 
auditorium proper there are four large basement rooms to be 


warmed and a few smaller rooms on the first floor. The fur- 
naces in this instance, however, are supplemented by a 72-inch 
fan, which is operated by an electric motor. 

FOR RESIDENCE HEATING. 

For ordinary residences there is nothing in my opinion 
that will give more universal satisfaction than’ up-to-date 
warm air furnaces properly installed. I know there is a 
prevalent opinion that hot water plants require less fuel than 
warm air, but my personal experience has convinced me that 
this is not true except in houses where it is impossible to 
secure comparatively short runs for the warm air pipes and a 
thorough system of inside circulation. 

PRICE, IS IN FAVOR OF FURNACES. 

Moreover, the difference in price between warm air and 
hot water plants will always give the former preference 
among people of moderate means, while those who prefer a 
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practicable system of ventilation in connection with their 
heating plant and who appreciate the advantages of securing 
quick changes in the house temperature during the spring and 
fall will certtainly decide in favor of furnace heat. 


COMBINATION HEATING. 


There is another system of heating, however, that com- 
bines many of the good features of both warm air and hot 
water; I refer to what is known as combination heating. Of 
course, if all houses were so arranged that every room could 
be directly reached by warm air pipes, there would be very 
little need for combination heat except, perhaps, in some very 
exposed corners, but there are usually in large houses some 
rooms that cannot be heated successfully by any other method 
than hot water. 


BOILER IN COMBINATION PLANT. 


One of the most important features of a combination 
plant is the boiler; when selecting this there are two very es- 
sential things to be taken into consideration; first, the boiler 
must be large enough to heat the water to the required tem- 
perature, but not so large as to generate steam, as this will 




















force the water out of the system through the expansion 
tank; second, the boiler must be so constructed that a con- 
siderable portion of its surface comes in almost immediate 
contact with the coals and the balance of the boiler should 
be so arranged as to get the benefit of the direct heat above 
the fire pot. 

Experience has shown that boilers which simply over- 
hang the fire pot do not get their proper proportion of heat 
with a moderate fire, while with a heavy fire they are apt to 
absorb more than was intended. 

Given a good boiler, however, and the balance of the fur- 
nace properly constructed and rightly installed, and you have 
an ideal system that is adapted for almost any residence that 
cannot be successfully heated by warm air alone. 

Now, gentlemen, I thank you for your attention, and if 
this hot air shoyld chance to get any of you into hot water 
I think you Will have. no ‘ffouble in.gettmg out all right if 
you know how to work the combination. 

F, J. Hopkins then delivered the following address en- 
titled, 


CREDITS. 





WHAT IS CREDIT? 


Credits. The word is small; seems entirely modern, and 
yet it has a strong scent of antiquity, and we find as far back 
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as we may go in history it has been an established business 
custom in some form among the civilized nations of the 
world; but, never has it reached a point of greater perfection 
or been of. more value than on this very day. Whiat is credit? 
Of what is it-composed? Why so valued? As applied to 
your business and ours, it means the power we possess to ob- 
tain the property of another without immediate payment 
therefor. It is composed of many qualifications, some of 
which are capital, integrity, ability, habits, and in this age, 
the power to hustle and succeed. Why is it so valued? For 
the reason that modern methods make the possession of ita 
necessity to enable one to do business. More than 08 per 
cent of our sales are on credit, and a full 100 per cent of our 
purchases. We have now in a brief manner indicated what 
credit is; of what composed, and why valuable 


CREDIT IS NECESSARY. 


Through the very nature of your state now undergoing 
only the first stages of real development, a large credit busi- 
ness is a necessity. I wish I could tell you how to make only 
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good credits. It would be worth some little to me if I knew. 
I can simply say, “Do your best,” as we all have to, keeping 
in mind a few fixed principles. Your credits and ours are 
quite different and the same rules would scarcely apply. 
There are some, however, that do, and I would call attention 
to such as honesty, ability, and not being afraid to work. 
These should recommend to you every man applying for 
credit I would also call attention to such as intemperance, 
laziness, lack of any capital and the man who always owes 
too much. These should be shunned. 

An account rightly opened on the proper basis makes 
easy its collection. I would suggest in all cases where you 
open a new account or after balancing an old one, if it is 
again reopened, that you would try to impress upon your 
customer that you have in mind the pay day. When he be- 
gins his purchases, say to him, “John, I am willing to give 
you credit. and to accommodate you, but | wish to know at 
what time you expect to pay your account. I have my bills 
to meet and must figure accordingly.” Get it fixed in his mind 
a time when you expect him to pay; and, if the conditions are 
right, present your account at that time to let him know you 
remember the transaction and it will aid you more than you 
thiuk in getting your money. 


TIMELY CHECKING OF BOOKS NECESSARY 


I realize that clerical work and the keeping of your 
books is to many of you distasteful, and for this reason you 
must often become a victim to one of man’s weaknesses— 
procrastination. I know some of the arguments offered in 
defense aud deplore that they had such potent force; and 
when I make this statement that not one dealer in ten 
throughout your state so keeps his books that his true con- 
dition can be ascertained more than once a year, I do not fear 
contradiction—especially if he be his own bookkeeper. This 
is wrong and, in my judgment, actually retards our progress, 
for it often keeps you working in the dark and on false 
premises when, if you know the actual conditions such as: 
how liberal credit you are extending, how large your indebted- 
ness was becoming, you would take steps to improve the sit- 
uation. To deceive one’s self is foolishness, indeed, I shall 
be most glad, as you will, when every merchant who wishes 
to be considered up to date has his books in such condition 
that once each month a trial balance is taken therefrom and 
he knows what he is doing. I would suggest as a means to 
obtain this end the daily keeping up of your book work. It 
will only require a short time and once the habit is formed 

I wish to present to you only such suggestions as seem 
most practical, as time will not permit me to go into details; 
and, I believe such as I advocate can be adopted without fric- 
tion and for the good of your customer as well as yourselves. 





I wish te present to you only such gesstions as seem most 
you will wonder why it was not given such attention before. 
This is in line with what I have to say on your collections. 
If your books are kept you are in a position at all times to 
render a customer his account complete and not be obliged to 
wander back over a day book covering a period of from 
thirty to sixty days, as I have often seen done when a cus- 
tomer wishes to settle. It will also enable you to run over 
your accounts due you, having the correct amounts before 
you and when you have reached a certain size I would sug- 
gest closing them into notes, as we ail know that a note is 
paid in preference to an open account, and they are earning 
you your interest. It also fixes the payment at a definite day and 
aids you materially in getting your money. Not only so, but 
it cuts all chances of dispute out and is in its very form an 
evidence of debt easily handled. I am lead to the conclusion 
when I see a customer with very large open book accounts 
and a small bills receivable that he is either a poor collector 
or neglecting his bookkeeping. When the time comes each 
year that money begins to move, do not hesitate to send to 
every man who should receive, a statement showing the 
amount of his account with you, that he may know you have 
not forgotten him and do not expect him to forget you, and 
from that time forth be tireless in your efforts to collect 
your money—having your books in such shape as they will 
aid you to the utmost. I know the argument even now in 
your mind against crowding collections; it is competition, and 
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I believe the argument weak and that the man who collects 
his money after carrying a customer many months gets his 
books in clean shape, pays his debts, and is prepared to open 
up for another year, able to extend good lines of credit to 
his customers, is several laps ahead of him who has all his 
customers loaded to the limit and unable to extend them 
further accommodation. They know it as well as you, and 
you find them often going to the other dealer while you carry 
the bag, so to speak. Know, if possible, the condition of your 
customer—what he owns and what he owes, and if you don’t 
know ask him; and if he won’t tell you, keep your goods. I 
should also feel I had failed in my duty if I did not caution 
you against extending too large accounts. A man may be 
good for $100 and pay promptly, while $200 may make him 
a decided risk, and a larger account place you in the un- 
enviable position of having him dictate to you, fearing to 
make a loss. Your good business sense aided by your knowl- 
edge of men and their condition must be your guidance in 
extending credit. 


A GOOD COLLECTOR AS VALUABLE AS A GOOD SALESMAN. 


Now we come up to the collection time and your judg- 
ment is given the test. Credits and collections are as close 
relations as the Siamese Twins, the one determines the value 
of the other, and in speaking of credits, one cannot ignore 
the twin brother. 

From years of comparison and experience covering the 
same field of operations, I have found one combination that 
seldom, if ever, fails to win in business. It may be pos- 
sessed by an individual but more often by two men. It is 
the power to be a good salesman and also possessing the 
ability to be a good collector, and not only having the ability 
but making use of it. This combination very often begins 
business with a limited capital, but in a few years they enter 
the list of discounters and their progress is rapid. Another 
who hegins business with more capital and under just as 
favorable conditions, does just as much business, enjoys as 
good profits but conceives it as his special mission in life to 
distribute goods among the farmers without reference to 
their ability to pay, and when the time comes to collect, he is 
too busy with other more agreeable work and allows the 
combination aforesaid to get their money, a part of which 
should have been his, and when tie figures up at the end of 

the vear, he not only finds his profits all in the farmers’ 
hands, but some of the jobbers besides, and is obliged to ask 
for extra time. This goes on for a few years; he keeps up 
his record and continually expands, calling every account he 
has good until at last a crop failure brings him face to face 
with very cold facts. Many of his accounts, he discovers, 
are absolutely worthless; a very large percentage cannot pay 
and he finds himself owing heavily and involved. I will not 
carry this man to the logical conclusion, which would be 
ruin, for he is too good a fellow and the ‘jobber will almost 
invariably come to his relief; but, the contrast is most marked. 

North Dakota, so to speak, has one pay day. It comes 
the last three months of each year and the man who neglects 
his opportunity is not only a poor business man, but in the 
end must change his methods or fall by the way. No man 
has greater confidence in or respect for the wonderful re- 
sources of your state than I, and I thoroughly esteem and be- 
lieve in the character of her merchants, but I cannot refrain 
from emphasizing the importance of work on your collections 
early and late. No department of your business is of greater 
importance or contributes more largely to its success. 


THE WHOLESALER’S SYSTEM. 


I have endeavored up to this time to occupy a place 
behind your office desk and to briefly outline some sugges- 
tions that I feel will aid you in extending credit and making 
your collections; but, you would think I had missed my op- 
portunity at least, did I not say something of credits from 
the wholesale standpoint. For many years the manufacturer 
and jobber have depended largely and been greatly aided in 
extending credit from the information furnished by the two 
leading mercantile agencies, Dun and Bradstreet, until they 
are now recognized throughout the land as the natural source 
for the distribution of credit information—useful alike to the 


jobber and retailer—and it is unfortunate that in giving your - 
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credits you cannot rély on some agency of this character to 
ask your customer what you sometimes think personal ques- 
We have some years made it 
a practice of obtaining from customers at a time when in- 


tions. also in our house for 
voicing is general, and ¢he inconvenience least, a statement 
showing the condition of their business. This, we believe, 
to be the best and most authentic information possible to ob- 
tain, and I desire to ask your hearty co-operation along this 
It must first be understood that the entire transaction 
confidential information is obtained 
only for our use and mutual good. ‘The principle involved 
is right, because it is fair and just, that if we trust you with 
we should be allowed to at least form an opinion 
as to your ability to repay. Guessing is eliminated, and at 
this point I wish to say that your interest and your jobbers 
are identical. He is almost as anxious to see you succeed 
as you are to do so, and if in these yearly exhibits which 
are examined with much interest the seeds of danger are 
discovered, such as overcredit or poor collecting, evidenced 
by heavy outstandings, overbuying, as seen in wnusually large 
stocks, heavy and out of proportion indebtedness, extensive 
land holdings, first payments of which have often been taken 
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from the capital of the business, and light insurance. These 
are, with a deep interest your jobber has in your welfare, 
taken up and suggestions offered for the betterment of your 
business. Could you know how often some one of the above 
weaknesses appear in statement, you would be surprised. 
Especially is this true of insurance. If you cannot afford to 
charge your ‘expense account each year with an amount ade- 
quate to pay for proper protection against loss by fire, you 
afford to continue in the business. 

THE VALUE OF INVENTORIES. : 

I would also call attention to the fact that we find many 
customers who do not take a yearly inventory of their stock. 
This indicates very lax methods or disinterest in your busi- 
ness. There are two very important reasons why you should 
take an inventory each year. First: To know the price of 
your labor and energy for the twelve months through which 
you have operated; and, secondly, to have a proper basis for 
the adjustment of your insurance in case you are unfortunate 
enough to be visited by fire. 

If for any reason you object to giving personal statements 
to your jobbers. I would urge upon you the filing each year 
with Dun and Bradstreet such a showing. It has become an 
up-to-date business custom. It gives you the commercial rat- 
ing to which you are entitled and unless your business is in 
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a very poor condition, will work to your good—if only to 
relieve you of unnecessary correspondence. Before dropping 
this subject, I wish to say that while we discount every pur- 
chase made we are not too good or to large to each year 
give both the agencies our financial statements. 


CONCENTRATED PURCHASING AN ADVANTAGE, 


Another weakness we sometimes note—especially with 
merchants of limited capital—is the tendency to scatter their 
purchases. This, in my opinion, is not to your advantage, for 
the reason that no house places greater value on a trade where 
they are receiving only a small part of it and possibly obliged 
to carry some of that. You can, in my opinion, obtain as 
good price results from two houses in a line as more, and 
if with your trade thus distributed, at any time you need 
accommodation, your business being a liberal one, and only a 
few interested, you will find no difficulty in obtaining what 
you require 

You will pardon me, I know, if I call attention to the 
carelessness on the part of many merchants in answering 
correspondence. I believe there is no class of men engaged 
in business to-day who are more willing to accommodate and 
to further your interests than the jobber of northwest, and 
for this reason and_ believing that the most cordial feeling 
should exist, it is little short of discourtesy to allow letters 
on important matters to lie sometimes for weeks without 
being answered and very often no answer sent at all. 

The opportunity that you have offered me to address you 
on this subject has been a pleasure. I hope when you have 
occasion to visit Minneapolis—whether you are customers 
of our house or not, that you will not fail to call at our of- 

, fice; and, more than that, that you will do me the honor of 
coming to my desk. If you find me the meanest man in the 
house, I know that you will not come again. 

G. L. Nye of Shakopee, Minn., then announced the follow- 
ing subject 


THE EVOLUTION OF THE STOVE BUSINESS. 





SALES OF STOVES BY MAIL ORDERS COMPARATIVELY UNIMPORTANT. 


The fact that the farmer is reading will add very mate- 
rially to the downfall of the mail order stove man. Neither do 
they buy all but the necessities of life by mail. You will con- 
tinue to sec him in your towns, as his social side must be 
developed, and when you see him, talk to him, asking him how 
he liked his mail order stove. He will eventually tell you the 
truth and come to see you the next time he wants a stove. 

Another fact we must keep in mind is that although the 
mail order man has been making a lot of noise he has not dis- 
tributed anywhere near the percentage of the total output of 
stoves many people think he has. In fact, up to the present 
time but a very small percentage has been distributed by the 
mail order method. This is the result after years of pounding 
by numerous mail order concerns, some of them ranking 
among the largest retail institutions of the country. It seems 
to me that the mail order stove business has about reached its 
limit. 

HARDWARE JOBBERS MORE DANGEROUS. 

There is, however, what I consider a more dangerous 
factory, recently come into the distribution of stoves, and that 
is the hardware jobber. This jobber reaches farther than the 
mail order man; he goes to all the country stores, or so-called 
“general stores,” not only in the small villages, but to the 
crossroads, where there is nothing but one small store. So far 
as the stove trade is concerned, I think this competition far 
more demoralizing and a much greater profit destroyer than 
the mail order man. 

THURSDAY AFTERNOON SESSION. 

The Thursday afternoon session opened at 2 p. m. with 
an address on “The Twentieth Century Merchant,” by Platt 
W. Lyon. He was followed by W. B. How, Duluth, T. G. 
Walther, St. Paul, H. D. Final, St. Paul, and R. A. Kirk, 
president of Farwell, Ozmun, Kirk & Co., St. Paul, and ex- 
president of the National Hardware Association. 


Mr. Kirk’s modesty prevents our giving his address in 
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full, but we make the following interesting excerpts there- 
from: 


EXTRACTS FROM MR. R. A. KIRK’S ADDRESS. 


“The relations between the wholesale and retail trade are 
such as to make them inter-dependent and to cause the one 
to feel the good or the injury done to the other. For this 
reason when the retail dealer is hurt by the catalogue house, 
the wholesale man suffers with him. 

“It is to be expected that in the efforts to meet this 
most demoralizing competition the regular wholesale trade 
will take an active part, and so it has done. The hardware 
jobbers are now all in line and stand pledged not to sell 
a dollar’s worth of goods to any catalogue house, and no 
reputable jobber will do it.” 

Mr. Kirk gave a full account of the work of the joint 
catalogue house committee and described the situation as it 
now is. 

“A very large number of manufacturers have discon- 
tinued selling to the catalogue house. Some manufacturers 
who are still selling to them are requiring them to advance 
the prices in their catalogues. 

“We believe the great body of manufacturers will come 
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to this ground, as nearly all of them show a disposition 
to treat the subject fairly, and the great body of them will 
doubtless discontinue to sell them.” 

In conclusion, Mr. Kirk took up the various points 
touching on the plan of action that should be adopted by 
the individual retail dealer, urging them to join and to 
unite heartily in the association work, also for each one to 
learn all the conditions affecting his trade and thus enable 
him to meet squarely the catalogue house competition and 
drive it out of his trade. 

FRIDAY MORNING SESSION. 

The first number on the Friday morning program was 
a paper on a practical and comparatively new subject by E. 
L. Garden, Souris, entitled 


“THE MODERN TINSHOP.” 





POST-GRADUATES. 
When our secretary requested me to write a paper for this 
convention I wondered what on earth I could write that 
could possibly be of interest to a body of men such as you, 
many of whom are post-graduates in the hardware trade. 
Feeling, then, that I am taking valuable time talking when I 
should be listening, my paper shall have one redeeming feat- 
ure—namely, that of brevity 
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I believe the argument weak and that the man who collects 
his money after carrying a customer many months gets his 
books in clean shape, pays his debts, and is prepared to open 
up for another year, able to extend good lines of credit to 
his customers, is several laps ahead of him who has all his 
customers loaded to the limit and unable to extend them 
further accommodation. They know it as well as you, and 
you find them often going to the other dealer while you carry 
the bag, so to speak. Know, if possible, the condition of your 
customer—what he owns and what he owes, and if you don't 
know ask him; and if he won't tell you, keep your goods. I 
should also feel I had failed in my duty if I did not caution 
you against extending too large accounts. A man may be 
good for $100 and pay promptly, while $200 may make him 
a decided risk, and a larger account place you in the un- 
enviable position of having him dictate to you, fearing to 
make a loss. Your good business sense aided by your knowl- 
edge of men and their condition must be your guidance in 
extending credit. 


A GOOD COLLECTOR AS VALUABLE AS A GOOD SALESMAN. 


Now we come up to the collection time and your judg- 
ment is given the test. Credits and collections are as close 
relations as the Siamese Twins, the one determines the value 
of the other, and in speaking of credits, one cannot ignore 
the twin brother. 

From years of comparison and experience covering the 
same field of operations, I have found one combination that 
seldom, if ever, fails to win in business. It may be pos- 
sessed by an individual but more often by two men. It is 
the power to be a good salesman and also possessing the 
ability to be a good collector, and not only having the ability 
but making use of it. This combination very often begins 
business with a limited capital, but in a few years they enter 
the list of discounters and their progress is rapid. Another 
who begins business with more capital and under just as 
favorable conditions, does just as much business, enjoys as 
good profits but conceives it as his special mission in life to 
distribute goods among the farmers without reference to 
their ability to pay, and when the time comes to collect, he is 
too busy with other more agreeable work and allows the 
combination aforesaid to get their money, a part of which 
should have been his, and when tie figures up at the end of 

the year, he not only finds his profits all in the farmers’ 
hands, but some of the jobbers besides, and is obliged to ask 
for extra time. This goes on for a few years; he keeps up 
his record and continually expands, calling every account he 
has good until at last a crop failure brings him face to face 
with very cold facts. Many of his accounts, he discovers, 
are absolutely worthless; a very large percentage cannot pay 
and he finds himself owing heavily and involved. I will not 
carry this man to the logical conclusion, which would be 
ruin. for he is too good a fellow and the ‘jobber will almost 
invariably come to his relief; but, the contrast is most marked. 

North Dakota, so to speak, has one pay day. It comes 
the last three months of each year and the man who neglects 
his opportunity is not only a poor business man, but in the 
end must change his methods or fall by the way. No man 
has greater confidence in or respect for the wonderful re- 
sources of your state than I, and I thoroughly esteem and be- 
lieve in the character of her merchants, but I cannot refrain 
from emphasizing the importance of work on your collections 
early and late. No department of your business is of greater 
importance or contributes more largely to its success. 


THE WHOLESALER’S SYSTEM. 


I have endeavored up to this time to occupy a place 
behind your office desk and to briefly outline some sugges- 
tions that I feel will aid you in extending credit and making 
your collections; but, you would think I had missed.my op- 
portunity at least, did I not say something of credits from 
the wholesale standpoint. For many years the manufacturer 
and jobber have depended largely and been greatly aided in 
extending credit from the information furnished by the two 
leading mercantile agencies, Dun and Bradstreet, until they 
are now recognized throughout the land as the natural source 
for the distribution of credit information—useful alike to the 
jobber and retailer—and it is unfortunate that in giving your 
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credits you cannot rély on some agency of this character to 
ask your customer what you sometimes think personal ques- 
tions. We have also in our house for some years made it 
a practice of obtaining from customers at a time when in- 
voicing is general, and ¢he inconvenience least, a statement 
showing the condition of their business. This, we believe, 
to be the best and most authentic information possible to ob- 
tain, and ] desire to ask your hearty co-operation along this 
It must first be understood that the entire transaction 
confidential nature, and the information is obtained 
The principle involved 
is right, because it is fair and just, that if we trust you with 
our money, we should be allowed to at least form an opinion 
as to your ability to repay. Guessing is eliminated, and at 
this point I wish to say that your interest and your jobbers 
are identical. He is almost as anxious to see you succeed 
as you are to do so, and if in these yearly exhibits which 
are examined with much interest the seeds of danger are 
discovered, such as overcredit or poor collecting, evidenced 
by heavy outstandings, overbuying, as seen in unusually large 
stocks, heavy and out of proportion indebtedness, extensive 
land holdings, first payments of which have often been taken 


line. 
is of a 
only for our use and mutual good 





Treasurer H. T. Helgesen, Milton. 


from the capital of the business, and light insurance. These 
are, with a deep interest your job’ er has in your welfare, 
taken up and suggestions offered for the betterment of your 
business. Could you know how often some one of the above 
weaknesses appear in statement, you would be surprised. 
Especially is this true of insurance. If you cannot afford to 
charge your expense account each year with an amount ade- 
quate to pay for proper protection against loss by fire, you 
afford to continue in the business. 
THE VALUE OF INVENTORIES. : 
I would also call attention to the fact that we find many 
customers who do not take a yearly inventory of their stock. 
This indicates very lax methods or disinterest in your busi- 
ness. There are two very important reasons why you should 
take an inventory each year. First: To know the price of 
your labor and energy for the twelve months through which 
you have operated; and, secondly, to have a proper basis for 
the adjustment of your insurance in case you are unfortunate 


cannot 


enough to be visited by fire. 

{f for any reason you object to giving personal statements 
to your jobbers. I would urge upon you the filing each year 
with Dun and Bradstreet such a showing. It has become an 
up-to-date business custom. It gives you the commercial rat- 
ing to which you are entitled and unless your business is in 
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a very poor condition, will work to your good—if only to 
relieve you of unnecessary correspondence. Before dropping 
this subject, I wish to say that while we discount every pur- 
chase made we are not too good or to large to each year 
give both the agencies our financial statements. 


CONCENTRATED PURCHASING AN ADVANTAGE, 


Another weakness we sometimes note—especially with 
merchants of limited capital—is the tendency to scatter their 
purchases. This, in my opinion, is not to your advantage, for 
the reason that no house places greater value on a trade where 
they are receiving only a small part of it and possibly obliged 
to carry some of that. You can, in my opinion, obtain as 
good price results from two houses in a line as more, and 
if with your trade thus distributed, at any time you need 
accommodation, your business being a liberal one, and only a 
few interested, you will find no difficulty in obtaining what 
you require 

You will pardon me, I know, if I call attention to the 
carelessness on the part of many merchants in answering 
correspondence. I believe there is no class of men engaged 
in business to-day who are more willing to accommodate and 
to further your interests than the jobber of northwest, and 
for this reason and_ believing that the most cordial feeling 
should exist, it is little short of discourtesy to allow letters 
on important matters to lie sometimes for weeks without 
being answered and very often no answer sent at all. 

The opportunity that you have offered me to address you 
on this subject has been a pleasure. I hope when you have 
occasion to visit Minneapolis—whether you are customers 
of our house or not, that you will ret fail to call at our of- 

, fice ; and, more than that, that you vill do me the honor of 
coming to my desk. If you find me the meanest man in the 
house, I know that you will not come Jain. 

G. L. Nye of Shakopee, Minn., then annouited tig follow- 
ing subject 


THE EVOLUTION OF THE STOVE BUSINESS. 





SALES OF STOVES BY MAIL ORDERS COMPARATIVELY UNIMPORTANT. 


The fact that the farmer is reading will add very mate- 
rially to the downfall of the mail order stove man. Neither do 
they buy all but the necessities of life by mail. You will con- 
tinue to sec him in your towns, as his social side must be 
developed, and when you see him, talk to him, asking him how 
he liked his mail order stove. He will eventually tell you the 
truth and come to see yeu the next time he wants a stove. 

Another fact we must keep in mind is that although the 
mail order man has been making a lot of noise he has not dis- 
tributed anywhere near the percentage of the total output of 
stoves many people think he has. In fact, up to the present 
time but a very small percentage has been distributed by the 
mail order method. This is the result after years of pounding 
by numerous mail order concerns, some of them ranking 
among the largest retail institutions of the country. It seems 
to me that the mail order stove business has about reached its 
limit. 

HARDWARE JOBBERS MORE DANGEROUS. 

There is, however, what I consider a more dangerous 
factory, recently come into the distribution of stoves, and that 
is the hardware jobber. This jobber reaches farther than the 
mail order man; he goes to all the country stores, or so-called 
“general stores,” not only in the small villages, but to the 
crossroads, where there is nothing but one small store. So far 
as the stove trade is concerned, I think this competition far 
more demoralizing and a much greater profit destroyer than 
the mail order man. 

THURSDAY AFTERNOON SESSION. 

The Thursday afternoon session opened at 2 p. m. with 
an address on “The Twentieth Century Merchant,” by Platt 
W. Lyon. He was followed by W. B. How, Duluth, T. G. 
Walther, St. Paul, H. D. Final, St. Paul, and R. A. Kirk, 
president of Farwell, Ozmun, Kirk & Co., St. Paul, and ex- 
president of the National Hardware Association. 


Mr. Kirk’s modesty prevents our giving his address in 
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full, but we make the following interesting excerpts there- 
trom: 


EXTRACTS FROM MR. R. A. KIRK’S ADDRESS. 


“The relations between the wholesale and retail trade are 
such as to make them inter-dependent and to cause the one 
to feel the good or the injury done to the other. For this 
reason when the retail dealer is hurt by the catalogue house, 
the wholesale man suffers with him 

“It is to be expected that in the efforts to meet this 
most demoralizing competition the regular wholesale trade 
will take an active part, and so it has done he hardware 
jobbers are now all in line and stand pledged not to sell 
a dollar’s worth of goods to any catalogue house, and no 
reputable jobber will do it.” 

Mr. Kirk gave a full account of the work of the joint 
catalogue house committee and described the situation as it 
now is. 

“A very large number of manufacturers have discon- 
tinued selling to the catalogue house. Some manufacturers 
who are still selling to them are requiring them to advance 
the prices in their catalogues. 

“We believe the great body of manufacturers will come 





R. A. Kirk, St. Paul. 


to this ground, as nearly all of them show a disposition 
to treat the subject fairly, and the great body of them will 
doubtless discontinue to sell them.” 

In conclusion, Mr. Kirk took up the various points 
touching on the plan of action that should be adopted by 
the individual retail dealer, urging them to join and to 
unite heartily in the association work, also for each one to 
learn all the conditions affecting his trade and thus enable 
him to meet squarely the catalogue house competition and 
drive it out of his trade. 

FRIDAY MORNING SESSION 

The first number on the Friday morning program was 
a paper on a practical and comparatively new subject by E. 
L. Garden, Souris, entitled 


“THE MODERN TINSHOP.” 


POST-GRADUATES. 
When our secretary requested me to write a paper for this 
convention I wondered what on earth I could write that 
could possibly be of interest to a body of men such as you, 
many of whom are post-graduates in the hardware trade. 
Feeling, then, that I am taking valuable time talking when I 
should be listening, my paper shall have one redeeming feat- 
ure—namely, that of brevity 
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The subject, “The Modern Tinshop,” was chosen because 
having spent some years at the branch before going into the 
business myself, this is of all the branches of modern hard- 
ware trade the one I felt I came the nearest knowing a little 
about. 


SIZE OF TOWN MAKES DIFFERENCE IN TINSHOP CONDITIONS. 


My remarks will be directed to the dealers in our smaller 
towns, such as we have in the newer parts of our state. The 
larger cities, like Grand Fork, Fargo, etc., have a trade so 
wholly different from ours that a tinshop and a tinner that 
would be just right for these places would be a failure with 
us. Neither do I think for a moment that I could offer any 
suggestions to these men that would help them run their 
tinshop. I’m speaking to the merchants of the smaller towns, 
whose position is something like my own. 


GREAT CHANGES IN TEN YEARS. 

During the last decade or two every line of business has 
undergone great changes. Few, if any, line of industry has 
seen more radical changes than that of the sheet metal. I 
can remember as a boy watching the tinner forming with 
what seemed akin to magic the sheets of tin into the shining 
tinware. Now all that is changed. Modern machinery does 
these things so much better and cheaper that we would not 
go to the old method if we could. 

What then are we. to do? Shall we close the tinshop 
entirely? or shali we adjust ourselves to changed conditions? 
I am aware of the fact that many successful hardware deal- 
ers have no tinshop. Yet most of us have some kind of a 
shop, so that the question is not so much shall we have it 
as how shall we make it pay. 

AN OLD AMERICAN ARTISAN TINSHOP CONTROVERSY REFERRED TO. 

First of all, the tinner must be different from the one of 
twenty years ago. The old saying “that it is hard to teach an 
old dog new tricks” applies quite forcibly to the tinsmith of 
the old school. They sigh for the “good old days” when the 
tinner never dreamed of doing a piece of work other than 
that strictly in his line. 

Those of us who read one of our trade journals a few 
years ago will remember what bitter discussion there arose 
in the tinshop department of that journal over a workman 
asking his brother tinners for information regarding the 
erection of windmills. Here was a man who found that his 
particular locality demanded that he know. how to erect a 
windmill and went to work to find out. 


DEFINITION OF IDEAL TIN NER. 


The old school tinner hurled his abuse on the fellow 
who was simply following as closely as. possible the demands 
of his particular trade. It is a long way from the bench to 
the windmill, it is true, yet most of us sell pumps, and it is 
only a short step from it to windmills. The ideal tinner for 
the shop of which I speak must then be a mechanic of broad 
experience. He need not necessarily be an adept in the use 
of the raising hammer and some other tools of obsolete sheet 
metallurgy, but there are numberless other lines that he 
can take up with profit to his employer which require no 
less skill: He must be able and willing to turn his hand 
to such work as bicycle repairing, pumps, the simple forms 
of plumbing and even windmills, if his trade demands it. 
The tinner who is not willing to adjust himself to these 
changed conditions will have to move or be a back number. 
Personally I find the pump and windmill line one of the 
most profitable I handle. However, up to the present time 
I have had work enough for my tinner without his doing this. 


HOT AIR HEATING IS NOT PUSHED. 

Then there are many phases of the tinshop trade that 
we do not push as we should. There is, for instance, that 
of hot air heating. This is a line that should net us a sub- 
stantial profit. It is one in which catalogue house competition 
does not cut a permanent figure. Therefore, if we do not 
make a profit it is because we cut each other’s throats. So 
much depends on having this work properly done that the 
customer is willing to pay for that knowledge. In order to 


make a success of hot air heating it is absolutely necessary 
Properly managed, I find it is a line 
One thor- 


that you know how. 
that grows very nicely after being well started. 
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oughly satisfied customer sells several, while one dissatisfied 
can kill the business completely in that locality. 


INCOMPETENTS HURT FURNACE BUSINESS. 


If you do furnace work be sure it is done right. I have 
seen plants installed by men who did not know the first 
principle of air circulation and their work showed it. What 
is the result? Owner says, It does not heat, burns lots of 
coal but little or no heat to speak of except in some parts 
of the house. I once lived in a locality where several plants 
like this had been installed, and I found it. was almost im- 
possible to get a chance to talk hot air to the prospective 
builder. The moment you mentioned the subject he would 
say, “No; I will burn stoves rather than invest $175 or $200 
for a rig like Neighbor Jones, and then not get any benefit.” 
It was almost impossible to persuade those men that it was 
the fault of the installation and not the furnace itself. 


TALK QUALITY FIRST. 


In the tinshop as well as the rest of the store talk qual- 
ity first, last and all the time. If you have to figure so low 
that you must sacrifice quality better let the other fellow 
gét it; keep the standard of goods and workmanship so high 
that your firm name will be with the public a synonym of 
quality. 

After Mr. Garden’s paper, H, J. Hellekson of. Fair- 
mount delivered an address and R. L. Scott, Jamestown, read 


a paper on P 


CATALOGUE HOUSE COMPETITION. 





THE DIN OF BATTLE. 


In my judgment the catalogue houses have declared war 
on the legitimate retail dealers and are pouring shot and shell 
into us on. every side. They have already sentinels stationed 
at every point where there is business. These sentinels and 
carriets are paid by Uncle Sam. The catalogues are their 
munition of war and are at work seven days in the week, be- 
ginning Sunday morning and working continuously until the 
following Saturday night, every day and every night, - 365 
days in the. year, day in and day out, year in and_ year 
out, working all the time, while the retail merchant goes to 
his store at 8 o'clock, looks over his mail, and.watches around 
to see how business is going and hears his clerks tell of a few 
sales they had lost from catalogue house competition. He 
goes to dinner at 12 o’clock, back at 1:30; goes to the bank 
and looks up a few delinquents, tells his clerks to keep their 
eyes on the gun, goes home at § or 6 o'clock, having worked 
about eight hours, while our competitors, the catalogue houses, 
put in sixteen or more, every minute of which is used in one 
direction, advertising good goods and cheap goods, the very 
thing to induce people to trade with them, while the retail 
merchant gives about one-sixteenth per cent of his time to 
trade getting. 

SHOULD STAND TOGETHER. 


I think we retail merchants should march out and line 
up as in battle. We should stand together as a unit. We 
should say to the jobber, “If you want our business, stop 
furnishing ammunition to our enemies, and supply us with 
such goods as we need to fight competition,” pledging our- 
selves at the same time individually to the jobber that we will 
use such goods for that purpose only, and then advertise those 
goods along with other things, the same as the catalogue 
houses do. They offer a few items at cost and catch the 
trade. We should do the same, and as the catalogue compe- 
tition gets stronger the closer we must deal. Stop saying 
ves to those who want credit and tell them why, that you 
can’t meet catalogue house competition and sell on credit; 
find out who among your customers buy from catalogue 
houses, make a list of them and you will be ready for them 
when they want credit. 


THE RETAILER'S OPPORTUNITY. 


Some of these people are buying from their home. mer- 
chants on time and sending their money away. Yow can 
stop your part of that if you know who they are. Let them 




































know that the fight is on and that you are in the battle to 
win. Meet any catalogue price (quality considered). I re- 
gard home competition one of the greatest drawbacks in con- 
tending with the catalogue competition. I am afraid to make 
a fight on catalogue houses, for fear my home competitor 
will reduce the price on nails, an item we do not need to cut 
the price on. If I say to a man, “I can’t credit you because 
you send your money away to catalogue houses,” that man 
will go to my competitor and get credit. If my customer 
sends to .a catalogue house and buys all his builders’ hard- 
ware for a building and then comes to me for nails, I would 
like to charge him a profit, but my competitor sells him nails 
at cost in order to get him for a customer. If every retailer 
would join their retail dealers’ association and attend their 
annual meetings and get in line, read the hardware journals, 
get in step and fire at every command, it would not take long 
to contrgl the situation. Do not try to stop the catalogue 





R. L. geott, Jamestown. 


houses. If you are behind, catch up and get in the lead; if 
you are in the iead, work to stay there and keep there. 
SUM MARY. 


I sum it up about like this: If the manufacturers think 
more of the catalogue houses than they do of the jobbers, let 
them sell the catalogue houses exclusively; the jobbers can 
attend to that. If the jobber thinks more of the catalogue 
house trade than he does of the retailer's, let him sell to the 
catalogue house exclusively and let: the retailer see to that. 
If the manufacturer wants to sell to us and sells cheaper than 
the jobber, then it is the duty of the jobber to cut prices to 
meet the manufacturer’s the same as we retailers have to cut 
prices to meet catalogue competition. Make every dealer and 
manufacturer declare themselves. Start, at the head: let the 
jobber see that the manufacturers confine their sales to the 
jobbing trade and let the retailers see that the jobbers confine 
their sales to legitimate hardware dealers, and when this is 
done we retail dealers will understand better how to dodge 
the bullets. But when they are, pouting hot lead into us 
from every side we do not know whether to stand or run; 
but when we know the source of the firing I think we can 
fortify ourselves and make a winning. 
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RETAILERS WILL WIN. 

Everyone knows that the fight is to be made by the 
retail dealers, and if the jobbers will furnish us the right kind 
of ammunition and we do not waste it for profit makers, we 
will certainly win the battle. It takes united action to accom- 
plish anything. The retail dealers, jobbers and manufacturers 
should handle this catalogue proposition through their re- 
spective associations, and in order to do that successfully every 
one in sympathy with us must enlist. 

The North Dakota Hardware Dealers’ Association is un- 
dertaking to get every legitimate retail hardware dealer in the 
state to enlist, and if they are successful they will make a 
showing for North Dakota next year that will surprise the 
natives. 

Mr. Scott was followed by M. G. Evenson, Cooperstown, 
who read a paper on 


WEALTH IN MANY. 





‘ 
OUR MERCANTILE SYSTEM. 


That which represents the mercantile or commercial sys- 
tem of our land was for years divided into three classes; 
first, the manufacturer; second, the jobber; and lastly, the re- 
tailer. That this system may still be maintained is our wish, 
as it represents the sole source of revenue and wealth of 
most of us. 

It surely wou!d not be worth the while to examine at 
great length the errors of this system which has stood for so 
long, and must continue in order to support the outlying 
country, that it may not cease to prosper as it has in the 
past. 

The industry and commerce of a great country has always 
been regulated by the departments of public office. The hard- 
ware business of to-day must be regulated by a state associa- 
tion, which is affiliated with a national association, whose duty 
it shall be to ask a liberal plan of justice upon our branch 
of mercantile life, and see that no extraordinary privileges are 
given that will be detrimental to the outlying country. 

A SYSTEM OF SPECIAL PRIVILEGES. 

Experience teaches us that the new system of mercantile 
life, or, as now called, the catalogue house, is causing the 
means of support of the hardware merchant to be cut down 
too much. The capital error of this new system lies in the 
special privileges given. The following observations may 
serve to show the impropriety of this new system as it is now 
carried on. 

This new system is acknowledged to be distributers of 
only a small portion of the goods used in the country, and 
that part they do distribute is for cash in advance, and by 
means of a catalogue in which they quote prices on standard 
goods, which the merchant in the country cannot duplicate 
with any profit to himself, on a credit and cash basis. 

No doubt the manufacturer appreciates the cash business 
of the catalogue house, and I believe without a thorough 
study of future results gave special privileges which he should 
not have given. 

BAD DIVISION OF CASH AND CREDIT THREATENED. 

Surely, if all cash goes to the city and all credit to the 
country, the country being the larger, the credit will soon 
become too great for them to bear, and the new system hav- 
ingfi no credit to offer, what can our country do, as credit 
we must have as well as cash, in order to enable the country 
to prosper and grow and cause a demand for the manufactur- 
ers’ goods 

COUNTRY MERCHANT SHOULD BE GIVEN HEARING 

lhe country contributes to the annual profit of the manu- 
facturer by the credit and cash system, which is much the 
larger, and has the maintenance of the country at large, dur- 
ing the greater part of the year, and unless the country mer- 
chant is given some hearing, so that the credit part of his mer- 
cantile life is regularly cared for by a reasonable profit, Mr. 
Merchant cannot prosper, and unless he does prosper, he must 
look to other sources to make a living. When he does, what 
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will Mr 
found an outlet through the cash and credit system of the 


Manufacturer do with his goods that have always 


jobber and merchant? 

Let our army of merchants desert the country, and that 
which has enabled our country to prosper is taken away, as 
the catalogue house cannot get in close enough touch to en- 
able them to do a credit business. 

MANUFACTURER REDUCES OUTLET. 

The purchasing power of the country being much the 
larger, the manufacturer ought to look upon that one source 
of outlet for his goods as a fund upon which he, the manu- 
facturer, can draw, and if he injures that fund by giving 
special privileges on standard goods to the catalague house, 
which enable them to get out of the place in which they be- 
long, namely, third place, he surely is reducing the outlet for 
the largest part of his goods. 


CATALOGUES ARE RETAILERS. 


In the past most manufacturers seem not to have con- 
sidered that the multitude of merchants, by natural effort, 
which every man has, is continually making a better outlet for 
his goods, and the special privileges will soon cause the ef- 
forts of the merchant to be put upon some line of goods 
that the catalogue house cannot cut prices on and send broad- 
cast throughout the land. 

It seems, therefore, altogether improper to consider the 
catalogue house anything other than they are, namely, retail 
merchants. 


TRAVELING SALESMEN. 


I have classed the jobber merchant and retail catalogue 
house as a fund upon which the manufacturer draws; now let 
me add one of the strongest maintenance fund producers: 
that branch known as the traveling salesman. 

A traveling salesman has a greater yalue as an outlet 
than a catalogue sent through the mail. To say he has not 
would be to say that a deaf and dumb man could get as 
good results on the road as a good live, up-to-date traveling 
The drummer in mingling with his customers and 
buyers in general keeps in close touch with them. 

? Therefore it reasons out to one who stops and considers, 
thus being in mutual touch with the trade, better results can 


salesman. 


be obtained for a manufacturer’s goods than special privileges 
given as to the catalogue house. 


WEALTH IN MANY. 
It is upon this reasoning that I say, there is wealth in 
What manufacturer would not rather have this army 
of salesmen covering the country to help him get his goods 
before the people than a catalogue house located in some city, 
with but reduced prices on well known brands of goods, and 
their limited circulation of this silent salesmen as their only 
means of securing for them the business of the outside world. 


matiy. 


PROSPERITY’S SECRET. 


It can never be to the interest of the manufacturer to dis- 
courage in any respect the industry of the many. The greater 
the attention given the channel through which a manufactur- 
er’s goods flow, the greater will be his fund to draw upon. 
The establishment of perfect justice and of perfect equality 
is the very simple secret which most. effectually secures the 
highest degree of prosperity to all. Therefore, it is this build- 
ing up poliey we all want, that the country may grow and 
prosper. 

Let us tnen work intelligently and patiently, singly and 
jointly, that we may all agree/and accomplish much. 

FRIDAY AFTERNOON SESSION. 

The first number on the afternoon session was President 

H. F. Emery’s 


ANNUAL REPORT. 





A SWIFT AND CHANGING AGE. 
One month of 1905 has passed, and already we are fa- 
miliar with the new year. 1904, with its hopes and its fears, 
its opportunities and its results, has been laid away forever. 
We are living in a swift and changing age. Our nation 
is growing very fast in wealth, and the age seems to have 





been reached where Napoleon and George Washington both 
saw through their eye of faith the greatest nation on earth. 

As we note the great progress that is being made, we, as 
hardware merchants, ask, what has our association accom- 
plished? And we answer, It has accomplished wonders. 


CATALOGUE HOUSE SALES ABE FALLING OFF. 

Compare the business done by catalogue houses in 1896 
with 1904 and we must admit they have not kept apace with 
the growth of the country. That the merchants are guarding 
closer every year from buying of those, who by their actions 
are against us, is evident from the way they are getting into 
line. 

COMPLAINTS. 

Some complaints have been made, and justly too, where 
jobbers have been overanxious to sell goods, and have sold 
general stores a complete stock of hardware. Such cases are 
to be deplored, but we are glad to state they are the exception 
to the rule, as but two such transaction: were reported in 
1904 for North Dakota. 

A few cases have been reported where jobbers have 
stepped over and gone outside, but in most cases there is a 
good reason or a misguided traveling agent that accounts 
for the transaction. 

The whole year’s record points to the belief that the 
jobbers as-a whole are anxious to keep their lines in the 
regular channel of trade. 

It is not my purpose to name any particular house, but 
there are some who have caused more complaint than others, 
which would lead us to believe that they did not have quite 
the same interest in us, or that their system of doing business 
was more lax. The report of the national convention will 
be read at this session, and will show to you what they are 
doing for us. The past year’s work of the National Associa- 
tion has demonstrated that it is through them that the great 
results are being brought forth, and it behooves us as dealers 
to be loyal to our association, and to try our best to induce 
those who are not already members to become such. 

ENTERING WEDGE HAS BEEN DRIVEN. 

In conclusion, I will call your attention to the mutyal in- 
surance. Through them has the door been opened, whereby 
an entering wedge has been driven that will eventually reduce 
our rates in the West as they have been in the East, and I 
recommend to you the Minnesota: Hardware Insurance, which 
has reached that point in magnitude, where there is no doubt 
of its ability to withstand the storms. 

Secretary C. N. Barnes, Grand Forks, then delivered his 


SECRETARY’S REPORT. 





ADJUSTING GRIEVANCES. 

Iu preparing my report to read you each year, I find that 
the matter available for me to make such report from is so 
similar to that of the preceding years, that it makes me feel 
that the essential feature to make it interesting is lacking. 

This report, whichis the eighth that I have been privi- 
leged to submit to you, will be made as brief as possible, and 
will contain merely a rough sketch of the work taken up 
by me during the past year, with possibly a few suggestions 
of matters that it may be advisable to consider while we are 
together. 

From my point of view the past year has been a par- 
ticularly satisfactory one in the adjustment of grievances. 
Our membership having increased each year, has necessarily 
brought us in touch with more people, and the result has 
been that we have had more grievances reported by members 
during the past year than in any preceding one, and in the 
large majority of cases they have been satisfactorily adjusted, 
and in most instances without any difficulty, but several cases 
have required various trips of your officers for consultation. 

MEMBERSHIP. 

One of the essentials necessary for making any organi- 
zation of business men a success is to have its membership 
as large as possible and of good loyal dealers. This is the 
principle on which we have been working ever since our 
organization was perfected in September, 1897. Thinking 
that it might be of interest to you to know the character of 






















































our growth since that time, I will submit the following com- 
parative table, which will give you our membership, also the 
number of hardware dealers engaged in business in the state 
on the different dates of our annual meetings: 

Dealers in Members in 


Date. in State. Association. 
Cte Bins. 5 in ae emles as baa onde cee a, ae 86 
Te re nes SiGe stvaka va kapae eae 106 
IT cs chukcehadage tiaceeer eee ne als, ae 112 
SE ir adieeny-s = saan ae 35, aan 122 
IOS ae toda do newhiedicerwed See 135 
Snes cea dis anna cael ae nh ad <0s6 toa ke Se 138 
ahi ek ks ny ines Cae ahs ewes os enenke 4, See I5I 
SN 56 tila aitn nh as de né-to eae Woden ee wad 182 


To show you in a more detailed manner where the 182 
members that we have now are located. I here present you 
another comparative list showirig North Dakota divided into 
counties, and the hardware dealers located in these counties, 
with our membership: 

Dealers in Membership in 


County. State. Association. 
RRL Pirate at a ht are at ie ae 13 9 
ON « Soc. Sew. fae Oana Wad. invicameee’ 13 7 
RR ails dis fx Sates CAees 50ge rk 14 8 
NE) oilalss iSO lt SRL Mele 

Burleigh a Pena Pewee 2 I 
MN? Heda hn. hades tus ue okwek Sea 20 16 
Oe a i Te ek 17 13 
ee eee ee 2 
NE 6s a 0 Cos wn ky ns bie Yee es “ct 
BEN. Jick dc o-neoareae tuts tex eee abe 3 2 
Re Gee oe a ce ad 
MEL t cdenuks batwebat adds vapann 5 3 
6 oat cca ceewese ae 10 
ee alles wie os sine dd 6 5 
me GES aR as aie ls Sai nf . 
is ohas ys StAX Lebibeeaacss sane I I 
SE i actin Sates d kpc cand 6 440% 7 4 
ere 3 dinar k dere eaten waited 2 ae = 
PERO rice 05 cexceag th odhgebde 44% 4 I 
PROTON us écadsbsigelh i tered eek: - 
IE a BER tied ale de xwdda I o 
RRs ae eee re 4 2 
py ee Pe ee, On ee ee eae 4 
Oliver o fa) 
EA RL Bh oe en ag aes ee 18 10 
UR at di. Lohse seve 8 3 
Meme (a cae clades eek’ eas i ee 8 
PI ic oak gteitetnte de Chass esbcee 6 4 
GE ry cee ede'd sv cee as etek 18 12 
a ai kia ak CN Ra we PS wate 2 2 
NN cc ks oc nzes dt eae k seks II 8 
nS ss dis BEd. de Osa RRMA cnn ts 2 2 
intel i aah ces Ss AG parses Hud. 5 3 
ERC Pere) eee ake eee 6 5 
SINE 2. eachsici aie oc OSE RST 2 
EE Blass vecedd abode tk. cb dest CxOES 13 10 
WE edad aa ARE. Se. dear cigs SS 9 
TE peleg Bbcd babes obey eentdeiscees 20 9 
ARNE Ey AEE ae a 10 3 
Williams ; 2 0 


You will notice from this table that there are seven coun- 
ties in the state without hardware dealers, and that we have 
members in every county in the state where there are dealers, 
with the exception of two. In these two counties there are but 
two dealers and in the other one. While our membership is 
small in numbers as compared with other hardware associa- 
tions in the thicker populated states, I believe we have much 
to be thankful for when we are able to show the membership 
we do in good standing out of the available dealers we have 
to draw from. 

CORRESPONDENCE. 

The correspondence feature of association work has gen- 
erally been alluded to when submitting reports and in making 
mention of it in this one will say that the past year shows 
that particular feature of*our work the largest of any in the 
history of our organization. 
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I will not attempt to submit any figures to you in con- 
nection with the mail matter handled, but to give you a 
rough idea of its magnitude will say that the money we have 
spent in postage considerably exceeds the one hundred dollar 
mark. I have felt that the free use of the mails was the best 
means available for us to keep in touch with our members 
and also for securing new members, so I have never hesitated 
in any instance to make all the use I could of this avenue. 

It is quite probable there are some dealers in attendance 
at this meeting that can easily comprehend the volume of cor- 
respondence taken up through this office from the number of 
letters that have been addressed to them. 

NATIONAL ASSOCIATIONS. 


In all probability there is no one in attendance at this 
meeting that is net familiar with the good work that has been 
accomplished the past year by committees from the national 
associations of the jobbers and retailers of hardware in caus- 
ing the withdrawal of many standard lines of goods from 
catalogue houses. This accomplishment alone is worth many 
times more to you that the dues in this association for ten 
years would amount to; and this would have been impossi- 
ble if it had not been for the thorough organization of both 
the retailers and jobbers in their respective associations. 
While we are in session, I believe it is our duty to prepare 
appropriate resolutions showing our appreciation of the good 
work done by these committees. 

There is another duty we owe, and that is our loyalty 
to the manufacturers who are making this fight effective. 
We should familiarize ourselves with their goods and be 
particular and see ‘that they are specified when buying, as 
there would be but litcle incentive on their part in continuing 
to aid us in the way they are if we did not reciprocate when 
an opportunity presents itself. 

LEGISLATIVE WORK. 


Of late there has been some legislative work suggested 
to me by our members that it may be well for us to con- 
sider while together and have referred to proper committees. 

One of our members thinks we should be privileged to 
file liens on threshing machinery for supplies furnished, and 
another does not want the present mechanics’ lien law 
changed, as is now being agitated. Another wants a law 
enacted preventing the sale of stocks of merchandise in bulk. 
To me one of the worst laws we have to contend with is 
the present bankruptcy law, and I believe it is not approved 
by the average merchant, and, if such should be the sense 
of the meeting, would it not be desirable to notify our repre- 
sentatives at Washington of our disapproval of this law 
by fitting resolutions, and ask for, at least, a revision of it. 


MUTUAL FIRE INSURANCE. 

I am pleased to report that the mutual fire insurance 
that is being offered to us by our sister associations has 
been taken to very generally by our members, and a large 
portion of them are carrying some of the insurance with 
either the Minnesota or the National Company, both of 
which, I believe, are considered equally reliable, and offer 
the best of protection, and at considerably less expense to 
the policy holder than the established board rates of the 
“old line” companies. 

During the past year several of our members have suf- 
fered fire losses where portions of their insurance were car- 
ried with the Minnesota Company, and I believe in each in- 
stance the adjustment was made promptly and satisfactorily. 
I should like to see more of our members carry some of this 
insurance, and feel that those of you who are not carrying 
any of it, if you would only investigate, would not hesitate 
to at least divide up your insurance with the Mutual Com- 
pany, 

PROGRAM. 

I wish to refer for two purposes to the souvenir pro- 
gram which has been issued for this meeting, and a copy 
of which was mailed to each hardware dealer in the state 
about ten days ago. 

First, to call your attention to the lack of support given 
your officers by so many of the dealers in the state to letters 
that are constantly being sent out inquiring about various 
maiters. 


ow mn ewe. 


o—-~ 
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Undoubtedly some of you have discovered that the list 
of hardware dealers that is printed in the book is not cor- 
rect in every respect. Some firm names have been omitted 
entirely; the style of others we have incorrectly; in others, 
the spelling is wrong, and so on. I make mention of this 
particular feature merely to show you what the result is, 
when we are unable to receive responses to letters sent out, 
and the apparently indifferent manner so many have in re- 
plying to corerspondence. About six weeks ago I addressed 
a letter to every hardware dealer in the state asking for in- 
formation which, if it had been given me, would have enabled 
us to have a valuable list and one that would have been 
correct in every particular. 


The other purpose that I have in referring to our pro- 
gram is to impress upon you the value of it to us from a 
financial standpoint, and that its issue is made possible only 
through the liberal support of our advertisers. It is to these 
people that we must reciprocate, and show them our appre- 
ciation when buying goods. I believe you will find all lines 
of goods represented in the program that the average hard- 
ware store carries, and it is your duty to study the program 
from an advertising standpoint and when buying goods see 
that the advertisers are given preference in your purchases. 
I also believe that we should show them, by appropriate 
resolutions, our further appreciation for their advertising 
support, and also for their co-operation in furnishing photo- 
graphs to make the book of the interesting character it is, 
and to the salesmen representing these firms, we are also 
indebted, and should also to them in some fitting manner 
indicate our appreciation for the aid rendered in furnishing 
their photographs. 


GRATITUDE. 


To the citizens of Fargo, who have done so much to 
entertain us and make our visit a pleasant one, we should 
show our appreciation. 

To our many friends, the traveling salesmen and visitors 
as well, many of them having come a long distance to be 
with us, and by their presence assist us greatly in making 
this meeting instructive as well as pleasant; these péople 
should also receive from us an acknowledgment of some 
kind of our good feeling. 


The representatives of the trade papers, who have taken 
special interest in our meetings and preparing reports of its 
proceedings, to them we also owe an acknowledgment of 
appreciation. 


Personally, I wish to extend to President Emery and 
other officers and members of the association, my sincere 
thanks for the assistance and encouragement rendered me 
throughout the year in the discharge of my duties. 

Thanking you for your kind attention, I submit to you 
this report for your consideration. 


H. F. Strehlow, Casselton delegate to the National Retail 
Hardware Dealers’ Association convention, then made _ his 
report. 


The Committee on Resolutions then reported as follows: 


Resolved, That we, the members of the North Dakota 
Refail Hardware Association, do return thanks to the Author 
of our ‘mercies and the Giver of all good for the privilege 
of meeting and greeting our friends here, and for the pros- 
perity that has attended our labors during the past year. 

Resolved, That we extend to the Hardware trade papers 
and their representatives our appreciation of the very liberal 
and able manner in which they have always championed our 
cause, and wish them to realize that we appreciate their ef- 
forts. 


Resolved, That we express our appreciation of the very 
interesting and instructive address of Prof. Sheldon, and 
heartily recommend his School of Scientific Salesmanship to 
all young business men; also, of the addresses of the repre- 
sentatives of the jobbers of the Twin Cities and Duluth. 

Resolved, That we again reaffirm our appreciation of the 
able and successful efforts of our respected secretary, who is 
untiring in his efforts to advance the interests of the asso- 
ciation. 


Resolved, That we extend to the Wholesale and Retail 
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Implement and Hardware Dealers of Fargo our sincere 
thanks for the royal entertainment given the implement and 
hardware men at Piries Hall on February 2nd. 


Resolved, That it has given us great pleasure to welcome 
to our convention the editor of The Iron Age, the greatest 
hardware Journal in the world, Mr. R. R. Williams. We are 
proud of his presence at our meeting in our new state and 
bid him God-speed in his great and glorious work. 

Resolved, That we are, individually and as a state or- 
ganization, opposed to any parcels post bill now before Con- 
gress, and particularly H. R. 17116, introduced by a cowherd 
of Kansas. These bills are ail detrimental to the interests 
of the retail merchants in all small towns of the United 
States. They also mean more expense to the United States 
government postal service, which at present shows a deficit 
each year. 


Such bills mean in plain words that the government is 
willing to aid the wealthy to gain more wealth, at the ex- 
pense of the small retailer, and the people. 


It is now becoming more a matter of thought of how 
best to develop small communities into prosperous towns; not 
how to concentrate more wealth into large towns. 

We therefore earnestly request that you use all your 
best efforts to prevent the passage of any such law. 


This resolution is to be sent to each Senator and Con- 
gressman of our state. 


Resolved, That we request jobbers not to ship goods to 
consumers on our account except with tags which show for 
whose account these goods are shipped, so as to prevent 
dealers believing that jobbers are unfair to our members. 


Resolved, That the Retail Hardware Dealers, in con- 
vention assembled, favor the enactment of laws prohibiting 
the sale or transfer of stocks of goods or merchandise. im 
bulk without first giving due notice to their creditors. 


The followins officers were then elected for the ensuing 
year: 


President—H. F. Emery, Fargo. 

First Vice-President—Martin Jacobson, Minot. 

Second Vice-President—H. H. Walther, Casselton. 

Third Vice-President—O. I. Butler. 

Secretary—C. N. Barnes, Grand Forks. 

Treasurer—H. T. Helgesen, Milton. 

Executive Committee—W. R. McIntosh, 
and W. H. Pinkerton. 

The delegates to the national convention are as follows: 
H. T. Emery, C. N. Barnes and G. W. Wolbert. 

The entertainment committee, consisting of Geo. Hall, 
Hall-Robertson Hardware Company, -representing the Hard- 
ware Jobbers; L. W. Miller, Northwestern Thresher Com- 
pany, representing the implement men, and M. R. O'Neill, 
representing the retail hardware merchants, performed their 
duties most admirably, doing everything that could be done 
to make the convention successful and to emphasize the hos- 
pitality and public spirit of Fargo. 

By a unanimous vote, Grand Forks was chosen as the 
meeting place of the association for 1906. 


E. E. Elliott 








-~o 


ARE YOU GOING TO PEORIA. 





G. R. Lott, secretary of the Chicago Retail Hard- 
ware Dealers’ Association, has mailed dealers a postal 
addressed to J. L. Smith, 752 W. North Ave., Chi- 
cago, also a card reading “If you desire to attend the 
meeting of the Illinois Retail Hardware Dealers’ Asso- 
ciation, and go with the Chicago association, please 
fill out the reply postal and mail it immediately. We 
go to Peoria next Monday afternoon, Feb. 13, leaving 
Union Depot at 4:10, via C. & A. Railway. As usual 
this association will pay the railway fares of its mem- 
bers and give its friends the advantage of the special 
fares secured. Come with us—you won’t regret the 
trip.” 
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LOCOMOTIVE WINDOW DISPLAY. 


The locomotive illustrated herewith was effectively 
used as a display by F. L. Roy, Darlington, Wis. This 
design was submitted in THe AMERICAN ARTISAN 
Window Display Competition. 

The boiler was composed of a 10-gallon milk cap 
and flour bin. The headlight was a bicycle lamp 
the smoke stack was one-half joint 6-inch stove pipe; 
a school bell answered as a bell, with chalk line for 
rope. ‘The sand chest was portion of a 6-inch stove 
pipe topped with a two-quart pail cover and brass 
hard oil cup. The steam dome consisted of a portion 
of 7-inch stove pipe with 4-quart pail cover, on which 
is fastened a hose nozzle and nickel plated floor plate. 
The cab was made of nine gem jaws fastened together. 
the forward truck consists of three-quarter gallon 
pipe, with flue stops for wheels, on which rest large 
dripping pans, two face to face, one bottom side up. 
forming proper height for boiler rest. 

The four drive wheels were stove pipe registers 
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nails. The engineer was negro brownie with oil can 
and fire shovel in hand. The balance of train was 
four express wagons, from White Wagon Works, 
loaded with variety of hardware, and which were con- 
nected by chains and snaps. The background con- 
sisted of 3-inch gal. cor. pipe; the ceiling was gal. 
iron sheets. 

Eight and ten inch furnace pipe and elbows acted 
as pillars. 

In front of locomotive are fancy nickle-plated and 
silver ware, with small nickel-plated Oshkosh pump, 
with small banner advertising same, a railing in front 
te keep people’s hands off hid rows of banners. Parts 
of display are hid as photographer was unable to 
make larger picture. ; 

Se 


HARDWARE MEN RECEIVE RECOGNITION. 


In looking over the various committees of the Na- 
tional Association of Credit Men for the present year 
we note that the hardware fraternity have been gen- 








Locomotive Window Display. 


journals of the drive, which was a frame of strap iron 
to hold large roasting pan, which answered a fire 
box and rear rest of boiler. The cylinder was 3x14 
held together by three-quarter pipe. Between the 
brass lined pump cylinder with 1% plug screwed into 
head end. 

The piston rods were slide bars of pumps. The 
cowcatcher was sheet iron with table spoons wired 
on and 12-inch basting spoon for draw bar. Two 
smal' flags were held in position by bail woods for 
support. The boiler railing were three bars %x™% 
solder fastened together. The run board consists of 
tin with stencils “F. L. Roy, Hardware.” The ten- 
der wheels were wood hay pulleys; sheet iron formed 
the box for charcoal. The road bed was 8-penny 


erously dealt with, as on the legislative committee we 
find the: names of H. K. Milner, Milner & Kettig Co., 
Birmingham, Ala.; Perry G. Wall, Knight & Wall Co., 
Tampa, Fla.; C. W. Turner, Turner Hardware Co., 
Muskogee, Ind. Ter.; L. D. Vogel, Charter Oak Stove 
& Range Co., St. Louis, Mo.; J. Norman Wills, Odell 
Hardware Co., Greensboro, N. C.; J. S. Goldsmith, 
Schwabacher Bros. & Co., Seattle, Wash. C. D. Mac- 
Laren of Farwell, Ozmun, Kirk & Co., St. Paul, is 
chairman of the committee on mercantile agency ser- 
vice,; R. A. Scovell of Hibbard, Spencer, Bartlett & 
Co., Chicago, is a member of the credit department 
methods committee; T. P. Robbins, the Cleveland 
Hardware Co., Cleveland, O., is chairman of .the 
business literature committee, and F. H. Randel of the 
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American Stove Co., Cleveland, O., is a member of 
that committee ; Barclay of the Simmons 
Hardware Co., St. Louis, is chairman of the member- 
ship committee, and L. D. Vogel of the Charter Oak 
Stove & Range Co., St. Louis, Mo., is a member of 
that committee. 


Geo. R. 


— 
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AN EXTENSIVE PLANT. 








The accompanying illustration shows the new plant 
of the Richards Mfg. Co., Aurora, Ill., manufacturers 
of door hangers and hardware specialities. The ground 
occupied is six acres, and the buildings have a front- 
age of 600 feet on the main line of the Chicago, Bur- 
lington & Quincy R. R. A glance at the illustration 
shows very clearly the superior shipping facilities en- 
joyed by this concern. 

This firm make an extensive line of door hangers 
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CULINARY CLEANERS. 


To THe Aw 
You will observe we have of late been calling at- 


tention te the hygienic and culinary properties of our 
‘“Never-Break” seamless stamped sheet steel cooking 
utensils. This subject is probably not receiving the 
study it deserves and requires to avoid many of the 
ills and ailments to which mankind is exposed, not- 
withstanding the invitation “Tell me what you eat 
and I will tell you what you are” is rather embar- 
rassing to the grease eating gourmand and divers gas- 
tronomic monstrosities in the shape of men and wom- 
en. Cleanliness in the kitchen, particularly of kettles, 
pots and pans wherein food is prepared daily, is per- 
haps qne of the best and easily maintained preventives 
of sickness, and its absence, therefore, is unexcusable 
under otherwise proper conditions. 





New Plant of Richards Mfg., Co. Aurora, Ill, 


including Pioneer wood track house door hanger, Seal 
single track steel house door hanger, Champion single 
track steel ball-bearing house door hanger, Tandem 
trolley ball-bearing house door hanger, Hero trolley 
ball-bearing house door hanger, Auto -ball bearing 
noiseless house door hanger, Royal ball-bearing trol- 
ley house door hanger, Palace ball-bearing house door 
hanger, Little Giant ball-bearing trolley door hanger, 
King trolley barn and fire door hanger for heavy 
doors, expansion roller-bearing barn door hanger, Tan- 
dem roller bearing barn, warehouse and fire door 
hanger. Some of their other specialties are their Spe- 
cial fire door fixtures. handy steel barn door stay roll- 
ers, Favorite steel barn door stay rollers, lag screw 


barn door stay rollers and Bulldog steel door latch. 

They have recently added some attractive goods to 
their line, including the Richards Rambler ball-bearing 
house door hanger, the Richards chain roller-bearing 
house door hanger, the Richards Monarch heavy steel 
sliding door latch and the Richards Dandy door bolt 
and latch. 





It is an acknowledged fact that the less fat and 
grease entering the stomach the easier the digestive 
and assimilative processes, functional performances 
being largely dependent on these for harmonious ad- 
justment. Then from a purely epicurean standpoint, 
food which. has been prepared in utensils having a 
surface which is impregnable and not contaminated by 
flavors of various dishes which went before, will not 
produce the feeling of nausea when the hunger of 
man has been appeased and he has time to picture to 
himself and contemplate 
which his meal was made ready. 


the circumstances amidst 
Impurities in food 
are a tax on the vital organs and weaken them corre- 
spondingly. This means so much less gastric fluid 
available for what food may be accessible to the 
latter through the obstruction which they form 
against these fluids. Dietetic rules are set at naught 
where unhealthful substances are admitted in this 
reckless manner. As food is not usually partaken of 
in the raw state, but undergoes certain traditional or 












THE AMERICAN ARTISAN 





complex twentieth century, “happy-go-lucky” modes 
of preparations, “the hand behind the pan” is well 
nigh almighty for our weal or woe, and the claims 
of the Avery Stamping Company merit timely in- 
vestigation. ‘‘Never-Break” seamless sheet steel cook- 
ing utensils comprise a full line of spiders, griddles, 
kettles; maslins and Scotch bowls. The thickness of 
metal from which they are made and have been made 
for past twenty years, is such as will permit quick and 
even heating and will retain the right temperature 
throughout. On being hot pressed, these utensils are 
placed under a drop hammer to set them; after this 
they are thoroughly annealed to take out the strain 
in the fiber of the metal, and once again permanently 
set under the drop hammer. The inner surface is 
ground to a mirror polished finish, and becomes 
smoother and smoother in use. In fact they are like 
glass, but “Never-Break” and are always clean, sweet 
and wholesome. 


Cleveland, O. Avery STAMPING Co. 


26> 
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PERFORATED METALS. 








The Harrington & King Perforating Co., 212 North 
Union St., Chicago, send us their booklet, No. 1, 
showing some of their perforated designs in brass and 
tin; their perforated brass in rolls containing 50 and 
75 linear feet are made in stock widths of 12 and 14 
inches of No. 26 B and S American gauge. Special! 
widths and thicknesses are made to order, and cen- 
trifugal plates of all sizes are made from a special qual- 
ity of brass of great tensile strength. Their perforated 
tin comes in stock sizes 14x20 inches, IC thickness, 
in boxes of 112 sheets. This booklet shows a variety 
of their designs such as No. 00 diagonal, No. o plain, 
No. 1 plain, No. 1 diagonal, No. 2 plain, No. 2 diago- 
nal, No. 3 plain, No, 3 diagonal, No. 4 plain, No. 4 
diagonal, No. 5 plain, No. 5 diagonal, No. 6 plain, 
No. 6 diagonal, No. 7 plain, No. 7 diagonal, No. 8 
plain, No. 8 diagonal, No. 22 slot. In addition to the 
sizes shown in this booklet, they have many interme- 
diate and larger perforations up to 6 inches in diame- 
ter, as well as a multitude of oblongs, slots and fancy 
patterns used in all kinds and thicknesses of metal. 

Their sheet brass is sold according to Brown & 
Sharpe’s American gauge for thickness and is usually 
put up in rolls of from 50 to 100 lbs. in weight. 

The gauges and widths carried in stock for perfora- 
ting are a No. 26 gauge, 12, 14, 16, 18, 20 and 24 
inches wide, and Nos. 20 to 25 gauge inclusive, 12, 
14 and 16 inches wide. 

Their regular dimensions of tin plate are 14 inches 
in IC and 20 and 28 inches in IX and IXX thick- 
nesses. 

Their tin plate of large dimensions is carried in 
stock in IXXXX 20x44, 20x60, 30x72 and 36x84 inch 
sizes, and in IXXXXXX 36x96 inch size. 

They carry in stock plain black sheets, the thick- 
ness of IC tin, seft and hard rolled sheets of copper 
of various dimensions and thicknesses and stock sheets 
of pure aluminum 12x72 inches in different thick- 
nesses; they also have a special quality of bronze for 
withstanding diluted acids, mine waters, sulphur fumes 
and gases, etc. One of these booklets will be for- 
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warded the trade on application. When writing for 
same, kindly add: “Saw it in Tue AMERICAN ArTI- 


SAN.” 
cee 


DEVELOPMENT OF AN IDEA. 





Superiority in quality was the idea which predom- 
inated in the production of the Atkins brand of saws 
from the casting of the steel ingot to the finished arti- 
cle, and the successful development of this idea is 
shown in the growth of E. C. Atkins & Co. The 
Atkins brand of saws may be rightly entitled to its 
inception away back in the seventeenth century, when 
the Atkins ancestors were making saws in England 
and have continued there and in this country in an un- 
broken line down to the present time. 

The success of this institution was primarily due to 
the mechanical genius of its founder, E. C. Atkins, 
who established the business in 1857, alone and with- 
out capital, though endowed with abundant energy 
and perserverance. His knowledge and experience 
in saw making were obtained in the saw factory of his 
father, then operating in Bristol, Conn. But the great 
prosperity which has attended the business of the past 
few years is accounted for by the fact that not only the 
present head of the firm, H. C. Atkins, but every de- 
partment superintendent, is an expert in his particular 
line, and quality is his watchword, The skilled me- 
chanics in the Atkins factory (and they comprise more 
than half of the employes) are the highest paid work- 
men in Indianapolis. 

Less than twenty years ago the factory employed 
about 150 men and opened its first branch house at 
Memphis, Tenn. A short time afterward another 
branch was started in Chattanooga, which later was 
removed to Atlanta. Then in rapid succession branches 
were established at Minneapolis, Minn.; Portland, 
Ore.; New York City; Chicago, Ill.; Toronto, Ont.; 
Seattle, Wash., and lastly a San Francisco branch was 
Opened January I and was necessitated because of the 
firm’s increased business on the Coast, which could not 
be accommodated to advantage from Portland and 
Seattle. 

To take care of its rapidly increasing trade the firm 
is constantly expanding its manufacturing facilities and 
several new buildings have lately been equipped and 
put into operation. About 1,200 men are now em- 
ployed at the factories and seventy salesmen are kept 
constantly on the road disposing of the product of saws 
and tools, whose alliterative trademark is “Atkins Al- 
ways Ahead.” 

— 


ICE CREAM FREEZERS. 


North Bros. Mfg. Co., Philadelphia, send us an 
interesting little booklet devoted to their line of ice 
cream freezers. 

The practical features which distinguished these 
freezers include automatic twin scrapers, which in- 
sure automatic, positive and continuous scraping of 
frozen cream from side of can. The scrapers are 
hung on dasher so their lower ends rest on bottom of 
can, and the friction between ends of scrapers and 
can bottom when in motion moves the scrapers against 
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side of can and holds them there positively and con- 
tinuously. 

The cedar pails, with electric-welded wire hoops, 
are guaranteed not to fall off or break. 

The drawn steel-bottom cans will not leak, break 
or fall out of body of can, it is claimed. The body 
of can is made of heavy tin plate of finest quality, 
the top of can is strongly wired and turned over, 
while the bottom of can is made to fit over and under 
the drawn steel bottom by special machinery. 

A freezer which is attracting marked interest in 
the trade is their American Twin freezer which 
freezes two flavors of ice cream or an ice or sherbet 
and ice cream at one and the same time in one freezer. 

In the American Twin freezer the can is divided 
in two parts by a vertical partition, which projects 
above top of can and bears against the can lid, so 
that during freezing nothing can pass from one side 
of can to the other. The dasher has a central shaft 
which fits in the groove of the partition of can. This 
dasher carries two sets of scrapers, one set fitting in 
one side of can and the other set in opposite side. 

It is therefore swung forwards and backwards, and 
this movement is produced by a rocking motion of the 
crank. One scraper_of the set in each half of can 
scrapes when can moves in one direction, and the 
others in opposite direction. The scrapers are so ar- 
ranged as to be held automatcially against side of can, 
so that the frozen particles on can are scraped off 
positively and continuously. The rocking movement 
of crank is regulated in its length by stops on either 
side, thus controlling the backward and forward mo- 
tion of can so that the scrapers reach from one corner 
of can partition to that on opposite side. 

Their .Lightning ice chippers have teeth made of 
hardened and tempered steel pins with beveled ends. 
The guide is opened to permit chipped ice to escape 
freely. Other of their popular freezers, besides the 
American Twin, are found in the Lightning, Gem, 


Blizzard, Jumbo Lightning, Double-acting Crown, and © 


their machine freezers. 
—__—___ —_ +@-e 


A SHOVEL CATALOGUE. 





The Star Shovel & Range Co., Vincennes, Ind., 
send us their catalogue No. 2 which calls attention 
to their line of shovels, spades, scoops, ditching and 
draying tools both in welded and hollow back style. 
Their line of shovels includes socket strap solid back 
welded shovels with square points; socket strap solid 
back welded shovels with D handle round points; 
socket strap solid back welded spades; garden spades ; 
diamond point spades; post spades; draying spades; 
ditch spades; molders’ shovels; square and round 
point railroad shovels; hollow back Cleveland pattern 
shovels, with square and round points; hollow back 
Cleveland pattern spades; hollow back Cleveland pat- 
tern scoops; either Western or grain scoops or east- 
ern or coal scoops; also hollow back Cleveland pattern 
locomotive charging scoops; furnace or house scoops 
and snow shovels. 

Their patent quick repair handle is made in three 
parts—the two wooden sections being reinforced with 
a steel ferrule. If the D should become split or other- 
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wise it can be repaired without loss of the shovel at 
a trifling cost. One of these catalogues will be for- 
warded the trade on application. When writing for 
same, kindly add, “Saw it in THe AMERICAN ARTI- 
SAN.” 


o> —— 


BOSS ADJUSTABLE SCREEN AND STORM 
WINDOW FASTENER. 


The Screen & Storm Window Fastener Co., New 
Castle, Neb., are manufacturers of the Boss adjust- 
screen and 
window 
fastener shown 
in the accom- 
panying illustra- 
tion. This fasten- 
er is made of gal- 
vanized steel 
throu g hout. 
When this fast- 
ener is used it is 
claimed that all 
the user has to 
do’is to 


able 
storm 


simply 
the knurled 
head screw until 
it is tight and the 
are held 
securely in place 
and will never 
work loose or let 
in cold or insects, with no buttons turning and letting 
the screens or storm sash drép out. It looks neat, 
and in taking out one kind of window and putting in 
another the user simply loosens the thumb screw and 
slides the tongue back, taking the frame out and set- 
ting the other in place, pushing the tongue forward, 


and turning down the thumb screw. 
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SEEK MORE COMMODIOUS QUARTERS. 


turn 


frames 





Boss Adjustable Screen and Storm Door 
Fastener. 








The Peters Catrtridge Company, now occupying the 
entire third floor of the Pickering building, Cincinnati, 
find it necessary, owing to the growth of its business, 
to secure more commodious office quarters, and has se- 
cured a lease on the seventeenth floor of the First Na- 
tional Bank building, Cincinnati, where it will have 
nearly four thousand square feet of space. The new 
quarters are being especially fitted up, and will be 
ready for occupancy about March 1. 
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ASSOCIATION IDEA IS DEVELOPING RAP:DLY 
IN OHIO. 








Frank A. Bare, Mansfield, O., secretary of the 
Ohio Hardware Association, writes us: 

“The Ohio retail hardware dealer is doing some 
studying to-day. He realizes new conditions are to be 
faced and he is trying hard to analyze the situation 
and find the best ways of facing them. This is all evi- 
denced by the number and character of questions 
coming into this office every day for the question box. 
The indications now are that the discussions brought 
out by these practical and up-to-date questions will 

















be very interesting. Applications for membership are 
being received right along and point to a very large 
attendance at the Dayton convention. The association 
idea is very rapidly developing in this state. The 
hardware dealer must organize and co-operate to bring 
about a better condition of affairs.” 
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A HARDWARE SPECIALTY CATALOGUE. 








The Taplin Mfg. Co., New Britain, Conn., send us 
one of their latest catalogues devoted td their line of 
Dover egg beaters, hotel and club goods, bath room 
fittings and hardware specialties. , 

Taplin’s improved. Dover: “tumbler” egg beater or 
whip is. designed for beating eggs or mixing any liquids 
in a tumbler, where quick work and thorough mixing 
are required. 

Taplin’s patent mammoth Dover beater and mixer 
is designed. for hotels, confectioners, caterers, etc. It 
will mix with the greatest ease eggs,, flour batters, 
melted sugars, heavy syrups, etc. om’ 

The Ideal three bar towel.rack is 1212 inches long 
and is handsomely nickel plated. The Victoria folding 
coat and garment hanger, which was patented Aug. 23 
last, is especially designed for traveling. The Tourist 
folding garment hanger is made of No. 9 wire, nickel 
plate, and is 17 inches long. The Victor bottle stopper 
and opener will fit any ordinary bottle and make it per- 
fectly air tight. A display box which is sent with 
every gross of these stoppers helps the dealer in mak- 
ing sales. The Excelsior adjustable bottle stoppers 
are especially desirable for all effervescent waters. 

Others of their specialties shown are the antiseptic 
formalin soap, their Althea flower toilet soap, match 
holder and ash receiver, match holder, cigar rest and 
ash receiver, glass holder, solid bronze call bell, bronze 
ash receiver, cast brass match box holder, cigar rest, 
cast brass robe hooks, toilet paper holders, towel racks, 
folding towel racks, soap Mishés, tooth brush holders, 
whisk broom holders, soap holders, soap dishes, sponge 
and soap holders, combination tumbler, soap and tooth 
brush holder, sponge holder with wash cloth hook, etc. 
One of these interesting volumes will be forwarded 
the trade on application. When writing for same, 
kindly add, “Saw it in THe AMERICAN ARTISAN.” 
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SUCCESS CREAM SEPARATOR. 








The Seither-Cherry. Co., Keokuk, Ia., are offering 
the trade their Success cream separator, which it is 
claimed has the best cooling process. The milk tank is 
detachable and the separator is guaranteed to do the 
work ; this is a very cheap and deep setting separator. 
This firm will be pleased to send prices and circulars to 
the trade on application. When writing for same, 
kindly add: “Saw it in THE AMERICAN ARTISAN.” 
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PIONEER RETIRES. 








H. J. Lee, an eminently successful Fremont, Nebr., 
hardware dealer, who has been in the wholesale and 
retail hardware business in that city for the past 
twenty-five years, retired on Jan. 20 last, transferring 
the ownership of his business to J..C. Lee and T. W. 
Miller. Mr. Lee is well known to the western hard- 
ware trade, as besides his identification with this 
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Fremont firm, he was also connected with the well- 
known hardware jobbing house of the Lee, Glass An- 
dressen Hardware Co., Omaha, Nebr., from its incep- 
tion. He was one of the pioneers in the Nebraska 
hardware field, and his retirement from business in 
Fremont will be keenly regretted. 
ae RP 

J. B. Johnson, C. F. Johnson, B. L. Munday, W. 
Ritchie and F. W. Nanekirk are the incorporators of 
the Johnson Mfg. Co., Urbana, O., capitalized at $20,- 
ooo to manufacture galvanized iron wares and tin- 
ware. 


2a. 
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PASS RESOLUTIONS AGAINST THE PARCELS 
POST. 








The Nebraska and Western Iowa Retail Imple- 
ment and Vehicle Dealers’ Association held a most 
successful meeting in Omaha recently. 


Among the resolutions they passed were the fol- 
lowing : 


Whereas, There has been introduced in the United States 
Congress a measure known as the Parcels Post bill, which 
provides for the consolidation of matter classified as the third 
and fourth classes, and providing that the limit of weight of 
packages that may be sent through the mails be fixed at eleven 
pounds, with a graduated charge of three cents for one pound 
and a maximum rate of twenty-five cents for eleven pounds 
from one postoffice in the United States to any other post- 
office or place of delivery; and, 


Whereas, This measure is promoted and fostered by an 
organization known as the Postal Progress League, which is 
composed of persons who are largely interested in mammoth 
mail order houses in different cities of the United States, and 
who will by the passage of the bill be enabled to save, in 
postage alone, millions of dollars annually, and benefit by 
making millions more through increase in their trade for their 
companies ; and, 


Whereas, There has been for some years past a deficiency 
in the postal department of the government, and during the 
past year this deficiency reached the enormous sum of nearly 
nine millions of dollars, and that if the proposed Parcels Post 
measure passes, the deficiency will be millions and millions of 
dollars greater, which burden must be borne by the taxpayers 
of the land; and, 


Whereas, The passage of the proposed measure will revo- 
lutionize the existing system of mercantile business and allow 
the building up of monopolies in many branches of business 
to the detriment of the smaller cities and towns, and will 
destroy the business of small merchants-throughout the coun- 
try and will be the means of keeping different sections of the 
country from advancing; be it. 


Resolved, That this convention go on record as opposed 
to the passage of the Parcels Post measure by Congress; and 
be it é 

Resolved, That this body petition the representatives in 
Congress from the states of Iowa and Nebraska to use every 
endeavor to defeat the passage of the Parcels Post measure; 
and, be it further 

Resolved, That this convention petition the members of 
the Nebraska legislature now assembled to pass resolutions 
placing that body on record as opposed to the passage of the 
Parcels Post measure by Congress, and that a memorial to 
that effect be sent to each United States senator and con- 
gressman from Nebraska, to be presented to both houses of 
Congress; and, be it further 

Resolved, That copies of these resolutions be forwarded 
to each United States senator from Iowa and Nebraska, and 
to each member of Congress ‘from the states named, and also 
that copies be sent to each member of the Nebraska state 
senate and house of representatives. 
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Neating and Ventilating 


W. H. Gray & Co. are a new Houlton, Me., firm 
of heating contractors. 








The Clefton Plumbing & Heating Co. succeed C. J. 
Clefton at Owatonna, Minn. 


The Protective Association of Steam Fitters & Help- 
ers, New York City, are now located in new quarters 
at 456 W. 4oth St., that city. 

M. A. Thompson and Henry Buchle are the incor- 
porators of the Tacoma Plumbing & Heating Co., Ta- 
coma, Wash., capitalized at $5,000. 

The Schneider Bros. Plumbing & Heating Co., Mar- 
ion, I[Il., have filed a petition in bankruptcy, with lia- 
bilities of $6,176.32 and assets of $1,942. 

The Sioux City Fdy. & Mfg. Co., Sioux City, Ia., 
manufacturers of the Norfolk furnace, will shortly 
make additions to their mechanical equipment. 

The Hart & Cooley Co., New Birtain, Ct., manu- 
facturers of a well known line of registers, have made 
application to the legislature for authority to increase 
their capital stock from $100,000 to $250,000. 

The recent death of Samuel Jackson, president of 
the Samuel Jackson Heating Co., Pawtucket, R. L., 
is announced. Mr. Jackson was in the 58th year of 
his age and leaves a widow, two sons and a daughter. 

Robt. Gray, Jr., Hiram E. Littell, Raymond W. 
Smith and Wm. Gray, Jr., are the incorporators of 
the heating supply business which will be conducted 
under the style of R. Gray, Jr., incorporated, capi- 
talized at $60,000, with headquarters at 190 Market 
St., Newark, N. J. 


The L. H. Kurtz & Co., Des Moines, heating and 
ventilating contractors, have recently taken some ex- 
tensive contracts, including a $44,000 contract for the 
Des Moines courthouse, a $32,000 contract for the 
army post in the same city, a $33,000 contract, and a 
$9,000 contract for two heating jobs af Ames College. 


The Excelsior Steel Furnace Co., Chicago, are offer- 
ing the trade the Excelsior Ideal elbow, which meas- 
ures only 15 inches on the back; it has slips two inches 
long and is made of uniform color iron, refined iron, 
polished steel! and planished iron. This firm advise 
the trade that on the receipt of 26 cents in stamps to 
cover postage they will mail a sample half elbow show- 
ing construction, and will rebate this amount if given 
an order. 


The Institution of Heating & Ventilating Engineers 
of Great Britain held their annual meeting at the Horl- 
born Restaurant, London, recently, and elected the 
following officers for the ensuing year: President, 
John S. Palmer; vice-presidents, W. Nelson Hayde, 
A. B. Simpson, C. Ingham Hayden and Walter Yates ; 
treasurer, Edward Taylor; secretary, Arthur Taylor; 
members of council, Chas. Mason, E. W. Mayner, J. 
N. Greenall, J. L. Saunders, C. Barter, T. Potterton, 
R. Crittal, A. H. Barker, W. W. Strode and H. H. 
Grundy. 

rejeienepesnnntitinateniiiaitinnns 

The building of the American Shear Co., Bantam. 

Ct., was destroyed by fire Jan. 27th last. 
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THE DRY AIR PROBLEM. 





Of late we have heard much about the undesirability 
of flooding our houses with air which has not been suf- 
fused with the proper amount of moisture. This has 
been especially true as regards the trade press, but 
the question has been widely agitated in newspapers, 
medical journals and other influential channels. It is 
a recognized fact among furnace men that the air is 





Rear View. 


too dry in all houses’ artificially heated. It is also 
known that the water pan in a hot air furnace is not a 
success and has been in many cases discarded. Warm 
air that is not sufficiently moist has so great an affinity 
for moisture that it absorbs it from every possible 
source, drying and cracking the furniture of the room, 
bringing on throat troubles and producing an irritating 
effect upon the skin. It is generally conceded that ex- 
tremely dry climates are particularly favorable for 
the appearance of bronchial troubles and chronic colds ; 
it is likewise a well known fact that air which con- 
tains an abundance of moisture is possessed of a 
greater degree of heating power. Most people realize 





Front View. 


that the greater the humidity the more oppressive the 
heat on a hot summer day. These facts have been so 
well demonstrated and people are so generally aware 
of them that the desirability of infusing a certain 
amount of moisture into the heat coming from a hot 
air furnace is considered as self-evident. The problem 
has devolved itself into an argument as to the best 
method to be pursued in saturating the air with the 
proper amount of moisture. 

This has been settled to a great extent by the Water- 
loo register, made by the Waterloo Register Co., Wa- 
terloo, Ia., two views of which are shown in accom- 
panying illustrations. In the rear view is shown a 
pan supported in rests at the top of the register. This 
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pan is designed to hold water from which a vapor con- 
stantly arises to mingle with and to moisten the air 
flowing from register. The water pan may easily be 
lifted out of the register and taken to the faucet for 
filling, or again it may be refilled, without removal, by 
any receptacle having a pointed spout. Where there is 
but one stack or riser leading to the room, this air 
moistening can is made of a size to occupy the full area 
of the riser, to deflect all the hot air into the room. 
Where one riser serves rooms on two floors, the pan 
is made to occupy only about half of the area of the 
riser. In this case, the space back of it permits the air 
to rise to the floor above, where the pan acts as the de- 
flector, completely closing the riser and deflecting all 
heat reaching that floor into the room. 

It is claimed that this register has solved the dry 
air problem and that so far it has created nothing but 
the most unalloyed satisfaction. It has met with 
marked success at the hands of the trade and is said to 
be creating a market for itself. A catalogue describing 
this register and its different properties more complete- 
ly will be forwarded the trade upon application. [n- 
teresting views are presented therein concerning the 
importance of studying up the dry air problem along 
with the other important questions of hot air heating. 
When writing for this interesting catalogue, kindly 
add, “Saw it in THE AMERICAN ARTISAN.” 





MILWAUKEE FURNACES. 


The Milwaukee Stove & Heater Co., Milwaukee, 
Wis., send us a catalague devoted to their Milwaukee 
warm air furnaces. The Milwaukee furnace with steel 
dome and radiator has many labor-saving features 
and up-to-date improvements. 

The fire potg are cast in two sections, with a special 
view to durability, which is obtained by the heavy 
flanges that are cast longitudinally from the sides of 
the upper section of fire pot, obviating superheated sur- 
faces, adding strength and increased radiating sur- 
faces. The lower section of fire pot has the non- 
clinker attachment, which prevents the dragging of 
ashes around the inside edge of fire pot, and provides 
for a free admission of air equally over the grate sur- 
face, insuring a perfect combustion, which is one of 
the essential features for a modern sanitary heater. 

The Bessemer steel plate dome with boiler riveted 
joints, is carried up the full diameter of the fire pot. 
This affords a very large combustion chamber, from 
which the burning gases and flame are carried through 
a large opening in front into the steel plate radiator 
and completely around to the smoke exit in the rear, 
giving the furnace an enormous radiating surface. 

The direct draft carries the smoke into the chimney 
when first starting the fire, or when burning wood or 
coke in the spring and fall. 

The indirect or reverse draft is used with hard coal, 
when chimneys have good draft. When the direct 
pipe damper is closed, which is usually the case, except 
when first starting the fire, the combustion or burning 
flame is forced to enter the downward pipe before pass- 
ing into the smoke-flue and retarding the combustion, 
and prevents it from passing too quickly into the chim- 
ney, thus retaining it in the intefior of the furnace 
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and producing fully one-third more heat from a given 
amount of fuel than can be obtained from any other 
furnace. 

The large dust escape from rear of ash pit direct to 
chimney is the only true system for a perfect dust 
escape, this firm claim. 

The check drafts are ingeniously arranged to gov- 
ern the furnace and regulate the temperature from the 
living rooms, without going into the cellar. 

Milwaukee warm air heaters with top return flue 
radiator have all cast shield front, extra deep ash pit, 
large ash pit door, and mica rake off, with our new 
positive dust escape, non-clinker fire pots, cast in two 
sections to insure durability, fitted with either Supe- 
rior flat-shaking or Smyth duplex dumping grate, extra 
heavy cast iron dome, steel combustion chamber with 
immense radiating surfaces that circulate the burning 
gases and flames through the top return flue opening 
entirely around the large radiating chamber. 

The new Milwaukee warm air furnace is fitted with 
ornamental cast shield front, large ash pit and our new 
anti-clinker duplex revolving grate, which is composed 
of four separate triangular bars, any one of which 
can ‘be readily removed from the ash pit or replaced 
when necessary, without the removal of bolts, or other 
annoying features. 

The combustion dome and sectional fire pots are cast 
extra heavy. All castings are connected by cup joints, 
easily packed with fire-clay or cement, making them 
absolutely gas and dust tight, due allowance being 
made for expansion and contraction of the metal. A 
patent dust flue connects the ash pit with the combus- 
tion dome. This dome is of large proportions to in- 
sure a perfect combustion of the gases, producing an 
intense heating surface, which will retain the heat, 
mainiaining a more uniform and continuous radiation 
of the products of combustion than may be expected 
from a lighter weight casting, and with the heavy 
steel plate radiator, insures a most powerful heater, 
economical in fuel, and with proper care should last 
a lifetime. 

One of these catalogues will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THE AMERICAN ARTISAN.” 

OE 


DEATH OF JOHN D. SCULLY. 


The trade will learn with poignant regret of the 
death of John D. Scully, 1646 Jackson Blvd., Chicago, 
so long identified with’ the Scully Iron & Steel Co. 
His death took place on Feb. 3d last by alleged sui- 
cide, he having been driven to melancholia by failing 
health and the illness of his wife. Mr. Scully was a 
large-hearted and generous man of cheerful disposi- 
tion and as secretary of the Scully Iron & Steel Co. 
he achieved a conspicuous business success. He was 
in the 5oth year of his age, and in the twelve years 
which he and his brother Alexander conducted the 
Scully Iron & Steel Co., that concern advanced from 
a modest business of $25,000 to a $1,000,000 corpora- 
tion. Mr. Scully was a memker of the Union League, 
Chicago Athletic, Ashland, Westward Ho Golf clubs 
and the National Manufacturers’ Association. He 
leaves a wife and 10-year-old daughter. 
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PATTERN FOR T-JOINT. 


TO THE AMERICAN ARTISAN. 

I enclose sketch of a T-joint and manner of describ- 
ing pattern for same. This is an intersection of a 
5 or 6-inch pipe at right angles. First lay off plan 
Fig. 1. At point of intersection lay off as indicated 
into any number of spaces. Then divide stretchout, 
Fig. 2, into two equal parts and space off to corre- 
spond with plan, Fig. 1. The work is the same as 









































T2321 825 8) 6:3. 2.2 3 
Fia. 1 Fig. 2 
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Fig. 3 
laying off elbows from this point on. Fig. 3 is the 


blank for the larger pipe; take length of line from 
A to B, Fig. 1, add to this length of line 3, this will 
give the length of hole to be cut in Fig. 3; the diam- 
eter of smaller pipe is the width of hole. Lay off 
length and breadth as indicated on Fig. 3 and de- 
scribe an ellipsis. This will be all that is necessary to 
cut patterns for a T-joint. A. B. C. 
Chicago, Feb. 3, 1905. 


2. 


THE CORTRIGHT METAL SHINGLE ADVOCATE. 








The Cortright Metal Roofing Co., Philadelphia and 
Chicago, send us a copy of the Cortright Metal Shin- 
gle Advocate for February, 1905. This calls atten- 
tion to the fact that this firm are metal shingle spe- 
cialists and that their Cortright metal shingles and 
Victoria shingles have a wide vogue. Page 7 of this 


booklet calls attention to the fact that Cortright Valley 
costs no more than plain tin valley when the saving 
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in the expense of laying is considered. This valley is 
made in sections 28 inches long and either 14 or 20 
inches wide. It is constructed with two folds on each 
side, the slates or shingles being locked over the 
largest fold nearest the center. The formation of 
the sections is such that they slip together easily. 
The end of the section with two guide marks is the 
top end and as it is made tapering, it will slip into 
the folds of the bottom end of the next higher sec- 
tion. One of these booklets will be forwarded the 
trade on application. When writing for same, kindly 
add: “Saw it in THE AMERICAN ARTISAN.” 


oa 


A RADICAL DEPARTURE. 





A recent newspaper article on the fur trade that at- 
tracted widespread attention called attention to the 
fact that a lady went to all the high class stores in a 
certain large city and asked for “blue fox” skins. 
Every store had them but not one would guarantee 
the skins to be genuine blue fox skins. 

We are willing to make a small wager that if a tin- 
ner should write to any manufacturer of roofing tin as 
follows: “If you have a roofing tin that will wear 15 
years please ship me ten boxes,” he would receive the 
ten boxes in a few days, provided his rating was O K. 

Let us suppose this letter read: “If you have a roof- 
ing tin guaranteed to wear 15 years, and to be replaced 
at manufacturers’ expense if defective, please ship. me 
ten boxes.” 

In this case would the tinner get the goods or would 
he get a nice dissertation on the undesirability of sell- 
ing terms with a 15 year string attachment and the 
superfluity of guarantees between gentlemen? 

We have not sounded all the terne purveyors on this 
question but we are willing to make a second small 
wager that the dissertations would win out against 
the guarantees by a majority akin to that of the Re- 
publicans in Pennsylvania or the Democrats in Texas. 

The Follansbee Bros. Co., Pittsburg, Pa., manufac- 
turers of “Follansbee Banfield Process” roofing tin, 
vive an ironclad copper-riveted 15-year guarantee of 
the wearing quality of this plate that leaves it up to 
them for this space of time whatever happens. This 
radical departure shows that this firm have confidence 
in the integrity of their plates and that the roofer 
using them can vouchsafe his customer the amplest 
protection. 

Taking the country at large there is no question but 
what the annual consumption of tin plate for roofing 
purposes is greater than ever before and it is gratify- 
ing to know that this product of American manufac- 
ture is being demanded in greater volume each year, 
and were the complaints of defective tin roofing fewer, 
the industry would grow to an even much greater de- 
gree and tin roofing accordingly would be greatly 
strengthened in popularity. This would affect not only 
the roofing trade itself but would also influence the 
entire iron industry as it would represent an increased 
heavy tonnage for roofing purposes. 

Some manufacturers are producing plates to-day 
with little regard other than the immediate profit to be 
obtained, with an indifference applicable to the selec- 
tion of all the raw materials used, the process of manu- 








facture, the close care and attention that should be 
given in the way of inspection, etc., that is necessary 
to produce a tin plate that should last a lifetime on the 
roof. The mere fact that it requires a period of prac- 
tically three weeks to manufacture a box of tin plate 
from the time the “bars” first enter the rolls until the 
plate is finished and boxed ready for shipment with 
the additional feature that during that period each and 
every sheet passes through the hands of many opera- 
tors, the character of work applied by each influencing 
the plate may be indicative of the importance of care 
and attention being given to every detail. 

All American manufacturers should be sufficiently 
interested as to look at this question properly and to 
equip their mills throughout with very best facilities ; 
they should have them operated throughout by manag- 
ers, superintendents and workmen skilled in every de- 
partment, using such care in the selection of all raw 
material used as to then be able to give the trade an 
article that should without question carry entirely sat- 
isfactory lasting qualities, in which case the manufac- 
turer should guarantce such satisfactory quality to the 
roofer, architect and house owner. 

The Follansbee Bros, Co. have spared no expense 
to install in their extensive plant every facility for in- 
suring the very best product possible. These manu- 
facturing facilities combined with the fact that this 
company uses extraordinary care in the selection of 
all the raw materials entering into the manufacture of 
their “Follansbee Banfield Process” ternes and that 
each and every process is closely watched under most 
capable superintendents justifies the position they have 
boldly taken in guaranteeing their product. 

The roofing trade, architects and house owners have 
a right to demand a guarantee from the manufacturer 
who is seeking business for high grade plates such as 
this firm gives. Were all manufacturers of roofing tins 
to take the same high position as this firm do in regard 
to their “Follansbee Banfield Process” terns a great 
benefit would unquestionably be done to the roofing tin 
industry of the country. 

It is well recognized that at times decided injury has 
been done to tin roofs by the use of improper paint, 
which instead of acting as an additional preservative 
has actually been injurious. It is equally well recog- 
nized that the use of acid flux for soldering is improper 
and in many cases has also injured the tin. Accord- 
ingly this firm have been wise in insisting that their 
I5 year guarantee is only applicable when roofs are 
painted with pure linseed oil and Venetian red and 
soldered with rosin, both of which features we are sure 
will be heartily endorsed by all those interested in 
good tin roofing. 

A unique feature in connection with the Follansbee 
Banfield Process plate and the 15-year guarantee is 
the fact that the stamp showing on each sheet carries 
a date indicating the year in which the plate in ques- 
tion was manufactured. 


— 





D. G. Ritchie is president and general manager, 
G. L. Vance is vice-president and Q. A. Eller is treas- 
urer of Ritchie, Vance & Co., a Meadowview, Va., 
hardware concern capitalized at $10,000 for conduct- 
ing a hardware business. 
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FIRE PROOF WINDOWS. 





The St. Paul Roofing, Cornice & Ornament Co., St. 
Paul, Minn., send us section “R” of their catalogue, 
devoted to their line of fire proof windows, doors, etc. 
This firm manufacture an attractive line of steel roof- 
ing, siding and trimmings, zinc and copper ornaments, 
steel ceilings and interior finish, fire proof metal win- 
dow frames, metal sash, doors and casing, conductor 
pipes and eaves trough. 

Their Perfection fire proof windows, shown on 
page 3, have segment head, sliding sash, galvanized 
steel hollow frame and sash. They make all forms of 
square segment and circle heads with either sliding, 
pivoted or stationary sash. These windows have four 
lights of wire glass, are fitted with brass chain, 
weights, sash locks and lifts, and come with or with- 
out brass stiles. All joinings are thoroughly riveted 
without the use of bolts or screws. 

Their wire glass is glass made with a wire netting 
imbedded in its center during the process of manufac- 
ture, combining the strength of the wire and the glass 
plate. The wire is thoroughly covered to. prevent all 
possibility of rust or corrosion and is either ribbed, 
rough rolled, clear plate or maze. 

On page 5 of this volume, we find an illustration of 
the warehouse of Hibbard, Spencer, Bartlett & Co., 
Chicago, which is completely equipped with this firm’s 
fire proof windows. On page 7 are shown some of the 
copper covered window frames and sash made for the 
Seattle Electric Co., Seattle, Wash. A number of 
pictures are shown showing official tests of fire proof 
windows, in which these windows remain perfectly 
tact and uninjured in spite of the fact that these build- 
ings were exposed to a very severe external heat. One 
of these catalogues will be forwarded to the trade on 
application. When writing for same, kindly add, “Saw 
it in THe AMERICAN ARTISAN.” 


s > 


ASPHALT ROOFING. 


The Stowell Mfg. Co., 114-134 Culver Ave., Jersey 
City, N. J., send us a booklet calling attention to their 
No. 1 refined Trinidad asphalt, double refined Trinidad 
asphalt roofing cement, double refined Trinidad asphalt 
paving cement, asphalt paint, etc. 

Their ready graveled asphalt roofing is made of 
the highest grade of Trinidad asphalt, which is ap- 
plied to a heavy asphalted felt and surfaced with care- 
fully screened gravel to which is added a backing of 
felt which thoroughly protects the fabric; it is shipped 
in rolls securely packed, and has been passed upon 
by the Board of Underwriters as the Standard roofing 
which guarantees a low rate of insurance. 

Their black asphalt roof paint is designed for tin 
and iron roofs, also bridges, gas tanks and under- 
ground pipes. This paint fills up holes, breaks, joints, 
in tin roofs, and by its elastic and tenacious qualities 
keeps the roof tight. 

Their elastic rubber roof cement is designed for 
repairing leaks in roofs around roofs, chimneys, sky- 
lights, dormer windows, copings, gutters, etc. 

This firm will be pleased to send their trade litera- 
ture to dealers on application. When writing for 
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same, kindly add: “Saw it in THe AMERICAN ARTI- 
SAN,” 

This firm have recently opened a Chicago office at 
47 Market St., where they will carry a full line of 
their goods. 





NOTES AND QUERIES. 





PECK, STOW & WILCOX. 
From G. Morten, Stratton, Neb. 

What is the address of Peck, Stow & Wilcox, manu- 
facturers of tinners’ tools? 

Ans.—Southington, Conn. 

DOUBLE-HEADED TACKS, 
From Mainz & Zeller, Chicago, Ill. 

Where can we secure double-headed tacks ? 

Ans.—Grand Crossing Tack Co., Grand Crossing, 
Ill.; H. L. Judd & Co., New York; Titchener & Co., 
Ringhamton, N. Y.; Worcester Wire Co., Worcester, 
Mass.; Wright & Colton Wire Cloth Co., Worcester, 
Mass. 

STOVE KNOBS. 
Frem F. A. Matthews, Chicago, III. 

Where can I buy stove knobs, and other ornaments ? 

Ans.—John L. Parker & Co., Worcester, Mass. ; 
Bradley & Hubbard Mfg. Co., Meriden, Conn. ; W. F. 
Green Co., Mechanicsville, N. Y.; N. Y. Nickel Pla- 
ting & Mfg. Co., New York; Fanner Mfg. Co., Cleve- 
land, O.; Troy Nickel Works, Albany, N. Y.; Ireland 
& Matthews Mfg. Co., Detroit, Mich.; Matthews & 
Willard Mfg. Co., Waterbury, Conn. ; Henry Gleason, 
260 Broadway, New York. 

ALUMINUM BARS. 
From H. J. Milz, Norton Ks. 
Where can I buy aluminum bars? 
Ans.— Pittsburg Reduction Co., Pittsburg, Pa. 
ALUMINUM HORSE SHOES. 
From H. J. Milz, Norton Ks. 

Where can I buy aluminum horse shoes ? 

(Can any of our readers answer this question — 
Ed.) 

FARMERS’ BOILERS. 
From Eyster & Snyder, Chambersburg, Pa. 

Where can we buy farmers’ -boilers for wood and 
coal that have different size rings so that different 
sizes of kettles can be used on the same furnace? 

Ans.—Granite State Evaporator Co., 5 Beekman 
St., New York, N. Y.; F. & L. Kahn & Bros., Hamil- 
ton, O.; Ewald Over, Indianapolis, Ind.; Rathbone, 
Sard & Co., Albany, N. Y.; Isaac A. Sheppard & Co., 
1801 No. 4th St., Philadelphia; D. R. Sperry & Co., 
Batavia, Ill.; Stamford Fdy. Co., Stamford, Conn. ; 
Stewart & Peterson Co., Burlington, N. J.; and 
Walker & Pratt Mfg. Co., 31 Union St., Boston, Mass. 

REMEDY FOR COAL BURNING IN FEEDER. 
From W. D. Kable, Kirkland, Ill. ) 

How can I prevent coal from getting on fire in the 
feeder of a base burner ? 

(Can any of our readers answer this question ?— 
Ed.) : 

MEASURING TANK PUMP. 
From I. D. Hayden, Sun Prairie, Wis. 

Who makes a measuring tank pump? 

Ans.—S. F. Bowser & Co., Ft. Wayne, Ind.; Gor- 
dion Tank & Pump Co., Dayton, O. 
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Geo. H. Channell, a member of the tinsmithing firm 
at Keene, N. H., died recently in the 48th year of his 
age. 

The Jacobs Plumbing & Tinning Co., 27 W. Biddle 
St., Baltimore, have purchased a shop at 1931 Fair- 
mont Ave., that city. 


The Imperial Enameling & Stamping Co. are a new 
Barnesville, O., concern, capitalized at $75,000, who 
will shortly start the manufacture of enameled ware. 

H. A. Daniel, H. V. Carrere and R. E. Chamberlain 
are the incorporators of the Atlas Roofing Co., New 
York, capitalized at $5,000 for doing a sheet metal 
work business. 

The Avery-Caldwell Manufacturing Company, Bel- 
laire, O., manufacturers of metal ceilings, roofings, 
etc., would be pleased to receive catalogues from sheet 
metal and modeling works. 

Jacob Werner, Ernest Vahle and Steven Green are 
the incorporators of the North Jersey Stamping Co., 
West Hoboken, N. J., capitalized at $125,000 for the 
manutacture of household utensils. 

J. B. Ohligschlager, president of the National As- 
sociation of Master Composition Roofers of the Uni- 
ted States, announces that the fourteenth annual con- 
vention of that body will be held at the Claypool H 
tel, Indianapolis, Feb. 16th and 17th. : 

J. F. Thomas is president, E. P. Hayworth is treas- 
urer and J. F. Thomas, E. P. Hayworth, J. M. Grif- 
fith, ©. B. Thomas and A. M. Thomas are directors 
of the Brownville Standard Slate Co., Portland, Me., 
capitalized at $150,000. 

The National Enameling & Stamping Co., with 
offices in Chicago, Milwaukee, St. Louis, New York, 
Baltimore and New Orleans, besides making complete 
lines of tin, stamped and enameled ware, are extensive 
stove manufacturers, making lines of oil heaters, gas 
heaters, air-tight stoves, lamp stoves and cylinder 
stoves. 


The. Badger Steel Roofing & Corrugating Co., La 
Crosse, Wis., send us some neat enameled blotters 
showing a pretty little girl calling up the trade on a 
telephone to inform them that this firm make a spe- 
cialty of galvanized cornices, skylights, finials, steel 
tanks, and steel ceilings and also manufacturers of a 
full and complete line of eaves trough, conductor pipe, 
trimmings, .roofinig and siding, galvanized and black 
sheets. 


The Detroit Journal of Feb. 6, 1905, contains an in- 


teresting picture of W. J. Burton, of W. J. 
Burton & Co., roofing supplies,- that city, car- 
tooning him as a_ leading local amateur reins- 


man. It states that besides being a devoted horse- 
man and owning several fast steppers, he is also 
a pool player, a baseball fan and a hustler for the 
roofing trade.. While pleading guilty to three of these 
four indictments, Mr. Burton states that he is not 
guilty in regard to the charge of being a pool player. 

The Galesburg Cornice Works, Galesburg, IIl., send 
us a little booklet calling attention to the net prices they 
are making for tin shop supplies. The goods shown in- 





clude tin and terne plates, galvanized steel sheets, old- 
fashioned charcoal iron, galvanized sheets, eaves 
trough miters, conductor pipe, elbows and shoes, eaves 
trough hangers, conductor strainers, gutters, patent 
straiger cut offs, valleys, solder, roof cement, adjust- 
able metal hip shingles, stamped zinc finials, ridge 
cresting, skylights, decked cresting, cornices, gable or- 
naments. roofing and siding, galvanized and painted 
registers, Jersey single separators, etc. One of these 
booklets will be forwarded the trade on application. 
The St. Paul Roofing, Cornice & Ornament Co., St. 
Paul, Minn., send us a catalogue devoted to their line 
of pressed zinc and copper ornament. These orna- 
ments are mostly their own original design modeled 
in their own work, and this catalogue of 40 pages 
shows over a thousand of these designs, whose mark- 
ed originality and adaptability will commend them to 
the close attention of the trade. This firm also issue 
separate catalogues showing sheet metal store and 
building fronts, steel ceilings, roofings and supplies. 
The trade desiring this particular catalogue should 
write this firm specifying their catalogue, Section “N.” 


a> 


AMERICAN SEAL PAINTS. 





The Wm. Connors Paint Mfg. Co., 669-675 River 
St., Troy, N. Y., send us a circular presenting brief 
descriptions of a few of their American seal products. 
The American seal house paints are a mixture of oxide 
of zinc with carbonate of lead. This paint is mixed 
in exact proportions, finely ground by powerful ma- 
chinery and is made in 60 attractive shades. Amer- 
ican Seal wagon paint is suitable for use on wagons, 
tools and farming implements in general; it is made 
in six different colors ready for use. The American 
Seal filler and deck paints are put up in eight different 
shades, designed for kitchen, laundry, dining room, 
hall and bath room floors, stairs, porches, steps, etc., 
and is equally valuable for preserving the decks, masts 
and spars of all kinds of sea and river crafts, steam- 
boats, etc. The American Seal varnish stains come 
in oak, cherry and mahogany, walnut, green and rose- 
wood ; they dry hard with a smooth, glossy finish. 

The American Seal pure white lead putty is made 
from strictly pure linseed oil, selected whiting and 
white lead. American Seal white lead is manufac- 
tured from pure carbonate of lead, pure oxide of zinc, 
and is ground in pure linseed oil; it is opaque, pure 
white, will not chalk or peel and has great covering 
capacity. American Seal carriage paints are suitable 
for carriages, wagons, sleighs, sleds; porch and lawn 
furniture. They resist the action of ammonia fumes, 
and are easily applied, quick drying and elastic. Amer- 
ican Seal roofing paint has a base, a properly propor- 
tioned combination of graphite and mineral pigments 
carefully selected, finely ground and thoroughly mixed. 
American Seal machinery paints are designed for 
painting all kinds of iron work; they are put up in six 
standard shades, paste or liquid form. American Sea! 
paint is green, is especially prepared for painting out- 
side store fronts, window blinds and sashes. It is 
furnished in three standard colors. American Seal 
boat black dries quickly with the gloss and is prepared 
especially for painting boat bottoms. American Seal 
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barrel paint protects the heads of barrels at the inter- 
sections of the chimes. It is made in liquid and paste 
form, in white, yellow, blue straw color, red, green 
and lead color. One of these circulars will be for- 
warded the trade on application. When writing for 
same, kindly add: “Saw it in THe AMERICAN ArTI- 
SAN. 





SCOTCH DEVICE FOR BURNING OIL. 





A. .W. Meldrum & Co., Kirkliston, Scotland, have 
just patented the Activ smokeless boiler and the Activ 
oi! furnace, which present many points of interest to 
the trade owing to their simplicity, novelty and rare 
efficiency. The furnace as its name implies uses oil. 
Its features of special interest include the separate or 
detached inflator; the method of increasing or dimin- 
ishing the capacity by substituting fresh nipples with 
larger or smaller orifices; the action of the central 
feed tube, and the special facility for cleaning the 
tubes in the tube burners. The furnace is constructed 
with a brazed copper container, cased in a steel jacket. 
The valves and working parts are placed outside the 
boiler case, thus being in a handy position, and are 
made of brass. The detached inflator is readily at- 
tachable by means of snap or screw. The central tube 
supplies the nipples to any number, which is the spe- 
cialty we alluded to as connected with this tube. The 
device for cleaning the tubes in the tube burners, both 
square and parallel, consists in removing the screw 
caps supplied for the purpose. By this means the 
tubes are thoroughly cleansed. 

The heating power of this furnace is very great, 
both for fixed and portable boilers, and in this essen- 
tial particular will hold its own with any furnace in 
the market, it is claimed. It is operated with facility. 
The filling of the container, the means for reducing 
pressure, pumping in air, and extinguishing, are all 
simple matters, not attended with any complications. 
The shape of the parellel tubes may be circular or 
straight, as suits the work to be done. The oil tanks 
can be of any shape, and may be placed inside the 
boiler case, or otherwise; if in the former position 
a diaphragm should ‘be used to protect the tanks from 
too much heat. The furnace maintains a steady heat 
with a clear blue flame, and is intended to be used in 
conjunction with the Activ smokeless boiler. 

The boiler is designed for those requiring a boiler 
which is light and heats with rapidity. It is portable, 
and may be in oblong or circular shape, but the light- 
ness of build is always maintained, as this is one of 
the specialties of this useful boiler. There are no 
fire bars, no fire brick, no loose parts of any sort, and 
the boiler is one of the most durable and convenient 
of any constructed. Being smokeless, it is clean in 
working, and altogether most handy and easy to 


manipulate. 
oe 


TEMPERING TOOLS. 


Heat the tool to blood red and quench in a mixture 
of 1 ounce of white arsenic, I ounce spirits of salts, 1 
ounce sal. ammoniac, dissolved in 4 gallons of spring 
water. Draw gently over clean fire until spittle flashes 
off, then let it cool. Keep the mixture in an iron re- 
ceptacle for use.—Ex, 
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778,845—Wood-boring auger. Edward T. Cox, Yering, 
Victoria, Australia. 

778,860—Knife handle. George W. Hodges, Chicago, IIL, 
and Glover S. Hastings, Sr., Plainville, Conn. 


“ pre ne holder. Martin W. Hyenga, Bangor, 
Mich. 


778,865—Broom 
Mich. : 
778,884—Jar wrench. John Nelson, West Bay City, Mich. 
778,885—Fireproof ceiling or the like. Johannes Nolte, 
Strassburg, Germany. 
778,903—Root cutter for drain pipes. 
Berlin, Germany. 
778,9004—Pancake turner. 
Wis. 
778,921—Plane. 
778,939—Heating furnace. 


holder. Martin W. Hyenga, Bangor, 


Wilhelm Schussler, 
Charles H. Seffens, Madison, 


Justus A. Traut, New Britain, Conn. 
Abraham L. Yates, Niagara 


Falls, N. Y. 

778,042—Screwless knob. August Arens, New Britain, 
Conn. 
2 778,945—Folding tool. Albert T. Bishop, Southington, 
onn. 


778,054—Combined garbage burner and water heater. 
John J. Dube, Chicago,. Il. 


778,960—Combined water heater and garbage crematory. 
John S. Erikson, Chicago, III. 


778,9078—Steam cooker. Joseph Kingory, Buffalo, N. Y. 
779,018—Heating appliance. John D. York, Chicago, IIl. 
779,028—Spike puller. Edward Condon, Silverton, Colo. 








Ross B. De Remer and Joseph B. 
Robinson, Los Angeles, Cal. 


779,0290—Oil burner. 


Americus C. Roberts, Searcy, Ark. 
George M. D. 


779,053—Churn, 

779,079—Adjustable knockdown brace. 
Heard, Painesville, Ohio. 

779,084—Drill or tool holder. 


779,009—Centrifugal cream separator, 
nerfelt, Brooklyn, N. Y. 

779,114—Fireplace blower. 
land, Ohio. . 

779,128—Furnace door opener. 
Chester H. Fisher, Scio, Ohio. 

779,130—Cooking stove or range. 
Amsterdam, Va. 

779,221—Wire fence tool. 
side, Utah. 

779,154—Water heater. Robert H. Fraser, Boston, Mass. 

779,233—Razor. Lingue S. Morgan, Kendall, Kans. 

779,246—Bench plane. Alonzo St. John, Lowville, N. Y. 

779,257—Adjustable. stovepipe. Charles A. Boyer and 
Daniel C. Peck, Marengo, II!. 
779,271—Jar and dipper for serving crushed fruit or the 

Robert Faries, Decatur, IIl. 


779,273—Twine holder. W. G. Fuller, Chicago, IIl. 
779,286—Fishing tackle. William Kramer, Brooklyn, 
Y. 


Arthur Jones, Chicago. 
Gustaf T. Ren- 


Harry Borrow, East Cleve- 
Everett N. Mummey and 
Thomas E. Nininger, 


Leonidas H. Kennard, River- 


like. 


779,209—Oil can. Wilbur Morris and Charles A. McClair, 
Index, Wash. 

779,333—Miter box. Albert Von Gunten, St. Charles, Mo. 
779,302—Plane. Otto Bjordal, Chicago, Ill. 
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780,022—Combined Gas Heater and Lamp. George F. 
Bryan, Chicago, IIl. 

780,054—Carpenter’s Tool. Edwin L. McDaniel, Lenora, 
Kans. . 


780,067—Safety-Razor or Razor-Guard. August W. 
Schueber, Hoboken, N. J. 


780,124—Wrench. Louis Peloquin, Jr., Woonsocket, R. I. 

780,136—Hinge. Ira E. Sloan, Johnstown, Pa. 

780,151—Ventilator-Lifter. Charles A. Black, Jr., Hights- 
town, N. J. 

780,212—Can-Opener. Thomas T. Merriman, Medford, 
Oregon. 

780,2290—Stove Attachment. Samuel H. Rodeheaver, Al- 
bright, W. Va. 

780,250—Antifreezing Device for Water Pipes. Francis 
J. Wood, Greenville, Mich. 

780,257—Wrench. Samuel C. Anderson, Whitewright, 
Texas. 

780,305—Wrench. Henry H. Riggin, Altoona, Pa. 

780,310—Combined Soldering-Iron and Heater. Michael 
J. Stark, Chicago, Hl. 


780,305 





. 


780,339—Wagon-Body Attachment. William H. Hen- 
dricks, Okeene, Okla. 

780,352—Heating-Composition. Emil Kafka, New York, 
N. Y. 

780,378—Chimney. Gaetano Pallading, El Paso, Tex. 

780,389—Sliding-Door Hanger. George Vogt and Julius 
Miller, Covington, Ky. 

780,413—Hinge. Thomas I. Duffy, Chicago, III. 

780,420—Pipe-Bracket. George P. Gross, Rockaway 
Beach. 

780,431—Saw-Set. Frank Lentz, Edison, Ohio. 

780,432—Sectional Boiler. William M. Mackay, Newark, 
N. J. 

780,444—Centrifugal Separator. Carl J. Pihl, Cambridge- 
port, Mass. 

780,453—Agricultural Tool. Carl H. Struebe, Sandusky, 
Ohio. 

780,458—Sash-Holder. Frank B. Townsend, Penn Yan, 
N. Y. 

780,472—-Oil Can. Joseph Bardsley, Montclair, and Thom- 
as N. McNish, Kearney, N. J. 
780,481—Gate Latch. Jim Crawford, Weatherford, Tex. 
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Trade 


CHICAGO’S IRON MARKET. 

Indications point to very heavy buying in all lines 
as soon as the cold weather has moderated to some de- 
gree. With the-exception of scrap iron all iron and 
steel industries show a very decided strength, with 
nothing to indicate a possible falling off in price or de- 
mand within the next six months. Specifications for 
finished material are crowding the mills to the limit 
of their capacity. Production of iron and steel is going 
on at a record breaking gait and that producers of 
light materials should fall behind in their orders shows 
in no small: degree what a huge specified tonnage is 
on their books. No heavy new business is to be report- 
ed except, perhaps, in the pig iron market, which is 
rounding into form very promisingly. It is said that 
a foreign government is preparing to let contracts for 
a number of war ships in the near future. It is hardly 
probable that any American concerns will get these or- 
ders, though strenuous efforts will be made in that di- 
rection. Mills are as a rule far behind in their orders 
and it is extremely difficult to get deliveries for most 
products within the next three months. Premiums of 
$4 a ton are now asked on billets. Merchant pipe is up 
$1 a ton and sheets seem in a fair way to take their 
turn. As has been expected for some time the associa- 
tion has advanced its prices on wire products, a raise 
of $1 a ton having gone into effect Feb. 2nd. 

Inquiry for rails and track supplies was weak during 
the past six days, but this is possibly only a reaction 
from the heavy buying of the weeks immediately pre- 
ceding. A study of recent figures shows that, out of 
a total around 1,000,000 tons of steel rails booked by 
all the mills in the pool, including the new Lackawanna 


mill, about 400,000 tons have gone to the Illinois Steel . 


Co. This unusually large proportion is because the 
greatest demand for rails comes from western roads, 
and the new basis of charging, $28 at mill, besides 
the full freight to destination, instead of the old cus- 
tom of figuring freight cost to the nearest mill, no mat- 
ter where the order was placed, is giving the western 
mill a heavy tonnage. When that mill is full, western 
roads must pay freight from Pittsburgh, making the 
Chicago price $30.85 instead of $28. 





PIG IRON. 


Pig iron has recovered from the temporary weakness 
caused by the unloading of large speculative stocks. 
The ease with which this tonnage was assimilated is 
taken as proof of the healthy condition of the market. 
Contracts let during the boom of last fall are about to 
expire to a great extent and this will help to improve 
the demand. There still exists, however, great doubt 
in the minds of many buyers as to the stability of pres- 
ent prices. If buyers were confident that prices would 
remain as they are now for the next nine months, it is 
safe to predict that furnaces would be refusing orders. 
This period of uncertainty dates back to last Christ- 
mas. Ever since that time, buyers have been watching 
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Report. 





for a slump in the market caused by the dearth of new 
business. That the market withstood this. deliberate, 
concerted action on the part of buyers indicates its un- 
usual strength. Instead of falling, prices have steadily 
been rising and that in the face of a demand which 
may for all purposes be characterized as nil! Makers 
of Southern irons confidently expect that the market 
will before long be held at $15, Birmingham, for No. 2, 
and we believe that there is strong foundation for that 
belief. 

Northern interests are selling at $17.50, Chicago, for 
No. 2 foundry, while Southern furnaces are holding to 
$17.65, Chicago, for the same grade. New business 
during the week was of a scattered nature, but the 
sum total was excellent. Buying continues to center 
among steel producers, transactions being chiefly in 
basic iron during the past week. Deliveries have ex- 
tended into the third quarter and throughout the entire 
year, a respectable tonnage being placed. The sales 
of feundry iron are light. Several important consum- 
ers have been forced to order in quick shipments of lots 
ranging 500 tons and upwards to supply an unexpected 
deficiency; but the buying movement has not been 
general. Prices are well maintained for all brands. 
Toward the close of the week a number of large in- 
quiries has come forward, including foundry as well 
as basic. 

Statistics compiled by the United States department 
of commerce and labor show that the exports of iron 
and steel products of 1904 exceeded those of the year 
previous by 841,000 tons, while the imports for 1904 
were 912,000 tons less than the year before. Exports 
during 1904 exceeded imports by 901,000 tons. 





STRUCTURAL STEEL. 


It is freely predicted that the present year will be the 
busiest mills in this line have ever experienced. It is 
estimated that nearly 100,000 tons of railroad bridges 
will be ordered this winter and spring and that the 
tonnage of beams, angles, etc., required for building 
will be record breaking. If these predictions are 
realized the new structural mill the Illinois Steel Com- 
pany is building at South Chicago, with its 150,000 tons 
annual capacity, will serve as a useful purpose in re- 
lieving the pressure in the West, avoiding a repetition 
of the famine of 1902-03, when steel was imported 
from Germany and laid down in Chicago at a lower 
price and with less delay than the same material could 
have been secured from Pittsburgh. 


MERCHANT STEEL. 


Prices are without change and the market uninter- 
esting. As with other markets, specifications on 
merchant steel are heavy but new business light. We 
quote carload lots, mill shipments, Chicago delivery, 
as follows: Spring steel, 2c; sleigh shoe, flat sizes, 
1.61%4c; concave and convex, 1.76%c; cutter shoe, 
2.25c; smooth finished machinery steel, 1.81%4c; 
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smooth finished tire, 1.76¥2c ; plow steel, 2.20c and up- 
wards, acéording to quality, toe calk steel, 2.11%. 
Crucible tool steel, 6%c to 8c; special grades of tool 
steel, 13¢c and upwards. Cold rolled shafting is quot- 
ed at 52 per cent from list on carload lots, and 47 per 
cent discount on less than carload lots. 


SHEETS. 


Shipments are getting slower and specifications have 
suffered no reaction. New business is fairly heavy. 
Local jobbers quote as follows: Blacksheet Steel— 
No. 16, per 100 lbs., $2.70; No. 18-20, per 100 Ilbs., 
$2.75; No. 22-24, per 100 lbs., $2.80; No. 25-26, per 
100 'bs., $2.85; No. 27, per 100 lbs., $2.90; No. 28, 
per 100 lbs., $3.00; No. 29, per 00 Ibs., $3.20. 
Smooth Steel—Wood’s smooth, No. 15-17, $2.85; 
Wood’s smooth, No. 18, $2.95; Wood’s smooth, No. 
20, $2.80; Wood’s smooth, No. 22-24, $2.85; Wood's 
smooth, No. 25-26, $2.90; Wood’s smooth, No. 27, 
$2.95 ; Wood’s smooth, No. 28, $3.05. Polished Sheet 
Steel—No. 24, per 100 lbs., $4.85 ; No. 26, per 100 lbs., 
$4.95; No. 27, per 100 lbs., $5.05 ; No. 28, per 100 Ibs., 
$5.15. Galvanized Iron (Regular Sizes)—No.” 16, 
per 100 Ibs., $3.20; Nos. 18 and 20, per 100 lbs., $3.35; 
Nos. 22 and 24, per 100 lbs., $3.50; No. 26, per 100 
Ibs., $3.70; No. 27, per 100 Ibs., $3.90; No. 28, per 
100 Ibs., $4.10; No. 30, per 100 Ibs., $5; Nos. 22 and 
24x36 in., per 100 lbs., $3.70; No. 26x36 in., per 100 
Ibs., $3.90; No. 27x36 in., per 100 lbs., $4.10; No. 28x 
36 in., per roo ibs., $4.30. 


OLD MATERIALS. 


It is evident that the long period of stocking up has 
hecomie irksome to dealers and that most of them are 
not only willing but anxious to part with the products 
which they have been greedily hoarding for the past 
six months. There is said to be a dearth of ready mon- 
ev in the dealer’s pocket book and this, too, may ac- 
count for the great selling craze which has developed. 
It is still a matter of price, however, and sellers well 
disciplined during the price advances of last fall have 
not as yet broken ranks. Prices are weakening, how- 
ever, and it will take a great deal of pressure to keep 
them at their present level. Dealers’ selling prices, 
gross tons, are as follows: Old steel rails, 4 feet and 
over, $15 to $16; old steel rails, less than 4 feet, $15 
to $15.50; old iron rails, $21 to $22; relaying rails, 
subject to inspection, $22 to $22.50; relaying rails, 
without inspection, $20 to $20.50; old wheels, $16.50 
to $17; heavy melting steel, $14.50 to $15; mixed 
country steel, $10.50 to $11; low phosphorus scrap, 
.o5 and under, $14 to $14.50. The following quota- 
tions are for net tons: No. 1 R. R. wrought, $17.50 
to $18; No. 2 R. R. wrought, $16.50 to $17; shafting, 
$17.50 to $18; dealers’ forge, No..1, $14.50 to $15; 
wrought pipe and flues, $13 to $13.50; No. 1 cast, 
150 lb. and less, $14 to $14.50; No. 1 mill, $11 to 
$11.50; No. 1 Busheling, $12.50 to $13; No. 2 Bush- 
eling, $11 to $11.50; country sheet, $8 to $8.50; No. 
1 boilers, cut, $12 to $13; boiler punchings, $14.50 to 
$15; iron car axles, $21.50 to $22.50; steel car axles, 
$17 to $17.50; iron axle turnings, $12 to $12.50; steel 
axle turnings, $16 to $16.50; cast borings, $9 to 
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$9.50; mixed borings, etc., $9 to $9.50; machine shop 
turnings, $1.50 to $12; railroad malleable, $13 to 
$13.50; agricultural malleable, $12 to $13; stove plate 
and light cast scrap, $12 to $12.50; old iron splice bars, 
$18 to $18.50. 





CHICAGO HARDWARE SCRAPS. 

The United States Steel Corporation, through its 
subsidiary companies, has advanced the price of wire 
and wire products, including nails, $1 a ton. The 
steadily increasing figures at which it quotes the raw 
materials from which these products are made make 
the raise welcome to independent mills, although it 
leaves them only little better off than before. There 
is a feeling that the price may go still higher, and ‘the 
advance has consequently had no disastrous effect 
upon the demand. Indications all point to a heavy 
spring trade. Cut nails were advanced $1 a ton when 
their wire brothers went up, but these likewise seem 
to be suffering no slump because of this fact. Mills 
are heavily filled with contract orders which will keep 
them busy for some time to come. The current de- 
mand for both these products is very fair. One lead- 
ing independent mill is shading the trust price-sched- 
ule, but most of them have fallen into line at tlie official 
rates. Wire fencing is selling well, in spite of the 
late advance. A heavy new business is expected when 
the spring trade opens. 

January, as compared with the closing months of 
1904, was not particularly favorable to jobbers or 
retailers. Severe weather and the normal inactivity 
of the midwinter months held back the great influx of 
orders which are doubtless awaiting the first breath 
of spring weather. Builders’ hardware is up to all 
records and anticipations, however, and no word of 
complaint can be heard as regards the sale of these 
specialties. A marked revival of building investment 
has taken place all over the country. This is especial- 
ly true of Chicago, where, it is said, every contractor 
is expending every possible resource to fulfill demands. 
It is to be hoped that no labor difficulties will be en- 
countered to nullify the very promising situation. 

Window glass is on the verge of an advance owing 
to the report that jobbers’ stocks were depleted. The 
demand on the part of retailers has been quite heavy of 
late, and it would suprise very few to learn that such 
an action had been taken. Local jobbers quote as 
follows: First three brackets, 90 and 15 per cent; 
above three brackets, go and 10 per cent. The demand 
for Manila and Sisal rope is very limited, but binder 
twine has been selling so freely that the International 
Harvester Co., one of the largest manufacturers, has 
ordered its agents to accept no more contracts to be 
filled at present prices. The metal markets are all un- 
usually dull, with no prospect of a betterment. 





COPPER. 

The market has regained much of its former 
strength, but is featureless. Concessions in prices have 
been given in some cases, but only on large and de- 
sirable orders. Domestic consumers are purchasing 
more freely for deliveries extending into the second 
half of the year. The local jobber quotes manufac- 
tured copper on the basis of 2Ic per Ib. 
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Current Hardware and Metal Prices. 


THE AMERICAN ARTISAN AND HARDWARE RECORD 
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publication containing» western hardware and metal prices corrected weekly. 






METALS COPPER. Shot. 
s RS Ae ee! | oa base, 2ic} Drop shot, sizes smaller than 
FIRST QUALITY BRIGHT TIN PIGS AND BARS. B, 25-1. bags, per bage...... $1 65 
PLATES. Banca, pigs, per ............ 35@354c| Drop shot, B and larger sizes, 
Per Box)Straits, pigs, per ................ 35c 25- tb. bags, per bag.......... 1 90) 
Ic EEE cid cotene> tman band $10 50| Straits in bars, per DB ............. 37c| Buck Shot, 25-D. bags, perbag 1 90 
Ic BORD . 0600000900066 coves 76 LEAD. Chilled Shot, 25-. bags, “ 1 90 
Ix 14x20. . 8 40) American Pig............ $4 60@¥M 62] ANCHORS. 
Ixx 14x20. . PE 7 wdc che Jenn’ <ontge ceomede tetd 6jc| Expansion Screw Anchors....... 10% 
IXXX 14x20. | Nationzl (White) brands (in less ANVILS. 
nae —: than 100 bb. lots), per .......... 7}c| Trenton, 70 to 80 TIhs......... 9jc per b 
4 poem Sheet. Trenton, 81 to 150 Is......... 9c per 
Full coils..........per 100 bs. 87 00 AUGERS. 
Ixx BOB e acces 060s 0008 vecs |} Cut coils........... per 100 ibs. 7 25 : , 
IXXX 20x28. ei, Boring Machine..... - BO&10&54 
oe) ter 23 75 | Phew ate bdvbae Mie wennes ce named 40&104 
pevinal Jarpentera’ Nut... ..... 2.05: 60&10&5 % 
COKE PLATE 3. HARDWARE. Hollow. 
Cokes, 180 Ihs........ IC 20x28 00 Garp wee te tte cele we Se gE 25 
Cokes, 200 tbs... .... IC 20x28 * 35 aj : aney's—list $80.00 ......... 7585 % 
Cokes, 216 s........1C 2x28 916 Bloods... laomage | Steara's, No. 1L.......per dos, #43 00 
Cokes, 216 s....-..-1X 2x2 117 Huns aap ens... oe 
PIG IRON. oiinite’ B ccc cecces cece cesces cess 1234 Dalbey, 8-in.. 4) --per doz. 35 75 
Lake Sup. Charcoal ....#18 50@819 00 ~~ ond s eoq| Diswell, Sinch...... 13 00 
North’ n Coke Fay. No. 1 18 00) White's CORR Ree eee eee eee os Howe's, 6 and 8-inch. . il 00 
North’n Coke Fdy..No. 2 I7F A aac tials apt Iwan's Improved............. 405 & 
North'n Coke Fay.,No. 3 17 00)" Ajax 3314 Vaughan’s,4to9in.,perdoz. 6 50 
Northern Scotch, No. 1. 18 50) ~- sat oe beveoond sevens ce dedycune aie Rafting. 
Ohio Strong Softeners, ite oe eee oi — SE ee ee ey eee 50&5 & 
BB conn spend socceees 19 90@ 1980) wine, 2 | one. 
Ohio Strong Softeners, aon White’ BAe tt wana nstgn ed pepenre 12} & Ford's, with or without screw 40-54 
Be icks cs beeynceireses ) , Snell's, “ “4 “ 405% 
Southern Silvery, 4 to 6 pela | caps, Percussion—per 1,000. AWLS. 
- F. L. Waterproof, 1-10s.......... 40c | Brad, 
per cent Silicon....... 18 65@ 19 65) |. D 85. H 
Southern Coke, No. 1... 17 65@ 17 90 “ Sakina ened bene aeeesees0anee - ; andled ss sees ee seeees per doz. 80 28 
Southern Coke. No.2... 17 15@ 17 40 uae bE Sah cghnccs dye betes 4008 eee Sbouldered, ere. ” 
ye sn a beg ~~ — m4 - ~ Peters Rim Fire Ctgs........ WO&3 4 Patent asst’'d,ito4.. “ 90 
Senthera Coke No 4 Peters Cent Fire, Pistol and lTarness. 
‘ . shies Be b3.08 dcctwd cousnees chal CARIIGR A 0005 6 hdvep deus , 110 
ee ‘Coke. No. 2 17 G@ 17 © Peters Cent Fire, Military | Serer y 90 
Soft : .— 17 15@ 17 40) Ph ae q eho g ccvoen Ghee 15&8 & Py ideibed oad 
SOLt ....-..-eeseee seers ) | Peters Blank Ctgs, except 22 Stou i 95 
ete pane be te! 16 30@ 16 “ and 32, an additional 104 PP ab beks gets cc ccss “ 40 
White 15 90@ 16 15 from above discount. scratch. 
Malleable pe + cg aa... 17 50! Pete s Blank Ctgs. 22 cal...... $118; No. 2, handled......... ws 4 40 
Standard — a ane? 18 50@ 19 00 Peters Blank Ctgs. 32cal.,C. F. 4 40; No. 1,socket handled. -per doz. 1 15 
Sesteden Onunty 2 Ken- ‘ Peters BB Caps, Round ball;.. 1 44; No. 20 Hurwood....... 2 00 
tucky Silvery, 6 to 8 Peters BB Caps, Conical ball. 1 85) sewing. 
per cans Silicon 20 30@ 22 80 Winchester Cent. Fire, Mili- Common .............per gro 90 
Silicon....... ) tary and Sporting Ctgs ....15&484| Patent................. - 90 
Jackson County & Ken- | U. M. C. BB Caps, Con. ball $1 85 net| AXES 
panies Eres 10 per #3 go): M- C- Rim Fire Shot Ctgs. | Boy's Handled. : 
tseeeereees F’  * Say Wee Su tece sdeuoaue Cave 50& 1543 & Cam Fire, 3 ® ...... doz. 
Alabama Basic ......... 17 15@ 17 40 U. M. C. Cent. Fire Shot Ctgs. oak 41b., freighters’. ater 
Virginia Basic.. alent ee cootes dose ceen EE o> mrvesth tes 04° oseree ,-per doz. 7 85 
BLACK SHEET STEEL. Primers. Cast Steel, good grade, “ 5 80 
ON PR per 100 ths. #2 70} Berdan Primers ............... ft of.” Spat epeee: 7 00 
WORD 6cccc ccncece per 100 hs. 275, Peters Primers .............- 20&54 | Broad. 
No. 28-24... 4...,..00. per 100 hs. 28°) Winchester Primers.......... 920G| Peerless........0... sce eesees 40 &5 % 
WOO. TTR. 5 ices ccccces per 100 hs. 2 8°| Shells. Red Warrior ........ per doz. $27 00 
SS ee ere per 100 hs. 290| Peters Empty Paper Shells, FireMen’s .. 2.06 e002 e00e . 1 50 
No. 28 per 100 hs. 300, 10and i2gauge. League ..25&2¢ | Mandled. 
WDD. 0. .dvcepces sth per 100 hs. 320) Peters Empty Paper Shells, | Gladstone, 3to4 tbs., per doz. 811 2% 
POLISHED SHEET STEEL. | 16 gauge. League......... ¢| Hunt's . e 9 50 
SP Ensukss<tegbeaal per 100 ths. $4 85 Peters Target and High Gun | Lippincott’s“  “ > 9 50 
Ne PE a per 100 hs. 495) Smokeless . % Pioneer a! 2 10 2% 
SE weecanncicn cats per 100 bs. 5 05| Peters Premier and Ideal | vse 13 89 
WA GB. 506 sbde theese per 100 Ibs. 5 15| _Smokeless,.......... 40, 10, 10&1%| Valley Forge” “ © -~4 
SMOOTH STEEL Peters New Victor Nitro Maricopa “ “ 8 5 
Wood's Smooth, No. 15-17 "02 95], SOM S .. 0... ceee cece cece eens 20a2¢ | Single Bitted (without handles). 
= peal Sige AE AR 2547%| Gladstone, perdoz. 8to4 tbs. $8 50 
“ ‘a 2 90| Peters Loaded Shells, League Hubbard'’scone. “ ys 7 00 
“ “ Nos... 295, 9nd Referee Semi-Smoke- | Hunt's r m4 7 00 
“ oan ">. 290] LOSS ees sees cere seseee cree ees 40a2¢| Lippincott's “ 7 0 
“ « ee humane fe 295, Peters New Victor Loaded Mann's a - 7 00 
« a 3 0g, Shells with King's Smoke- Pioneer . . 7 50 
Sonny? sae VOSS... cece ccee cesses ceees 086% | U.S.A. . + 9 00 
PATENT P PLANISHED SHEET | jdeals Loaded with King’s Valley Forge “ “ 7 00 
: Smokeless .......... 40&10&10&1 Second Quality “ "2 7 00 
Patent Planished Sheet Steel. | Winchester Blue Rivals.. | . Maricopa ° : 6 % 
bhaas ..“A"’ 810 20, “B” 89 20! Winchester YellowRivais ( “®!* | poudle Bitted (without handles). 
GALVANIZED IRON. Winchester Repeater... .... 20&2¢/| Lippincott’s, Sto4 Ds. per doz. $9 00 
Regular Sizes. : Winchester Lehder.......... 40&6%| Mann's 9 00 
No. 16, per 100 Ms................ #38 20} OU. M. C. Loaded Shells, 40&1 Pioneer 7 * 9 50 
Nos. 18 & 20, per 100 ths. - | 35| _ Black Powder . Oels! U.S.A. . -* us 
Nos. 22 & 24, per 100 tbs.......... 350} Winchester Loaded . Valley Forge “ “ 9 00 
No. 26, per 100 fs ... ........... 3 70 Shells, Black Powder . . The above prices on axes of 3 to 4 bs. 
No. 27, per 100 tbs......,......... 3 90| Gun Wads—per 1,000. are ¢he base prices. 
_ Rinne ‘3 Peters Gun Wads............... 14% 3} to 44 Ibs. advance 25c. 
Nos. 22 & 24 x 36 in., per 100 Ihs.. 3 70 U. M. C. Gun Wads............ 184 4 to 5 Ds. advance 50c. 
No. 26 x 36 in.. per 100 ths........ 3 90| Powder. Each | 4; to 5} bs. advance 75c. 
No. 27 x 36 in., per 100 bs........ 410} King’s Smokeless, kegs ...... $11 30) 
No. 28 x 36 in., per 100 hs........ 4 30 e 4 kegs..... 5 80) BALANCES, SPRING. 
SOLDER. “ “ } kegs..... B O7 | PRATY'S......0ccccee cece cove cece cece 50% 
XXX Guaranteed j & @ per D. 20}¢ “ “ 1-D. cans.. 51 PPURIUEED cbc4 cece cone ddbictvcdéneee 4 204 
Commercial } & }......... per Ib. 19¢ $ ? 1-b. “ rifle 70 BAGS, PAPER NAIL. 
POR. BI, hes cc cdse cace cess 17#c| Dupont’s “ 50-. drum 22 45|/pounds... 3 5 10 16 2 
SHEET ZINC. - * %- Db. b~ - > Per 1,000. ..81.60 1.85 2.60 3.00 3.90 4.75 
_)- i < 6m kee, 297 BARS, CROW. 
7 70 * ” 1-®.cans.. 51|Pinch or Wedge Point.....cwt. 82 95 























| BASKETS. 
| Clothes. 
| Small Wiliow ........ per doz. 00 
| Medium “_........ 6 75 
Large Cr? - oaks “ 77 
Galvanized Iron.” bu. 1bu. 1} bu 
Per doz........ $100 550 7 00 
BEAMS, SCALE. 
, |P. S. & W. Co Sv'cols este 
BEATERS. 
Carpet. 
Rattan. . per doz. 82 40 
Raymond’: s : Steel “Wire a 80 
Woven Wire, No. 4.. © 110 
Egg. Gro. 
| No. 60 Improved Dover........ 86 00 
| No. 7 Improved Dover........ 6 50 
No. 100 Improved Dover....... 7 00 
No. 102 Improved Dover Tin'’d 8 50 
No. 150 Improved Dover, Hotel 15 00 
No. 152 Improved Dover,Hotel 
Wh contac coven cocssleeccoeee 17 00 


No. 200 Imp’d Dover Tumbler. 8 50 
No. 202 Imp’d Dover Tumbler 





BO os kick is ceded dooce badoo es 50 
No. 300 Improved Dover Mam- 
moth, per doz ..........+..+++ 00 
BELLOWS. 
Btadbonsbihe’ «1.00 's vessise vsedes 70&5 % 
Hand. 
Sinch................per doz. 86 85 
SP ery er * 8 40 
Molders’ 
| EE ee ek ~ 13 00 
BELLS. 
Call. 
2} in. nickeled bell ...per doz. $1 35 
2] in. " brass bell ° 3 60 
8 in. - - ; 50 
3 in. “ silver alloy bell : 
[oi cuban napeeed benees per doz. 16 50 
44 in. nickeled brass bell and 
DOOD, donc ose e sess dune per doz. 14 50 
Cow. 
Ordinary Goods...........-.- 70&5 4 
High Grade ................-CO&104 
SRG 6o5so vic cccccccvcccecce W&104E 
Door. 
Bigelow Automatic..per doz. 89 50 
Rotary. 
8 in. bronzed iron bell 5 2 
| Sin. nickelea “ 750 
| Sin =“ . 9 00 
| Hand. 
| Hand Bells, polished .. .60@60&104% 
White Metal.................. .. 504 
.  », See = 404 
Dai: clinch 64 ¥adcesded Gheat 60454 
Miwa GRAM .. 2... cecssccccsee 383% 
Miscellaneous. 
Church and School, steel 
SEE. bok so c0 ce ucatocbens 70, 10&54 
Farm, bs...... 40 5 7 10 
BE co teae dene $1.10 1.30 1.85 2.65 
BEVELS, TEE. 
Stanley’s, rosewood handle, 

WW TIS Si bc cc vcveccvotbantétia 40&5 4 
Stanley’s iron handle.......... 410&5% 
BINDING, OILCLOTH. 

SE Ee LEE 75&104% 
SAS i no vh n.006 guetéses sdauve SrGnee 75% 
Brass Plated .... ......ssecese- T&104 
BITS 
Auger. 
Extra Double Spur ......... 70&104 
Ford's Car and Machine... .40&104 
eens aeapnapedn ilsade baat ae 40&5 
Ford’s Ship ............ «. 40854 
adh! aco eye oko peaked 50&5% 
New Jenning’s...........50, 10&104 
Russell Jenning’s........... 254104 
Clark’s Mxpansive.............. 60% 
Steer's “ Small list, 822.00..304 
“ Large “  $26.00..30¢ 
EP nn ctcckdenebehe aeate 45% 
Nc 3 dob nc.vuabeciauned 0&5 % 
ot es wonnenlben nated 0&5 % 
Ford's “ Auger pattern 
EE a 
Eee eee ee 
Countersink. 
WRECKED 0 0600000000 per doz. $1 30 
American Snail head. “ 70 
* Rose “ ° 80 
<3 ) EE): . 70 
Buck Bros.’ Flat...... ° 2 60 
0 A aa oe ” 70 
Dowel. 
New Jennings............... 10&10% 
Gimlet. 
Standard Double Cut 0&5@50&104 
German Pattern ..... per doz. $0 48 
I 65 Caste peedeh tect ri xO 
eT eee ¢ 80 
Countersink ..:....... ‘ 130 
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Reamer. BRACKETS. CHAIN AND CHAINS. Hose. 
Buck Bros.’} Round.. * “2 7%5| Hay-Rack. Breast Chains. Sherman's, brass, j in,, per doz. 380 
Square. “ 2 50| Wenzelmann’s No. 1 per doz. 812 60/ noupiesiack ...... doz. pairs % 75| Double, brass, j in., 
Standard oo 4 4 Shelf No. 8 13 20) With Covert snaps. « 5 00| Saw Filers. we 
eevee . With slide.......... . $25| Disston’s list, #30.00............ 30% 
German Octagon... .... 15} Seat Tron, Sepenaed.....68, 16,106 | wien cus lide ...... “ 9 85|  Stearn’s, No. 0, 88.50; No. 1 

Screw Driver. Stanley's Wrought Steel 70-10&2) ¢ : $11.50; No. 3, ts 50 doz. 

Round Shank......... “ QB) WIRD 0.026 cnc wsnvescecc cess 80, 10&54 Bright Ox Chains. Wentworth’s. 404 
- p ontmn BROILERS. fs in. 85.65; § in. $5.40 per 200 lbs. r ° Ghopves 
OR 1 40 gS ERT eh 70&10¢ | Cable Coil Chain. CLAWS TACK 

Square Shank ........ “ 1 10 Crown,Self-Basting, No. 80.doz. $2 90 | oe *% } Cast, wood hdle....,.. per doz. 45600 

BLACKING, STOVE. (See Polich) BUCKETS. | Per 100 lbs.. 89.30 $6.50 By 40 %4.60 | Forged steel, wood hdle “ $0.80 

BLADES, SAW. Pump Rubber | Inch........ — ee } |Solid Steel. ate Sey, 1.60 

Butchers’. Wychoff .-per gr. $1 75| Per 1C0lbs.. 84. 7 $4.30 84.15 84.05|Giant................... a 60 
Standard 3} & 1} in eae GO&5S | COOper..........s. eves ” 5 50| Inch........ 1 1} , CLEANERS. 

Clock Spring....9...........- 60&54 | Champion............. “ 750| Per 100 lbs.. 84.00 $4.00 #.10 Drain. 

th oib tp dieih<dees ninvqneveed 20%@| Victor ..........-.+0++ “ 9 50|Cable Log Chain. | Iwan'’s Adjustable..............50% 

Hack. Mba > talnéandn dane S 5 00} Advance 35c per 100 1b. on Cable Coil | Ra s Stationary.. woes eee MOG 
TS Se ap a SE Bs ccces onteceee tina . 6 75\Cow Tie Chains. |F 
lip a Stee 25&5¢ | Well. | American 2 toggle........... 5O&5S¢ | Wire eee eee eeeene eens per doz. 80.45 
ele meting Alin," 20¢| Galv'd Qts..... 10 12 14 | . toggle and snap. ..50&54 | Side-wak. 

® Wood. Per doz......... $2.75 $3.00 83.25) * open & closed ring, W&5¢ | Steel........cceeeeeeee per doz. $3.15 
Jackson's ............ per doz. $2 25 Wooden, top ear, plain, per doz 3 75| Halter Chains. MM Tine 000000 ccnvee sence cose 6545 % 
Disston’s—No. 6, 16, 26 & 045.. 4 20 swivel “ 485) American, new list............ 333 ¢ | CLEAVERS 
ee ee 6 30 “ side-strap,plain “ 38| German.................... 60-1045 4 | Family. 
W. M. & Co.'s No. 20..perdoz. 5 50 ‘d " swivel “ 4 95 |Niagara. Reps 40&5| Ajax, In........ 6 7 8 
BLOCKS. BUCKS, SAW. OSS SS eh eee 30¢%| Perdoz......... $5.50 85.75 6.25 

Snatch. Peltier. cctivadisond per doz. #2 10| Picture Chains. CLE VISES, 

brag baalia ab wath odanatoene ms BURS, RIVETING. Light Brass, 8 ft........ per doz. 63c | Malleable . - per B 3c 
ROO] 2... ccee cece see's sees cons 10% r Burs only............ Heavy Brass, 3 ft...... . Te | CLIPPERS. 

Tackle. os wey mele only... e+ Pump Chain. |Bolt...... eoce cece cosececees $1.90@#.75 
MEL. nthe Miledss dandy Cand 70&5% BUTTS | Galvanized, per 100 Ibs......... # 7 CLIPS. 
ES PRs 50, 10&5% | Cast Iron.............. ST il 5&10¢ |Safety Chain, MME ..0n000cccecs ccccvcccece coones 6545 4 

BOARDS Wrought Brass.................... SE Bi accalonceinateresnsaea 60& 104 | Damper. 

Stove bin coves epnecencssmeeedeeibacdee 404 Wrought Steel Bright —Nos. 800, | Special Steel Loading Chain. ES SE per doz. 70c 

Wash. 804, 808, 810, 8i4and 834.. .75&10¢| Inch ........ } * DE thewtadesnutenetee-s 4 B38c 
OD cenbiind ont Fone per doz. $255| Nos. 838, 840 and 842...... 75-10&10¢| Per 1001bs... $16.00 $13.50 $12.50 | ame teense eeeeeeeeeeer ens “ —— 20e 
er ~ 290) WNos. 822 and 88........... 80-20& 104 | Stretcher Chains. CLOTH. 

Crystal Glass... 8 40| Wrought Steel, Japanned. | gq in. $8.50; § in. 87.75 per 1001bs. | Amery. 

Brass King. .......... " 3 40} Wos. 781 and 787.......... 70&10&10¢ | Tie-Out Chains. Puintendcdes oecdses obec cone 

Nickel Plate......... “ 3 40 CALIPERS. | Brown's ..................+..70810% | B. &A. . sae. HOG 

Enamel King......... : PD 6h bss hesges00sbnes ates 40&10¢ | 7race Chains. \Hardware Wire—tull rolls (100 ft.) 

. BOBS, PLUMB. Inside and Outside............ 40&10%| Western Standard. | 2to8 mesh black, per 100sq. ft. = - 

Carpenters’. NS NEAR te iehinc os kces cose GAGE! C— OB. eis inci cicd ieee per pair 29c| 9to12 “ 

Ss MN. oc0 0s cwtcon per doz. $0 65 CALKS. he Bic bdGiins as ce cenece “ |} 2to8 * galv. “ 7 : ” 

0. ee ~ 1 60} Loggers Boot. es cane “ g%¢| 7ands“ “ 0 ee 

i. ie Deewine So oo0n -y 1 80; (Lufkin R. Co.'s), per M........83 65) 64—10-2.... 0.0... 0.0005. “ g7c| An extra charge is made for 50 ft. 

fe err. . 3 00) Toe. a Mi Dp eee “ 87c |lengths, and a still farther advance 

6} oz. Drass........... - 330} Shoenberger...........-..DOr.MEBC| 7 —I108............csccce as 4lc itor smaller pieces. 

Masons’. Bessemer .............--. % BHC] 7 IO ...... cee ee eeee “ — 47¢ |Sereen Wire, 
3D ieee te « 400; American ................ ~ ee ee ten “  §@c| 12 mesh, painted, per 100 aq. ft..81 35 

Ss ind oi socece ccs sccee 8jc Add 2e per pair for Hooks. if - 1 80 

Carriage, Machine, Etc. CANS. Ada ae 3 for Twist Link. COCKS AND FAUCETS. 

Carriage §x6 and sizes smaller Cheese Factory Can Stock. Wagon Stay Chains. \Compression Plain Bibbs. ..60-10-2) ¢ 

and shorter................. %&5%| Gallons.... 15 2 30 40! Inch.......... } ta 4 |Lever Bibb Cocks................ 704 
— sizes are and Per set.... $2.85 $3.05 $3.25 $4.40' Per 100 lbs... 86.50 86.00 85.50 Compression Hose Bibbs...... 60-10% 
“ onger than §x6 ............70&54| Milk. CHALK, CARPENTERS’. | Telegraph Faucets (new list).. 50-54 

achine, jx4 and sizes small- Elgin Pattern. 

anend ehesten 755% ies ncabsninGidast per gross 58c| Racking Cocks (new list)....... 70-5 

Rm meg o> gr nent eager NOS.... +++. e200 sees 808 810 JRO nes seer snes sneesvvess 480 | Compression Lock C’ks(n'w list)70-5 4 
caer an x4 re nD 0 Tl chetasdameoces 8 10 White. dy “ 38¢ No. 6 Brass Liquor Cocks, doz.. $0.15 

not a game tapi ssaunen fF irae #25, 50 R24. 00 | |Commmon “White “'Seh’ 1 | Andrew’ s Brass Faucets ........ 704 

- adeaneedip maine poverty New ElgingPattern. jr ~~ “vane 5jc |Angle Plug Faucets; per doz... 90.85 

EEE er ernonenenseenentne Eureka Pump, 5 gal......... + % | CHARCOAL | Milk Can Faucets, per doz. . .82.60-4.20 

= VO occ weesedcsecce cote cece cose 804% Wood Jacket. .......... 50, 10&10¢ | | Petroleum Faucets (new list)....70¢ 
i cagerenctnasetpdliides ibe TASS eS Ts 105 108 119 | 1m barrels.. -per bu. 2ic 

Wagon Box Strap .......... 70&10% Gal.each.. 5 8 10 CHECKS, ‘DOOR. COFFEE MILLS. 

Mor tise Door. Perdoz.... $15.75 $18.00 $18.75 | Blunt ........... 0.6.00. ceeeee eee a0 | Enter. Mfg. Co., list Jan. 17, '03..25¢ 
TE IO Ne le Pe, 50-10&5%| Iowa Pattern. | Bium-Jap'd, $6.25; Brzd.,doz.. 87.00) Parker's © O0be0e cocese 6006,000+ segue 
PME 0 v0 onpenend’s bag ve madennd 50&104% NS es 608 BD HEIR. cones cccecede costes 50, 10&5¢, | A parecer : gaara 

Barrel. RN 8a a 8 10 CHIMNEY TOPS. COLLARS, STOVE PIPE. 
OUEE oceveevecceveee voce cevebnaces 504 SS itteaed $20.50 = 821.50 | twan's Volcano 504 Inches........ 5 6 7 
rere 50&5%) New York Pattern. ' — | Plain Tin....per gro. $2.50 $2.80 $3.75 

Py Bronzed............ T5&5%| NOS........0.00 908 910 | por CHISELS. Japanned Tin “ = 3.90 4.20 5.40 
Wrought, BK ............... all See” ea Ae 0 Ww eet fine. oa) 6m 

Spring. Oil and Gasoline Round, per doz. $2.10 $2.25 $2.75) a yore 
Wrought....... --75&10%! | Gal. glass, Daisy....per doz. - 10| Fa = 20 «63.00 4.20| aT ae Se = 

“ apatites ‘758104! | tel o> Abe aad + Cold. |Per d0z.80.32 .80 1,00 .95 .80 1.00 

Square. ER AS : . .y | Good quality......... per ® 10@19c| Nos .... 581 583 580 585 545 Sh) 
NE SU Sean oss acscdteh eae san... 81.40 92.40 43.15| .U: S-A-,extraquality “ %e | Per doz.$0.96 1.20 1.10 1.65 1.40 1.80 
PD outa baccvdce Rutt SS. P , ve | Socket, Framing and Firmer. COMPASSES. 

ee ee ee 72&1% Sterling’ Tilting, 5 gallon aan ren PUNE dbas dual ends 006e 0sssdaye 2H | Carpen ers... oo... cece ccccce cece cece TOG 

. BORERS “High C” Pump. eas pode TY A Sees 704 | Pencil—Faber’s......... per doz. $1.00 

oe _| weeckePeas * . ..... 9 25 | , For beveled back, add per doz. .60e) CONDUCTOR PIPE, GALVA. 

er’s Falls........per doz, $13 75 Tanged, Firmer. L. Cc. L deal 

Bung. Drea bp ee a, ee 5&5 ¢ | Oe eens taneee 
Common ring with handle. CAN OPENERS. | ‘With handles, add per doz......600 | rTtory ee. ee ere 

See Openers. ‘ - ~ A, Eastern... 75&5¢ 75 & 

BN cst cnes execs 1k 1] 2 . Choppers, Enterprise Meat. > 

Per doz..........:. 26.00 6.90 8.10 CAPS, GUN. No. 12 en 75| By Masters... T5&10% SRS & 
Enterprise Mfg. Co., No. 1 List See Ammunition. PRE Ci siasiianacoecconees na 60) See ——. | ae 
#1.50; No. 2, 82 0 each...25,10&5¢/ CARPET STRETCHERS. CHUCKS, DRILL Boe ek ae + 
BOXES. See Stretchers. } S, ~ | S. Western 70&5% 70% 
pS eer: 5 10 20 CARRIERS Standard Tool Co.’s.............. 40%| Terms, 60 days; 24 cash 10 days. 

Per doz.......... $3.65 10.50 13.00| Hay. ov Goodell’s, for Goodell’s Screw |Factory shipmh'ts generally deliverd 

Miter. Myers’ Imperial.......... each 88 50 PPGRGOUEs 55.0500 20cccs per doz. #6 25, See also Eave Troughs. 

New Langdon................ 15&5 4% “Clover Leaf...... «“ 359| Yankee, for Yankee Screw COPPER—See Metals 

(eR A RIE Cmts 154 CARTRIDGES. DrivePs. .....+..+++++++: - 5 00) COPPERS. 

ME Cis cuved cdovesnessutanbinn 304 |See Ammunition. CHURNS. Soldering 

ITD 556 w00s wtast per doz. 88 00 CASTERS. |Anti-Bent Wood,Gal.. 5 7 10 | LtO2 B.........es00e per b 24@20c 

Twine, Nos..... 20 30 2% 121 | Acme—BallfBearing. .............. NE nas cancenacension $3.90 $4.15 84.40; 3 and larger........ 22¢ 
Per doz..... $1. OS avetetion * papleatdong 60, 10&54 | Belle, EE RP Se T0K5& | CORD. 

BRACES. Common. Plate |Common Dash,Gal.. 4 5 . 6 | Picture. 

Common Ball, American ...%1.15@1.25| Brass Wheel...............- 60&104 Se $7.75 $8.50 $10.50| White Wire—last October 
gg eee 50& 10& 10@60& 10% a wheels, 60,10&54 | Hero Leuee dildd ohdn ecieudetembied each 704 | TOOL 2.25 renee eeeeee eens cues 80&104% 
Fray’s Genuine Spofford’s..... 60¢ | Philadelphia Plate . -.70&5% | Union, Gal....... 5 7 10 |Sash. 

Fray's No. 70 to 120, 81 to 123, lle ga a "80&104.| Each........... $3.65 $3.90 84.75| Baltic Braided Flax......per ® 20c 
cg EE, IN oi os ans nase connec 708104, | CLAMPS. | Silver Lake, white 7- S2in. “ 2e 
C. E. Jennings & Co.......... 50&54% | Tucker's, Wood & Iron Wheel .25&54% | Adjustable. | > oe! ae 

Mayhew’s Ratchet ... ...,..... 60% ¢ Rubber Weeel......... 15% | Martin's... ee cle yr a BS 404 | CORKSCREWS. 

Mayhew’s Quick Action Hay CATCHERS, GRASS. | Carpenters’ Humason & Beckley............. 8344 
PAE. 2... ccc rcccces ce ccecctbbeses % | Lieder’s No.1... ...... ee Gee. O5.5E) Bead Wiis. .000.00ccceccccceee BOG | Walker’s........0eceesngereeee ces 3344 

Millers Falls Drill Braces: 25&10¢ | Bureka ................. 4 25 Carriage Makers’ | Williamson’s Regular.. eee. OG 

P.,S.&W.Co.,Peck’s Pat.60&10@05% | Ideal No. 4............ « 650) P.S. & W.Co.’s...........40,10&5% | Williamson’s Forged Worm..... We 
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COTTERS, SPRING. Corrugated Stove. Liquid. Hatehet . , per doz. 45c 
Ail sizes—new list.........+.. 904104 ees. setees ae — on ane Eagle .....-- seer eeevesceee verse M%| Hay and Manure Fork . . W&10G 
Smooth, per doz. $0. 5 Le Page’s— Hoe and Rake... .. 660600 -scees W&54 

Oe p05 yrs g1.00| Pola ee a ae ie ~ rere 874% | Jaw. 

oe peeetaasessoteean ee Plan d " 2,60 2.85 3.50 OT. ME re OS eee per doz 72c 
riches gens jielraedenes ™ | Four- Piece Stove FD nc ved tntevdeccs 44etll 25%4| Varnished.............. f 
COVERS. WAGON—See Tents. a 5 6 7 GooDs. in eatp Medea 
CRADLES, GRAIN. Smooth. per doz. $0.57 $0.60 90.93) Bright Wire..................+. 9&5¢| Assorted ............... “ — e 
Morgan's Grapevine. ..per doz. $22.25) Pol'’d " 1.00 1.0 1.50 GREASE. AXLE Ni ipsa “ 48e 
CRAYONS—See Chalk. Plan'd ? 1.50 1.70 2.00) oa Boxes. ' Shovel and Spad -............. +++. 40% 
CROW BARS. EMORY CLOTH—See Cloth. Io ounisdes voand per gro. 85 00 HANGERS. 
Pinch or Wedge Point,per100 Ibs.$3.4( EMORY. TURKISH. nado ovat di ceeaaweauned 9 25 | Barn Door. 
CUTTERS. 7 Hub Lightning ............... S25). Seee............. per doz. prs. %6 08 
Meat. Size...........5-lb.pkgs. } kegs, kegs ath eM. 67 MOODY 5. os:cidivicctece cost 60&10% 
Enterprise Nos. 5, 10, 12, 22, No. 60to 150,per B®. 6jc #80 HE) as ass, “Never Jump” Hinge....... 50&10% 
S2and 42.. PA gi ga Flour........ 5ie 3c 3}e Frazer’s, 15 . 78c; 25 ®. 81.30 each Peerless, Loose Axle ....... C0&104 

No. 100, list, $18. ree? 400% ENAMEL, IRON. Hub Lightning, 15 B. 52c; 25 BD. Ae manag Roller Bearing ..70&54 

Nos. 2 and 4.. ‘ 35 - 1 50 68c each. oenix, Roller Bearing. .... 0&5 4% 

Ps Ebinatan senctedes ‘per doz. _ a i-pt. ca 1 saath te a * 80| Tin Cane oe No. 315. ‘per. doz. prs. %6 35 

Universal... Nos. 1 2 , “he OP gees “ 1 ' a 3 65 

Per doz........... $10.75 $13.00 $18.00 airs np REN aa cee so50| Superb........... «“ « 5o0° 
Pip PP RCHCM. seen cree sees [> EE rere «the 00 50) Safety Flexible. « . 6s 

Sandwoods...No. 1 2 EXTRACTORS, PIG. [<in......., 37 00| Waener’s Adjustable. ...... 70&10% 

IE can jautier $0.85 $1.50 $4.00) See Forcips, Pig. GRIDDLES wou’ MED. inns <ckakeéecove cana’ 60% 
Slaw and Crout. EYES. Pirate aeinnannvirinens pansed 40&10¢ | Conductor Pipe. 

8-knife Crout.......... per doz. $9 75 : wa ie) ae Iwan’s Perfection .............. 50% 

i-knife Slaw........... 1 65| Bright Wire Screw—See Goods, B. W. , GRINDSTONES. Eave Trough 

@knife “ " } 25| Drifting Pick........... 2.20... 60&104 | Family. + aa ag 
ESS “ 7 75| Hooks and— Inches ............. park BE. leans per gro. =s 

DAMPERS, STOVE PIPE. oe ag babueersecties Seasgeeeran pee ae beccastanseen $8.25 9.00 10.50 gree 
I bin. n 004 voce cous stance Se Se er oree eeree STORM SASH ee $20 00@#21 00 Parlor Door 

American. .........2+ 222+ ese0e: 40& 104 FASTENERS, p tashary ara ae per set 88 75 

DIES, STOCKS AND Moore’ preaes ne hep en ates per doz. $0 80 Ball Bearing ‘ot sere 1 2 3 Ives’ Improved MA Shed be “ 250 

Oe es 408104 a Bewesereeeeees ; . SS a RE $3.15 3.00 2.85] Lane’s Standard....... “ 350 

DIGGERS. . Diceececcerecences Common Bearing 1 2 3 “ New Model..... “ 2 20 

Post Hole FAUCETS-—See Cocks. Each ..... $83.00 2.80 2.65; Prouty.................. e 300 

AOTIE 0 0 occ c cece conc cece per doz. $8 7 FILES AND RASPS. GUN WADS. ED 5. nncncncssiaColune 40-10&54% 

= cia «6 gp|Black Diamond............... 70&10¢ (See Ammunition.) HASPS. 

Bammsose sensor asonees ©. RIEMEDD vs dup sseces iss esse 758 10% HAFTS, AWL. Hinge, Wrought . soos ++ OSES 

Bs did bale die e ese Brad. With Staples— See Staples. 

Hercules .............. . 9 75} FLUE STOPPERS—See Stoppers. Cumemnen per doz. 80 18 HATCHETS. 

Iwan's Split Handle.. “ 8 @ FORCEPS, PIG. “Zeeman sant RETO OES IES, 354 

Iwan's Perfection. .... «ge og] Superior...... --per doz. #4 75) Common.............. “ S| ie RRS ay ie 404 

Ryan’s.......-..------- aa Whisson’s Imp......... 525) Patent, plain top “ 46 | Cast Claw......... per dog. $i 20@1 45 

DIGGERS, POST a5 an FORKS. “ ‘leather top. : 52|Cast Shingling... “ 80 95@1 20 
BUIMB c  cidse occces coe cee per doz. These is are sold net this year. | Sewing. Duffy's Barrel......... per doz. $17 50 
Eagle...........--+.+++: a 6 25 ; 4 NS. os 5 ose . 21|Germantown..................00+- 404, 
Eureka.............-.-: - 4, SE 70&244| Patent................ “ SR PROTEGE S. ..... 0005s. cccendaines 40% 
Hercules 2 led ace. Valle * js 10 25 Wood, 4 tines per dos......... $5.25 HALTERS. Roger's Ideal ........... per doz. 8 75 
Ryan's.........--------- 17 | Coal, Coke, Cottonseed’........... 40% | Jute Rope ............-. per doz. 80 80| Underhill's Star Lath ........ 408 104 

See also Augers—Post Hole. Hay, Sisal Rope “ 1 9 ERM. Mba hns cen usnecn ddan aeead 24 

DOOR CHECKS—See Door. Diamond, 2 tine............. 5OR104¢ | Web ...... 2.2.2.0... eens “ 210 HAY KNIVES. 
DOORS, SCREEN. ae. We hee 60% | Leather, rope tie....... “ 6 25| See Knives. 

3 in. 4-panel painted, per doz. $6 85 e a eae 410% e leather tie... . ¢ 8 25 HAY RACK BRACKETS. 
jin =6* 7 50| Golden Eagle, 3 tine............ 65% HAMMERS, HANDLED. Wenzleman’s No. 1....per doz.812 60 
1} in. 3panel natural pine, - ™ O- | copege sed 70% Blacksmiths’ Hand “ No. 2... “ 13 20 

fancy...... etaanhess WOT Gee, BE Gy Webi in sc cccc cc ctecscocces 70&10% Maydole _. MITE. 40&104 HINGES. 

DOOR HANGERS—See Hangers. ae DN cceinais leis’ «ck desk adele 410% Blind. 

DRILLS. leader, Maydole’ ea .40&10¢ | Clark's Gravity ...per doz. sets 80c 
pI pcan ail $&65&5%| Diamond, 3 tine.. - O85 85% | warriers’. INR coy cnc noorvcsucunndttl 654 
Blackemith’s Twist ................ 60% Bw eeeeee ee eees 65.10% | Maydole’s ..85&5¢| Shepherd’s Noiseless, for 
Breast. Manure. Machinists’ Wood casing ........ per doz. 1 30 

Common................. each, $2 25| Diamond, 4 tfne............ ©0%10% | paydole’s ..............000+. 410&104 | Gate, 

Millers Falls............ « 210} Golden Eagle................... 70% | wail. Chee... ......:. 1 2 3 
Hand DPE. .see seen neee seer tees cceees sees eee per doz. % 75| Hgs & Ltch ....doz. #2.35 2.60 3.60 

Goodell’s Automatic. Di ” 70&104 ee “ 315) Hinges only.. 1.70 1.90 

Nos....... 01 03 3 20 ree Mest sfrceeren 70, 10854 ae per doz. $1 10@81 50| Latchesonly... “ .70 .75 
Per doz..$7.75 $12.50 $14.25 $11 00} Golden Eagle............. ' Bi Magdole’s ..............04:: 30&7}4| Knuckle ......... per doz. prs. $6 00 
Goodell’s Single Gear per doz. 16 00 FRAMES .. Pee eee eoerey 2 er 35854 ES ° sets 6 75 
Millers’Falls “ + “é 12 75| Hack Sa Riveting Superior ......... 4 prs. 9 25 
“ Double“ “ 15 25; Crown. per doz. #6 25) Maydole’s.................... 35854 | Spring. 
Reciprocating. Miller’s Falls. .. nate danas ° 10 OU) Shoe. American ... 
i ieee tin diaill per doz. $ 1 00 ge late ‘ 2 8 Pe Tin cise used ell per doz. 75c Rommmas Bros. Ball B' g Floor. Be 
“ , S, ICE CREAM . mmer Bros. i S..40% 
Standard List... 60&5%@O0¢@104 | 4.450 DDR. . .Sécliesiecie: per doz. $0 35| GChicago.......... n beds co ee 
DRIVERS, SCREW. ic tiii. 1 2 3 4 £6 | Pol’dIron, Hickoryhdl. “ 52/ Clover Leaf........... r gro. $9 00 
BEG WOOR «. 65 6s ons 0s snes dese 40&10%| Each.....$1.10 1.30 1.50 1.80 2,39; Mall.Iron,Inlaid....... “ 150! Columbia Dbl. Acting. ...40&10&54 
BOGREATE.... 006 00a ssrccesvonzes 65&10%) Qts............. 8 10 12 15 | Magnetic.............. Ge ag eR.» ~ 25% 
BIBT 000i dncnssccsccsceserenenvs 70&5%| Bach........... $2.95 3.80 4.50 5.20) Perdoz................ 70c 80c %c| Ideal Detachable....per gro. 812.00 
Champion pias miheehlnabestecenmnaal 50% | white Mountain. Magazine.............. per doz. 84 75/ watchless.............. css cscs 
Pattern .......... 60, 10&5%| so qt., New Platform...each $19 10 HAMMERS, HEAVY. ere per gro. 89 60 
Clark's Interchangeable ........ 335%/ esat., “ 22 60| Heavy Hammers and Sledges. rae $ 
EiSOD ««.« «222200 es eeeeeeeeee vee 80%) 95 qt., Sampson Power. “ 4350) Under5 ts.................. 70&10¢ | Wrought Iron. 
Reed's Lightning................. 4oqt' “ “58 25) 5 ts. and over................ TRS4 | Now Lists..................cicseceee 
Yankee aaron teen eeees 50, 10, 5&2} & GAUGES. Masons’. Light Strap Hinges.......... 70&5% 
ones ge “git siaeones Duttend Redod. nang | ninsle & Double Face....... 70&10% yo Caper arama sete ees =e 
k eave a 10."s... .2081 obtte os «vil ae 
EAVE TROUGH. GALVANIZED.| gnomes 7 is aes SARSCIM. Heavy T Hinges. .......... 70-1085 % 
Territory. L. C. L. Fairmont. ............ per doz. $3 75| Common Assorted . per doz. 80 36| Extra Heavy ¥ Hinges. ...70-10&54 

Be Mn 606 ie eteens connel 80&74 4 Marking, Mortise, etc............ Peck s Adjematte .. “ 210 Cor. Heavy Straps0 20-10-10-10-10&5¢4 

B, Eastern................. SINT. . cccusustncention W&10E@5HOK10&S5%| Roger's “ le 415| Cor. Ex. Heavy T 80-20-10-10-10&5¢ 

CRIs oc0 cons 260 oddeas chan 80&74¢ | saw. Ives’ “ ..per set 1 25 |Serew Hook and Strap. 

Southern ................ 70&20&10% | Atkin’s, single, 55c; dbl. 80c per doz| Are ..........0. ccc eee ee ceueee 50&10¢ | 6 to 12in............per 100 Is. 83 50 

eee 75&124%" Wire. Chisel. 14 to 2in.......... 3 25 

Terms, 2@ forcash. Factory ship-| pisston’s........................ 25%| Hickory, Tanged Firmer, Assorted,| 22 to 36in.......... ~ . 3 00 
ments generally delivered. eR Se errr 0S 2c; Large, 26c per doz. Screw Hook and Eye 

See also conductor pipe and elbows. GIMLETS Hickory, Socket Firmer, Assorted,| jin................. per 100 ts. $6 25 

BGG BEATERS See Beaters. | niscoumt .ci.- ee. ...e-: . see 35@40¢ ise; Large, 2ic per doz. sin * . 7% 

ELBOWS. GLASS. WINDOW Applewood, Tanged Firmer, As-| jin................. . 9 00 
Adjustable Stove. First th b sk . : 90815 sorted, 27c; large, 36c per doz. HOES 

Inches.......... 5 6 7 yee pee 4. : peg Applewood Socket, Firmer, As'| Garden............ ..........70&154 

Smooth, perdoz. $0.95 $0.95 $1.4¢ we ppeineteet % SOPtEd 2.0... ccc. ce eeee per doz. 24¢ | Grub. 

Plan’d “ 2.10 2.35 8.00 GLASSES, LEVEL. ly RS a W104 Ajax SE wa, 60, 10&54 
Corrugated Conductor. Stanley R. & L. Co.. 50&5¢4 | Drifting Pick.......... 2... 205+ WK&104 Extra onc MOS é 

S-inch.......¢ach 60c; per d z, $7.20 GLU E. File, assorted 13e, large léc per doz. Haze)... per doz. $5 0v 

> . hp ade “ 40c; . 8.40 | Bulk. Hammer. Ladies’ and Boys’ -eauut cece WOR 154 

75% discount to dealers on 2-inch,| B Amber................ per Bb. 9jc| Adze Eye.. +++ eee per doz. 48c | Mortar .........0...0.. 6.4... T5& 10% 
38-inch and 4-inch plain, round and| A White................ - tie Blacksmiths’ oh cate per doz. 55e@80c | Planter’s Eye.................. 624% 
round corrugated elbows. ° SB AMV .. 0... 0+ cece “ 1%¢ | Machinists’........ ) “? a aE... cou ¢eeeteesacee Coit 7 
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COOH Oe eee wees eee 
OO Ree eee eee eee 


Humason & Beckley’s, per doz. 2 40 
(See Goods, Bright Wire.) 


Common Axe Handle 
per doz. 87 00@%8 50 
Hamilton Pattern 


per doz. 2ic@22c 


50& 104 @50& 10&5¢ 


g 


3 


jin. 75 b. pressure per ft. ~ 
9c 


3-in. Flash Light 


CORR eee eee eee tees 


See Metals—First column. 


er R. & L. Co. (new list) 25454 


Common, Polished, ‘per 100 B. 3 50 
Nickel plated, “ 
Chinese Polishing. 





Ni 1 2 ’ 
SMG S dc antbaxvien 9055 8070 #2 75 
LEATHER, LACE. 


eee ee eee eee eee ee eee eee ee 


Chalk. 
Twisted in’20-ft. hanks. 
RR 15 
Per doz...... 10c 


Masons’, in 100-ft. hanks..doz. $1 00| 


LEATHERS, PUMP. 
Valve and Plunger 
LIFTERS. 


eee eee eee eee 


12c i7¢ 22c 20c 


Per doz 


| Clothes. Horse Shoe. 











Mrs. Pott’s, 
No. 50 J, ee -per set 79c| 60-ft. Jutée............. per doz. 80 95} Ausable 
No. 55 J, ke . er ” 110) Capewell 
No. 50 T, - . 4 > 160; Perfect 
No. 55 T, ° i. er . 210; Putnam 
No. 50, Howells 60-ft. Cotton .......... - 125) Star 
No. 55 50 ft. Braided Cotton. “ 1 00) Picture, 
Tailors’ Sad 60sec ce vccees LINING, STOVE. eee ree 
' Geesej........... a ee per crate 42c «a 
é. wv ‘a 
Single Duck Nest S| poring. Without with | Furniture 
Double = 5 Augers Augers Wire. 
BEE wi civedndeues os sec Ajax........ per do?.%5 25 % 75 IID, n.6000000.0000 ance 0008 
JACKS. Angular.... “ 3 25 5 00 Carload“ .... 

I Boss ....... “ 450 5 00 Cement Coated.. 
agon. Upright.... = ° 2 90 4 00 
CT picnns cevhos ae Leather Riveting. See Pullers. 
Miller’s No. 2......... 700; Chicago, Pomeroy.. per doz. #9 75 
_ gE ee IE. 906s -ahtn- ons 2 50| See Sets. 

KETTLES. | Sea . 210 

ith bint es cece ceaenn b¢anen Little Giant. .......... . 

EEE oboe ccscce coccce ceccncccos iy 1- Els EOEDOMe es sete 
tires anbiiases>eoee Washing. Cut Pieces 

Manin eeattnwphed table uscead ceed > ra 1 2 5 

MRE 000000 occcce cevecc cece cscs Per doz........... $55.20 61.20 67.20) End Cutting. 

KNIVES Globe, No. 1.......... per doz. 53 00; P.S. & W. Co. 
O K Rotary........... * 55 50| Stubb's Pattern 
Clyde, 9-in. Scimiter Blade, dz. ¥ 85| Round Wayne........ vi 26 50) Hoof. 
“ 10}-in. Straight U. S. Steel............ % 60 00; Heller's 
ihodiian coup ++ 5s nqee al MAIL BOXES. = S. & W. 

Cooper's Hoop... ....0. 0.00000 000-.15% | xes. 7. & B 
Gen. — MALLETS. 

a Carpenters’. Hose. 

Drawing Fibre Head, Small ...per doz. 8% 00} Gennine Boston 
Standard , . Medium. ° 5 % Genuine Gem 
Swe. 23] name. 2. 
Barton's Carpenters’. nee eee « 7 - Bleak 

“ - ‘e re . 
Folding Handle... Square Hickory...... “ 1 75 _ 
American, Sickle Bdge..doz 810 25| rian epg eee neg © 
Canton, Sickle Edge ~ A Lewood “ 60 Square Tapped. 
eae oe st * | onan seapeta ve RS In. 
Iwan’s Sickle Edge _ 10 y- steeeeeeeseees x D. 
Li : - 6 Hickory Sheet Iron.. 1 30} For 5 lb. boxes add jc per BD. to 
ghtn’g, Holt’s Genuine 6 MATS. pw 
Lightning Pattern. “ 55! nose above prices. 
erent pit FE apenas pr 
en ee i et . a T 
Ajax, Heavy.......... Stove. Zine pe 
i Extra Heavy Standard Quality...per gross 2 75| Engineers’ 

Mincing. Best * fee...” 475) Cannon 
Common, Single ...... na Wire Covered Asbestos, Ex. Tin 
Streeter ones s ST cecietindmiiestel per doz. 1 00 em 

. MATTOCKS. 
6 Blade...... ” | AJOX. 22.0 ceeeeeceeeeeceeees 60, 10&54 | so Plated Steel.. 
on ST tans décknamhaaees tukkesa aoe 70% Malleable Iron 
_ Tin 
Goodell’s........ per doz. $1 30@1 80/165 ins. Fae al 6 2 | 
Russell’s........ . P | Box 
Per doz. $8.15 3.85 4.45 4.75 5.25) . 

aan KNOBS. Wood face, Ibs. yy oe 
ee og. eee $4.75 5.00 5.25 | men - 
Porcelain ............. go| Wood Choppers’. | Ca 
Peat wenees chused mans Lake Super'r & Oregon Pat. 70&10¢ | re 

LADDERS. MEASURES. | Never Slip 

Common Long. pk. lpk. } bu! ¢ vate. 

8 RTI Sa oe Galvanized. per dz. $83 65) 
8c | rtension. Japanned... “ 81.40 2.10 2.60) 

Di iniinnnds ba0des waccesnces ooees Babbitt METAL. i Yombination .... 

. ‘acon , r Ib. se Economical 
Common, .: petnes ares oo eee, pe | Family 
- Ww e " A ) Peeeee eee eee eee ee “** 
IXxXL, per Pideiesnes ac i Co mmon, No. Bon. cece ee e “ole Standard Weeughs . 
Miller's Household, per ft. 13e@15c| Copper Mixed .......... oo 
LANTERNS. Magnolia Metal......... “ = bree tt eere cece ce 

Bull's Eye Police. 5 let Ee a ioye Eure 


See Metals—In first column. | 


MICA. Cre 
Pages GR oc cncssscatecse ccce sce 354 leat at. without Ga.... 
Second Quality ....... cece escsee.es 454 | 
MILLS, COFFEE. 
ION . ene sokio Nite wsti was | Sap. 
PRORIOM. «oon onc cscs So's se coce vo ged 10-qt., 
SEED Vic a's nced sone dacs W&10E eng 12-qt., 
MITRE BOXES. | Stock 
See boxes. | Galvd. qts. 
MOPS. | Per doz 
BONS citie Sece bons even snes per doz. 83 15| Water. 
Handled Cotton. | Galvanized, gts 
ae 1 1} 2 | Perdoz 
Per dozen.. .82.00 235 265. 8 25| Wood. 
MOWERS, LAWN. | Cable, 2 Hoop 


Ball- Bearing. 
Inches...... 15 17 19 21 


Cheap Grades. 


Inches...... 12 14 16 
Each ....... 82.10 210 210 2 '30| Dripping. secon cone pone sees 

RR eee: TOROS | Common.. 

Girard. Acme. 
cin acne sc00se ceatt se 16 | Roasting. 
ee ae eo ee 

Philadelphia, | L&H 
All Styles Except A & E 60, 10&10¢ | 
Style A.. .50&10% | Building. 

Style E, High Wheel. 60, 10, 10&10 | Plain 
Drevels.. bee ae 50% | Tarred 
BE DD oc ccescdvede vvedses “Net Price| Tarred Felt 











eee eee eee eee eee eee 


NAIL PULLERS. 


NETTING, POULTRY. 
3 4 Galvanized Before Weaving. .80&20¢ 
8 00) After Weaving... .80&15¢ 


fees Gaeta dan 60K 104, 


NUTS, HOT PRESSED. 


23; Bm. 9 6e 4c 3c 





OUTFITS, COB BLI NG. 


20-qt.. with Gauge.... 


| Cedar, 3-Hoop 
Each ...... 97.50 8.50 9.50 10.50| Standard, 2-Hoop 












per 100 Ibs. $1 15 






NAILS. Diamond A, Red Rosin, pr roll 
af eee ee rates, #2 05) Leader, Red Rosin 
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Sand and Emery. 
SSS | ae eee 50&104 
OT Ria Remipa eh. 50&54 

Wrapping. 

Grecian Express.... per bb. 3jc 
aD Ghees aberecossncs beee - 24c 
pom PARERS. 
Bay State.......... per doz. $12 75 
Reading....... 6 50 
Turntable ........ « 5 70 
White Mountain .... 4 50 

Potato. 

Goodsell" S Saratoga 10} in. doz. 6 50 
™ 5in “ 868 
PICKS. 

Pf Rte 654.5 ¢ 

Drifting and Poll Picks... ....60&1lu¢ 

pO errr 60, 10&5¢ 

Extra Railroad ....;..............70¢4 

Surface:. aan es . C5&54 

"PINCHERS. 

Carpenters’, wrought iron, 
steel jaws . és ont .. 304 

Blacksmith’s . aad WE 

P. 8.6 W.... . 40 &10&54 

PINS. 

Clothes. 

Common..............per gro. 80 15 
SNS hdsied bhuttobsace " Bt 
Wie Ob bens etnias shed . rit 

Picket. 

Fluted 15in....... per doz. $0 7( 

21 in...... Ge a 1a 

ne “ 1 & 
PIPE. 

Conductor. 

Nested. Not Nested 
Eastern, A..... 75&2) » T5&24 t 
Eastern, B. .75, 10&2)¢@ 75& 2) & 
Central,....... 75&74 & 754 
Southwestern’ .70&7} ¢ 70&2) & 
TORO . 0's < dust 70&7}% 70&24 4% 
Mo. River...... 70&74% 75% 
Southern ...... 70&104 T&5% 

Lead. 

Full coils.................per B. 6jc 
Be © « -crecccudswerecmp. ORE 

Stove. 

Acme—In. 5 6 7 


Smooth, per jt. 10}e 10jc° 12}c 
Planished “ .. 32c Sc 43 
Peerless—Smooth .8jc Ge lk 
Polished 16c 18¢ 22c 
Plan*hed28¢ 1c 4c 


Made-up—lIn. 5 6 7 
GE Ss ceccce 8ic 9c 12¢ 

7to6in. Smooth Tapers, Pr. jt..l4e 

6 in. Smooth T’s - ..BOe 


7 to6 in. Planished "Tapers BB 45e 
Wrought Iron Gas Pipe 
s@¢in., black........discount, 62)¢ 


9%, Ragetews HeeeeAG - 654 
y-in. to 4-in.. black .. “ 70&54 
as =e ‘a " W085 4 
7 12 ré we ty 654 
4@j5 “ galvanized vg 504 
4 - - ss 554 
| oe ™ ” 5744 
o_ 6 a “i 5744 
7..* 2 « “ 5244 
PLANES. 
Siegley [ron Bench........... 5WO&104 
PLANTERS. 
corn. 
Monitor..............per doz..87 75 
Wrinmph...... scree * 6 00 
Potato. 
DOT. 0.0 sv cane sdvese per doz..%6 25 
Challenge............ 10 75 
Fencing. 
sg Fee per doz..89 25 
Farmers’ Choice.... 8 7 
Russell's. ? 8 65 
Flat and Round Noee. 
ITER witces case cgue oldeteee 304 
German .. 50% 
SS ckte capone cvécecéaboreenees 410% 
PIER, once s00e coon sesnnses 40&10% 
8 9 bt Se ee St Pe OS 
Gas—In. 8 10 12 
Per doz........+: $3.10 #4.00  ° $4.90 
PLIERS, 


Bution’s—In. 4) 6 x 10 
Per doz..... $2.60 @3.10 3.90 $5.20 
Button’s Pattern. 
In. 4} 6 8 10 
Per doz.....92.35 72.50 83.45 64.40 


Bernard’s.. -- 84 
Cronk’s Impr’ va Button Pliers.754% 
Cronk’s Linemans No. 80...+«..40@ 
Cronk’s Stubbs Pattern... "M&10¢ 
GE © BPOk Bo... ceed coe cicmen CO&104 
Cronk’s Staple Puller Pliers. .89.00 
6 RR ree 40&10&5 4 


4 Tube, revolving...... wae Ge 




















Tinner's. PUMPS. 
SE nts eietiniss.sxeiuiieua neni | Pitcher Spout. 
atid donests dcatnas dont race nae each . .54« Nos. 1 2 3 } 
PLUMBS AND LEVELS. | Bach ...;.: #90 1.00 1.10 1.40) 
Common.................75¢@735£10¢4 PLATES, TIN. 
» | COOK'S... 2... eee eens eeneeeesse+- 40@ |Se@ Metals in Column 1. 

Davis’ Iron. wisdes -aveneusds bee ae = 

Davis’ Inclinometer. Sere tn 4 Seare Sunt" aeee Bi4 25 | 

Stanley's. Cyclone, tin. ........ 3 oF 
Nos. 00S os 2S 3S i copper ..... “ 6% 
Per doz..84.50 9.20 $7.60 $8.65) Daisy................. , 8 7 
Nos. 30 25 50 25 Little Giant..............each 2.4 
Per doz.813.00 * $17.50 $17.50 $12.35 PUNCHES. 

POINTS. Conductors’. 

Drive Well Points........ . . T5&104 r..5 BBa wees cee eseees peedee - Or 

nated ACRIMe .. .......--.+++.-- per DB. UW 

Eo 

, . per doz. 30. ps 

Wr't Iron, wood hand’ls “ “ -75 — ea salt ae 

Nickel pi’td, coil hdl’s.. “ “  .70 PUTTY. 

POKES—ANIMAL. In Bladders. 
Brown's, wr't steel,per doz. #5.00@6.00| Strictly pure........ per 100 ths. 2 35 | 
POLES—FISHING. Commercial. ........ a 2 18 
Bamboo. Sara Bese RAIL. 
Ft. 12 14 16 18 . 
Pr. 100, .#2.75 $3.40 84.75 86.00 i Light Wrought..........perft. 3¢ 
POLISH Safety be stees castes cocsess 4he 

Metal. a Single Flange ........... ° je 
Pride of the Bar............... $0.60 Smith's Wro't Bracket, plain jc 
Putz Cream. Smith's Special ............... 4je 

Pts. 1-6 j j te Maer en af btdas Ile o*s 

= mith’s Plain Steel ............3¢ 

=~ cpppaage ~— , = #1.80| Smith's Milled Steel ............ dic 
Per doz.. ..88.60 %6.00 89.00 si8.00/ Siding Door. 
White Silk, half pints, per doz.#2.00| Painted iron............. per ft. dtc 
White Silk,6 oz. cans, per doz. 1.00{ Bronzed wroughtiron... “ = &jec 
Wondershine RAKES. 

Pts. 1-6 ; 1 2 |Coal or Wood...........per doz. $5.60 
Per doz.. ....80.68 $1.30 82.15 83.C0} Garden. 

Shoe. Cronk’s Champion.............. 704 
a per ¢ doz. 36e@50c| Cronk’s Victor........:......... 754 
EO... 40s 'devurss © aie 40c| Steel, braced................80&10¢ 
| ee eres “ 550e@1 . 25 Sy SEO ss cuete bande caunaeleal 75e 
Imperial.......... per gr...... .0u| Malleable Iron, heavy........ 70&7h 

Stove. Hay. 

Black Eagle, 1 cans. prgr..815.0)| Wood.................... $1.40@$2 00 
Black Silk— Lawn—Wood 
COs 0 65 cele ial q er per doz. 2 35 
Paste, 5 oz. cans.... per doz. $1 00 Automatic ............ , 575 
Paste, } . cans..... « 100| Gibbs’....... wg 3 95 
Black and Japanned Jumbo, 36 teeth .. eeneee ae 6 30 
Liquid,} pintcans.. “ 1 00 RASPS--See Files. | 
Liquid,60z. cans... “ 75 | REGISTERS. 
Steel Range Gloss.. “ 1 75) List December 5, 1904 
Blackene, 1  cans....pr gro. 13 00| Black and White Japanned. .70&10¢ 
Black Jack,}? Deans... “ PE SEI noe on 0000s» <ansnoun 754 | 
Dixon’s Carb. of Iron.. “ 5 75|Electroplated, Brass, Bronze 
Nickel Plate........... « GE: EE Sainteccs p< 00s cateencems 75% | 
POPPERS, CORN. _ RINGS | 

Round or Square, 1 qt. per dz, 85@95c | ?“"*- 

Square, em < ee $1 00 Copper......... 2in. 2bin 38 in.) 

—_? | iE. 125, Per doz...... ss $1.35 $1.70 

1 qt. Reversible........ “ 1 50} Rea’s Impro'd 

POTS, FIRE See. 
’ , copper fpr d’z. $1.25 1.50 1.75} 

RRR Sa a each $3 85/ Steel per doz.. 95 1.05 | 

Clayton & Lambert's, ea..84 75@6 25| Nickel Plated 1.35 

Gate City WOTTTIT TTT Tt each 6 25 and Ringers—Hog. 

Dh. ccc cstedsatedsuebecsses 6 75 Bhair’s Rings ee ee per doz. $0 60) 

POWDER. | Blair's Ringers....... = i 
See Ammunition. Brown's Rings........ : 65 | 
PRESSES, FRUIT AND JELLY. | Brows - ~~ oo besees > = 

Enterprise Manufacturing Co....254 aie Mike i } po 

SD us <tiuyonghes.oseres per doz. #2 10 Hill’s Ring, boxes..... « 

s Ring, boxes..... 45 

PRIMERS. Mazor Rings.......... “ 80 

See Ammunition. Perfect Ringers. ...... as 95 
PRUNERS Wolverine Rings..... - 1 30 

Disston's Pole.........perdoz $7 50 Wolverine Ringers... “ 70 

Henry's Improved..... “ €&104 Fruit Jar. 

Water's Improved..... “ 70,10&54 —'t Dede is Ht SUNS Uden per  30c 

Cork. PULLERS. Split, round WE org per doz. ey 

plit.isquare.......... * 
nt pipbee Wis Hiews dald each : = Ball, Round........... “ 32¢ 
: “ RIVETS 

Pome and Easy.......... 290 aid me 
nts cones per doz. $9 00@10 50 yma any ae waaay aa a gay — 
Giant Pattern. “ 00 tenses’ et ee ee 663@104 

Tack—Giant..... “ Win eee 

PULLEYS. Slotted Clinch. bale naan per doz. 400e@45c 
ing—Jap’d....... a5&5¢, | Zvbular. 

a RIE a eed Wee. 1 an S apEREeS GENET, Sate We 

Hay Fork. : Se RIVET SETS. 

Iron Wheel, 5in...... per doz. $1 95 |5€e Sets. 
Wood Wheel,6in.... “ = 1 80| parton — 
Wet 9 95| 4-516in. Com. on reels..per . 1240 

eee Maeeresese oss. },516-in.Com.incoils.. “ 13¢ 

Hot House—Jap'a . --30&5%| 4.516Imperialincoils. “ 22c 

Serew....... = -- BO&54 | sewall & Day Sisal Rope. 

Side ........ EE hI 60.5 5 one Sigind <9 emcinAapsias 10}¢ 

Sash. Sisal. 

Se per doz. 80 29| WBagle, rates............. per b. Sic 

RO Winns i vebies goe0 bs. 42| Pure Manila. 

Common Sense,2in.. “ BL BRED s v0 6 podasa$osenecees ? 12jc 
“ Pattern,2in.. “ 20 RULES 

Empire.. ........ 0.00. ” CS Eo 04 

BBB cec' cose cone ccce cece hg BRI BUGED 0 oc 000s ve esvsceevcces ceccse 85454 





SASH WEIGHTS. 


See Weights. 
SAWS. 
Back. 
I « .... cost acamersa aie 2744 
SITS wccekoccescsseweck 2&7) % 
Butchers’. 
Disston's 35&74% 
Circular. 
ee 504 
eee. dock: .. &10% 
| Compass. 
Common........ per doz. $1.35@$1.6C 
Disston’s. .. 2&744 
Cross-Cut, 
ER se Sunde oo 404 
Disston’s. , 408104 &504 
Pocahontas Bit. .. per ft. 30e 
Pocahontas, Blued. 6s ht ».. Ge 
Dehorn ng. 
eee .. perdoz. $5 K 
ee : 5 7 
| Hack. 
Disston’s...... ee 
errr 835 ¢ 


Sterling Hack Saw Blades. ..,.25¢ 
Sterling Hack Saw Frames....20¢ 
Hand and Rip. 

Brown's . a ; . B0&74 S 
Disston’ s No. eer 
Disston’s Nos. 8, D8, 12, 76, 

112, D100, and 120..........25& $@ 
Gorham’s Comb. ....... ....30&744 
nso nind ined uenae 30&7) & 


Sam Sickles’, hand....per doz.$4 25 

“I Will,” hand...... “ 5 75 

“Will,” vip. . ... scat “ 6% 

“——, &. a”: Bama. ....:. en ee 

~ 9 Ss Seer “ 1423 
Keyhole—Disston's............25&744 
Kitchen. 

Sterling....... ; se miei 
eee ssseecececes WE 
Panel. 

Brown's. einen . ++» BO&TIE 

Disston’s No. 7......... .-- BU&7TES 

Disston's No. D100. —ee el 

a geet 

AE ARR i. 40& 10&5% 
Pruning. 

Avery's axon sueans oaeeae 2&7 

Brown's. otagewe -25&74 4 

Disston’s. oWoses cosess ceedanioa 25&74% 
Wood. 

COoMMON...... 6+. e+ per doz. $4 50 

), SPOT TT TTT ere e ° 5O 

Happy Medium....... " 7 00 


Wood Sawyers’ Delight “ 8 2 
SAW BUCKS—See Bucks. 
SAW SETS—See Sets. 
SAW TOOLS—See Tools. 
SAW FRAMES. 


Common, plain....... per doz. $1 20 
2 painted.... a 1 @ 
SCALES. 
Counter. 
Pelouze.. . 40&104 
gros 
SCOOPS. 
Grain. 
% Bu. “Hercules,”’..per doz. $13 75 
. ” < 15 50 
SCRAPERS. 
Bor. 
Stanley's Adjustable, per doz.$3 60 
Triangular............ - 250 
Cabinet. 
Pep iiec ties ots6 tac des per doz. $2 25 
Cast Steel............ “ 65e@75e 
Stanley's No. 80...... “ $8 40 
Road. 


Cubic ft. 7 5 3 


Without runners, ea.$4.35 4.10 3.85 
With runners.... “ 4.60 4.35 410 
SCREWS. 
Bench. 
BOR kc s, 60:56 e000 cotsusdagenseeee 
Wood, white maple..perdoz. $3 60 
Hand—W 004. . ...209 so00 cecs 2002+ DG 
Bane Ba... cccccccvecesscee 70&104 
FOR oo cece cccies cue bee cevess 75&5 & 
Lag or Coach—all sizes, gimlet 
Since ces occes acanee teemiegs 804 


Saw— entennial. 
Nos. 1 2 3 4 5 6 


Per doz. 19¢ 22c 2c Bec Bec 2c 
Wood. 
F. H. Bright Steel..... 87%, 10&104 
R. H. Blued Steel............856&54 
F. H. Jap’d Steel........... R24 &54 
a, a oon ae act oan 85454 
BR. BB. TORIES 0 ncn d voce yosvtene R0R5E 
R. H. Nickel Plated............ 75% 
SCYTHES. 
Clipper, grain..........per doz. $7 75 
Dutchman,O.V.B...... e 6 25 
Clipper, grass ......... . 6 00 
oy SS - 6 75 


Char 
Gerr 


Judd 
. 


Dout 
Pate 


Hern 
Natic 


P. S. 
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SETS. SOLDER—See Metals. Pinned Cases. ...00s<ccce vse. 90& 15% 

Nail. SPRINGS, DOOR. a 90&30&10¢ | 
Round,-common...... per dos. $0 33) Perfect. Upholsters’ Cut............ WOK 40K54 | 
Square, oy «> sesees 42; Noe.. 1 2 3 4 | Upholsters’ Wire............. 90&254 
Geena 9 cccese of 33| Per doz... 28e 33¢ 35¢ 40c| Double Pointed. .......... ....90&20¢ 
Square, Buck Bros.. 1 25) Reliance. Copper.. ae ..per & 27c | 
Cup Point, knurled, pr. doz.70e@90c| Per doz..... light $1.40; heavy $2.20| Canvas Nails. food Gin oc ocul anne 

Rivet. Star. Clout Nails............ | TS IORSE | 
Farmers’...........-- per doz. $1 45) Per doz. . light 90c; heavy $1.30| Hungarian Nails............... 80&5¢ 
GND ccs cc ckvs cece cvce'seom 50K 10% | Torrey’s. + cesses. per doz. $1.30 TAPES. MEASURING. 

Saw. Warner's ‘No ae ? a 12 aaah gates : oil 
Aiken's Pattern.....per doz. ss | PE ONhs aiisss tiene We «$1.30 wn Aes Spepmngeodayins er 
Common Lever....... 1 20/ SQUARES. Patent pee <i ea gipataleta ta 254, | 
Disston’s Monarch .. 6 50| Steel and Iron....... .++-75@ | Purkin's meee. pt at pamdiaatels 8 soa | 

“ — XCut..... “ 11%) (Add for Bluing, $2.50 per doz., net) mewn) sen * Sam data 
German .... .........- - 1 85 | Mitre. 4 va eety Eeienn9 » oxsece-noeneay * 
Morrill’s Old Style... “ 500} Stanley’s No. 12.................404 TEE BEVELS—See Bevels. 

Mi Pattern.... “ 450) 7'ry. THERMOMETERS. 

Leach's. oes eeee ? ‘ 80 | Stanley’ s No. 20, new list...30&10% | Tin Case...... per doz. 95e@$1 25 
Nashe’s' Hand. oo Se - 4 os No. 12 and 14..... .--40% | Wood Back.. $1.75@ 9 00 | 
“  -XCut........ “ 5 50) Try and Bevel. DG denss nnatens 15 50| 
Stillman’s Lever. .... + 130] Stanley’s ..................+--40&5¢% TIES 
apie Tad 2 50| Try and Miter. Bale. es | 

SHARPENERS, SKATE. nad s. on -per doz. 87. Single Loop.............+++. ROR THE 

Diamond................per doz. $1 60 inter ttom’s. ‘50% All other kinds..............65&104 

. Pe c se n SQUE sEZERS, LEMON. Cow—See **Chains.”’ | 
SHAVES, SPOKE. _.|Common Wood......... per doz. $0 70 TOOLS. SAW. 

Iron -+++1per doz, $1.35@$2.75) Porcelain Lined, Wood. “ 1 30| , 1.1... nevtor a 

Wood.............. “ _- 2.75@ 4.75) Boss, tinned iron........ . ioe eee por don, 06 35) 

PI, chs bana cance’ ¢oseqele 20 Atkins Excelsior...... 6 25 

Pearl, nickel plated..... 1 3 : Cee terse , 

Goodell’s. veveeeees ees I5® Star, pew 1 60 Disston’s Universal.............. 404 | 

Stanley's Universal... ek ueer Gbekan 30&5% \Little Giant. tin’d iron. 425 Fly TRAPS. 

SHEARS. Serer rrr ere 2 50 4 ‘ 

Pritning. Ns! chan sbietiiberad 475 mame roscees seco ce DOP GOS. . 4 

Buckeye, No. 1.......per doz. $6 75 aie STAPLES. — | 

= ae . ’ 8 40 | 
ESO ee ) 

California Pat..9in..  “ eo eee per i 93@10c +4 ~— ; one 

ns = wWe.. “ 5 0o| Butter Tub.............. = 8@R) or CUOF.. se sereeeeree cons * 

Draw Cut, No. 3...... “ 14 75| Pence—less than carload. — ee = 
+ ns... “ 1750| Polished............ per 100 Db #2 20 PE veney ety a -.+ee-per doz. $5 75 

Henry's Pat. 0 0 14 = 012: || _~— Galvanized......... 50 | : ‘ 

Per doz...... $1.90 $2.50 $3.15 $3.50 Netting. bn te arena BUT BaP “ie note ah 

Star..... .. per doz. $4.75 ee cos --per100 bh 3 90) _——-........ per dos as 

Sheep—No. BBA. rought. lusiOn ........ +--+. doz. 
Inches.......... 6 6 6 7 | Wrought Staples, Hasps and ee Rat. * oz 
Reg. Grip...... $11.25 $11.50 $12.00} Staples, Hasps, Hooks and Stocmeiaentitnnbion + 
Nar. Grip, doz. 11.75 12.00 13.00 Staples, and Hooks and | ae y i o 4 

*~See Snips DUR ies cndede'siciictiesi 85-10&54 | Marty Mouse.......... 3 15 

Tinners'—See Sovips. P ©) ‘ je > 

: at p Extra heavy.. .75&104 | arty Mouse Imitation 2 10 
SHEAVES, SLIDING DOOR. STEELYARD. | French Automatic....... each 3 60 

Common. TROWELS 
Rn cebheuied 3 4 5 Discount 25% | prick. 7 : 

Per set............ $0.42 90.48 $0.70 Are a. MORMGOTE 6600 ccgonvec dé cosqeceses 30% 

——,. 7 1.00 1,00| Hindostan............. per B 53@7c| Brade’s............-... +2000 10&74 & 

SEEDS. .2.0- o00 000 : ' . More Grit............. “ INIT, tho «ine oes nots caatiints 304 

SHELLS—See Ammunition. OUD dass soso cceats SEE SE cance vocexcsencceucinseate 254 
SHELLERS, CORN. PN ictainedstecese +ns0e COE @H0K54 | Plasterers’. 

o- | Oil—Mounted. it ERC Cavéancnaset.ctatveunnen 14 

peeeusenene, SHIELDS per Gos. $7.25 Arkansas Hard......... per © 9200) Disston’s.................-.-..-80E 

‘ wre : Arkansas Soft.......... we ee eS Seer ee 

Expansion Bolt Shields.......50&10¢| Hindostan.............. “ 61@63 | TRUC ‘KS, 

’ SHOES. /—Unmounted. | Bags ..each 7 

¢ a Lily White..............  . SS >. Sih ppaghantaenedpergnes “ 160 
6 .: oa — o> $ 864) Queer Creek............. ~  §4¢) Warehouse. ,................+.- 60K5 & 
Sats *** 800; 10.18} Quachita..............++. Wi Se. , “1 Ss 3 3 
75% discount to dealers on 2-inch.| Washita................. “ —-25e | 


3-inch and 4-inch plain, round and| ¢ 


Sythe. 











round corrugated shoes. Black Diamond... ....per gro. $7 75 
SHOE POLISH—See Polish. CR dace dcccees e 4 25 
SHOT—See Ammunition. ’ Gem Corundum....... : 7 5 
SHOVELS AND SPADES. a Mountain...... . 4 20 
Coal. ° a Moille Peewdicsccesr : 7 00 
No. 3 Ajax............ per doz. $5 25 ee SUGREER......- o + 
No. 4Golds......... “ 6 2& oughby Lake..... os 
mt . ve iy Seer a 3 15 
—- new list...... ‘Discount 124% STOPS. BENCH 
Iwan's Perfection...............50¢ | Hotehkiss’.............. per doz. $3 60 
Railroad, Ete. STOPPERS, FLU 
Gold Hibbarda’s. ..per doz. #9 25|Common................ per doz, #0 42 
Cc. HL Conover’s .. 1°75 SE vticlndutis ackeoe cet ” 48 
Beckwith’s............ « 7 75|Gem, flat, painted...... + 72 
RE SE “ 6 25 | Gem, cor’d, decorated. . 68 
Greenleaf’s............ tins So Eee 1 20 
Columbus.. sed . BD shad ascc 600-200 ? 72 
Ames’ new list...... Discount 1244 |Skinner's CommonSense “ 95 
Snow STOVE PIPE—See Pipe. 
BR. . we dwicdgectn stun’ $1.65@39.00! onovE BOARDS—See Boards. 
SIFTERS. STRAPS. 
Hunter's Genuine... .... per doz. #1.10| Scoop.............+. per doz. prs. $1 80 
= Imitation. .... - .90 | Skate ae 60@70e 
Tin Rim, 16mesh plain wire “ 1.35 : INCH E RG 
Wood“ 16 “ % '20| Carpet STRETCHERS. 
SINKS. ee per doz. $3 90 
‘Cast Iron. Excelsior............. 6 00 
Es a cdbWuece ecqphe dy alns 10&54 Malleable Iron........ “ 70 
Enameled, White.... ....60-10&10¢ Perfection........... 6 00 
Wrought Steel. SS 4 50 
Painted, new list.......... 40 10&54 | Wire. 
SLEDGES—See Hammers. N. S. Elwood’s....... 6 25 

SNAPS. HARNESS. 0.8. Elwood's be csecee 6 25 
ee sn) badinie ne Babee 65g | Little Giant.......... r" ~h— 
German Pattern................30&5¢ | StarLever............ bined 
Judd’s Pattern.......... 60&10¢@70g | Star Tackle Block... phe 

Be ewe eee wee eene ~) 

SNATHS. SWIVELS. 

Double Ring, Bush..... per doz. % 75/| Malleable Iron...... . per Sic! 

Patent Loop “_ .;:.. ‘ 7 30) Wrought Steel.... .. “per gro. $4 50 
“ “ Grass. - 6 00 T AC KS. 

SNIPS, 'TINNERS:. American Cut.......... -W&5S | 
Hernisch’s......... nee. ea BAe 40&5¢ | American Wire....... - 858 25& 104 
National .......ccw-:......:..-.-4085@ | Bill Posters Cut....... .. 90&40¢E | 
8 eA 25&5% | Blued Carpet.................. 9OK15% 


Half Ironed. $2.60 $3.40 $5.00 


09 | Hitching . 





VISES. 
Bonney’s........ 20% 
Cheney's . - .++- 204 
Parker's Ov al ‘Slide sso 

sasinneal WW, 10, 244% @ 50, 10, 5 24% 
Parker's Parallel. - 15&204 
Parker's Victor. ; 10% 
| Parker's Combination. -W&104 
| Solid a 60&5% 


“=. 


| Adam's Mechanics’ .... @ach 2 65 
Williamson Universal... 20% 
WARE. 

Cast-Tron Hollow. 
Ground HO&10¢ 
Unground W&5¢ 
Extra Finished 40&10 
White Enameled........ 40, 10O&54 


Enameled. 

Cherry Blossom and Chrysolite 50¢ 
WASH BOARDS-—See Boards. 
WASHERS. 
| Standard O. G. cast iron...per Bb. 2jc 

Wrought iron in bulk pe r b.: 

mam 2 8 8 4 i 1 
7jc 5ic ic 3} je 3hc 3ic 3hc 

Wrought ster] in 5 D. boxes. per tb. 

In. } ae 4 3 1 

8jc G6ie 5e Aie 4} c dic 4ic 
WASHING MACHINES— 
See Machines. 
WEDGES. 


| Ax. paallinil ..per doz....30¢ 

|Galling . ; ..per Bb 10jc 

a on sic 
WEANERS. 

Calf. 


Fuller's, per doz......$2 00 to #2 50 
Tyler's Safety, perdoz 1 8 to 2 40 
Carroll's, perdoz ..... 2530to 325 


Standard, per doz...... 2 7% 
Hoosier, per doz....... 3 10and 4 15 
WEIGHTS. 


. per  2}c 
Sash—F. O. B. Chicago.. ‘pr ton $22 00 
WHEEL BARROWS 
Common Railroad. -per doz .816 00 


Heavy “ . 1950 

Railroad, ball bearing ° - 1900 

| Santiago Steel Tray.. . .. 2650 

No. 04 Stee! Dirt. . 4700 

No. 04} = “ a . 000 

WH EELS. 

Corundum . bia Vantatnbiit TOR10&54 

els inte wank - T5&5 4 

Well In. 8 10 12 14 
Per doz. ....81.90 $2.20 $3.00 85.50 

WIRE. 

Barbed Painted. Galv'd. 
Carloads..per 100 lbs. .82.15 $2.45 
Less than car Os wae 2.50 

Brass. 1 
In coils.. . seeeveesnt 
In! ® spools. | new list...... W&104 

Broom—Tinneda.. .-00&10&10&104 


Cable—Same price as Barbed Wire, 
Copper. 


Full Ironed.... 3.90 5.75 6.75) In coils................ W&lOZ3Rj¢g 
TUBS. WASH. In 1 ® spools, new list - W&10E 
Standard. Ex. Fence—Smooth. 
<TR ee 2 1 Jarge| Nos. 6 to 9, An’eal’d,pr 100 lbs. $1.90 
Per doz....$5.25 $6.25 $7.25 $9.75| Nos. 6to9, Galvi'd... -. 2.20 
Dowell. Hair—New list................530&10¢ 
Per doz.... 5.60 6.60 7.50 10.00} Market. 
Cedar. Bright, full bdles. .-- 70&104 
Per doz..:. 6.50°-7.50 &25 ...... Bright, broken bdles ...........70¢ 
Indurated. Coppered, full bdles 704 
Per doz.... 7.20 7.95 9.45 11.70| Coppered, broken bdles. ....65&10¢ 
Galvanized. Tinned, full bdles........ T0&5 & 
en 1 Tinned, broken bdles... ....65&10¢ 
Per doz. $4.75 $5.25 ence | Picture—In coils. - 80% @80& 104 
“(TWINE. | In5 DB. spools ......... per Db..26c 
Per ® | Plain—Small lots................ $2.00 
3-ply Cotton Wrapping............ 2ic|} Car lots ... vere 1,95 
Nae, (| eee .....2le [Small spools 5 5e : per ‘undred higher. 
5° “ Extra Wrappings sitet 27e | WRENCHES. o- 
4 * “ Hvy. Wrappings.26c|Acme Standard................... 064 
;* . w rapping on tubes.. .280 | Alligator ................. . «- W&10¢ 
ne “ “ cones...28c |Always Ready................++.-50% 
4 “ss a ee "380 |Bemis & Call No. 2 Improved 
Indi: ry Hemp, }-lb. balls... dR ee We OUIIG onc o00c cocccccces 60¢ 
4-lb. ba ie .. 17e }Coe’s Standard.... - W104 
ag rh, ae doz. 65c |Girard’s Agricultural. .... ....75&50¢ 
2-ply “ $id. “ .........- Ube |p, §. & W. Co.'s Agricultural 75&10¢ 
3-ply Sum “> seedss .--- Ite a Knife H'dle..W&5¢ 
Jute Wrappings, }-lb. balls....... ie ‘eee 
Jute Wool, 1-®. balls.. . 6c | Malle auble og per tb. O5)c 
Seine. TEED. cocacedscecdzecce ~ > GRO 
ea 9 12 15+ | Stillson Pipe . .C0&5 4 
Soft, per bh .25 24 234 23 |Trimo : need coseseeeye see 
Med. “ 24 235 23 w RINGERS. 
Hard “ 27 254 24) | Clothes. 
Staging, d-lb. ball, size Mi. ..28c|} No. 22, Guarantee....pe r doz. #28 00 
r 24. 23c | No. 110, Guarantee. 29 00 
27. .22c| No. 110, Brighton. 21 00 
Bagging “ - ial cil ..22¢ No. 22, Pioneer. 20 00 
3-ply “B” in hanks.......... i9¢| No. 2, Superb.. 19 50 
a. ° =a ? pace covococcees Beh Ub EE cocccc cece 26 00 
»? “3” 4 Shea Ree 29c | No. 500, Royal ........ 30 00 
3 “ Silver Finish,in hanks....39¢ | No. 350, Universal 25 50 
Fodder or Lath | No. 300, Novelty...... “ ©2325 50 
1DO-eG red ...0....0sccccccscessseee O86] No. 310, Keystone... . 25 5 
ee. No. 100, Rival ......... 21 00 























































































Same eo ee eee ee 











100 THE AMERICAN ARTISAN 


AND HARDWARE 





RECORD 





ADVERTISERS’ INDEX. 
ALPHABETICAL LIST. 


American Bolt & Screw Case Co..122 
American Furnace Co...........+. 27 
American Lock Nut Co........... 111 
American Stove Repair Wks...... 112 
American Sheet & Tin Plate Co....108 
Asphalt Ready Roofing Co........ 109 
Atkins, E. C. & Co., .... .... «+. 132 
Atlas Bolt & Screw Co........... 1 
Atlas Mfg. Co ......... eonesaceves 132 
Auld & Conger Co..............-++- 108 
Avery Stamping Co.......... .. 120 
Badger Steel Roofing Co .......... 107 
Baker McMillen Co.............-- 118 
Barnett, G. & H. Co......-+seee eee: 1 
a, WH FB . ccccccs svvcvccens 110 
Beckman Bros ........-. seesee eee. LID 
Beckwith, Estate of P. D.. sine SO 
Benedict & Burnham Brass and 
Copper Co.......s..eeees weeteees 11 

Berger Bros. Co........seeceeeceee 108 
Berger Mfg. Co ..........se00----+ 108 
Bergstrom Stove Co. vocete ee 
Blanke & Hauk Suesty Ce... bisied aie 116 
Blick-Williams Co. ..............+. 116 
CIE HIUO. oii cd cides sce coocsece 1 
SNEED noon natn dose edeese 000seee 25 
Born Steel Range Co.............. 23 


Boynton Furr. Co... ....-+sss++0-- 2 
Brammer, H. F.. Mfg. Co.......... 121 


Brauer, A. G. ......cccscecccceeees 118 
Bridgeport Chain Co. oa 

Bridgeport Crucible RY éucse 
Brown-Hurley Hdw. Co........... 130 
Burton, W. J. Co. ........ss00-+ 111 
Canton Clothes Dryer & Mfg. Co. .115 
Canton Steel Roofing Co...........107 
Champion Steel Range Oo......... 13 
Chapin-Stephens Co............... 119 
Chappell Furnace Co.............. 12 
Chicago Stove WKS................ 18 
Clarkt, G. M. & Co......00cccccecces 9 
Clark, Quien & Morse.........+++-. 109 
Clayton & Lambert Mfg. Co...... 110 
Clipper Lawn Mower Co.........- 122 
Columbian Hdw. Co..........++.+. 125 
Columbus Bolt Works ............ 1 
Connors, Wm. Paint Mfg. Co...... 1 


Cooney & Geiger...........+....--- 182 


Cope, Geo. W. Pattern Works... . 112 
Cortright Metal Roofing Co...... 111 
Craig-Reynolds Fdy. Co........... 18 
Crammond; J. H........0..-eseeees 121 
Culter & Proctor Stove Co........ 11 
Cth TBs OB. «00s ccc cccccccseces 123 
Dangler Stove Co............++++6+ 10 
Demeritt & Palmer Packing Co ..123 
Denning Wire & Fence Co........ 118 
Des Moines Stove Repair Co...... 118 
Dieckmann, Ferd... ............s05 109 
Disston, Henry & Sons .........-. 127 
Dixon, Jos. Crucible Co 103 
Dreis & Krump.... ...........-++5 106 
Dunlap Mfg Co..........++0+ seeeee 25 
Dust, Wm. T. Oo... ..........0008 112 
BR, Bn TE, BGR. cscs oss cocceses MW 
Enterprise Mfg. Co...............- 132 


Enterprise Mfg. Co. of Pa...... 127 
Epworth Gas Light & Heating Co 122 





tt ae ere 124 
Hoffman, Geo. W .......... er 114 
ee ee 126 
Hurwood Mfg. Co....... sooceun 
tliinois Rooung & ‘Supply Co.. coceces 132 
Independent Oil & Supply Co..... 116 
Johnson, KE. J. & Uo....... scece cco: MU 
Joliet Stove Works................ 45 
Koene, Geo. C. & U0...........-..-106 
RL Oe MN. cnn cibuawbedl 113 
Kelsey Heating Co ..............: 22 
Keyless Lock Mfg. Co............. 10¥ 
SD BO Conve cccnce cece coos 110 
Kontny, John.. jens bua conned al 
Kramer Bros. Fay. Oo.. ahi tbs salts 115 
La Crosse Steel Roofing Co....... 107 
Lalance & Grosjean Mfg. Uo...... 131 
Lawson Mfg. Co....... covece ccccockle 
Lee-Giass-Andreesen Haw. Uo... 131 
| er, 
I id a Baas ans hel 114 
PD SOUND UR... oc ces. Scccdewesess 118 
PPD kvec vcacicees Sees cacedsnae 3 
Lyons Specialty Co............ 109-122 
SL lao chub adidas ecéwansves'ceee 123 
March-Brownback stoveCo ...... 2) 
ED Ce than duce teesee ue 14 
PED cone 6 008s o0cccesen 20 
SOD csiececes cocccs ccccsccsic 132 
MoVoy, Joha & Co..........2..... 104 
BROUSIRMS B OB... cece cs .co cccccecess 111 
Michigan Enameling Wks ... .... 120 
Miller Range & Furnace Co....... 11 
Milwaukee Stove & Heater Co.... 2 
Miskimen Furn. Co.. eves cncetn 
Monroe Fay. & Furp. @. .. 3S 
Montross Roofing Co........ beirebeld 111 
SND Ge WE 8.0055 0 08¥oav005s0000 120 
Morris, J. L. Stove Repair Co..... 112 


Mueller, L. J. Furr. Co........... 23 
opgeaet & preted bas canes uv 


National Sheet Metal Roofing Co. 111 
Niagara Machine & Tool Works 106 
Nichols & Rankin Co.............. 124 
Nickel Plate Stove Polish Co..... 114 
Norris & Loring Hdw. Co........ 108 
North Bros. Mfg. Co.............. 118 


Wile GE 50s6e cocs catncove 113 
O'Halloran & Jacobs.............. 108 
EE ARE ee i a 119 
One Minute Churn Co............. 122 
Oneida Commupity................ 1 
Osgood Scale Co......++....-- eee. 182 
Peck, C. A. Hdw. & Mfg. Co,...... 116 
Pelouze Scale & Mfg. Co......... 122 
Pittsburgh Stove & Range Co..... 2 
Plume & Atwood Mfg. Co.......... 111 
ty ay EMU dues auteen ates scukcue 
nics caaaped pees take ebb 132 
SNM, GID occccs cocb eves cous 122 
Quincy Pattern Co ..........6..... 112 
Richards Mfg. Co............. 124 
Richardson & Boynton Co......... 15 


Pee eee eee eee eee eee ee eee eee. 


St. toa Electrotype Fdy........ 122 
St. Paul Roofing, Cornice & Orna- 
__. , Seeger soneweepes 10 


Evans Stamping & Plating Co.... 13|Sandusky Tool Co................. 119 
Excelsior Steel Furn, Co.......... 23| Sayre Stamping Co................ 112 
Farquhar Heat Regulator Co..... 26/Schick, J. K ....... 22. .... cee cece 124 
Farwell, Ozmun, Kirk & Co...... SADITEONT TRGER, OB. oeiciveccce cucccecese 2 
Follansbee Bros. Co..............+ 105| Schwab & Sons Co........... «+... 23 
BE GA dove 0 cwide ceesec gecesi 117|Screen & Storm Window Fasten- 

ON Ea ee i oe See junds échactewes bate 115 
Pranklin Specialty Co........... 122) Seither-Cherry Co.................. 116 
Priedley & Voshardt.............- 109| Signal Mail Box Co................ 116 
Garry Iron & Steel Co............ 111| Silver & Co.......... we odheces see 
Gem City Stove Co.............++. 7| Smith Bros. Mtg. Co............... 117 
Germer Stove Co......... .....,.- 19] Smith, Ohas. Oo.. ................ 26 
Gerock Bros. Mfg. Co............. 108} Smith, J. D. Fdy. Supply Co...... 113 
Globe Machine & Stamping Co ...106/ Sperry, D. R. & Co................. 122 
Globe Stove & Range Co.......... 6|Standard Lighting Co...... ...... 10 
Globe Ventilator Co............ «++. 132) Stanley Rule & Level Co,........ 119 
Great Western Stove Repair Co..112|Star Shovel & Range Co........... 14 
Grossius, John, Furn. Co......... 27| Sterling Stove Polish Co ......... 114 
Harkins, T. B. Fdy. Co............ 24/ Stevens, F. B............ eeccecsee 118 
Harrington & King Perforating Co110| Stockhoff Supply Co.............. 108 
Hart & Crouse Co. ...............-. 26 | Stowell Mfg.Co............. a Pcie ill 
Hawkeye Wrench Co.. 115| Stowell Mfg. & Fdy. Co........... 124 
Haynes-Langenberg Mfg. Co...... 24) Stuber & Kuck.............. asquts te 
Henry & Scheible Co.............. 27|Syeamore Wagon Works ......... 117 
Se Ts Be ODS ein dd dnc dicacnepd 117| Taplin Mfg. Co. ...... 0... ...cce cee 119 











Thatcher Furn. Co............. ,. 14 
Titchener & Co ... ee 
ee. “ha States Washing Machine o 
Utica Drop Forge & Tool Co.. 11 -12* 
Van, John, Range Co.............. 12 
Vedder Pattern Works............ 112 
Voss Bros. Mfg. Co... ........ 0-005 120 
Vrooman, F. H.& E.B........... 115 
i. dL Re 106 
Walworth Run Fay. Co............ 28 
Warren, J. D. Mfg. Co.............121 
Waterloo Register Co............. :9 
OD: Ms EL, 30000 dvcenesecccs. ED 
Weller Pattern Co.............+... 112 
White Lily Washer Co....... 120-121 
White Mountain Freezer Co...... 120 
Wiliams Stove Lining Co........ 113 
OS ee PR a ob 332 
og a eee en 110 
CLASSIFIED LIST. 
Acetylene Machines. 

Epworth Gas Light & Heating Co., 


Waterloo, Ia 
Ash Sifters. 
Hill Dryer Co., Worcester, Mass 
Bolts. 
Atlas Bolt & Screw Co., 
Columbus Bolt Wks., 
Brass. 


Benedict & Burnham Brass and Copper 
Co. Chicago, lll 


Merchant &'Co., Philadelphia, Pa 
Plume & Atwood Mfg. Co., Chicago, lll 
Carpet Stretchers 
Montross, R. W.. Gallien, Mich 

Ceilings—Metai. 

Badger Steel Roofing Co., La Crosse, Wi® 
Berger Mfg. Co., Canton, O 
Burton, W. J. Co., Detroit, Mich 
Canton Steel Roofing Co., Canton, O 
Eller. J. H. & Co., Canton, O 
Friedley & Voshardt, Chicago, Ill 
Gerock Bros. Mfg. Co., St. Louis, Mo 
lllinois Roofing & Supply Co., Chicago, [11 

Chains. 
Bridgeport Chain Co., 
Oneida Community, 

Churns. 
One Minute Churn Co., New York, N.Y 

Clippers. 
Hotchkiss, E. 8., Bridgeport, Ct 

Clothes Dryers. 


Canton Clothes Dryer & Mfg. Co., 
Canton, O 


Hill Deyer Co., Worcester, Mass 


Clothes Pins. 


Demeritt & Palmer Packing Co., 
Waterbury, Vt, 


Coal—Artificial. 
Williams Stove Lining Co., Taunton,Mass 
Conductor Pipe 
Badger Steel Roofing Co., La Crosse, Wis 
Berger Bros. Co., Philadelphia, Pa 
Berger Mfg. Co.. Canton, O 
Clark, Quien & Morse, Peoria, Ill 
Friedley & Voshardt, Chicago, Il 
Garry lron & Steel Co., Cleveland, O 


La Crosse Steel Roofing Co., 
La Crosse, Wis 


Chica o, 


Cleveland, O 
Columbus, O 


Bridgeport, Ct 
Oneida, N.Y 


. 
McVoy, John & Co., 
Copper. 


7| Benedict & Burnham Brass and Coppet 
Co 


Chicago, Il 
Merchant & Co., Philadeiphia, Pa 
Corn Cribs. 

Denning Wire & Fence Co., 
Cedar Rapids, Ia 

Cornices. 
Berger Mfg. Co., Canton, O 
Eller. J. H. & Co., Canton, O 

St. Paul Roofing, Cornice ‘ Ornament 
Co. t. Paul. Minn 
Cornice prance. 

Dries & Krump, Chicago, Il 
Keene, G. C. & Co., Cincinnati, O 


Niagara Machine & Tool Wks., 
Buffalo, N.Y 


Walker Too! Co., Lansing, Mich 
Corrugated Iron. 

Garry Iron & Steel Co., Cleveland. O 
McVoy, John & Co., Chicago, Il 
Cream Separators. 
Blanke & Hauk Supply Co., St. Louis, Mo 
Seither-Cherry Co. Keokuk, Ia 
Smith B os. Mfg. Co., Indianapolis, Ind 
Cut Offs—Rain Water. 
Cooney & Geiger, Indianapolis, Ind 

La Crosse Stee} Roofing Co., 
La Crosse, Wis 


Young Mfg. Co., Bellevue, la 





a 
Brown-Hurley Hdw.'Co., Des Moines, Ia 
le utler Hdw. Co., Waterloo, Ia 


|) Farwell, Ozmun, Kirk & Co., 


St. Paul, Minn 

Ohio Tooi Co., Columbus, O 
Dairy Supplies. 

Blanke & Hauk Supply Co., 8t. Louis, Mo 

Dampers. 

Dust, Wm. T. & Co., Detroit, Mich 

Kramer Bros. Fdy. Co., Dayton, O 

Sayre Stamping Co., Sayre, 0 
Door Hangers. 


Stowell Mfg. & Fdy. Co 
South ‘Milwaukee, Wis 


Richards Mfg. Co., Aurora, I! 
Door Latches. 
Lyons Specialty Co., 
Door Pulls. 
Columbian Hdw. Co., Cleveland, O 
Oritis 
North Bros. Mfg. Co., Philadelphia, Pa 
Eaves Trougr 
Badger Steel Roofing Co., La Crosse, Wis 
Eller, J. H. & Co., Canton, O 
Garry Iron & Stee! Co., Cleveland, O 
La Crosse Stee! Roofing Co., 
La Crosse, Wis 
Egg Beaters. 
Taplin Mfg. Co., New Britain. Ct 


Elbows—Conductor P pe. 
Dieckmann, F., Cincinnati, O 
Electrotypes. 

St. Louis Electrotype Fdy., St. Louis, Mo 
Elevators. 
Kimball Bros. Co., Council Bluffs, Ila 
Enamel War+ 
Avery Stamping Co., Cléveland, O 
La Lance & Grosjean Mfg. Co.,Chicago,I] 
National Enameling & Stamping Co., 
Milwaukee, Wis 
Enameling. 
Michigan Enameling Wkr., 
Kalamazoo. Mich 
Files 
Barnett,G.&H.Co., Philadelphia, Pa 
Disston Henry & Sons, Philadelphia, Pa 
Flue Stoppers. 
Nichols & Rankin Co., Burlington, Ia 
Schick, J. K., Fairburry, Ill 
Stuber & Kuck, Peoria, [11 
Forming Rolis. 


Globe Machine & Stamping Co., 
Cleveland, O 


Keene G. C. & Co., Cincinnati, O 


Niagara Machine & Tool Works, 
Buffalo, N.Y 


Walker Too! Co., Lansing, Mich 
Foundry Supolies 
Kelly, T. P. & Co., New York, N.Y 
Obermayer, 8. Co., Cincinnati, O 
Smith, J. D. Fdy. Supply Co., Cleveland,O 
Stevens, F. B., Detroit, Mich 
Furnaces—Hot Afr. 
American Furn. Co., St. Louis, Mo 
Estate of P. D. Beckwith, Dowagic, Mich 
Bergstrom Stove Co., Neenah, Wis 


Lyons, la 


Bonnot Co., Canton, O 
Boynton Furnace Co., Chicago, Ill 
Chappell Furn. Co.. Morenci, Mich 
Craig-Reynolds Féy. Co., Dayton, 0 


Excelsior Steel Furnace Co., Chicago, Il! 
Germer Stove Co., Erie, Pa 
Grossius Furn. Co., Cincinnati, O 
Hart & Crouse Co., Utica, N.Y 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo 


Cleveland, O 
Syracuse, N.Y 


Henry & Scheible Co., 
Kelsey Heating Co., 

Kontny, John, Chicago, Ill 
Lennox Furnace Co., Marshalltown, Ia 


March-Brownback Stove Co., 
Pottstown, Pa 


May & Fiebeger Akron, O 
Miller Range & Furn Co., Cincinnati, O 


Milwaukee Stove & Heater Co., 
Milwaukee, Wis 


Miskimen Furnace Co., Logansport, Ind 


Monroe Foundry & Furn. Co., 
Munroe, Mich 


Mueller, L. J. Furn. Co., Milwaukee, Wis 


Pittsburgh Stove & Range Co. 
Pittsburgh, Pa 


Richardson & Boynton Co. 
New York, N.Y 


Chicago, Il 
Akron, 0 
Crestline, O 
Milwaukee, Wis 
Chicago, Ill 

St. Louis, Mo 
New York, N.Y 
Akron, O 


Robinson Furn. Co., 
Rohrbacher & Allen, 
Schill Bros. Co., 
Schwab & Sons Co., 
Smith, Chas, Co., 
Stockhoff Supply Co., 
Thatcher Furn. Co., 
Wise Furnace Co., 
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Metal Shingles. 
| Burton, W. J. Co., Detroit, Mich 
Cortright Metal Roofing, 


Furnace Attachments. 
Farquhar Heat Regulator Co., 
Wilmington, 0} 
Furnace Pipe and Fittine« Philadelphia, Pa | 
Excelsior Steel Furn. Co., Chicago, I!1| | Montross Roofing Co., Camden, N.J 
Mueller, L. J. Furn. Co., Milwaukee, Wis | ational Sheet Metal Roofing Co., 
Stockhoff Supply Co., St. Louis, Mo Jersey City, N.J 


Furnace Repairs. Nuts. 


| : - 
American Stove Repair W orks, | American Lock Nut Co., 
. Paul, Minn | Atlas Bolt & Screw Co., 


Columbus Bolt Works, 





Oregon, Ill 
Cleveland, O 
Des Moines Stove Repair Co., Columbus, O 

Des Moines, la Sainte. 

y ) » Mich . 
Dest, Way oes “~~ ) Connors, Wm. Paint Mig. Co., Troy, N.Y 
Great Western Stove Repair Co., "J 
Minneupolis, Minn | Dixon, Jos. Crucible Co., Jersey City,N. 

Morris, J. L. Stove Repair Co.. Pattern Letters. 

Chie sie m| | St. Louis Electrotype Fdy., 

Furnace Rings. St. Louis, Mo 


Walworth Run Fdy. Co., Cleveland, | Perforated Metal. 


General Merchandise. — Harrington & King Perforating Co. 
Lyon Bros., Chicago, mi| Chicago, I) 
Silver & Co., Brooklyn, N.Y | Planes. 


Chapin-Stephens Co., 
Ohio Too! Co., Columbus, O 
| Sandusky Too! Co., Sandusky, O 
| Stanley Rule & Level Co., New Britain,Ct 


Hammers. 
Franklin Specialty Co., Readiug, Pa 


Hardware Jobbers. 


Brown-Hurley Hdw. Co., Des Moines, Ia Pliers. 
Clark. Quien & Morse, Peorla, I! | Utica Drop Forge & Tool Co., Utica, N.Y 
Cutler Hdw. Co.. Waterloo, "7 Pumps 


Des Moines, la 
Canton, 0} 


Farwell, Ozmun, Kirk & Co. bs 
Minn | | Beckman Bros., 


St. Paul, 
' tess And Haw. | Berger Mfg. Co., 
.ee-Glass- Andreesen w. Co., | Punohes. 


Omaha, Neb | | 
Norris & Loring Hardware Co. American Lock Nut Co., 


Cedar Rapids, Ia) | Globe Machine & Stamping Co. 


Cleveland, oO 
Hatchets. | Keene, Geo. C. & Co., Cincinnati, O 
Franklin Specialty Co., 


Reading, Pa| \jagara Machine & Tool Whs.. 0. N.Y 
uflaio. 
May Carriers. Lansing, Mich 
Porter, J. E. Co., Ottawa, Ill 
Richards Mfg. Co., Aurora, Til 


Stowell Mfg. & Fdy. C . : 
Youth ‘Milwaukee, Wie Foster, C. H., 


Henry & Scheible Co., 
J Hay Tools. Mueller, L. J., Furn.Co., Milwaukee, Wis | 
Porter, J. E., Co., 


Norris & Loring Haw. Co ++ p<“ " 
Cedar Rapids, Ia Schwab, R. J. & Sons Co., 
Heaters—Steam ana 
Hot Water. Stockhoff Supply Co., St. Louis, Mo 
Boynton Furnace Co., Chicago, 111 | Stowell Mfg. & Fdy. Co., Milwaukee, Wis | 
Monroe Foundry & Furn. Co., Walworth Run Fdy.Co., Cleveland, o| 
Monroe, Mich | waterioo Register Co., Waterloo, Ia 


Muell J.F , Ww 
ueller, L. J. Furn. Co., Milwaukee, Wis Roofing—Asphait. 
Richardson & Boynton Co., > ~ | Asphalt Ready Roofing Co., 
New York, N.Y New York, N.Y 
‘ Wirigee—Spring. ny Stowell Mfg. Co., Jersey City, N.J| 
ommer Bros., rooklyn, N.Y oe 
Columbian Hdw. Co., Cleveland, O Roofin Gan ene Sweee 


American Sheet & Tin Plate Co.. 
Lawson Mfg. Co., Chicago, Ill —_— 


Pittsburgh, Pa 
Hoes. Badger Stee) Roofing Co., La Crosse, Wis 
Sandusky Tool Co., 


Sandusky, O| Berger Mfg. Co., 


Burton, W. J. Co., 
Hot Water Attachments. . . 
" . ° Canton Steel Rooting Co., 
Smith Co., Chas., Chicago, In| 
|c ortright Meta) Roofing Co., 
toe Cream Freezers. 
North Bros. Mfg. Co., Philadelphia, 


Pa) . " 
Follansbee Bros. Co., 
White Mountain Freezer Co.. ae ? 
Nashua, N.H Friedley & Voshardt, 


Garry Iron & Steel Co., 
Franklin Specialty Co.., Reading, Pa La Crosse Steel Roofing Co., . Wis 
Hurwood Mfg. Co., Bridgeport, Ct is Cae. 


Montross Roofing Co., Camden, N.J | 
| 
nisege en. apenas | National Sheet Metal Roofing Co., 


« Mty, N. 
Philadelphia, Pa Jersey City, | 
St. Paul Roofing, Cornice 6 Omane* 


Walker Tool Co., 
Weiss. H. & Co., 


Registers 


St. Louis, Mo 


Ottawa, Il 





Canton, O 


Chicago, Il! 
ice Picks. 


! 
| 
| 
| 


Pine Meadow, Ct} 


Oregon, Il! | 


New York, N.Y 


Cleveland, o| 


Milwaukee, Wis! 


Philadelphia, Pa! 
Pittsburgh. Pa} 


Cleveland, 0} 


| Beckwith, P. D. Estate of, 


)Germer Stove Co., Erie, Pa 
Canton, O| 


Detroit, Mich | 


Stoves—Oll. 
Cincinnati, O | Dangler Stove Co., Cleveland, O 


National Enameling & Stamping Co., 
Miiwaukee, Wis 


New York, N.Y | Ringen Stove Co., St. Louls, Mo 
Silver & Co, Brooklyn. N.Y 
Stove Carriers. 


Shears 
Keene. Geo. C. & Co., 
Niagara Machine & Too! Works, 
Buffalo, N.Y 
Welss, H. & Co., 


Sheet Metal Ornaments. 
Friediey & Voshardt, Chicago, Il) . 
Gerock Bros. Mfg. Cov., St. Louis, Mo| *ramer Bros, Fdy. Co., Dayton, O 
| St. Paul Roofing, Cornice & Ornament Stove Coment. 

Co., St, Paul, Minn | Pixon, Jos. Crucible Co., Jersey City,N.J 


Sheets—Black & Galvanized Stove Clay. 


Bridgeport Crucible Co., B 
Berger Mfg. Co., Canton, O sepo ee Bridgeport, Ct 


Nickel Plate Stove Polish Co., 
Badger Stee! Roofing & Corrugating Co., Chicago, 1) 
La Crosse, Wis. Wilitams Stove Lining Co., T M 
Ay 4 *? +2 
McVoy, John &;Co., Chicago, Il) ~~ —— 


Stove Linings. 
Shelf-Brackets. S 


Willilams Stove Lining Co., Taunton ,Mass 
Atias Mfg. Co., New Haven. Ct 


Stove Patterns. 
Shnelving—Hardware. 


Cope, Geo. W. Pattern Works, 
American Bolt & Screw Case Co., Detroit, Mich 


Dayton. O | Quincy Pattern Co., Quincy, Lil 
Warren, J. D. Mfg. Co., Chicago, I}! | Vedder Pattern Works, Troy, N.Y 
Weller Pattern Co., Quincy, I}! 


Shoveis. 
Avery Stamping Co,. Cleveland, O| Stove Pipe. 

Star Shovel & Range Co., Vincennes, Ind| Dunlap Mfg. Co., Dunlap, la 
Sink_Strainers Excelsior Steel Furn.Co., Chicago, Il! 

Vrooman, F. H. & E. B., Chicago, 111 | Stove Pipe Thimble. 
| Logan Mfg. Co., Ottumwa, la 
Wel Saye Coartns. k. N.Y | Stuber & Kuck, Peoria, II! 

elss, -& Co ew ork, N. | 
Stove Polish. 


Slate. | Nickel Plate Stove Polish Co., 
Auld & Conger Co., Cleveland, O | Chicago, I)! 


| Johnson, E. J. & Co.. New York, N.Y | Sterling Stove Polish Co., Sterling, Il) 
O'Halloran & Jacobs, Pittsburgh, Pa| Stove Reowir~ 
Soldering Furnaces. American Stove Repair bat 
Clayton & Lambert Mfg. Co.., St. Paul, Minn 
Detroit, Mich | Brauer, A. G,, St. Louls, Mo 


| Des Moines Stove Repair Co., 
Soldering irons. Des Moines, la 
Bartholow, W. P., Minneapolis, Minn | pust. Wm. T. Co.. 


Detroit, Mich 
Sporting Goods. 


| Great Western Stove Repair Co., 
Enterprise Mfg. Co., Akron, 0} Minneapolis, Minn. 


Kramer Bros. Fdy, Co., Dayton, O 


Stampings—Sheet Metal. | Morris, J. L. S.ove Repair Co., 


Globe Machine & Stamping Co. Chicago, Il! 
Cc lev land, O| 
_ Sugar Kettles. 
Staples. — & Co., Batavia, 1! 


Titchener & Co., 
Stee! Ranges. 


Binghamton, N.Y Te 


| Lufkin Rule Co. Saginaw, Mich 


Dowagiac, Mich | thebiietnéleté- —Oven. 
Neenah. Wis | Evans Stamping & Plating Co., 
Taunton, Mase 
Tinplate. 
American Sheet & Tin Plate Co. 
Pittsburgh, Pa 


| Bergstrom Stove Co., 
| Born Steel Range Co., Cleveland, O 
| Champion Steel] Range Co., Cleveland, 0 | 
| Chicago Stove Works, Chicago, Il) | 
Clark, Geo, M. & Co., Chicago, Ill 


| Berger Mfg. Co., Canton, 0 
| Culter & Proctor Stove Co., Peoria, I) Canton Steel Roofing Co. Cmeee.0 
Farwell, Ozmun, Kirk & Co., Eller. J. H. & Co Cantos, 0 


St. Paul, Minn 


Dayton, O Follansbee Bros. Co., Pittsburgh, Pa 


Garry Iron & Stee! Co., Cleveland, 0 
Illinois Roofing & Supply Co., Chicago,1)! 


Lee-Glass-Andreesen Hdw. Co., 
Omaha, Neb 


Philadelphia, Pa 
Philadelphia, Pa 
St. Louls, Mo 


| Gem City Stove Co., 





Kokomo, Ind | 
Bristol, Pa 


Globe Stove & Range Co.. 
Harkins, T. B. Fdy. Co., 
Jollet Stove Works, Joliet, Hl} yreciure Co,, 
Kontny, John, Chicago, I!) yerchant & Co.. 
Miller Range & Furn. Co., Cincinnati. 0} Stockhoff Supply Co., 
Pitteburgh Stove & Range Co., Tinware 

Pittsburgh, P@) 14 Lanceé Grosjean Mfg. Co.,Chicago,11! 


— : | 
Ringen Stove Co., St. Louis, MO} National Enameling & Stamping Co., 
| Schill Bros, Co, Crestline, O | Milwaukee, Wie 


| Star Shovel & Range Co., Vincennes, Ind | Stuber & Kuck, Peoria. L)) 
|v an, John Range Co., Cincinnati, O Toliet Paper Holders. 

stoves. Franklin Specialty Co., Reading, Pa 
Beckwith, P. D. Estate of, NVOWUtS. 


Siver & Co., Brooklyn, N.Y) C Oo, . Paul, M.nn| Dowagiac, Mich | Avery Stamping Co. Cleveland, O 
en ‘ ileameaer ees Roofing Gsiment. Dergetrem Stove Co., Neenah, Wis | pisston,H.& Sons, Philadelphia, Pa 
Lanterns. — Connors, Wm. Paint Mfg. Co., Troy, N.Y | Chicago Stove Works, == Chicago, 1 | Ventilators. 

Berger Mfg. Co., Canton, O | Garry Iron & Steel Co., Cleveland, © | Culter & Proctor Stove Co., Peoria, Il! preqiey & Voshardt Chicago, Il 
Hurwood Mfg. Co., ~C Farwell, Ozn K ( : , . » 
. ta Bridgeport, Ct Roof Paint - tun. Kirk & oe Paul, Minn | | Globe Ventilator Co., Troy, N.Y 
Lawn Mowers. Conners, Wm. Paint Mfg. Co. Troy, N.Y | | Gem City Stove Co,, Dayton. 0 Lyons Specialty Co., Lyons, Ia 

Clipper Lawn Mower Co., Dixon, I1!| pixon, Jos. Crucible Co., Jersey City, N.J | Gedmer Stove Co.. eden: eal Merchant @ Co.. Philadelphia, Pa 


Leveis. 
Baker McMillen Co., 
Chapin-Stephens Co., 
Ohio Tool Co., 


Cleveland, 0} 





Garry Iron & Stee!) Co.. 
Akron, 0| Rules. 

Pine Meadow, C t| | Chapin-Stephens Co., Pine Meadow, Ct} 

New York, N.Y) Lutkin Rule Co., Saginaw. Mich 


Stanley Rule & Level Co., New Britain,Ct | staniey Rule & Level Co.,New Britain,C t| 


Sash Balances. 
| Pullman Mfg. Co., 
Saws and Saw Sets. 
| sities. E. C. & Co., Indianapolis, Ind} 


Lighting Systems. 
Epworth Gas Light & a Co., 
Waterioo, Ia 
Linseed Oil. 
Independent Ot) & Supply Co., 
Chicago, mM) 
Soaies. 
Beckman Bros., 
Osgood Scale Co., 
Pelouze Scale & Mfg. Co., 


Locks. 

Keyless Lock Mfg. Co., 

Mall Boxes. 
Blick-Williams Co.. Indianapolis, Ind 
Folsom, C. G., South Bend, Ind Sorews. 
Hessler, H. E. Co., Syracuse, N.Y Atlas Bolt & Screw Co., Cleveland, 0 | 
Peck, C. A., Haw. & Mfg. Co. Berlin, Wis |CO!umbus Bolt Works, = Columbus, © 
Signal Mai) Box Co., Joliet, Tl Screws—Hand. 
Smith Bros. Mfg. Co., Indianapolis, Ind 

Meat Choppers. 

Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Metal Polish. 


Hoffman, Geo, W., 


Chicago, Ill 
” Binghamton, N.Y | 


Ohio Tool Co., 

Sandusky Tool Co., 
Drivers. 

Hurwood Mfg. Co., 





Rochester, N.Y | Marion Stove Co.. 


| Disston, Henry & Sons, Philadelphia, Pa| Pittsburgh Stove & Range © 
Des Moines, la} 


Chicago. mi| 


Chapin-Stephens Co., Pine Meadow, Ct) | Silver & Co.. 
Columbus, O| 
Sandusky, O | Clark, Geo. M. & Co., 

* | Dangler,Stove Co., 
Bridgeport, Ct | Ringen Stove Co., 
Indianapolis, Ind| North Bros. Mfg. Co., Philadelphia, Pa | Standard Lighting Co., 


ae 
Kokomo, Ind| Power Bros., Streator, Il! 


Bristol, Pa Warons. 
Joliet. 1) | S¥esmore, Wagon Wks., Sycamore, Ii! 
Wasning Maonine. 
Brammer, H. F. Mfg. Co., Davenport, la 
| Pottstown, Pa| Clark, Quien & Morse, Peoria, 11! 
Marion, Ind | Crammond, J. H., Waukegan, Ill 
| Milw aukee Stove & Heater Co., | United States Washing Machine Co., _ 
Milwaukee, Wis Racine, Wis 
| Voss Bros. Mfg. Co. Davenport, la 
Pittaburgh, Pa! white Lily W seher Co, Davenport. Is 
‘aseee ncraer Crestline, O| Water Coolers. 
Star Shovel & Range Co., Vincennes. In | yajor, A., New York, N.Y 
Stoves—Gas. Window Fasteners. 
| Clark, Geo. M. & Co. Chicago, 11) Safety Window Lock & Ventilator Co., 
| National Enameling & Stamping Co., Chicago, |)! 
pen Wis. | Screen & Storm W ntow Fastener Co. 
Pittsburgh Stove & Range ( New Castle, Neb 
Pittsburgh, Pa Wire Coods. 
Brooklyn, N.Y | Denning Wire & Fence Co., 
Stoves— Gasoline. Cedar Rapids, Ia 
Chicago, m | Titchener & Co., Binghamton, N.Y 
Cleveland, 0} Wrencwes. 
St. Louis, Mo| Hawkeye Wrench Co., Marshalltown, la 
Cleveland, O | Hurwood Mfg. Co., Bridgeport, Ct 


Globe my & Range Cov., 
| Harkins, T. B. Fdy. Co., 
Joliet Stove Works, 
Kontny, John, 
March-Brownback Stove Co., 


Cnicago, Il) 
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Wants and Sales; 


For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
_ ander this head advertisements of six 
fines WITHOUT CHARGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
messes for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


- BUSINESS CHANCES. | 
PA TEN T S 


roma yt B. PECK, 623 F St., N. W., Washing- 

D.C. Consulting Expert in Patent Causes 

8. and Foreign Patents, Send for leaflet on 
Ghoteeenn Patent Applications." 




















For Sale—Complete up to date tin and 
furnace shop, doing a good business in a 
good town in northeast Kansas. Poor 
health reason for selling or I would con- 
sider a geod partner. Answer quick if 
you mean business. Address Judy 
Austin, Sabetha, Kas. 





For Sale—A clean stock of goods. A 
large stove and small] goods trade estab- 
lished. Paying investment for an expe- 
rienced hardware man. In a city of 
000, in eastern Illiriois. Lots of building 
being done. Reason for selling wish to 
retire from business. Address Bargain, 
care THE AMERICAN ARTISAN, 69 
Dearborn St., Chicago. 4 





TINNERS’ TOOLS. 


For Sale—A nice clean stock of ents 
ware and tinners’ tools; invoicing “about 
$1,500, in a splendid town of 1,000 popu- 
lation; fine farming community; splendid 
opening for some man. Reasons for sell- 
ing, I expect to go west. Address P. O. 
Box.. 308, care of THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 5 


For Sale—One complete set of tinners’ 
tools; this is a bargain. Address W., care 
THE AMERICAN ARTISAN, 69 Dear- 
born St., Chicago. 5 

















For Sale—Old established tinning and 
plumbing business; clean stock and good 
tools; will sell reasonable if taken soon; 
if you mean business answer quick. Ad- 
dress P. O. Box 446, Bellevue, Ohio. 6 





For Sale—Hardware stock and tinshop 
in central southern Wisconsin. Inven- 
tory $5,800; fine dairy country; popula- 
tion 1,000; best reasons for selling. John- 
son Bros., Mazomanie, Wis. 6 


For Sale—In Chicago, Ill., a clean stock 
of hardware, stoves and tinshop, in one 
of the best manufacturing districts; stock 
. and tools will invoice about $8,500; busi- 

ness dene in 1904, $25,000. Address Box 
98, care THE AMERICAN ARTISAN, 69 
Dearborn S8t., Chicago. 


For Sale or Rent—A fine store build- 
ing at Brillion, Wis.; a rare chance to get 
a large store at a very low price in a 
good business location in a country town; 
a two story building~solid brick 36x100 
feet; 18-rooms all finished in oak; all 
hardwood floors; good basement; can be 
bo.ght at a low Retoes apply at William 
Tesch, Appleton, 6 


Partner Wanted—By June ist; a num- 
ber one hardware man; have the best lo- 
cation in the state of Illinois. Fine town 
of 800 ——_ with a very large ng 
which very rich to draw trade from. 
Only one hardware; for the past 15 years 
this firm has had no competition; vthey 
do an annual business of $60,000; lots 
of dissatisfaction on account of high 
pesos: very bright prospects for the sec- 

hardware; my building will be 42 ft. 
by 2 ft. Address Good Opportunity, care 

THE AMERICAN ARTISAN, 69 Dearborn 
St., Chicago. 5 


Wanted—aA practical all around cutter 
a cornice man with about $1,000, to take 
nalf interest in a shop; 20 years establish- 
ed; other partner is a competent man; 
ran present shop 15 years in a city of 
600,000; work about 6 men year around. 
Address M. D. & C., care of THE 
AMERICAN ARTISAN, 69 Dearborn st, 
Chicago. 5 


For Sale—Job shop, doing slate and 
metal roofing, cornice, tinwork and 
poming. Splendid location in town of 

does over $20,000 worth of busi- 

ness annually and employs from 10 to 12 
mechanics. Invoice about $1,000, and will 
give liberal time and terms to one or two 
good men. Address Shoe. eare of THE 

eMERICAN ARTISAN, 69 Dearborn 8t., 
Chicago. 4 


For Sale—A good clean stock of hard- 
ware, tinware, stoves, paints and oils, 
with or without tinner’s tools, will in- 
voice about $7,000; 1904 sales about $23,- 
000; in a good town of about 1,800, sit- 
uated about 50 miles from Milwaukee, in 
best farming community ih the state. 
Best location for hardware store in the 
city at low rent for years.. If desired 
terms cash, Reason for selling, going 
into manufacturing. Buyer must be able 
to speak German. Address A. B. L., care 
THE AMERICAN ARTISAN, 69 Dear- 
born St., Chicago. 4 


For Sale—Old established hardware, im- 
plements, furniture and harness  busi- 
ness. Tin shop connected. Will sell 
estetags. Address Box 108, eure | 

s. 





























For Sale—A clean stock of hardware 


with tinner’s tools and fixtures, invoice 
$3,000, situated in best farming count 
of western Iowa. Might trade for sma 
improved farm. Address M. J. Bchater, 
Portsmouth, Iowa. 4 











HELP WANTED. 


MAN—Under 35, feir euucation, to pre- 
pare for Gov't Position. Begin $800 s-l- 
eee. Future good. Box 1, Cedar Rapids, 
a. 


Wanted—First-class man to figure hot 
air, water and steam heating from plans, 
and must be able to elect such plans 
and make sales. Greele Hdw. Co., She- 
boygan, Wis. 6 


Wanted—A good tinner who under- 
stands furnaces, and who wishes to t 
a permanent position. Droeger Hdw. Co., 
Seymour, Wis. & 


Wanted—aAn all around tinner that can 
speak German and has had experience 
clerking in store; is pleasant to trade, 
honest, reliable, sober man. Steady work 
guaranteed to the right man; married 
man preferred; state salary wanted and 
ee references. W..R. Yahr, SERENE, 

s. 


Wanted—Good reliable man to do tin- 
ning and plumbing; steady work; refer- 
ence and experience required; also want 
good set of second-hand tools. L. B. 26, 
East Jordan, Mich. 6 


Wanted—aAn all around tinner, able to 
do a good job of inside and outside work, 
and understands stoves and hot air fur- 
nace work and repairing, and willing to 
help in store when not busy in shop; 
steady job for a good man by the year; 
no bum or boozer need apply. Bunnell & 
Piper, Monticello, Ind. 6 


























Wanted—At once, an all around man, 
who understands tin work, guttering, fur- 
nace work, pipe work and plumbing; a 
hustler that is Pilling to do anything that 
comes up in a country shop; good wages 
the year round for a good steady man. 
Mention wages wanted in first letter. We 
want man at once. Address Niethammer 
Bros., Grant Park, Mil. 6 





Wanted—At once, a first- class furnace 
and boiler salesman who has had expe- 
rience on the road in our line. A man 
who is practical at air, steam and water 
heating preferred. State experience, ter- 
ritcry in which you have traveled, age, 
habits and salary £ ected. Address Our 
Line, care THE A RICAN ARTISAN, 
69 Dearborn 8t., Chicago. 6 








Wanted—A good all around tinner, one 
who understands furnace work and. has 
some knowledge of plumbing, and can do 
clerking in store; steady job year round 
to the right man; one who speaks Ger- 
man preferred. State wages the year 
round. Lock Box 503, Holstein, Ia. 6 


Wanted—At once, a good tinner, one 
who understands furnace work; also can 
do hot water job; must be strictly sober + 
and reliable, none other need apply.. Mar- 
ried man preferred; steady work year 
around, good wages; answer at _ once. 
Reinhold & Meyer Co., Plymouth, Wis. 6 


Wanted—First-class tinner and _ sheet 
metal worker; No. 1 references; full set 
tools, brake and some money, desires lo- 
cation in Southwest to start shop in con- 
nection with established hardware firm. 
Arkansas preferred, or wonld accept po- 
sition with Range Co., or @ther manufac- 
turers of sheet metal goods as foreman; 
20 years’ experience, seven years 
ling men; investigation solicited. ‘Address 
Business. care of AMERICAN 








Wanted—Tinner with knowledge of 
plumbing, who understands his business. 
Will pay good wages and steady job. Clin- 
ton Hdw. Co., Clinton, Ind. 5 


Wanted—A first-class tinner or furnace 
man, sober and reliable. Good steady job 
to right man in large eastern fowa town. 
Address Furnace, care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 5 








Wanted—A resident _ salesman for St. 
Paul and Minneapolis, northeast Minne- 
sota and Wisconsin, for a No. 1 line of 
stoves, ranges and furnaces. Don’t ap- 
ply unless you have road experience and 
acquainted in the territory. State age, 
Gapertenee end salary expected. Address 
Wm H., care of THE AMERICAN 
ARTISAN. 69 Dearborn St., Chicago. 5 











do both inside and outside work, one that 
understands furnace work and can do a 
good job of plumbing. Can give steady 
work to the right man. Lock Box L., 
Barry, Ill 5 


Wanted—Tinner who can do windmill 
and pump work. E. C. Alsmeyer, Cot- 
tage Grove, Wis. 5 


Wanted—In central Texas, a partner 
with $400 cash; he must understand cut- 
ting and figuring on cornices, skyl vores 
etc. Correspondence solicited. ress 
400, care THE AMERICAN ARTISAN 
69 Dearborn St., Chicago. 4 


Wanted—Two tinners to work on tin- 
ware specialities. Steady job. Address 
Seither & Cherry Co., Keokuk, Iowa. 4 











Wanted—A | good tinner and furnace man 
in Iowa town of 10,000. No bum or booz- 
er need apply. To the right man we of- 
fer ere! ob. Address Iowa, care of 
THE AMERICAN ARTISAN, 69 Dear- 
born §8t., Chicago. 4 

Tinner Wanted—A steady job the year 
through to a man that smiles at good 
wages. Address Ebert Hdw. Co., Tru- 
man, Minn. 4 


SITUATIONS WANTED. 


Situation Wanted—As tinner and clerk 
in hardware; can give good references. 
Adares 405 Wisconsin St., St. ane 
City, 


Wanted—Position by a good all around 
tinner and furnace man; can also do 
plumbing; age 24; speak German, sober 
and industrious; state full particulars in 
Minn letter. Address Box 289, ee, 

nn, 


Situation “‘Wanted—A thoroghly expe- 
rienced stove and furnace man, wants 
position as sales manager, correspondent 
and general office man; familiar with mail 
order methods; follow-up systems, a 
collector and not afraid of hard work. 
Address Office, care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 6 


Wanted—Position by a good sober tin- 
ner of 12 years’ experience; can also do 
slate and tile roofing. Address H. W. 
Mitchell, Woodstock, Ill. 5 


Situation Wanted—By a practical tin- 
ner and furnace man with some firm 
who need a man to take charge of their 
furnace work, and one who can go out 
and sell furnaces at home and on the 
road. Best of references. Give full par- 
ticulars in first letter. Address D., care 
THE AMERICAN ARTISAN, 69 Dearborn 
St., Chicago. 5 


Situation Wanted—By a hustling hard- 
ware man with 12 years’ experience in 
hardware, paints, oils and glass; and have 
also had charge of building hardware de- 
partment for 4 years; can give the best 
of reference; speak English and German; 
will be open for a position March Ist, 
1905. For further particulars address C. 
E. R., care THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago. 6 


Situation Wanted—I am 19 years: old 
and wish a steady job. Have the best 
of reference as an apprentice. Address 
Wm. B. Satre, Sioux Falls, § 4 


Situation Wanted—By a practical all 
around tinner and galvanized iron worker 
of 18 years’ experience in all branches of 
the business—cornice, furnace, pump and 
pipe work, plumbing, clerk in_ store, 
charge of shop and handle men; 32 years 
of age, sober and reliable. Address stat- 
ing wages, Tinner, Box 12%, ee, 
oO. 






































Situation Wanted—By a good all around 
tinner. Good on roofing, mi ump 
and pipe weeks and wind mill work. Would 
like a job in a country shop, where I 
could have full charge of —_) in a 
town of about 1,500 inhabitants. am a 
single man, age 28, strictly honest and 
sober. Wisconsin preferred. Address M. 





THE 
ARTISAN, 69 Dearborn St., Chicago. 65 





> Welton, Intervale, Wis., a 
0. 


Wanted—An all around tinner, able to _ 


Tm 8 ee oe ee wee 
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SPECIAL NOTICES. 


~ WANTED 


By a new Malleable Range Co., expert 
maker of Malleable Ranges—fine opening 
for right party. Address Ranges, care 
THE AMERICAN ARTISAN, 69Dearborn 
Street, Chicago. 6 


WANTED 


Traveling salesmen to sell a line of Steel 
Ranges on commission. One of the best 
side lines on the market. State experience 
and reference—confidential. Some choice 
territory left. Address Market, care THE 
AMERICAN ARTISAN, 69 Dearborn St., 
Chicago. 3t6 


WANTED 


A salesman for Indianaand Mich- 
igan, to sell on commission well 
known trade mark line of stoves. 
Address B,care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chi- 
cago. 5 


WANTED 

















Position as sales manager or’ 


credit man in stove foundry, by one 
with 15 years’ experience. Best of 
references. Address ‘“Box 27,” care 
THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago. 1t-6 


WANTED. 


A man who understands selling and in- 
stalling hot air furnaces to locate in live 
town. An excellent opportunity and a big 
thing in it for the right party. Address, 
Live Town, care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 5t3 


WANTED 


Experienced stove salesman for Indiana, 
Illinois and Missouri for a trade mark line 
of stoves, steel ranges and heaters for 1905. 
Address with reference and state territory 
~ ge gua Jess, Lock Box 337, — a 

5 


NOTICE 


The undersigned has purchased thc Pat- 
terns of the Number 10 Ironsides Cook 
Stove formerly made by the Leibrandt & 
McDowell Stove Co., and will be pleased 
to receive orders not only for Repairs, but 
for the Complete Stoves. Shipments will 
be made from Philadelphia, but all com- 
munications until further notice should be 
addressed as follows: S. V. REEVES, 114 
E. Park Avenue, Haddonfield, N. J. 5 


SPECIALTIES 


A reputable concern, manufac- 














turing specialties, wishes to add 
one or two more specialties to be 
manufactured in conjunction with 
its old line. Address “‘Specialties,”’ 
care THE AMERICAN ARTI- 
SAN, 69 Dearborn St., Chicago. 
2t.5 








For Sale. 


An old manufacturing company 
will sell part or all; up-to-date and 
complete. Address New Era, care 
THE AMERICAN ARTISAN, 
69 Dearborn St., Chicago. 3t.5 


| 





HOERLE 


Hardware Specialties, Novelties to 
order, Stamping to order, Refining 
and Hardening Solutions for Steel. 

W. M. HOERLE, 
Allegheny, Pa. 





WANTED 


Tinners to write A. T. Nel- 
son, Wilton Junction, Iowa, 
for description and prices of 
The Nelson Hammer. 


| 


C. N. HOOPER, Dubuque, Iowa. 


VITREOUS ENAMELING 
TECHNOLOGIST 


Designs, ouilds and starts new plants. 
Improves quality and reduces the costs 
in those already established. 





WANTED 
Set iron patterns for 15, 22, 
40, 55, 65 and 75 Farmers’ 
Feed Cookers. THE 
WEHRLE CoO., Newark, O. 





SITUATION WANTED 


Credit man and office manager, twenty 
years business experience in Chicago. 
Thorough accountant and correspondent. 
Good executive ability, energetic; desires 
executive position. Highest references. 
Address Manager, care THE AMERICAN 
ARTISAN, 69 Dearborn St., Chicago. 4 


The Activ Patents 


Opportunities come, opportunities go. 
Seize while you may. Steel sheet workers, 
brass founders, braziers, required to make 
and push sale. Enterprising firms only 
treated with. Address, A. W. MELDRUM 
& CO., We'lflat Works, Kirkliston, Scotland. 


WANTED 


Experienced Furnace and Boiler 
Salesman for Eastern Ohio, South- 
western New York and Pennsyl- 
vania. Don’t apply unless you 
have had road experience and are 
acquainted in territory. Man 
practical at Air, Steam and Water 
Heating preferred. State experi- 
ence, age, salary expected. Address 
H., J. F., care THE AMERICAN 
ARTISAN, 69 Dearborn Street, 
Chicago. 3 














MANUFACTURERS 
Do you want sample or stock space 


with or without representation in 


the most prominent building in 


the wholesale stove district in 


New York? J. M. LITCHFIELD, 
Cor. Water and Beekman Sts., 


New York City. 25 


WANTED. 


A resident salesman for Min- 
neapolis, St. Paul and Southern 
Minnesota. Don’t apply unless 
you have had road experience and 
are acquainted in territory. Man 
practical at Air, Steam and Water 
Heating preferred. State experi- 
ence, age, salary expected. Address 
H. J. F., care THE AMERICAN 
ARTISAN, 69 Dearborn Street, 
Chicago. 3 








Bert Tandler, Antigo, Wis., writes: 
“There is no doubt that THE 


AMERICAN ARTISAN is a re- 
markable paper for the hardware 
trade; | cannot get along without it."’ 








0 


LOT} 


Don’t you think it would pay you 
Rg 9% to sell a really good make of 

CRUCIBLE G; Hoes, Forks and Rakes? The 
5 PUD ~~ 0955 ‘“‘GENEVA-CRUCIBLE”’ Line are 
we genuinely good. Write us. 


NORRIS & LORING HARDWARE CO. 


CEDAR RAPIDS, IOWA 


Exclusively Wholesale 











‘DIXON'S STOVE CEMENT. 


Applied easily. Dries rapidly. The best repair for cracked or worn fire-brick. 
Circular 18-L and sample upon request. 


JOSEPH DIXON CRUCIBLE Co., 





JERSEY CITY, N. J. 




























































400 
100 





Stock List of Galvanized Sheets 


Effective February 1, 1905 


Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts, 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
700 Shts. 20—30x96 


10—48x120 
12—42x120 
14—28x96 
14—30x96 
14—30x120 
14—36x96 
14—36x120 
14—42x96 
14—48x96 
16—24x96 
16—26x96 
16—28x96 
16—30x96 
16—30x120 
16—36x96 
16—36x120 
16—42x120 
16—48x120 
16—48x96 
18—24x96 
18—26x96 
18—28x96 
18—30x96 
18—30x120 
18—36x96 
18—36x120 
18—42x96 
18—42x120 
18—48x96 
18—48x120 
20—24x96 
20—24x120 
20—26x96 
20—26x120 
20—28x96 
20—28x120 


400 
500 
400 
50 
30 
100 
100 
500 
100 
500 
50 
900 
200 
500 
400 
1800 
300 
900 
2000 
500 
500 
2000 
500 
1200 
500 
3000 
500 
3600 
4000 
1000 
5600 
1000 
400 
2100 
700 
4000 
2000 


Guaranteed Charcoal Iron 
40 Ib. Coated. Vsed by V.S. Government 


Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 


McVoy’s “Uncle Sam” 


20—30x120 
20—36x96 
20—36x120 
20—42x120 
20—42x96 
20—48x96 
20—48x120 
22—24x96 
22—26x96 
22—28x96 
22—28x120 
22—30x96 
22—30x120 
22—36x96 
22—36x120 
24—24x96 
24—24x120 
24—26x96 
24—28x96 
24—28x120 
24—28x120 
24—30x96 
24—30x120 
24—36x96 
24—36x120 
26—24x96 
26—24x120 
26—26x96 
26—28x96 
26—28x120 
26—30x96 
26—30x120 
26—32x96 
26—36x96 
26—36x120 
27—24x96 
27—26x96 


Send your specification 


Write for prices 


5 Years on IC 
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125 


Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
. 28—36x96 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 
Shts. 





27—28x¥6 
27—28x120 
27—30x96 
27—30x120 
27—36x96 
27—36x120 
28—24x96 
28—24x120 
28—26x96 
28—26x120 
28—28x60 
28—28x72 
28—28x84 
28—28x96 
28—28x108 
28—28x114 
28—28x120 
28—30x96 
28—30x108 
28—30x120 


28—36x120 
29—24x96 
29— 26x96 
29—26x120 
29—28x96 
29—28x120 
29—30x96 
29—30x120 
29—36x96 
30—24x96 
30—26x96 
30—28x96 
30—30x96 
30—30x120 
30—36x96 


Guaranteed Charcoal Iron Roofing Tin 


W. H. G.— Stamped with Mills Guarantee 
10 Years on IX 


McVoy’s “Old Method” 


Guaranteed 40 Ib. Coated Steel Plate 
Finest Steel Plate in Market 


SEND FOR CATALOGUE. 


JOHN McVOY @ CO., Chicago 


Mention The American Artisan. 
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FOLLANSBEE 
BROTHERS CO. 


PITTSBURG 








B. G. FOLLANSBEE, President 
WM. VU. FOLLANSBEE, Sec. & Treas. 
WM, BANFIELD, Gen. Manager 








1905 


Forty Years Personal Practical Experience 


The General Manager of our Mills, Mr. William Banfield, has studied and developed 
the manufacture of our Tin Plate as follows: 


1864 At ten years of age began his apprenticeship in the Tin Mills in Wales. 


1872 Employed successively in all practical positions in mill work in the first tin mill built in America, 


located at Leechburg, Pa. 


1878 General Manager Leechburg Mills. 


(Owing to the noted Fessenden decision removing the duty on Tin Plate, its manufacture in the United States was necessarily 
abandoned and the Leechburg Plant thereafter manufactured special fine qualities of Black Plates, which, however, were 
not tinned at Leechburg, but were sold to the manufacturers of spoons, forks and similar articles requiring highest quality 
material that could be properly stamped, shaped and Tinned or Silver Plated after being formed. ) 


1884 Member of firm and in full charge of the Mills of Messrs. Wallace, Banfield & Co., Irondale, Ohio, 
manufacturers of special qualities Black Plates, same as produced at Leechburg. 


1892 Following the passage of the McKinley Bill promptly beginning the manufacture of Tin Plate in the 
Wallace, Banfield & Co. Irondale Mills, whose product enjoyed an exceptional reputation for highest 
qualities uptil the plant was dismantled. 


1904 A stockholder in Follansbee Brothers Company of Pittsburg, Pa., and General Manager of the 

Company’s large new mills at Follansbee, Brooke County, W. Va., (but 45 miles from Pittsburg and 
These Mills were erected under Mr. Banfield’s personal supervision. 
They contain many original features—no expense has been spared to provide every facility for the very 


in the noted Pittsburg District). 


best manufacture. 


They are recognized as the best mills ever built. 


The other executive officers of Follansbee Brothers Company each have had over twenty-five years 
practical experience in the sale and manufacture of high quality Tin Plates, first as importers and 
afterwards as manufacturers, in the Company’s Pittsburg Plant, of the celebrated ‘“‘Scott’s Extra 


Coated”’ Roofing Tin. 


(The Pittsburg Plant has been removed and all manufacturing is concentrated 


at the New Mills where the favorite ‘‘Scott’s Extra Coated” will continue regularly to be produced in 
larger quantity and Improved quality.) 


Follansbee Brothers Company “BANFIELD PROCESS” ROOFING TIN PLATE 


is the product of Best Material, Best Facilities, Best Workmanship, 
Best Inspection, Best and Closest Daily Personal Attention to the 
Conduct of the Business by those Heavily Financially Interested. 


Each Sheet is Embossed with the Company's Name and Address,the Brand Name, Gauge Mark and the Year 
of Manufacture. The Company’s Capital and Reputation is Behind the “BANFIELD PROCESS” 
Roofing Tin as Shown by the Warranty in Each Box as Follows: 


NSBEE © 


oor lee a 
PROCESS “ 
“rrr Gye? 
1905 








Use BANFIELD PROCESS Roof- 
ing Tin Paint with pure linseed 
oil and Venetian red, solder with 
rosin and WE GUARANTEE THE 
TIN TO WEAR FOR 15 YEARS 


Follansbee Bros. Co. 


Pittsburg, Pa. 
Capital, One Million Dollars 











oO 
PROCESS, , 
TS Bve 
1905 












































106 THE AMERICAN ARTISAN AND HARDWARE RECORD 








BERGER’S 


“CLASSIK” 
Metal Ceilings 


Awarded the Only Gold 
Medal at the 
St: Louis Fair. 


Berger Specialties in sheet steel 
are known the world over. Ber- 
ger ‘‘Classik” Metal Ceilings were 
exclusively honored at St. Louis. 
They’re the best in the world. 
Write us for catalogs and prices. 


Are You Taking Ad- 
vantage of Our 


Prices? 


If you’re in the market for Steel 
Roofing, Corrugated Iron, Black 
and Galvanized Sheets, Tin Plate, 
Solder, Eave Trough and Hang- 
ers, Conductor Pipe, Steel Ceil- 
ings and Steel Office Furniture, 


We Want Your 
Orders. 


Your inquiries will receive cour- 
teous and prompt attention and 
prices will be sent you that will 
command your orders. 


Tell Us What You Need 


The Berger Mfg. Co. 


CANTON, OHIO 


Boston New York Philadelphia 
St. Louis 















|| TOOLS FOR SHEET METALS 


INCLUDING 


Tinners’ and Roofers’ Tools, Shears, 
Punches, Presses and Dies, Can-Making 


Machinery 
MADE BY 


Niagara Machine & Tool Works 


BUFFALO, N. Y. 


==], H. WEISS & CO. == Os 
GaP sx vuiat Gearine 
AND CHAIN LIFTS 
TINSMITHS’ & PLUMBERS’ TOOLS. 
y -—— $- A TOOLS. 

















KEENE’S COMBINED SQUARING 
SHEAR AND CORNICE BRAKE. 


Designed for 
Cornice and 
Skylight work. 


It has an unlimited f 
squeezing power forlocks. } 
The upper jaw isdished to 
= makefolds. Theshear is 
~ attached to the back of 
the brake and is operated 
with levers. The blades 












are attached in such a 
manner as not to inter- 
fere with the usual work 
of the brake. All the 
parts are well made and 
cannot get out of order. 





ee 
GEO. 0. C. KEENE & Co., Cincinnati, O. 


Write for catalogue. 


bee 

















WE BUILD 


Power Punches, 
Lever Punches, 
Lever Shears and 
Bolt Cutters. 


“We equip shops and 
factories with Power, 
Gasoline or Steam En- 

ines. We make all 

inds of dies and spe- 
cial tools for the trade. 
Write for free booklet. 
Address, 


WALKER TOOL CO., 132 Stee! St. 
Lansing, Mich. 





DIES AND STAMPINGS TO ORDER 


FOR STEEL RANGE AND FURNACE MAKERS 


Hardware Specialties, Etc., Manufactured to Order. 


Send Samples of Drawings for Estimates, WRITE For our 


THE GLOBE MACHINE & STAMPING COMPANY} 
971 Hamilton Street, CLEVELAND, OHIO 














W. S. Rice, Bellaire, Kas., writes: 
“T cannot get along without 
your paper.’ 














eee tae THE™M ALL 


W. J. Burton Co., Detroit, Mich, 

fi. Weiss & Co., 20 Cliff St., New York, N. Y. 

Janney, Semple, Hill & Co., Minneapolis, Minn. 

C. Sidney Shepard & Co., St. Louis, Mo., etc. 

Illinois Roofing & Supply Co., Chicago, Ill. 

New Orle.ns Roofing & Metal Works, New Orleans, La. 

Peden Iron & Steel Co., Houston, Texas. 

Holbrook, Merrill & Stetson, San Francisco and Les 
Angeles, Cal. 






<< ee 


The 0. K. sic Patented March 28, 1901 Will not warp like wood. 


DREIS & KRUMP, Mfrs., 3214 S. Halsted St., Chicago. 
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Galvanized Eaves Trough! Conductor Pipe! 


NO TIME TO DELAY 
Get in your Spring Orders. Further advances expected. 
THE ORIGINAL Drop a Postal for NEW CATALOG 


La Crosse Steel Roofing and Corrugating Co. 


LA CROSSE, WIS. 









Get Our New Cati@@ 


Our catalog tells all about our line of Galvanized Cornices, 
Steel Ceilings, Steel Tanks, Skylights, Finials. Also Eaves 
Trough, Conductor Pipe, Trimmings, Roofing, Siding, 
Galvanized and Black Sheets. 


Badger Steel Roofing @ Corrugating Co. 


Manufacturers LA CROSSE, WIS. 









**Canton” Metal Ceil- 





ings are labor savers 
Ve and patron pleasers. 
SoA Are best and cheapest 
‘“because the construdé 
tion is right.” Classi- > 
fied designs. Ever see our Art. Pook ’ 
“Gr? It hows the goods. t 


The Canton Steel Roofing Co, 


**The Metal Ceiling Makers."’ 
CANTON, OHIO 


N. Y. Agency, No. 157 W. 23d Street 


7 RE ereeg 





We Make 


In Our Own Designs 


Steel Ceilings, Sidings, Roof- 
ings, Eaves Trough, Conduc- Trade Mark 
tor Pipe, and Fittings, Cornices, Skylights 
and All Styles Architectural Sheet 
Metal Work. 


Catalogs and Prices furnished upon 
receipt of complete specifications. 


St. Paul Roof’g, Cornice @ Ornament Co. 


St. Paul, Minnesota, U.S. A. 








“The : it 
Only  & 
_— bi 


TO THE 


if 

-  o 

. : 

ii 

Li 

iy | 
| iT : 


CONVENTION 










(ee 


al 





ETAL SHINGLES (eu StyusuES 


AVESTROUGH — @NDUCTORPIPE R22FINGo SIDING | 


qi A> SOLDER ETC 





nt ¥ 
CANTON; OHIO- C liSEE COMMITTEE. 











FEBRUARY 


13, 14,15 & 16 


_ 1905 


THE 


ay Special Party. 





WILL GO 
VIA 


‘ & Alton . 
Railway 
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GUTTER HANGERS 


BERG ER’S PIPE FASTENERS 


No.1Z18 The Leading Hangers and Fasteners Everywhere. 
Immense Stock and Variety. Ask 
for Sample and Catalog of our 
Tinners’ and Roofers’ Supplies. 


BERGER BROS. CO. 


OFFICE AND STORE: 237 Arch Street 

WAREROOMS: 100-02-04 Bread Street 

FACTORY: 3114-16-18-20 N. 17th St. 
PHILADELPHIA 












— 
ee ad 


ROOFING 
SLATE 


THE AULD & CONGER CO. 


Manufacturers and Dealers 
CLEVELAND, O. 





MOST PEOPLE KNOW 


ROOFING TIN-— 


So did their grandfathers. To-day, we want you all to know it better. 

‘The Terne which turns the elements’' merits all the consideration 
you can give it and is now «only awaiting a chance to prove conclusively 
its many points of superiority. 

We can't tell you all about MF here—write our Advertising Depart- 
ment for a sample piece—for our MF Calendar—and for other data. 
They have it in quantity and will gladly supply you. 


AMERICAN 
SHEET & TIN PLATE 


COMPANY 
FRICK BUILDING, PITTSBURGH, PAs 





O’HALLORAN & JACOBS, 


ROOFING SLATE 


SLATERS’ SUPPLIES. 
829-830 Park Building, PITTSBURC, PA. 


AINE 


GEROCK BROS. MFG. CO. 
Sheet Metal Ornaments and Statuary 


Detail Work a Specialty. 
{227 Manchester Ave., 





Ask for Catalogue. 
ST. LOUIS, MO. 





Cet Our Special 
Prices on 


ROOFING 
TIN 


FURNACE 
SUPPLIES 


and 


“BOSTWICK” 
Metal Lath 


Stockhoff Supply Co, 


St. Louis. 











ADDITIONAL 
CAPITAL 
FURNISHED! 


Favorable consideration will be given 
propositions from harness, saddlery 
trunk and shoe manufacturers seeking 
additional capital, to locate at one of 
the most prominent factory points in 
the Southern States. Correspondence 
confidential. Address 

M. V. RICHARDS, 


Land and Industrial Agent, 
Southern Railway, Washington, D. C. 





J. 


ROOFING SLATE 
SLATE BLACKBOARDS 








JOHNSON @ CO. 


38 PARK ROW, NEW YORK 
Quarries: PENNSYLVANIA AND VERMONT 


Prices quoted delivered anywhere. Booklet and complete 
Price List on application. Wireinquiries given quick attention 
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No. 3. Shoe. 
PATENTED JUNE 4, 1895 


WITH STYLE “A” INSURE PERFECT FIT 
WITH SQUARE PIPE 


FLAT — sia cele ELBOWS 


Square “B” 
Made of One Piece 





NONE GENVINE 
WITHOUT SIGNATURE 


EDicehmam 


B., CINCINNATI 














Sheet 
Metal 
Architec- 
tural 


Orna- 
ments, 


Statuary, 
Etc. 


ART METAL 
CEILINGS 


Roofing, Corrugated Iron, 
Galvanized Iron, Corruga- 
ted Conductor Pipe, Fini- 
als, Weather Vanes, Crest- 
ing, Etc., Sheet Copper. 

















Galvanized Steel Tanks for 
all Purposes. 

















F RIEDLEY @ VOSHARDT 











SEND FOR CATALOGUE A2l, 
194-202 Mather St., CHICAGO, ILL. 








PLECKER’S CORRUGATED 


Made of Galvanized Iron in Ten-Foot Lengths without a Cross Seam. Will not burst when full of ice. 


EXPANDING 


CONDUCTORS. 


CLARK, QUIEN & MORSE, Peoria, Ill. 





You do not have to paint 
Arrow Brand Asphalt Ready Roofing 


———_T 


Asphalt Ready Roofing Co., 136 Water St., N. Y. 


cording to di- 
rections it will 
need no care 
for many 
years. 





MANUFACTURERS 


Contemplating establishing plants 
in the West should take advantage 





Chicago = Ry. 


which reaches the famous 


Water Powers, Coal Fields, 
fron Ore Ranges, 

Mard and Soft Lumber Districts 
of the West and Northwest, and af- 
fords the best means of transporta- 
tion to the markets of the world. 

For further particulars apply to 
MARVIN HUGHITT, Jr. 
Freight Traffic Mer. 

CHICA 


E. D. BRIGHAM 
Gen’ Freight Agent 
Go 








LYONS SPECIALTY COMPANY, Lyons, Iowa. 





hardware trade. 


We are NOW the manufacturers and jobbers of the 
EVERLASTING CHIMNEY CAP 
Made of cast iron and fits any chimney. Sets on top and is held in 
place by cement. Collar at top of cap for round pipe when necessary to 


extend the chimney. No chimney is complete without it. 
We can now make prompt shipments and solicit orders from the 


Desgu rat. rev. iow. LWOnNS SPECIAL TY COoO., Lyons, lowa 





A HOT SELLER AT A QUARTER 


EVERYBODY WANTS ONE. 


where. 


one. 





Special prices on large quantities. 


» The WEDGE KEYLESS LOCK 


is mechanically perfect, indestructible. 
portable, and absolutely burglar proof- 
Applied quickly on any door any 
No traveler can afford to be without 


Weighs 3 ounces, 


Sample, 25 Cents. 
$1. 25 Per Dozen, postpaid, in the United States and Canada. 





KEYLESS LOCK MFG. CO., 634 W. 79th St., CHICAGO, ILL. 





When things aren't going quickly, and you can’t use twine; 
When cobwebs gather thickly, just drop us a line. 
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THE A LAMB’S TAIL 


HARRINGTON & KING PERFORATING Co 
.PERFORATED METALS 


OF EVERY DESCRIPTION FORALL PURPOSES 

209 NORTH UNION ST. 114 LIBERTY ST. ‘ $6.00 Net. look the Fire Pots 

CHICAGO and Torches. No 

other tool saves you and your customer as much or 

is so indispensable. Do you use the No.1? Itis 

the Ainge of Fire Fots, having seventeen years’ ex- 

perience to its credit. There are imitations, but 

no equals. Jobbers sell at factory price and our 

warrant "our money back if vou are not pleased” 
follows it. Our catalog is free. 


DON’T WORK TOO HARD! It is a bother and nuisance to carry CLAYTON & LAMBERT MFG. CO. 








You know is always 
behind. Many mer 
chants are like a 
lamb’s tail, justa 
little too late to be 
leaders and must 
live on work the 
leaders do not care 
for, The leader is 
always prepared to 
do the best or most 
profitable work and 
thereby makes the 
most money. Are 
you a leader? If so 
you see that your 
tools arein working 
order. Do not over- 


~\ 











around tinner’s furnaces and besides it is DETROIT, MICH., U.S. A. 
3} useless, The Bartholow self-heating sol- 


dering iron is positively guaranteed to 
work in the windiest weather. A man can , . 
save three hours a day, and can do better eA 
work. It does not burn the tinning off. 


You have simply to take out three screws, 
Improved Quick meow § Rising 
Steam, Electric and Power 


remove the hollow copper point. and you 
Send for circulars. 


have a first-class blowtorch. “IT ONLY 

WEIGHS FOUR POUNDS.” It is some- 
times hard to discard new but obsolete out- 

EMRALY, BROS, £0: 

Ninth St., COUNCI . 

W. P. BAR THOLOW, 217 Oak Street, S. E.. MINNEAPOLIS, MINN. IBBALL eh oe 139 Vincent St., CLEVELAND, 0, 


fits, still one ought ro remember that “‘the 
ee $9 This Agency issues as complete and reliable book of credit ratings fot 
this special branch of trade as has ever been published, containing about 


scrap pile is sometimes the foundation of a 
400,000 rated names of wholesalers, retailers and manufacturers, covering 











man’s fortune.” 











the trade thoroughly. The ratings are conservative and very reliable. The, 
paying record is based upon ledger experience of credit men every- 
where. 


You buy credit information. Isn't it the part of a good buyer to post 
himself thoroughly on the merits of a book of ratings, gotten up especially 
for his trade by men with ample capital and who are thoroughly trained in. 
this class of work and who make a specialty of it? 


—OF THE— 


Iron, Steel, 








Hardware, 


j Terms of subscription can be had by addressing Executive Office 


Stoves, Tinware, | 
Iron and Hardware Mercantile 


., Plumbing, Etc., Agency. 


Trades. 157 Federal Street, BOSTON, MASS. 


~owasezee YOUNG'S COMBINATION STRAINER @ CUT-OFF 


A positive ee against filthy cisterns with polluted water and germ breeding rubbish. 
A Question Mealth — A Phenomenal 





Seller at an Unusual Profit. 
DISTRIBUTERS TO THE RETAIL HARDWARE TRADE 





Albany, New York— Decatur, Ilinois— Fort Worth, Texas— Milwaukee, Wisconsin— 8t. Joseph, Missouri— 
Albany Hdwe &Iron Co. Morehouse & Wells Co, Nash Hdwe Co. Wm. Frankfurth Hdwe Wyeth Hawe Co. 
Atehison, Kansas— Des Moines, lowa— Grand Rapids, Michigan— Co. 8t. Louis, Mo. 
A. J. Harwi Hdwe Co. Brown-Hurley Hdwe Co. Clark-Rutka-Weaver Co. Muskogee, I. T. Simmons Hdwe Co. 
Bliss,Mize & SlilimanCo. | Luthe Hdwe Co. Wm. Brummeler & Sons Turner Hdwe Co. E. E. Souther Iron Co. 
Burlington, lowa— ee Iowa— Houston, Texas— Omaha, Nebraska— Sedalia, Missouri— 
C.T. Schmidt Hawe Co, W-D. kert Co. Peden ‘Tron & Steel Co. Lee-Glass-Andreesen Co, Smith - Marshall - Howe 
Rapids, lowa— A. Tredway & Sons aay, oy Rector & Wilhemy Co. Co. 
Oedar 4 wwe Ha Hdwe Co. Van Camp Hdwe & Iron ou mwa. lowa— St. Paul, Minnesota— 
Norris & Loring Hdwe —§ gchreiber, Conchar & Co. H e Bina Co. Farwell, Ozmun, Kirk & 
icage, Tllineis— Detroit Michigan Milchards”’ a Conover Paris, Texas—  ackett, Walth 
e' — cha Y r ackett, Walther, Ga 
Wells & Nellegor Co. _—s Hdwe Co. —. Co. & Cuore H. 8. Bettes Hdwe Co. Co. oes 
Edwin Hunts’ Sons Standard Bros., Ltd. Knoxville, Tennessee— Peoria, }l\inois— St. Paul Roof., Cor. & 
Iilfnois Roofing & Sup- Duluth, Minnesota— C. M. MeClung & Go. Clark, Quien & Co. Orn. Co. 
ply Co. Marshall- Wells Hdwe Oo, La Orosse, Wisconsin— Quincy, Illinois— Syracuse, New York— 
Wheeling Corrugating —) , Texas— La Crosse Steel Roof.& Cottrell Hdwe Co. H. E. Hessler Co. 
Co, tae Krakauer, Zork & Moye Cor. Cog Tenk Hdwe Co. Terra Haute, Indiana— 
Clinton, Iowa— El Reno, 0. T. V. Tausche Hdwe Co. inaw, Michigan— Townley Stove Co. 
Cc. E. Armstrong & Co. Bonebrake Hdwe Co. Lincoln, Nebraska— Morley Bros. Toledo, Ohio— 
Clinton Paper Co. Fargo, North Dakota— Lincoln Hdwe Co. Sioux City, iowa— Stollberg Hdwe Co. 
Council Blu lowa— Hall-Robertson Hdwe Co, Minneapolis, Minnesota— Knap Spencer Co. Topeka, Kansas- 
Empkie-Shugart-Hill Co. Fort D , lowa— Janney, Semple, Hill & South Bend, jndiana— ’. A.L. Thompson Hdwe 
Davenport, Iowa— Prusia Hdwe Co. Co. Irving H. Sibley. Co, 
OPEN. Sickles, Preston & Nut- Fort Wayne, Indiana— Neison,Bouquet,Holliday Springfield, Missouri— Water oo, Jowa— 
Patent protected by ti ting Co. Seavey Hdwe Co. Co, Rogers & Baldwin Co: Cutier Hdwe Co. 
nt Title & 
Guarantee Go. Ne Y. YOUNG MEG. CO., Manufacturers, Bellevue, Iowa 








J. M. BOZEK, Ada,, Kan., writes: © It has been and it is a good paper for me, not only in shelf hardware 


line, metals, but the main benefit I found under the heading tinshop, as fifteen years ago I did not know how to take 
tinners’ snips in hand and today I am quite an expert tinner by reading your books used in tinshops. 
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CORNICE COPPER | 


Soft and Cold Rolled—all Sizes. 
Boiler Sheet Copper and Bottoms. 


All Kinds of Tubing, Rod, Sheet 
and Wire in Copper and Brass. 


Soldering Coppers. 
Send for Stock List of what we Carry in Our Store. 


Benedict & Burnham Brass and Copper Co. 


211-213 Lake Street, CHICAGO. 





“EAGLE” BRAND COPPER RIVETS AND BURRS 


STANDARD FOR QUALITY. (Lake Superior Copper.) MANUFACTURED BY 


THE PLUME & ATWOOD MFG. CO. 


29 Murray St., NEW YORK 196 Lake St., CHICAGO 








































Merchant’s 
High Grade 
Roofing 


Plates Coated by the Palm Oil Process throughout. 
Send for booklet “How Roofing Tin (Good and Bad) Ie Made.” 


maser MERCHANT & CO., Inc. 2", 


NEW YORK 

SOLE MANUFACTURERS 
Also Metal “Spanish”’ Tiles, “Gothic” Shingles—The Star Ventilator. 
HIGH GRADE BRIGHT TINPLATE. 


_ ce meme 
2 


‘*‘Merchant’s Old Method’’ 
‘*‘Merchant’s Roofing’’ 
4‘4*Mlerchant’s American Old Styie’’ 
‘‘Camaret’’ **Alaska’’ 


























Corrugated 
lron and Steel, 


Eaves trough 


Conductor 
Pipe and Gutters, 


Structural 
Iron Work, 


Roof Paints. 


GARRY 
IRON & STEEL 
COMPANY 


CLEVELAND, OHIO 





CORTRIGHT 
MET bead 


TINNERS! 
ever notice the shingle roof being applied 
to churches, schools and handsome build- 
ings in your neighborhood ? Ever occur to 
you that you ought to be doing the work ? 
Think it over- ee a aM 
Cortright Meta oofing 
Philadelphia and Chicago. 


IIS | 


PROTECTION AND LONG 
SERVICE BY USING OUR 


SAVES REPAIRS 
SAVES RECOATING 


SAVES RENEWING cee 
Send for Samples and Pamphlet 


| STOWELL MFG.CO.| 


JERSEY CITY, N.J. 





CHICAGO OFFICE. 47 Market St 
SHEET METAL 


METAL SHINGLES 
WM & TILES @ 


FROM TIN, GALVANIZED 
TIN AND COPPER .&E 


REQUIRE NO PAINTING 
OR AFTERCARE BEE 


RUSL STORM.” FIRE PROOF 


LARGEST VARIETY oe’ STYLES 





‘>THE NATIONAL 
ho}o E>) it lele?- 











BURTON’S 
Eastlake Shingles 


Have been on 
feeeeee buildings for 17 
iM ipa years, in good con- 

dition yet. Better 

athan any metal, 

aa slate or wood roof- 

ing sold. Write 
a4 for catalog. 


The W. J Burton Co. 


DETROIT, MICH. 











METAL SHINGLE ROOFING 
. With Montross Tele- 
scope Sidelock is 


ieedat athe best roofing in 
the world for house 
: or bern, Stormproof. 


Easily applied. Cata- 
S5ege logue, Prices and 
= Testimnials freefor 





the asking. 


Montross Roofing Co., - Camden, N. J. 





PATENT LIGHTING PORTABLE PUNCH WO. 3; 

a high grade tool, adapted to all forms of curved or 

flange work; pays for itself every week in the year. 
ap 3-16 iron. For 







catalog 
and price 
address 





American Lock Nut Company, Oregon, Illinois, 
















== 


<sae San 4 ee 








— a = 
ae 
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° will quickly prove our claim for Prompt 
A Trial Order Attention, Careful Execution and Im- 


mediate Shipments of your orders for Stove, Range and Heater Repairs. 
Send your next Repair Order to us and you'll save Time, Trouvle and 
Money. We also carry a full line of Stove Supplies. 


WM. T. DUST CO., 30 Macomb St., Detroit. Mich. 


AMERICAN STOVE REPAIR WORKS 


MANUFACTURERS OF 


Stove and Furnace Repairs 
186-188 W. Seventh Street ST. PAUL, MINN. 








dealers’sup- 
plies, cast- 
ings and repairs—promptest shipments, etc. Address, 





J. L. Morris 
Stove Repair Co. 


Wholesale and Retail 
Stove, Range and 


FURNACE 


Repairs, 
CHICAGO, ILLINOIS 


WELLER PATTERN (° 








DESIGNSand ESTIMATES FURNISHED 
FOR ALL KINDS OF STOVE PATTERNS 


QUINCY, ILL. 








PATTERNS 


For Stoves and Heaters. 
First-class in wood and iron. 


Vedder Pattern Works, Troy, N.Y. 
Established 1835. 





~ 316-318 North Third St. St. Louis, Mo. 
For all stoves and 
furnaces; largest stock 


REPAIRS peer: 


GIVE US A TRIAL. 
Great Western Stove Repair Co., Minneapolis. 





Champion Stove Clay 








The only Stove Lining made of crucible 
materials. 

Packed in 2% Ib., 6 lb. and 10 Ib. paste- 
board boxes. 

Order it from your jobber. 

The best and most refractory lining 
made. 








Bridgeport Crucible Co.*"3s°7°" 


Cor.Brush and 
Woo db ridge. 
Streets:::::::28 


The GEO. 


w. coe StOVE 


Pattern 
Works Peto. 


WUINEY Pere 
STO! 


JE PATTERNS 
=—7 111 








— ae 
7 


a SioeniOns 
mune Tues>ey® VIRGINIA 


THIRD TUESDAYS 
Via NORFOLK & WESTERN RAILWAY 


—_——— 








in each month to 

For all as to Rates and Tickete and for 
LAND PAMFHLETS and descriptive matter, address 
ALLEN HULL, D. P. Agt.. Colunibus, Ohio 





’ Is the original sheet steel dam- 
per. It is being frequently 
[| imitated, but never equalled. 
<9 Its features include corrugated 
§ plate, continuous loop, forgéd 
steel pointed stem, positive 
lock, enameled wood handles. 


No pins or rivets to 
loosen or drop out. 


CoO., 





CO.. SAYRE, PA. 


SAYRE STAMPING 


The..Uncle Sam Damper 


“As Good as Its Name.” 











—— 
“Esso” Gluetrin 


Core Binder 


a substitute for Rosin, Flour, Core 
Oils and other core mixtures. 


At less than one-quarter the cost of 
other Core mixtures you can pro- 
duce better results,and ‘‘Esso’’ Glue- 
trin Core Binder is a money saver. 


ORDER A TRIAL BARREL — you take 
no chances—-if not satisfactory the 
shipment won't cost one cent. 


Write for booklet ‘‘ D."’ 


THE $. OBERMAYER CO. 
CINCINNATI CHICAGO PITTSBURG 


“The House of quality and service,’ 
" Manufac —_ 
“Everythin eed in your Foundry 
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12 World’s Best? ® 


C Stove Plate and 2 
‘e) Return Facing ee 

: Prepared Charcoal a 

ve Stove Putty 3 

= Manufactured by “ 
"|[a T. P. KELLY @ CO. : 
S| ug 


Chicago and New York 








DON’T 


become as careless as 
the people are who drive 
Automobiles. Exercise 


care in the purchase of 


Polishers and Platers 
Supplies 


Which means get my 


eatalogue and prices 
before buying. 


F. B. STEVENS 
200-210 Larned Si., West 
DETROIT, MICH 














Williams 


‘Stove Lining) 


Company 
TAUNTON, MASS. 


STOVE 


LININGS 


INCANDESCENT GAS FUEL 
AND 
EAGLE STOVE CLAY 


Largest and Most Modern Plant. ualed 
Facilities. TRY US. atte 








112 to 116 S. West 2nd St. 


SEND FOR SAMPLES 


Gripsit Stove Putty, 


1904 HEAVY STOVE PLATE AND 
FAVORITE RETURN FACING. 


The best to have when 
you have to have 


The J. D. Smith Foundry Supply €o. 


Cleveland Facing Mill CLEVELAND, OHIO 
SEND FOR NO. 36 CATALOG 





The Gem Adjustable Stove Carrier. 


No Stove Dealer Can 
Afford to Be Without It. 


Manufactured By 


THE KRAMER BROS. FOUNDRY CO., Dayton, Ohio 








Des Moines Stove Repair Co. 


Manufacturers an d Jobbers of 


REPAIRS for all 
STOVES and 


FURNACES 
DES MOINES, IA 






































~—-— 4 3 


eee ee ee 


e 
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tre mst Wonderful Stove Sales-miani intie wor 
iS THE BLACK KID 


= ii All stoves are quickly sold 
and at a much better price, 
If polished with BLACK KID. 
There is no polish made 
that equals it. 







Paste Order to-day a 6 or 12 can case 


5-lb., 1-lb., 8-oz. cans from your jobber. 
also bulk in barrels 


Liquid —» | a 


10-o0z. cans. 



















LOGAN’S STOVE PIPE THIMBLES. 


PREVENTS FIRES AND PROTECTS YOUR HOME, 
Place orders early for The Logan Stove Pipe Thimbles. The greatest selling and only Perfect Thimble on the market. Over 200,000 sold. 1 dozen nested in acrate 


Impossible to push stove pipe too far in the fiue. 
vents stove ned from coming out of flue. 
Prevents smoking of paper around flue. 
Prevents soot from biowing over room. 
ereosote from running downthe wall. 
Makes an air-tight joint where stove pipe enters 
the chimney and produces a perfect 


Trade Supplied at Present by Following Jobbers: 


ADAMS CO., Dubuque, Ia. 
SIMMONS HARD YARE CO,, 8t. Louis, Mo. 
aya at SPENCER, BARTL ETT & ¢ 0., Chicago, 
AN CAMP HARDWARE & MFG. CO., "Indiana oll, * ind. 
NORVELL-SHAPLEIGH HDW. CO., St. Louis, 
RICHARDS & CONOVER HDW. de., manese City, Mo. 
WYETH HARDWARE CO., St, Joseph, Mo. 
— ASS-ANDREESEN HDW. ». . Omaha, Neb. 
RIGHT & WILHELMY Cv.. Omaha, Neb. 
WEMPTEL SHUGART & CO.. Counci) Bluffs, Iowa. 
J. W. CRANCER CO., Leavenworth, Kans. 





Pat. March 20, 1900. HARPER & McINTY RE CO., Ottumwa, Ia. BAY CITY HARDWARE CO., Bay City. Mich. 
KNAPP & SPENCER CO., Sioux City, Ia. BLISH. MIZE & SILLIMAN HDW. CO., Atchison. Kans. BUFFALO WHOLESALE HDW. Co.. Buffalo, N. Y. 
A. J. HARWI HARDW ARE CO., Atchison. Kans. JANNEY, SEMPLE, HILL & CO., Minneapolis, Minn. D. CONE CO., Winona, Minn. 

BALDWIN BROS., Clinton. lowa. WOODWARD HARDWARE CO., Cairo, Ills. BORTTICHER. KEL LOGG CO., Evansville, Ind, 
COTTRELL HARDWARE CO., quincy: Ill. LAYMAN & CAREY CO., Indianapolis, Ind. L. THOMPSON COoO., Toveka, Kan. 

THE A. WEBER CUv., Keokuk, WITTE HARDWARE CO., 8t. Louis, Mo. JOHN PRITZLAFF HDW. Cv., Milwaukee, Wis, 

THE STAR HARDW ARE CO., Toledo, Ohio. TENK HARDWARE CO.., Quincy, ul. KELLEY-HOW-THOMSON CO., Duluth, Minn. 
BROWN-HURLEY HARDWARE ( ‘0., Des Moines, Ia. DRAKE HARDWARE CO.. Burlington, Iowa BUHL SONS COMPANY, Detroit, Mich. 

HAW-SIMMONS HARDWARE CO., Ottumwa, Ia. THE STOLLBERG & CLAPP CO.. Toledo, Ohio LINCOLN HARDWARE CO., Salina, Kans. 
CLARK-RUTKA-WEAVER CO.., Grand Rapids, Mich. MOREHOUSE & WELLS CO., Decatur, Ill. CLIFFORD HARDWARE CO., Evansville, Ind. 

LUTHE HARDWARE CO., Des Moines, lowa. STRATTON & LETSTEGGE, Louisville, Ky. LEE HARDWARE CO., Salina, Kans. 
LOGAN MFG. CO., OTTUMWWA, IOWA, 





Locations for Industries | C peatest Offer Ever Made 


Erie Railroad 30,000 Cases of “Sterling” Stove Polish Free. 


° We want every dealer in America to test our Polish. We know 
Chicago to New York he will always use it after ome test. Send for our wonderful offer of 
one case of, 6- 5 Ib. pails, freight prepaid. It won’t cost you one cent. 
Remember “‘Sterling” is guaranteed to be the finest polish in the world. 
The Erie Railroad Company's Industrial | If it isn’t, return at our expense and your money comes back, without a 


Départment has all the territory traversed | murmur. Write, right now. 
by the railroad districted in relation to re- » TIE 


sources, adaptability, markets and advan- % G 0 0 

tapes for manufacturing, and can advice |S DP ERLING STOVE POLISH CO. 
th manufacturers in relation to the most 

suitable locations. The information fur- STERLING, ILLINOIS. 

nished a manufacturer is reliable and has 

practical bearing on the nature of his par- 
















It is important in this age of: modern 
facilities foremanufacturers to locate where F R | F N i} = Gorman Seer 
they can obtain side tracks so as to’receive and polished with it 
8 
Purchase Expost- 
‘ Pr tion, St. Louis, Mo., 
nish full information to manufacturers and 1904. 
local parties contemplating the establish- ae aan 7° 
ment of new industries. 


from and ship directly into cars at the fac- easier than with 
GEO WM. HOFFMAN 
Address, LUIS JACKSON, 








. thing else. 
tory. Information can be promptly fur- — 
295 K. Washington St. 
Industrial Commissioner 


ticular industry. 6. 0 Weenie 
Vast deposits of anthracite and bitumin- } —_—_______} . H ¢ 

BARKEEPER’S 

nished in this connection about every point vite ate per. 

on the system between Chicago and New ghest Award :— 
mouxarouis, - | STAPLES AND WIRE SHAPES 

Erie Railroad Company, 
21 Cortlandt Street, New York 





ous coal, oil, natural gas—fuel is the para- a 
mount factor in manufacturing—sewer pipe, THE FRIEND a coe 
i - } 
fire and other clays, cement material, gyp ‘ Marble, Glass, 
Chicago World’ 
York. 
JOBBING TRADE IN ALL VARIETIES. 


sum, building stone and numerous other | 
resources exist on the line. BAR: 4 E F PERS | Copper, Tin > i 
Fair, 1893; Louisiana 
* The undersigned will be pleased to fur- 
Eee | Singhamton, N. Y., and 42 No, Peoria St., Chicago. 
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BURGLAR 
PROOF 


Sash Lock and Ventilator 


Permits the sash to be raised from 
the bottom or lowered from the top 
about six inches for desired ventila- 
tion without sacrificing security from 
entrance by burglars. 

It is impossible to reach over the 
partially opened window with the 
hand, a pronged stick or anything 
else to unlatch the bolt. 

The window cannot be raised or 
lowered with a crowbar in either 
opened or shut condition. 

No “jimmy,” knife-blade or any 
other device will open Acs lock. 

It can only be operated from the 
INSIDE of the room. 

To attach it no cutting of sashes is 
necessary. 

It is the only absolutel 

rélar - proof ventilator loc 




















inthe market, and is enthusiastically 
endorsed by Architects, Builders, 
Dealers and Consumers. 


RETAIL PRICE: 
25c, 35¢ and 50c, accord- 
ing to Style and Finish. 

Samples sent free to dealers on 


application. Write for wholesale 
prices and terms. 


SAFETY WINDOW 
LOCK @ 
VENTILATOR CO. 
17-21 QUINCY ST., CHICAGO, ILL. 
LIVE SALESMEN WANTED, 


Draws the Sashes tightly together 
and locks at any desired point. 





THE BOSS 


Screen and Storm Window Fastener 
It’s Adjustable! 


Made of 
galvanized 
steel — fits 
any size win- 
dow — will 
never work 
loose — any- 
One can put 
them on—no 
loss of time or 
patience. 

They’re 
cheap;they’re 
neat; they’re 
a good selling 
specialty. 


Screen and Storm 
Window Fastener Co., 
NEW CASTLE, NEB. 











‘*Dothing except the mint can make 
money without advertising. **—Gladstone. 











VROOMAN “£4vorITE” 
SINK STRAINER 


KEEPS SINK CLEAN 


Means Cleanliness 
and Health 


Housekeepers’ Delight 







ORDER FROM YOUR JOBCER 


Strainer 
and Stand 


i 325 Dearborn St.. CHICAGO, ILL. 

















THE “CANTON” CLOTHES DRYER 


DRIES CLOTHES, WOOLEN 
OR COTTON, IN 15 TO 
30 MINUTES, 


according to the style of 
heating system used. 


Handsome, Rigid, Durable 


QUICK IN ACTION. 
ECONOMICAL IN 
OPERATION. 


Catalogue shows it. Get one. 


THE CANTON CLOTHES DRYER & MFG. CO., Canton, 0. 


New York Office, 157 West 234 St. Baltimore Office, 5 Clay St. 




















PATENTED IN UNITED STATES, CANADA, FRANCE, 
GERMANY AND GREAT BRITAIN. PATENTS PENDING 





PIPE WRENCH, THREAD CUTTERS. 
Will Remove ‘‘Neverstip’’ and ‘“‘Rowe"’ Calks 


The Best Wrench Made. 


This Wrench sells on sight. All that 
is necessary to sell it is to show it. 
ss —— by all sagen — 

agricultural implement dealers ck- 
= pd pele ma wr smiths. It is now handled by all the 
leading hardware jobbers in this country. 
a. —- og neo Np me foreign trade, 
raois' w worth style of thread, if d. 
nano y wante Better order a dozen today. 
THE HAWKEYE WRENCH CO., MARSHALLTOWN, IOWA, U. S. A. 









Best Wrench Made 
For Automobiles 
Has More Uses Than 
Any Wrench [ade 


after using the 
Hawkeye . . 


Bolts before and 


No, 200 Regular 
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’ BLICK No.3 THE BEST. 


Rural Free Delivery Box 


Made of Heavy Calvanized Steel. 
Painted with Aluminum, 

Positive Locking Flag Signal. 
Automatic Spring Latch. 

It is a big one-—6%x8%x19 Inches. 

it will Get the Business. 

You Better Cet It. 

Box and Price Right—$5.88 per Dozen. 
Better Order Now. 

















MIDLAND LINSEED 01 


(@uaranteeced Pure Old Process) 
iS NOT MADE BY THE TRUST 
Write us AT ONCE for prices and particulars. 


Independent Oil & Supply Co. 


172 Washington Street Chicago, Ill. 


MENTION THE AMERICAN ARTISAN 





There’s no advantage in selling an imitation when you 


can buy the original at the same price as the imitation. 


MATCHLESS Ball-Bearing Floor Spring Hinges— 
the original—will give a lot more satisfaction to you and the 
user, because they’re honestly made, are strong and durable, 


and are zo¢ experiments. 


Our Catalogue and Prices on request— Dept. A. 


LAWSON MFG. CO., 107 chamscr. “S"tasw YORK 





THE LATEST IMPROVED 


The best cooling process. 
The milk tank is detachable. 


Our Separator is guaranteed to do the 
work. 


WRITE FOR PRICES 





CREAM SEPARATOR 


The Cheapest and Best Deep Setting Separator on Earth. 


SEITHER-CHERRY CO., : Keokuk, Iowa. 





THE POPULAR LINE 


with three elegant trains each way between Chicago and 


LaFayette, Ind., Indianapolis, Ind., CINCINNATI, OHIO 
Louisville, Ky., and all points in the SOUTH AND SOUTHEAST is the 


BIG FOUR ROUTE 


Buffet Parlor Cars, or Dining Cars on day trains and Pullman’s finest Compartment and cow 
Sleeperson night trains. All trains =, ne Chicago to Cincinnati. For reservations, e 
onoraddress J.C. TUCKER, "| Northern Agt., 238 S. Clark St., CHICAGO, | iLL. 











Have You 
Written to 
Peck 


for a copy of “HOW TO DO IT” —the 
little folder that tells howto land the 
mail box business? 


PECK makes the GEM 
box—a strong, fine appearing, 
easy selling, popular-price box 
that is making money for deal- 
ers everywhere. 





THE GEM 
With Decalcomania Name Plate and 
‘U. S. Mail.’ 


All jobbers handle them. 
GET THE FOLDER. 


12 HURON ST., BERLIN, WIS. 















MONEY 






Rural Routes are going tn allaround 
you. You can get this business || 


with the SIGNAL MAIL BOX | 
It is the original box for Rural 










SIGNAL MAIL BOX CO. 
106 Benton St., Joliet, Illinois 





THE KE & HA uU » 
202-204 Market St St. Louis, Mo: 


The IMPROVED FARMER’S FRIEND CREAM 
SEPARATOR 
Made of heavy tin 
plate and the bottom 
inclines to the outside 
Preventing any dis- 
turbance tothe cream, 
Separates milk and 

cream perfectly. 
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By all means you should handle the 


“Ideal Rural Mail Box” 


Why? Because you can sell more than any 


other make, as 
that it will last 


satisfaction. Being the pioneer rural mail box 


manufacturer, k 
have made this 


Approved by the Postmaster General. 


MANUFACTURED BY 


Cc. G. FOLSOM, South Bend, Indiana 


the patrons can see at a glance 
for years and give the best of 


now what the patrons want, so 
box to meet their requirements. 








CLOSED» 











am Rural Mail Boxes 





eaten 


THE HESSLER 


Best known, best made, most durable as well as the cheapest Government 
approved box on the market. The demand for rural mail boxes is increasing 
daily. This trade should be in the hands of the dealer. 


WRITE FOR PRICES AND FULL DESCRIPTION. 


H. E. HESSLER CO.., (Mfg. Dept.) Syracuse, N.Y. 








~~ 








Smith's Automatic Cream Separators 


Superior in workmanship and material, giving com- 
plete satisfaction to dealer and customer. 


Equipped with Smith's Removable Gauge, found 
on no other make. Doudle seamed bottoms, no leaks. 


Largest manufacturers of cream separators in the 
country. Write us now for catalogue and prices. 


SMITH BROS. MFG. CO. 


246 E. Kinzie St. 257 S. Meridian St. 





OUR NEW GAUGE CHICAGO, ILL. INDIANAPOLIS, IND. WITH TOP OFF. 





4 Trains a 


via the 


| Cecace Fnuaarous ¢ fours Rawvay ((< 





from 


CHICAGO 
t 


CINCINNATI 


BY DAY, Parlor and Dining Cars 
BY NIGHT, Palace Sleeping and 


Compartment Cars. 









ee ee 
| 


MONON ROUTE 





and C.H.& D. Ry. 
Only 8 Hours 


CHAS. H. ROCKWELL FRANK 3. REED 
Traffic Manager. Gen, Pass. Agt. 
200 Custom House Place, CHICAGO. 





Day 


More Goods at Less Cost 


That is just what 
it means to you. 





You can handle your goods 
cheaper, easier and quicker 
on our low down, short turn 
delivery wagons than on any 
other kind. See cut of gear. 
Body is low dewn, only 20 inches from ground, and is full width. Full height 
wheels in front, making light draft, yet on account of our Patent Short Turn 
Gear it will turn shorter than ahighcut under. Easy toload. One man with 
our wagon can do the work of two witha high wagon. Draft is light. One 
horse can haul big load. Short turn so can get around in alleys and crowded 
streets.. A good ad and aa economical investment, 


Stop and Think What This All Means. 


It raeans that no up-to-date, economical merchant can afford to buy or use any other wagon, 
We make the only successf! short turn low down wagon on the market. That we have proven 

thousands. We make ther ) to order as good, as durable and as satisfactory as the best of 
— land superior workmanship can produc®, Built to run every day, everywhere, and to 

u ° 

WE MAKE MANY STYLES suitable for all kinds of trade, Hardware, Furniture, 
Piano, Grocery, Milk, Laundry, Bakery, Meat. Complete cata 
log on request. It will pay you to investigate, Mention this pa- 
per and address in full. 


SYCAMORE WAGON WORKS, 109 Edwards St, Sycamore, Ill. 


FORMERLY SHIPMAN, BRADT & CO., DE KALB, ILL. 
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NO. 350. SIDE CUTTING AND SPLICING PLYER. 


Made from the a 


Brescian Steel. Fully Guaranteed 


We manufacture the most Complete Line WRITE FOR 
of PLYERS and NIPPERS in the World. CATALOG, 


VTICA DROP FORGE @ TOOL CO. 


Factory, Vtica, N. Y. 296 Broadway. N. Y., VU. S. A. 





“AMERICAN” 


(2 in I) 


TWIN FREEZER 


Freezes two flavors of Ice 
Cream or an Ice or Sherbet 
and Ice Cream at one and 
same time, in one Freezer 





Nisa! a _ 
A ie SOMETHING ENTIRELY NEW 


ula pa, us” NEVER DONE BEFORE 


Ask Nour Jobber Aveut * NORTH BROS. MFG. CO. 
Send for New Freeser PHILADELPHIA, PA. 


FiURWA/OO YD 


Pony Screw-Driver 








All sizes from 1% to12inches, Best crucible 5-32 inch steel. 


For electricians’ use the head is countersunk and a non-conducting button securely 
fastened in, leaving a flush finish. 


HUURWOOD MFC. CO., SGridgeport, Conn. 





The Fence That Suits 
= 






Your Customer 


is the one for you to handle. 


Woven Field Fencing 


Both Single and Double Strand. 


JUMBO POULTRY turns everything. 
Lighter Poultry for less money 
of Various Weights. 


Lawn and Cemetery Fence, 
Barb Wire, etc. 


SEND FOR CATALOGUE. 


THE DENNING WIRE 
& FENCE CO. 


CEDAR RAPIDS. . 1OWA 


INDUSTRIES ARE 
OFFERED LOCATIONS 


with 


Satisfactory Inducements, 
Favorable Freight Rates, 
Good Labor Conditions, 
Healthful Communities, 


ON THE LINES OF 


THE ILLINOIS CENTRAL A. R. 


AND THE 


YAZOO & MISSISSIPPI VALLEY R. R. 








For full information and descriptive pam- 
phiet address 
J. C. CLAIR, industrial Commissioner, 
1 Park Row, CHICAGO, _ 


























Magie Pattern Rule 






Will Lay Out Patterns 


for any size and angle of elbows in three minutes’ time. Can also be used as Straight-edge Rule, 
Circumference Rule and Trammel. Should be in every Tinshop. Will save its cost in a 
few weeks. Thousands are in use and every one giving excellent satisfaction. 


Price, complete in a nice wooden box with Chart, $4.00 net cash. 


LUFKIN RULE CO., Saginaw, Mich. 222. "Ferncans 















Sent to all dealers 


THE ECLIPSE AKRON SPIRIT LEVEL 


on -approval. Write 
for our new illus- 
trated catalog and 


prices. 


Manufactured by THE BAKER McMILLEN COMPANY, AKRON, OHIO 
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HAND 
SCREWS 


The best on the market. 
The spindles or screws 
are made of the best se- 
lected hickory and the 
jaws of thoroughly sea- 
soned maple and beech, 


We make a specialty of Hand Screws and Cabinet Makers Tools. 
We are headquarters for Planes, Plane Irons, Hoes, etc. 


Sandusky Tool Co. 


Nao Warren se. Sandusky, O. 


“OHIO” TOOLS 


have that Distinctive Quality and 
Style that take the eye of the skilled 
artisan—and is it not this class of trade 
you desire to cultivate, Mr. Tool Dealer, 
ou who wish to build up a reputation for 
ling good goods that will outlive you? 














Our Catalogue of I 
Mechanics’ Tools will interest you, 








Knives, Auger Bits, Bench and Hand Screws, etc. 
WE DO NOT SELL CATALOGUE HOUSES 


OHIO TOOL COMPANY 


We make Planes, both Irom and Wood, Chisels, Gouges, Drawing | 


NEW YORK OFFICE: FACTORIES: 
J. C. McCarty & Ce., Columbus, Ohio 
No, 10 Warren St. 


Auburn, N, Y. 























HIGH 


craps HAND SCREWS, PLANES 
Plumbs @ Levels ‘ | 


Boxwood and Ivory 


RULES 


Yard Sticks, Gauges, etc. 


The Chapin - Stephens Co. 


UNION FACTORY 
LOCK DRAWER 13 


Pine Meadow, Conn., U.S.A. 




























“ —— x 
This Label on all Taplin’s Pat. Improved 
Dover Ed¢g Beaters stands for 
Quality and Durability. 


THE TAPLIN MFG. CO., New Britain, Conn.,U,S.A. 
166 Chambers 8t., New York. 


$25 ON 5 TON 


Is what you can save 
We make all kinds of 
SCALES. 




















Also B. B. PUMPS and WIND [ILLS 


BEGKMAN BROS., Des Moines, la. 





WE 
“HAMMER” 
THE PRICE ON 
THIS 


Business 
Booster 


It's already the winning Novelty 
for 1905 


ti 


IN LOTS OF 


Made of 
White Metal; Silver Plated. 


Same Size as Cut. 


DANIEL STERN 


69 Dearborn Street 
CHICAGO, ILL. 





STANLEY RULE AND LEVEL CO. 





Soid by All Hardware Dealers 





NEW BRITAIN, CONN. 
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Twenty Years’ Reign of “NEVER-BREAK" Wares 





has made the trade very particular. The more imitations and attempted substita- 
tions the quicker you let go and come back to the old reliable line of *WEVER-BREAK” 
STEEL SPIDERS, GRIDDLES, KETTLES, MASLINS, SCOTCH 
BOWLS, etc., which will not warp, crack or break, and do not scorch food when 


Garden Trowel. Blade and socket one piece, 16 ga. YOu mean tocookit. Always Clean, Sweet and Hygienic. Catalog free. 


h |. Hardwood parafimed handle. Strong, sim 
sheet see Haraway Seenc-sinrls THE AVERY STAMPING CO., CLEVELAND, OHIO 





neat. Quick shipments. 


Owners “NEVERBREAK’ trade mark. 


Mfrs. Shovels, Spades and Scoops and Pressed Steel Specialties. 





1905 
Ocean Wave Washer 


With Covered Gear 


xUGEAD WAY 


ferme eA EES 





You want the exclusive agency? 
WRITE US. 


VOSS BROS. MFG. CO. 


Davenport, Iowa 








WE SOLICIT YOUR ORDERS FOR 


GENUINE PORCELAIN ENAMELING 


of all kinds and in all colors on steel sheet and cast iron. 


JOB WORK IS OUR SPECIALTY 


therefore we can give you prompt service. We make Special 
Enamels to suit your requirements. It will pay you to write 
us when you have any work done in our line. 


MICHIGAN ENAMELING WORKS, Kalamazoo, Mich. 














The Excelsior Carpet mreenia™l 
and Tack Hammer Combined is 
sold exclusively to the legitimate hard- 
ware trade—not to catalogue houses. 

It sells on sight at a moderate price; stretches 
the carpet evenly, 16 inches each time set; holds 


firmly while the operator, using the Combina- 
tion Lever-Hammer, drives the tacks. 


Investigate now and be ready for early Spring 
trade. 


If you're a legitimate jobber or dealer, write for 
special prices. 


RICHARD W. MONTROSS, SAtESY- 














WHITE LILY WASHERS 


You may say that other washers When the auction sale is over, 
Do the work and do it well, And the rubbish cleared away, 
- You may talk about their virtues Then the guy around the corner, 
Till the sexton rings your knell, Wrapping orders, has his say: 
You may get the hot air swelling, ‘LT ain’t stuck on feeding spiders— 
You may talk till you are blind— Got stung once—the wise boy learns— 
Till the landlord makes your dwelling Goods that sell is what I’m after— 


WHITE LILY WASHER Co. 


TOLEDO, OHIO 


Too darned small to change a mind. Profits small and quick returns. 


‘“‘Lily Washers do the work well, 
Make the washing lily white; 

And besides they always sell well— 
That’s because the price is right. 

Lily Washers always stay sold, 
Customers are satisfied; 

No complaints; no howling women; 


You ain’t got to go and hide.”’ 





DAVENPORT, IOWA 
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The Principle of Washing To-Day 


Is to agitate clothes and water to the highest degree in cr) 


the quickest time with the least labor. 
None can compare on these points with our “Spring 
Balance Washer” for we have 


Powerful Coil Springs, Correct Balance, 
Instantaneous Action and Terrific Concussion. 


And with a skillful mechanical staff we have perfected 
the above combined principles which were drawn up and 
fully endorsed by the most successful and experienced 
washing machine expert and inventor in America. 

We are proud of this machine, for it is easy, rapid 
and thorough in its work, and we guarantee your cus- 
tomers will be pleased with it. 

Our methods are straight-forward and brief, we do 
not annoy with foolish offers but our prices and terms 
are right and of great interest to you. 

Further information on request. 


















J. H. CRAMMOND, Manufacturer, Waukegan, III. 





A Lon 
in RARDW 












E 





















ing in the dark, 
ooking for some efficient 
way to increase their 
business—some of them 
have found it! 





i 
Ly 


Ul 






















Warren’s Patent x 
Sectional Glass ul 
Front Shelving ll 
is designed and manufac- (,! 


tured by a Hardware 
Man for Hardware Men. 
@, You can keep a line 
of samples of your entire 
stock on exhibition at 
all times. - 

@, It preserves each arti- 
cle in the same attractive 
, — that it comes 
rom e » prevents 
dust, rust, finger- and dirt. 
@, It enables you to sell goods to 
a German, a Scandinavian or 
any other foreigner who, even 
though he cannot speak English, 
can point to what he wants. 

@, It improves the ap of 
your store /00 per cenit; enables 
your salesmen to spend their 
time selling goods instead of 
hunting for them, and will pay 
Sor itself in one year. 

qd, dimensions of your store 
and let us supply you—FREE— 
with a color plate made to scale, 
showing how your store will look 
when equipped with The Best 
Shelving in the World, for your 
purpose. 
Srerwty, someeatianknaae 
will follow as your satisfaction boosonsen. 


J.D. WARREN MANUFACTURING 
COMPANY 


&0 Masonic Temple, Chicago  @] 
Qe 


i 


i 


Ul 


i 


i 


rR 

















































; 
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i 


Ul 





























Rely on yourself—invest your 
money in YOUR OWN business— 
advertise. 












( Sell Washing Machines? 
There’s a big field, for one progressive 


AS ' Hardware Dealer in every town. in the sale 
of the UNITED STATES Washing 
Machine. 

This machine is made from Galvanized 
Steel—galvanized after the tub is formed. 
It can’t rust,can’t leak, is always sweet and 
clean, is much lighter than those cumber- 
some wooden Machines, and it’s much 
more durable than any other Machine on 
the Market. 


.We have a very interesting proposition to make— 
Exclusive Agency and Specially Attractive Prices—to 
one energetic Hardware dealer in your town. 

Are you the man we want? 

May we send you our Proposition? 











UNITED STATES WASHING MACHINE CO. 


1532 Junction Avenue, RACINE, WIs. 


















Built Right 
Water Tight 
Out o Sight 


“White Lily Washers Wash Lily hite.”" 


"NUFF SAID 
Drop us a card. 


WHITE LILY WASHER CO. 
Toledo, Ohio DAVENPORT, IOWA 


The 0. K. Washing Machine 


has been on the market for more than 
six years and the constantly increasing 
sale proves that it is giving satisfaction. 





Well made and fully guaranteed. 
Every one sold sells another. TRY IT. 


H. F. BRAMMER MEG. CO., 


Davenport, Iowa. 
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Clippe 


———DIX ON, ILL 






































MOWER that will Kill all the 
ry. Weeds in Your Lawns, If Sea fers the the 


weeds cut so they do not go to seed, and cut your 

grass without breaking the small feeders of 

roots, the grass will become thick and the weeds 

will disappear. The CLIPPER will do it. 
NO MAN ON THE ROAD. 


SPOT CASH PRICES TO THE TRADE. 


tO. 8. cine bandas Sedu Ge 'esedeces baat $4.50 
SO, Qc 0 ns cccctcce cevcceces sdiesoe’e 5.00 
Ds Sen nnn ne bhde bnbeds eeneeeeaneces 5.50 
BOs OG etn cnnsentscbanscesentnecs cee 6.00 


Please send Draft, P. 0. Money Order or Express 
Money Order or Registered Letter. 


Bolt ana Screw 
Cases 


Save Time and Money 
A necessity for 
Hardware Dealers, 
Machine Shops, Pat- 
tern Shops and in 
fact any one who 
small arti- 
cles; last indefinite- 
. Send for descrip- 
ve booklet. 
AMERICAN 
BOLT AND SCREW 


CASE Co. 


Dayton, Ohio 
U.S.A. 


“PULLMAN” saince 


Are you selling them? 
IN USE EVERYWHERE 


Look for the 
Metal Tapes 
in all new 
Buildings. 


Folder No. 2 sent free, 
PULLMAN MFG. CO., X°y. v. 6. A. 
The WINNER Half Pound Hammer 


Epatve & Sache. lon weighs nd; made of 
-bone material; nfckel Looe 1 and du dur- 
e, handsome! 




















































Franklin Specialty Co. sacereptintr 


CHICAGO OFFICE, - - 





MADE TO ORDER FORALL PURPOSES, 
IF YOU WANT THE BEST MADE, 
SEND US YOUR ORDER, 


WEA PT. 
PRICES ARE EQUITABLE AND JUST. 
ST.LOUIS ELECTROT re FOUNDRY / 

5 T.LOUIS,MO 


214-216 PINE 


r Lawn Mower Co. 















Received Highest Award at World’s Fair, St. Louis, 
which confirms our repeated claims that our 
Family Scales are the best. 


Dealers Who Sell the New 


PELOUZE FAMILY SCALES 


with the handsome silver finished dials sell the best 
in the scale-maker's art. 
The springs used in all Pelouze Scales are made of 
the best crucible cast steel wire. 
Every scale has a patented adjusting screw; 
fall off and cause trouble. 


Ask your jobber for the Pelouze make. 
Send for’ Catalogue G: 40 styles. 


PELOUZE SCALE & MEG. CO. 
118-130 W. Jackson Boul., CHICAGO 


All in a Minute 


No s@parator necessary. Fresh, pure, wholesome butter at 
all seasons of the year in just sixty seconds — 
tested time. Sweet or sour cream can be used 
indiscriminately to produce the finest grade of 
granular butter. The churn is light, durable, 
simple. Every part can be replaced by a child. 
Oil and grease not necessary for lubrication; conse- 
quently mo black streaks in the butter. All parts inter- 
changeable. Buyers as well as sellers of infringements 
will ~ \yene prosecuted. Write for prices. Agents 
wanted, 


cannot 


Se ee 





THE ONE MINUTE CHURN CQO., Inc. 
MANUFACTURERS AND EXPORTERS. 
9A OLD SLIP NEW YORK 





SPERRY'S CALDRONS 


Full measure, guaranteed perfect, ottgl- 
nal patterns, with metal distributed where 
it is needed. Many Caldrons are made 
from our castings as patterns. They are 
inferior to originals, as they have light 
bottoms and heavy sides and hold less. 

-WARE H 
, rounpers Batavia, Ill. 
A SWAP FOR YOU, MR. HARDWARE MEN. 


ENCY FOR 


THE PETERSEN EVERLASTING STEEL 
BARN DOOR LATCH AND HOLDER 


This latch is double-acting, p oak hold your barn door 

or shut. is tho ONLY barn a it which Sy oats in 
out a w es ow 

a year or two. We also make a Steci Lateh tor Barn 

doors on rollers. 


LYONS SPECIALTY CO., Sole Mfr's, Lyons, la. 





Twelve sizes always in stock. 


D.R.SPERRY @ C 


















The Ideal 
Acetylene 
Generators 


GET THE BEST. 








VERY LOW RATES 
Southwest 


VIA THE 


WABASH 


Feb. 7 and 21, and March 7 and 21, 


THE WABASH 


will sell special homeseekers’ tickets 
from Chicago to many points in Texas, 
Louisiana, Kansas, Indian and Oklaho- 
ma Territories, at $20 for the round trip. 
Limit, three weeks from date of sale. 







very one has 
given splendid 
satisfac 
Can you ask 
for more? 









There is none 
tter. 
Active agents 
wanted. 
Address 
» Epworth Gas Light 
& Heating Co. 


Waterloo, Iowa, V. S, A. 
Please mention “AMERICAN ARTISAN” when writing’ 




































Lewis Liedel, Delta, Ohio, writes: 


“Please discontinue my want ad- 











For maps, time card and full particu- 
lars, address any of the undersigned. 


T. P. SCOTT, Gen’l Agt., Milwaukee, Wis. 
R. 8. GREENWOOD, M. P. Agt., Chicago. 
F. A. PALMER, A. G. P. Agt., Chicago. 
C. 8. CRANE, G. P. & T. A., St. Louis. 


vertisement in your valuable paper. 
Your paper is worth having as it 
did more than I could expect.” 
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The Best Spring Pin in the World! 


The pin is perfectly rigid and practically 
indestructible. 

It has a strong galvanized spring, warranted 
never to rust. 

SEND FOR SAMPLES AND PRICES. 








We are also large dealers in our unexcelled product—Absolutely Pure 
Vermont Maple Sugar and Syrup. Having Hardware dealers for 


customers, who buy for themselves and friends, gave us the idea for this part of 
our advertisement. WRITE US FOR PRICES. 


THE DEMERITT @ PALMER PACKING CO., Waterbury, Vt. 


DOCTORS RECOMMEND IT 


A HYGIENIC WATER COOLER 


Ice and water in separate compartments and water is kept at an even 
temperature, 

The inside is made of malleable iron, and water compartment is lined 
with white porcelain. Metal parts are not exposed to the outside air, and 
consequently the amount of ice used is comparatively small. 

Economical, handsome, substantial—with nothing to get out of order. 
Will last a lifetime. It mever sweats. Has an extra faucet to draw off 
melted ice. 


A GOOD SELLING SPECIALTY FOR HARDWARE DEALERS. 
A. MAJOR, 461 PEARL STREET, NEW YORK CITY. 


“Cutler’ s Easy” Tools and Cutlery 


Include Axes, Hatchets, Hangers, Saws, 
Sweepers, Razors, Shears, Pocket 
Cutlery, etc. None better to be had. 


We also sell a nice line of 

Bank and House Trimmings, Shelf 
Hardware, Tools, Iowa 
Forks, Alaska Refrigerators, 
Lawn Mowers, Gasoline Jr. 
Stoves, Safes and Bale Ties. 


Your Mail Orders Are Solicited. 


Cutler_ Hardware Co., Waterloo, lowa 
BY THIS SIGN YOU WILL KNOW THEM 


EVERY ARTICLE BEARING this Trade Mark 
carries: with it a GUARANTEE of QUALITY 
and Dependability that is not surpassed by any 
Standard brand on the market. 






















Uniform in Quality Unexcelled in Finish Moderate in Price 





























FARWELL, OZMUN. KIRK @ CO. 


WHOLESALE DISTRIBUTORS OF GILT EDGE GOODS 
ST. PAUL, MINN. 
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WILBERN 


ADJUSTABLE 





Barn Door 
Hangers 





The only Vertical and 
Lateral Adjustable Hanger 
on the market. 


Doors can be hung close 
to the wall or moved away, 
and can be raised or low- 
ered, thus preventing bind- 
ing. 





Write To-Day for New Hanger Catalogue. 





Stowell Mfg. & Fd’ry Co. 


51-73 Milwaukee Ave., 
SOUTH MILWAUKEE, WIS. 












Made also for 
Balcony and Roof. 


Send for Catalogue AA. 


HILL DRYER COMPANY 
WORCESTER, MASS. 





Headquarters 
for the best 
of everything 


in the line of 


and Fixtures 


will tell the story. 
yours for the asking. 
AURORA, 


Sliding Door Hangers 


Our 88 page catalogue 
It’s 


ILL., 


The Richards Mfg. Co. 






Bird Proof, Jump Proof and Water Proof. 


No. 17 
Standard Trolley Barn Door Hanger. 


U. S.A. 










Patented. 


“ONLY” Si 


THE 


Several styles of covers. 
Body black or galvanized. It’s 


soot and 
tight and stays in the chim- 


ney. 
‘cular 
orders direct or through your jobber. 


“NICHOLS @ RANKIN 


COMPANY, BURLINGTON, IOWA 


fire p ater 


Send for descriptive cir- 
and prices at once. Send 





A SUITABLE LOCATION 


for any physician, profes- 
sional or business man as 
well as any industry is 
easily found by consult- 
ing the Industrial Depart- 
ment of this Company. — 
The proposition sub- Vn the odor 
mitted will be attractive, of —— yf fe 
embodying full informa- 
ti such as will enable 
ini gent action in such 
an im t as 
"Gar monthly sungnaine 
mon 
of Southern d ties are 
will prove invaluable to 
those interested 





The most costly piece of literature 
ever issued by a rai is the ee 
southern edition of the Sea 

Magazine of Opportunities—yes, there 
is one for you. It is unique, contains 


+ | no advertisements, and little reading 


matter. Embodies numerous full page 
phote-gravures, the most exquisite ex- 
amples of modern printers’ art. It 
would command fifty cents from book- 
sellers. 

Sent free upon receipt of ten cents 
for postage. 


J. W. WHITE 


General Industrial Agent, 
Portsmouth, Va. 


SEABOARD AIR LINE RAILWAY 














Common Sense 
Flue Stops 


Absolutely soot 
and smoke proof. 


Stays where you 
put it; 
blow out or spring 
back like others. 


will not 


No need of ad- 


Patented 
justments nor bolts to rust fast. 


Can be retailed cheaper than 
any flue stop of its kind. 


A perfect flue stop. 


Ask your jobber for Common 


Sense Flue Stop. 


J. K. SCHICK, Fairbury, Ill. 


Sole Owner and Manufacturer. 
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~PORTER, 


THAT'S IT 












THAT's IT GR 


4 PORTER’S MEADOW KING HAY CARRIER 3 


BEST ON EARTH 
AND A COMPLETE LINE OF HAYING TOOLS 


We Do Want Your Business. Write Now for Catalogue and Prices. 


J.E. PORTER CO., Ottawa, IIL. 


“COLUMBIAN” 


TRADE MARK 





The New Spring Hinge 


To convince you of the 
superiority may we not 
| have a sample order 
for “Columbian” Sheet 
Metal Hinges, Single 
and Double Acting? 


The Columbian Hardware Company 


CLEVELAND, OHIO 


SAN FRANCISCO CHICAGO LONDON 


STETR 


See 


a . Br 4 4 » ign PRE a8 Be OO - = — 5S . 





NEW YORK 
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HOTCHKISS 


CLIPPERS 













SIMPLE IN DESIGN 
ELEGANT IN FINISH 

















Hotchkiss 
No. 100 Ball-Bearing 
Fetlock Clippers 


COMPLETE LINE 


Barbers’, Toilet 
Horse and Fetlock 
Clippers 












} Several New Patterns 
now ready 









STANDARD QUALITY and WORKMANSHIP GUARANTEED 


Hotchkiss Clippers with proper care will keep a keen cutting edge for years. 
Hotchkiss Clippers are simple and perfect in construction and are goods that will stand the test of time. 
You can make no mistake in specifying for these goods. 


PROMPT SHIPMENT. RIGHT PRICES. 








Special attention to orders for export. 
Send for descriptive Catalogue, Prices, etc. 


EDWARD S. HOTCHKISS 


Harbor Street Bridgeport, Conn. 


Successor to Hotchkiss Sons. Established 1850. 




























The House Warming Manual 


Is beyond all doubt the best book published on practical house heating. 
It contains the plans and essays on heating a house submitted in THz AMERICAN 
ArTIsAaN House Warming Competition for $300.00 prizes, and is in fact 











An Encyclopedia of the Most Modern and Improved Practical 
Methods of Heating a House by Steam, Hot Water and Warm Air. 









A Leading Western Newspaper says 


“The volume is a well-bound and artistically printed and illustrated volume 
of nearly 300 pages, and contains some masterly essays on steam heating, hot 
water heating and warm air heating. Nearly every prominent authority in 
this field is quoted, and an application of principles and improvements 
suggested covers all technical details in a simplified and practical way. 
House plans and diagrams accompany the subject matter which deals specif- 
ically with radiation, combustion, ventilation, prices, estimates and the best 
and latest methods for placing, connecting and utilizing the apparatus adopted." 


















Price, Only $3.50 Per Copy. 











For sale by all booksellers or the Publisher 


DANIEL STERN, 69 Dearborn St, Chicago. 
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. “Experience” 


has taught these artisans the value of saw-quality. They 
have learned that in sawing knots, green wood and cross- 
grained timber, the most economical saw for them to use 
is the best saw. They can not rattle off the technical 
points of tempering blades as glibly as the saw salesman. They do not have to as they 
have learned that the word Disston’s covers all points of saw excellence. 











The experienced hardware dealer has learned this. He knows that to be solid with this 
valuable artisan trade he must give them this saw quality found in every Disston 
saw. This is the reason for the marvelous andconstant growth of our business. Why not 
send for catalogue and get your share of this business. 


Henry Disston @ Sons, Inc., 


Keystone Saw, Tool, Steel and File Works 


PHILADELPHIA, PA. 
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“ENTERPRISE” 
Sausage Stuffer and [Lard Press 


Made in 8 Sizes and Styles gar-TINNED-qe or Japanned 


Each Iron Cylinder is Bored True 


so that when Stuffing all the mate- 
rial must pass through the Spout 


The Lips on the Tin Cylinder 





































in pressing lard, prevent burning ¥- 
of hands when the Cylinder is taken £: 
out for purpose of removing the © 
Hot Cracklings 


The New Patented Spout ee oe 


furnished with each Stuffer is Corrugated, which prevents air enter- 
ing the Casing, thus assuring the preservation of Sausages 
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Order from your Jobber Send for Descriptive Catalogue 


THE ENTERPRISE MFG. CO. OF PA. 


New York Branch, 10 Warren St. Philadelphia, U. S. A. San Francisco Branch, 105 Front St. 


EEN EN ENE NEN ENE SISIAIIS SISTA IIT ISIS TIRING 







’ 
+ 





’ 
= 
4 


GF 


’ 
4 





% 






’ 
4 





oi 











THE AMERICAN ARTISAN AND HARDWARE RECORD 





No. 1900 THREE 
UTICA | HORNED 
BLACK STAPLE 
BULL PULLER 
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TRADE MARK 
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WIRE CUTTER er 


WIRE CUTTER 


HAMMER 
HAMMER 


WIRE CUTTER 
P 
PULLERS 


RE HOLDERS 
BURNER GRIP 
OR WIRE SPLICER 

THR 
Sa 


Ly 


Ee 
No. 2000 
Universal 
Button’s 
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No. 1000 
Giant . 

Button’s 
Plyer 

















No. 1950 SAMSON CANNON BALL SIDE CUTTING PLYER 


WE MAKE THE MOST COMPLETE LINE OF PLYERS AND NIPPERS IN THE WORLD. 


WRITE FOR CATALOG. UTICA DROP FORGE & TOOL CO. 


FACTORY, UTICA, WN. Y. 296 BROADWAY, NN. Y., U.S.A. 

















Jobbers Are Ready with Prices and Catalogues. 
Write Yours To-day. 


THE WHITE MOUNTAIN FREEZER CO., Nashua, N.H. 
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Progressive House . 














Our Stock Keeps Moving - - No Time for Dust to Gather 
Prompt Shipments -- Standard Goods -- Prices Right 








We carry assorted stock of Hardware Cutlery unequaled in the west. 


Send us a trial order — will ship it same day as_ received. 


Builders’ Hardware 

Crescent and I, O. A. Edge Tools 
Minnesota Linseed Oil Co. Paints 
Estate Stoves and Ranges 

Guns, Sporting Goods 

Fishing Tackle and Base Ball Goods 


Perfect Cream Separators. - - Dillon Field and Stock Fence 


ASK FOR THE AGENCY 














OWOSSO SCREEN DOORS 
OWOSSO WINDOW SCREENS 


TIN PLATE 


BLACK AND GALVANIZED 
SHEETS AND METALS 


ASK FOR ONE OF OUR NEW GENERAL CATALOGUES. 
It will interest you. Mail Orders Given Prompt Attention. 


The Brown-flurley flardware Company 


Jobbers and Distributers of Hardware and Cutlery 
101-103-105-107 Court Ave. DES MOINES. IOWA 
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ry, Good Roofing TinG 


Not the imaginary kind of goodness but the real thing that 
you can See and feel when you examine and work the tin. 
Samples and prices yours for the asking. 


The McClure Co. 


Pittsburgh Philadelphia 


NOTICE! 








We have ex ional facilities ‘for handling American 
products: H ; Sanitary, Heating and Vemtilating 
Goods. Bran in England and Continent. References 


furnished. Address 
EXHIBIT & TRADING CO., Main Office, i benry St., Liverpool, England 


Stay-In Flue Stoppers 


Brass finished. 
Cannot be jarred or blown from flue 
hole. Guaranteed to be soot proof. 


PERFECTION 
Cake Mixer 


Made of No. 16 steel. It’s one 
of the best articles on the mar- 








Nicely decorated. 


















ket. Almost everybody thinks so, 
STUBER & KUCK, Peoria, Ii. 
Manufacturers of Pieced Tinware and all styles of Flour Sifters, ee 











Tinaers Find 
By advertising and using 


The “CENTENNIAL” 
RAIN-WATER CUT.OFF 






THE The gevonnset, most 

POWERS AUTOMATIC. | CUT-orFcn the mar 

CHIMNEY TOPS eeThe ow Cut- 
off made 


GATED and Plain 

and which can be used 
without extra pipe or 
elbows. Forsale by all 
eadi 


cone, 
BEARING po = gre 
Tinners employ- 


rT 
stat ment making 


stocks, and give ng jobbers, 
ws. thedealersproft, | Patent applied 3 
Sold by Hardware m 
JobbersandDealers | ““Sniy‘by 
Made only by COONEY 
POWERS BROS. | & GEIGER, 


- WL 19 and 21 


This cut free to 
dealers. 








Every indication. points to much higher prices 

in the Spring for Eave Trough and Conductor. 

And if you place your order now, you'll not 

only get the benefit of present prices, but the 

shipment will be on hand when you need it. 
May we send you our special price list. 


ILLINOIS ROOFING & SUPPLY CO. 
23 Lake Street, CHICAGO. 
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E. C. ATKINS & CO., inc. 


INDIANAPOLIS, IMD. 
. Atitinta, Ga. Memphis, Tenn. 38 South Canal Street, Chicax0 
@4 Reade Street, New York City. Toronto, Canada. Ly ape - Seattle, Wash. San Francisco 



















Coat & Hat Hooks 
“Metal Clasp” 


The 
has a stiff brace im the angle ands 
fall rolled thread and lower hook 
will spring and not deface wall. 


ATLAS MFG. CO., 
New Haven, Conn. U.S.A 


ASK YOUR JOBBER ABOUT THEM. 








The “GLOBE” Ventilator 


in BRASS, COPPER, GALVANIZED IROH, 
-and with Glass Tops for Skylight purposes 








SMOKY CHIMNEYS CURED. 


Manufactured by 
GLOBE VENTILATOR CO., Troy, NJ. 





Here’ sa Practicable Novelty That Sells at Sight 


The “‘Jones’’ 


Line of Coping and Scroll Saws furnish you as 


nice a margin of profit as any class of goods you may put on 
your shelves, with the advantage that they only have to be 
shown to_woodworkers to insure their sale. 


Write for descriptive Booklet and prices now. 


LEADING SAW AND TOOL MANUFACTURERS 


SERENE 
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